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NON-STOP TYPING! 


Speed up the production of your internal routine forms requiring 


carbon copies. 
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and by accommodating Continuous Fanfold or Interfold* Stationery 
automatically ,interleaves, and withdraws the carbon sheets from, 
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All unproductive operations and waste effort arë avoided, 
thus enabling the operator to spend more time in actual 
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The SPEED-FEED can be unhooked at a moment's e CE ee E o o 


notice, allowing the typewriter to be used for 


ordinary purposes. 
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With the advent of the New Year you will undoubtedly be 


Inevitably the 


“Taking Stock” of your recording methods. The 


question will arise “Can we use Visible Equipment? - 

answer js “Yes."’—Install it in 

1, THE COUNTING HOUSE. In place of out-of-date bound 
and loose-leaf Sales, Bought and H.P. Ledgers. 

2, THE STORES. For greater speed of posting stock records 
and better control of ordering. 

3. THE SALES DEPT. Obsoleting your present Vertical Card 
Index which does not tell you “at a glance” those customers 
who are not ordering. 

4 THE WORKS OFFICE. 
delivery promises. 

Full particulars on application (p the original British 
e  patentees and manufacturers 


CARTER-PARRATI, Ltd. 


(P. J. Carter Eve, Managing Director) 


Tq keep “up to the minute” 
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“When I look round the country, when I study the figures which 

are the signs and the index of what the country is doing, I am 

. at the extraordinary steadiness of the 
Everywhere the purchasing power of .the people is 
steadily increasing. ‘Exports are going up at an astonishing rate. 
Employment gets higher and higher... . 


reason why 1936 should not be even more prosperous than.1935.’’ 
Mr. Neville Chamberlain, Chancellor of the Exchequer, at Birmingham, last month. 


I think there is no 


: THIS Fee. TRUE, BUT. ee 


“AINES 


LOBES eig, 


. There are Maj or : 
: Problems that Managements 
“MUST Face wow eee They Are— 


\ | FINDING AND TRAINING 
MAN-POWER 


(a) Executive (b) Factory Labour 


f all the problems which face 
business this New Year, prob- 
ably that of finding, training 

and holding the right type of man- 
power is the most complex, and there- 
fore the one demanding the most 
consistent attention. 

. This problem, however, is a dual 


| lone: the first, and the more important 


part of it, concerns the supply of able 
executive man-power to t£ke tharge 
of and develop the great forward 
movements which are taking place in 


- businesses of every kind throughout 


the land. The expansions in 1935 
were only the initial advancements of 
a steady future development, -but the 
call for new administrators, executives 
and managers of the right progressive, 
virile, yet balanced type has already 


begun to reveal shortages in the’ 


reserves of this material. ' 


The second part concerns the supply 
of skilled labour for the factories of 
these expanding organizations where 
the routine processes are almost daily 
becoming more technical, moré highly 
specialized. The present situation sees 
engineering firms in the South busy on 
works expansion plans, yet already 
searching the industrial areas of Ire- 
land, Scotland and the North of 
England for skilled labour with which 
to enable them to keep pace even with 
current work, local labour having 
been absorbed months ago. There are 
firms, too, in recognized industrial 
areas such as Birmingham, Coventry 
and so on, which are actually offering 
their workers a bonus of anything 
from 5s. to IOS.e a head for every 
ddditional recruit of even remote 
suitability that they bring along. 
reOne of ‘the reasons for this para- 
doxical situation of firms finding 
themselves eshort of both executive 
and rank and file labour while the 
unemployment figure is still high goes 
back to the restriction of the appren- 


Finding and Training 


l. 


(a) Executive Man- 
Power; (b) Skilled 
Bench Labour. 
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Making Adjustments to 
Meet Changing Market 
Conditions. 
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Meeting" Cut-Throat 
Competition. 
, ® 
The Sales Danger 
Rising Prices. 
© 
To Ward off Possible 
Labour Troubles. 
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tiçeship system. The technical trades 
have for years been starved of initial 
material, a fact for which both 
employers and trade unions are 
responsible. 


“mA 


. them or out of them. 


- because it is- this 


~ both executive 


But it is not the place here to 
examine history. Certain difficult 
'conditions exist now, and what the 
business man wants is a way round 


waste of time to criticize years-old 
policies that brought the conditions 


-~ about. What, then, is the thing for the 


average-size business. to do? 

We emphasize the average Guiness 
e of concern 
upon which the difficulty presses most 
heavily. - Big ‘corporations such as 
I.C.1.; Metr@-Vicke,. Unilever, A.E.C. 
and so'on, are in a different category. 
They have been able to organize—and 
have had the wisdom to do so on an 
exemplary scale—finely planned train- 
ing systems run by the bes@ specialists 
procurable. Here the ‘building up of 
and skilled labour 
reserves has been for years, and still is, 
as vitally important a process as the 
manufacture of the products for which 
the various houses are famous. Hence, 
we will leave them out of it. 


Average businesses, however, are up 


against an ‘emergency. Comparatively 


few of them have followed, even in 


principle, the, example set by the big 
corporations in the setting up of trained 
man-power reserves. The obviousness 
of this highly necessary function of 
Management does not seem to have 
been observed. 


For Executives, Understudies and 
other Systems Essentials 


` To produce executive man-power, 
those firms which do not already realize 
it must come to see that the selection 
of employees in the first place is a job 
calling for the exercise of the highest 
discretion and judgment. They must 
recognize the vital importance of 
choosing young men of the tempera- 


ment, character and ability that will: 


enable them to be developed into 
harmonious, as well as active, units of 
the organization. 

By means of systems of understudies 
or training schemes inside and/or out- 
side the organization, these young men 
must be brought along steadily and 


` consistently, always with the long view 


in mind. Even small bugfnesses must 
give more attention to having in the 
organization at least one or two young 
men, carefully chosen, with the sole 
object of educating them up to execu- 
tive standard.. They must be given 
experience and small ‘but increasing 
responsibilities in all departments so 
that they can get a grasp of the business 
as a whole. 

Management er continuously study 
the progress of these young men; must 
be able'to discern faults and merits and 
must be able to handle both. Manage- 
ment must, in fact, build a structure of 
brains, a structure which is by far the 


- most valuable asset’ of the company, 


yet equally the most difficult to mould 


and maintain. 


The building of executive man-power 
is a’long,.highly skilled job. There are 
sound methods of doing it to-day, but 
no short cuts, It is one of the vital 


It is simply a 


- labour in the country as a whole. 
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things that must claim managements 
attention forthe next three years. 


More Juniors Shoušd be Trained 
for Skilléd Protesses ° 


Factory labour is in. differant case. 
There is no actual shortage of skilled 
The 
past five' years, however, have seen a 
widespread reshuffle of factory locations. 
The economic urge to secure factories 
in new districts whee conditions were 
more ideal and charges, on the whole, 
cheaper, has led many hundreds. of 
manufacturers to forsake their old 
traditional locations in favour of quite 
new districts. 

Before the present fresh impetus of 
expanding trade set in, practically all 
these firms which had moved found the 
fresh labour supplies (which, of course, 
they had cursorily examined before- 
hand). to be adequate. 

Now, however, some of them are 
finding that there is no local reserve of 
skilled labour on which they can draw 
to cope With a sudden and much 
increased output. Many firms are faced 
with the difficulty of searching for 
labour over a thirty-mile area of their 
new districts, only to find that all the 
available skill has already gravitated to 
plants in their own localities which have 


themselves expanded. As a guide to. 


this problem business men will find of 
enormous value the articles describing 
in detail the various areas for factory 
location published in Business for Sep- 
tember, October, November, December 
and in the present issue, page 12. 

There must be no hold-up in the 
plentiful supply of appropriate labour. 
Management must see to this. There 
are two main steps to be taken to avoid 
it: 

1. Factory locations, when'a move is 
made to a fresh district, must be care- 
fully and scientifically chosen. Use the 
BUSINESS service. 

2. Better facilities for training juniors 
must be instituted. It is fatal to place 
too much reliance on being able to pick 
labour from the market in a hand-to- 
mouth way. Every day processes 
become more exact, more technical. 
Standards are higher and casually 
picked labour is not able to live up to 
them. Costs are therefore piled on pro- 
duction, while quality and output are 
jeopardized. 

In most works more juniors than are 
at present admitted could be taken on 
with the view to getting them trained 
in specialized work. Bigger supplies of 
trained labour must be built up by 
firms individually. 

Pick your labour young, train it care- 
fully and plan remuneration, chances-of 
advancement and conditions of work fo 


combine as an incentive big enough to. 


hold the labour thus nurtused. It isa 
big problem for 1936 which demands a 
generous, long-perspective view from 
management. ` 
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SELLING. PROBLEMS a 
(a) Changing ‘Markets (b) Gur 
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eviews of markets towards the enf. 
R of 1935 revealed, some astonishin 
facts. With total national incom/ } 

up some {250,000,000 above a year c? 

two ago, and still rising by almos’ 
£1,000,000 a week, this is not surprising; 

A substantial increase in spending., 


Read Also the ‘Plannin 7 


power does alter demands, especially |. 


among the smaller money incomes, 


where almost any increase has a highly ' 
stimulating effect. 


Surveys in the domestic : markets} 


relating to products so widely diversi.” 
fied as biscuits, soups, tinned meats and 
preserves, vacuum cleaners, radio and; 
clothes, showed, without exception,, 
that in the former depressed areas, such’ 
as Yorkshire, Lancashire and parts of, 
the Midlands, sales of the cheaper lines; 

of goods have fallen during the past fe 
months and sales of the more expensive 
f 










‘BUSINESS’ 
The Financial Editor, Mr. C. E. | 
JACOMB, will be glad to advise í 
you and to assist in your problems, i 
whether they concern your per- 


See page I8. 


though basic, naturally 


Take advantage this year of A 
Investment Service. `“ 


} 

je 

sonal investments or those re- (@ 
lating to your firm. a 


- lines have risen. Foodstuffs, of course, , 
Horen] 


smaller money units than, for instance, i: 





vacuum cleaners and radio. 
vacuum cleaners which have met with, 
such big sales increases in these one- 
time depressed areas are in the f25. 
class, while the radios are in the £20-£30 , 


classes! This is a most significant 
revelation of a strongly reviving 
market. Another .significant fact re- 


vealed by a recent survey was that ; 


whereas the average value of retail 
purchases rose towards the end of 1935 
by 7.4%, the number of actual transac- 
tions rose only 1.3%. E 


Purchasers are Now Much Moré 
Critical 

In this* feld, however, the: most 

delicate supervision and contact must 

be maintained, since there are causes, i 

the incidence of which can, almost in 
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a flash, precipitate a wave of renewed / 
economy that may completely explode iida- 


any too optimistically: planned produc-; 


tion and sales campaign. j 


This bigger and more active spending 
introduces yet other difficulties for the 
manufacturer. Purchasers are getting 
the superiority, complex; they are 
becoming highly critical. 
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Now that money ‘is . ‘ooser’’, cus- 
mers are demanding more novelty and 
‘eater ‘usefulness in products. A vast 


‘re produced for the Christmas trade, 
` example, have been left on the 
ids of retailers, wholesalers and 
»iufacturers. Goods that were new 
“1935 now have no appeal. 

To cite a national basic trade, this 
‘ener discrimination shows up strongly 
+ the furniture trade. There is a 
lefinite, growing trend for families of 
he middle and smaller‘ income classes 
buy, not suites of furniture, but 
idividually picked pieces of higher 
stistic merit and usefulness. 


re Your Goods RIGHT to Meet 
These Changes ? 


t brings you bang up against the 
estions: Are your goods right for 
se changed demands? Could you 
arket an item in a little larger or more 
Yensive unit that would catch this 
_ trend? Could you create some new 
.t or selling point that would appeal 
this raised standard of living? Can 
1 introduce a new line, or adapt an 
. one, that will cater for the entirely 
sh tastes that are appearing in 
merly limited markets? 
nstalment buying, while increasing 
mally within its own recognized 
eres, does not seem to be embracing 
r lines of goods. There is, however, 
, notable break-away that may have 
: ‘aching effects. 
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ais Plan Will Increase Farmers’ 
Spending Power 


A: fillip has certainly been given to 
: farmer’s income receipts, thanks to 
: series of new Marketing Boards. 
> farmer is now paid on specific dates 
| ull at a known price for many of his 
zes. He is thus able to purchase new 
‘yuipment and new stock on the instal- 
vent principle, with much less risk to 
2e sellers. 

.This plan, of course, represents a 
‘tly limited sphere as regards ‘its main 
sue. But it does mean a greater 


jat is more widespread than any other. 

a consequence, some of this money 
l undoubtedly circulate out into the 
eral market and contribute a sub- 
otial addition’ to the general turn- 
or. It is an expanding marké +Mat 
sl repay' studious watching. 


is Cut-Throat Compettion Must. 
Be Met 


ae of the greatest menaces to 
“imate ‘marketing is the fast grow- 
f « practice of ‘‘club’’ trade. In 1936, 
s must be one of the things against 
faich manufacturers of branded goods 
wust direct combative measures: 

. The practice is an extenSion of the 


oe ae m AT 


lantity of traditional gift lines which’ 


‘of regular 


yailability of money in an industry- 


' succeseful. l 
firm offers} a cash-value rebate to pur- 


| 
co-operative method of trading. The 
chief daifiger here comes from those who 
*set themselves up in cheap premises and 


act as wholesaler® They obtain large’ 


supplies of goods of afi kinds, branded 
and unbranded, they-are not at all par- 
ticular, afid sell them to the general 
public at prices cut considerably below 
the recognized retail standards. 

These -wholesale ‘‘poachers’’ go to 
considerable trouble to attract a 
clientele from among business em- 
ployees. The cut prices which they 
offer, | plus the service they are able to 
give from having huge stocks and by 
being!in direct contact with manufac- 
turers, soon attracts a large following 
which! rapidly grows through the per- 
sonal | introductions which the ‘‘cus- 
tomers’ readily pass along to their 
friends. There are, indeed, many very 
‘well developed concerns which keep a 
large force of salesmen who cover wide 
districts inducing people to form 

“‘clubs’’ in their own districts. T hrough 
these [clubs enormous quantities of 
goods,| mostly unbranded, are sold at 
cut a 

Another dangerous and fast growing 
outlet which the cut-price wholesalers 
have is to the ‘‘clubs’’ in big business 
houses |where there are a large number 
of employees. 

As these clubs are privately con- 
ducted,| it is quite impossible to com- 
pute the volume of trade which they 
fich from the legitimate retailers. But 
there is no question that the number 
“customers” for groceries, 
textiles, boots and shoes, books, cigar- 
ettes, confectionery and even clothes, 
runs into hundreds of thousands. 


} 


| 
Fight the ‘Clubs’ With Their Own 
Weapons 


Here, \then, is a pretty problem for 
1936. Reputable manufacturers are 
already | refusing advertisements to 
newspapers and periodicals which carry 
the announcements of the known houses 
which propagate the private club 
system. | But this action is not suff- 
cient. If the papers could completely 
prevent the cut-price club-wholesalers 
from advertising, that would prove but 
a minor|obstacle to their continued 
expansion. 

Concerted action of a more drastic 
kind will|somehow have to be under- 
taken, for this form of unethical com- 
petition is already assuming the pro- 
portion of a national menace to 
first-class trading. There ‘are remedies, 
of a kind. | Start a ‘‘clwb’’ of your own. 
A famous’ retail store just outside 
London has done this, and it is proving 
A‘ famous tea distributing 


chasers. Another plan ‘is to short- 
circuit the) wholésalers by tying up the 
retailers ini specific agencies. 

' We hesitate to suggest.a reversion to 
gift schemes, but whatever their faults 


| 


gift schemes seem no more “damaging 
and very little different in principle 
from the intensive ‘‘club’’ system. . 


Watch The Danger of Rising 
` Prices 


Nineteen thirty-five started off with 
the beginning of a rise in the price 
spiral. That rise will be expedited 
whether there be a coal strike or not 
by the rise in miners’ wages, for dearer 
coal means a rise im prices throughout 
all the metal manufacturing’ industries. 
Steel enters so largely into house 
construction and modern engineering 
that a very wide range of goods will 
suffer. Shipbuilding will, of course, be 
definitely affected. This rise in prices 
will be an entirely new factor with 
which the business man will have to 
deal in 1936. The one object must be 
to keep the prices of his own goods 
down despite the coming rise in so wide 
a range of raw materials and semi- 
finished goods, for, in our opinion at 
least, the home market is not suffici- 
ently strong to bear a considerable price 
rise without endangering sales. It is 
healthy enough to stand a gmail price 
rise, and be invigorated by. it; but it 
must be remembered that ts. to zs. per 
ton of coal is a large rise. It may there- 
fore be that those industries which are 
able to keep the prices of their con- 
sumer goods stable will be the winners 
in the 1936 markets. 


o + 
LABOUR TROUBLES 


Remote Possibilities, But be Pre- 
pared to Meet Them 


nce more, also, 
labour disputes is becoming more 
serious. The possibility of a coal 
strike is one example. But the success 
of the miners in achieving a rise in 
wages, with or without a strike, will no 
doubt encourage a demand for higher 
wages in other industries. 

The new review of the Trade Union 
situation (‘‘Are Trade Unions Obstruc- 
tive? An Impartial Inquiry by a Com- 
mittee.’’ Gollancz. 5s. net.) shows an 
extreme variabifity in the efficiency of 
the machinery for dealings between 
masters and meñ in the various indus- 
tries. The electrical industry, for 
instance, ‘‘is not hampered by restric- 
tions due to Trade Union action... 
relations between employers and em- 
ployees . . . appear to be good. 
rapid development . . . has been mate- 
rially assisted by friendly co-operation 
between the two sides’’. The electrical 
industry can face price rises and labour 
difficulties this year with equanimity. 

But what of the cotton trade? What 


of the light engineering trades? What. 


of the furniture trade? This is the 
moment at which small employers in 
particular should press their associa- 
tions for the improvement of the 
negotiating machinery of their industry. 


. A precaution such as this would be an 


invaluable achievement and a measure 
that would considerably stabilize in- 
dustry. 








the dangér of l 


BUSINESS for JANUARY, 1936 












@ ' 
U DG ET Hor 
Budgetary Control is, without question, the basis upo 
which successful management is developed. In largë 
organizations this method of control is already taker 


for granted. In smaller concerns, however, there is still 
much misunderstanding about its purpose and efficacy. 





BUSINESS has therefore arranged with an acknow- 
ledged authority: to write a series of 3 articles explaining 
as clearly and simply as possible precisely what budget- 
ary control aims to do, and how it accomplishes its 





Mr. J. Dommett, who is writing this 
‘ serès of important articles 


hat is ahead? This year, 1936, 
W shows every indication of being 

twelve months of steadily ex- 
panding trade. But it is not enough 
for, the business man merely to accept 
these promising conditions and to 
assume that by their existence he him- 
self will automatically reap a share of 
the general prosperity. 

That’s not business: 
. gambling. l 

Prdsperity, to be certain, must be 
planned; common-sense methods of 
management can fix a point, twelve 
months ahead, which the business must 
, attain in order to secure a properly 
‘ measured degree of success. And, by 
those same common-sense methods of 
control, the path of travel towards that 
calculated goal can be checked and cor- 
rected (waste and unprofitable effort 
eliminated) every yard of the way. 

This very logical instrument of con- 
trol is the Budget. « 

Budgeting is not ‘the complicated 
business which many’ executives still 
believe it to be. Basically it is very 
simple. But, once it is put into force 
as a system, it*'calls for one inflexible 
condition. It must be continuously 
- applied by someone who thoroughly 
understands its use. If this is not done, 
the whole thing becomes like a tangled 
string, useless for its original purpose 
and a hindrance to everybody. The 


it’s pure 


budget forms the basis of intelligent ' 


management by performing these two 
main functions: 


(1) By forecasting or estimating 
it fixes a distant (quarterly, 
half-yearly, yearly) standard 
of sales to be achieved ; ie. 
business to be done. 


Forms the medium through 
‘which the most economic 
and profitable balance is 


_ (2) 


> % 
<+ 


purpose. 


business. 


These articles will comprise a very practical text on 4 
subject of the utmost importance to all business mer 
who want to plan for, and achieve, a definite degree o 
profitable advancement as distinct from merely gamb: 


ling for it. 


In the meantime if any reader of BUSINESS wants specifi 
information and advice on budgetary control as applie 
to his own individual business, Mr. Dommett will b 
Address your correspondence to hi 
cjo BUSINESS, 6 Carmelite Street, London, E.C.4. 


pleased to assist. 


maintained between the com- 

pany’s revenue from all 

sources and its expenditure 
. through all outlets. 


Now let us fix the operating function 
of Budgetary control under its correct 
heading, that of Finance; bearing well 
in mind co-operation from sales man- 
agement, buying, production, warehous- 
ing, publicity, staff welfare, transport 
and shipping, it is not only necessary 
but essential to ensure that the budget 
will produce what its function is to 
produce: (1) Increased Business; (2) In- 
creased Net Proft. 


Staff MUST Be Sold on the 
Budget Idea 


It will be noted that staff welfare is 
referred to. The reader will appreciate 
that unless theré is as nearly as possible 
100 per cent human co-operation in and 
throughout the organization the budget 
will not have the scope to whioh it is 
entitled. 

In the consideration of a 1936 phdget, 
therefore, a plan to. encourage and 
stimulate employees by some wage in- 
centive plan, backed by a welfare plan, 
is strongly recommended as a lead. 


. In this article, the first of the series, Mr. Dommett give 
you a little preliminary explanation. 
will point out how a budget is installed. Finally, he wil 
describe a budget actually at work in an average-sizée 


-* During the last 20 years, ma 


ciency and prosperity have been’? 

































Next month he 


Changing times such as these revs 
exceptional opportunities. Cours 
combined with ‘careful forward plann 
is all that is required to increg 
markets and discover new sources: 
profit. There are yet great business¢ 
to be built, with the aid of the labore 
tory and scientific management, backe 
by adequate staff possessing the men 
and physical equipment capable of se 
ing the Plan through to a successfi 
conclusion, an art in itself. 


spheres of management have been de 
nitely improved. Where facts ha 
formed the basis of management, 


crgaseqd. Where guesswork has be 
the matn plan of campaign, manag 
ment has failed, success and progr 
have been delayed. Business en 
prise based on common sense combiy 
with actual facts seldom fails. 
Facts, thgn, are a necessary foun 
tion on which to build a budgetary c 
trol plan for future growth and develo 
ment. I want to emphasize that a ve 
critical definition must be applied 
this term “‘facts’’. Vast quantities © 
data are so often produced by extrava, 
gant accountancy and costing system 
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The 
cost of maintaining such systems is 
often far from warranted. They might 
well be scrapped. 


Old Facts May be Useful in 
the New Plan 


which are of no value whatsoever. 


But, in the process of scrapping, 
there will often be found facts and 
figures that really do matter. These, 
even if they are old, and come from 
early years, might well be put into 
operation again with great and definite 
advantage. In budgeting, then, let us 
never ignore past experience, though 
avoid being cramped by it. 

Of all budgets the most important as 
a rule to company executives is the 
sales budget. The Plan must be an 
even one, the effort continuous, and 
encouragement to the sales executives 
generous and human. 


All These Factors are Highly 
_ Important 


In sales budgeting several other 


factors are of general importance. 
These considerations should deal with: 
r. The character of the customers 
in given territories. - 
2. Possibilities of increased produc- 
tion. 
3. Communicate budget trends to 
sales executives and salesmen. 
Let them in turn get. the buyer's 
. interest. He will appreciate it, 
and regard the confidence placed 
in him as a compliment. 
4. Have regard to changing styles, 


designs, colour, tastes, rate of 
consumption, raw products, 
letter delivery (facilities, im- 


proved packing. 

5. Form a budget control commit- 
tee. Invest in the committee the 
power to‘administrate the budget, 
but not to alter it by increasing 
or decreasing allocations and 
expenditure. e 

The Committee should have a 
finance represent@tive (account- 
ant or costing clerk). He should 
be responsible for the administra- 
tion and detailed records. Two 
other executives should be ap- 
pointed, and it has been found 
that the sales director and the 
production manager are most 


_ suited for this work, provided 
‘ their outlook is well balanced, 
i and any tendency to make too 
| adventurous experiments can be 
| held in check. 
| The greatest importance should 
be made of the fact that the 
| budget, when agreed, should be 
' Yigidly conducted, and in no way 
departed from. 

Earlier we referred to the major fact 
that the budget consists of ‘a number 
of smaller budgets, and is dependent on 
them for co-effectiveness. There is the 
budget for production and maintenance, 
for advertising, for sales research, for 
company superannuation (setting up 
reserves for human depreciation, in the 
same way as writing down equipment 
values), and for machinery improve- 





| 
‘What Are 
| YOUR Problems? 


These and many others can 
be solved by a Budget Plan: 







. I. Have you High Wastage, any- 

where? 

Is there lack of Co-operation 

between depts. or indivi- 

duals ? 

3. Is there failure to find new 
markets ? 

- Do agents (home and abroad) 
maintain interest ? 


5. Do you offset slump periods ? 
6 


! 6. When did you overhaul your 
whole marketing plan? 


. 7. Can you get your money in 
| promptly? 

8. Would not your business im- 
prove by Staff Training, Gom- 
pany Superannuation, Profit 
Sharing, a Welfare Plan? 


Do you need market research, 
economic investigations ? 


What about the long-view de- 
¢ velopment of your firm as a 
4 whole ? 


| 
| 2, 
| 
i 
















Mr. Dommett can help you solve 
the above, and any other problem 
of Company development. 










JOHN DOMMETT 
Business Administration 





Consultant 






ment and repairs. It must, however, 
be borne in mind that each budget 
must be approved by the superintend- 
ent and foreman of each department 
concerned. They must agree with it, 
and approve it, and from experience it 
is found that departmental managers of 
manufacturing and commercial organiz- 
ations welcome budgets, and take a 
great interest in the succeg®sful adminis- 
tration of them. . 

All these minor budgets, then, go to 
make the main financial (master) 
budget, involving the estimate of profit, 
of expenditure, of cost, dividends and 
matters closely associated. 


Does Away With those , 
‘Water-tight’ Compartments 


It will be evident in the early months 
of active budgetary control that one 
purpose is effectively served. It is a 
common thought in many businesses 
that some ‘‘high principle” is protected 
by the preservation of “‘watertight’’ de- 
partments, the inner general routine 
and operating plans (of no intrinsic 
value in themselves) are jealously 
guarded. Under budgetary control 
such practice cannot be recognized. In- 
formation of all kinds and all grades of 
importance must be disclosed, and well 
so, for it has yet to be proved that the 
retention and unwillingness to disclose 
facts associated with production, sell- 
ing, finances credit, and delivery, 
serves a truly useful purpose or renders 


_any definite service to an organization 


as a whole. 


Departmental Budgets Before 
the Whole Plan 


To arrive at a basis on which to build 
a budget, it will be found helpful, at 
the first meeting of executives (those 
whose duty it will be to frame and 
administer the budget), for each to pre- 
pare separate proposals, and a general 
financial statement, expressing clearly 
their own views, recommendations and 
criticisms on the existing financial 
structure of the company. From these 
statements and reports a general budget 
report can be built. It will, of course, 
be appreciated that no two proposals 
will be alike, each will be separately 
prepared, either in consultation with 
eache departmental head, or without 


(Continued on page 39) 
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A New Home For ‘Light Industriés 


THE N ORTH-EAS T COAS T 








N the past, the state of shipbuilding, 
| coal and iron spelt prosperity or 

poverty on the North-East ‘Coast. 
To-day a bir change is taking place. 
The North-East is starting along the 
road to new prosperity by the addition 
of light industries to its basic industrial 


scene. The colliery shaft gear and the 
huge girders.of the shipyard still loom 
stark and large in the industrial picture 
of the area, but a community of small 
and hustling concerns is rapidly growing 
up in the shadow of the giants. 

Even in the-years that immediately 
followed the war a suggestion that the 
Tyneside, for example, was a place in 
which to locate foodstuffs factories or 
other light industrial enterprises, would 
have caused many eyebrows to raise over 
shrewd eyes. To-day, to suggest that 
this area is unsuitable for such develop- 
. Ments would also cause eyebrow lifting, 
` but for just the opposite reason. It is 
‘not that those great basic industries are 
no ‘longer the backbone of the North- 
‘East. They are, but the new industries 
are making that backbone something 
more than a skeleton. They are putting 
on the flesh.’ 

_, Hitherto in this series of articles 
pr dealing with the. reasonssfor choice of 

‘ factory Idcation we have found some 
outstanding feature about each district 
' visited. . In Birmingham, for instance, 
` the specific and leading reason for loca- 
tion was distribution. In Manchester it 
. was transportation. But in the North- 
East we found no ‘such unanimity to 
throw up one particular reason head and 
shoulders above its companions, 


How Decline of Old Industries is 
: Fostering The New 


. Now this-in itself is an important fact. 
_It reveals an entirely new angle of 
. _ approach to an ancient industrial area, 
y It broke all precedents in making a 
‘ptecedent. “Apart from purely local 
needs, light industry has not in the past 
' considered the North-East as an ideal 
..thome. The major three activities— 
+ ‘coal,-iron and shipbuilding—had loomed 
“too large.. Now the actual decline of these 
Diag has. been Lena in the g 


In this stronghold of mighty 
yards and works the thunder 
and the grime of Britain’s 
‘heavy’ industries is lifting. 
A’ new activity is appear- 
ing: the model factory, the 
smokeless hum and rhythm 
of the modern light indus- 
tries, drawn to this famous 


site by valuable assets made 


available now by this chang- 
ing phase 


A By 
C. E. DAY 





ment of the light. This comes about for 
two reasons: (1) the release of a 
considerable amount of skilled labour ; 
(2) the availability of factory buildings 
for cheap rental or purchase, 

There are other factors which are not 
measurable to the same extent as the 


two quoted. All the same, they have an . 


important bearing on making the North- 
East district a magnet for new industries. 
The chief of these is the growing 
support for “home” industries amongst 
the population in the area. This feeling 
was very noticeable in the Tyneside 
district where most of the material for 
this article was gathered. 

Through the dominant position of the 
heavy industries in the past the Tyne- 
sider Ħad no need to think about the 
factory that produced his food, clothes 
and other articles used in his daily life. 
To-day, however, if he can buy: any 
kind of product made in his district he 
will do so in order to help that industry 
flourish and provide more work. Toa 
firm hoping to develop this vast northern 
market popular feeling along these lines 
is a valuable asset. 


Local Authorities .Really Helping 
the New Traders 


Again, the local authorities in the 
area actively demonstrate that they are 


anxious to attract, new factories; the. 


facilities they give “are ample evidence 
of this. 

The rates are low. Plans are being 
made to develop a big estate for lifht 
industries. Although the final-decision 


‘is not yet known, an areasof 120 acres, 


with river frontage and railway service, 
is being cleared at Gateshead. This will 
likely be the first big estate development 
in the section. - 





But—-probably contrary to popular’ 
opinion—light industries are flourishing 
in the North-East. Last year 160 new 
premises for business were built in the 
Tyneside area alone. Over 450 exten- 
sions of existing business premises took 
place in the same period. Better still is 
the fact that 13 new industries located 
on Tyneside between March and October 
1935. 

Before ‘passing on to the actual 
expressions of opinion and experience of 
business men in the area some attention 
should be given to the real co-operation 
that local authorities extend to business 
men. Here are some examples :— 

The Newcastle Corporation are con- 
structing a quay extension that will give 
the required facilities to a flour milling 
company who are building a £400,000 
factory on the Tyneside. ‘ 

The Wallsend Corporation diverted a 
tributary of the River Tyne and 
reclaimed two acres of land to enable a 
rope manufacturing firm to carry out 
big extensions. 

The Tynemouth Corporation are 
building an ice factory for the purpose 
of leasing it to a firm established in the 
borough. 

Now these éxamples show a helpful- 
ness that business men appreciate, and 
do more than a little towards influencing 
the decision to build a new factory in 
any particular district. 


Rates and Charges for Other 
Services are Low 


Many business men have an idea 
firmly in their mind that rates -and 
other*loc& charges, prices of electricity, 
gas and so on are high in the district. 
This is not the case. The rates compare 
most. favourably with other industrial 


” 


districts. In Newcastle they are as low 


as ros. 8d. in the £ and industries are 
exempt from “three-quarters of that 
levy under the Derating Act. 

Coal, of course, is right at hand. 
Tyneside can ship more than 20,000,000 
tons of coal and coke a year. 

Electricity supplies are ample and 
cheap. The North-Eastern Electric 
Supply Co. employs a staff of experts 


ho 
x 
~w 


who, without charge or obligation, 


, furnish any business man with technical 


information upon the application of. 
electricity to various types of industry 
and processes. 

The gas supply is one of the cheapest 


in the country. Vor certain purposes it business. 


can be obtained for le# than 24d. per 
therm. The gas company keeps experts 
to advise on heating problems, and a 
laboratory for tests under factory 
conditions—valuable aids to business 
men who want facts and costs before 
installing plant. 

There is a fine water supply from 
various sources, Analysis of these 
various supplies is available so that a 
business man can know at once if the 
water is suitable for his industry. 


Four Leading Reasons For North- 
East Locations 


All the firms interviewed have estab- 
lished themselves in the district during 
recent years and in each case they have 
shown phenomenal growth. The reasons 
why they chose the North-East coast, 
however, as their headquarters vary 
considerably between four big factors : 

(1) Abundance of labour, skilled and 
unskilled. 
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. begefit to us.’ 


(2) Availability of factories for rental ` 


-or cheap purchase. 


(3) Advantage of being the only 
industry of its kind in that part of the 
coun 

(4) Transportation facilities. 

The reasons are placed in that order 
because that represents the order in 


which they were most consideréd. For | 


instance, every executive interviewed 


‘mentioned labour as one reason that 


attracted his firm to the district, but he 
did not mention it necessarily as the 
most important reason. 
the four reasons was considered the 
leading factor by one or more firms. , 


LABOUR 


Ample, Excellent Type 
and Highly Skilled 


MR. RICHARD IRVIN, J.P, 
Chairman, MR. J. E. TULIP and 


‘MR. A. MONTAGUE WOOD, Joint 


Managing Directors of Tyne Brand 
Products Ltd., North Shields, were all 
in complete agreement that the quality 
and quantity of labour.was the most 
important consideration with their com- 
pany in locating on the Tyneside. 


“The labour in this district is of a . 


very high standard,’ Mr. Tulip em- 
phasized. “We produce high-grade pro- 
ducts and this is achieved by, ¢he férst- 
class labour available in this district 
who handle it. Here we have a big 
supply upon which we can draw to 
suit our every ‘need. That is a most 
important consideration, After all, a 
firm relies to an enormous extent on its 
employees. If the right kind are not 
available then the business suffers.” 

Mr. Irvin pointed out that a wide 
range of skilled labour can be obtained 
for almost any work that might be 
started in the district. 

“It is undoubtedly a great asset to 


Each one of ` 


. Eas 
: 
| - 6 
» 


| 
have such a wealth of skilled labour 
ayailable, ” heaid, “The a are people 
who have had a thorough training in 
industrial work, What is more, they 
art adaptable and you have no trouble 
when y@u.need.‘to enlarge the scope of 
That, too, is 4 quality in the 
labour here whi has been, of great 

w 

Mr. Wood added : “These ont we 
have mentioned apply not only to the 
male labour ‘but also to the female. 
We can always get the right type of 
girls, Another point in favour of workers 
here is their willingness and interest in 
their work. I have had experience of 
labour in other parts of the country, but 
the} type of factory worker in this area 
is much better than that generally avail- 
able in most other distric ' 

À commentary on the good labour 
available is the fact that Tyne Brand 
Products have extended their works 
considerably and are in the process of 
building additional ‘factories. They are 


























4 REASONS 


Why Light Industries are 
locating on the N.E. 


Coast and Prospering. 


1. LABOUR: ample avail- 
able of a highly skilled, 
adaptable and. enthu- 
siastic type. ° 


. FACTORIES: plenty 


already. standing; can 
be rented or pur- 
chased. 


C2 


ADVANTAGES in being 
a new industry in the 
area puts firms in contact. 
with new markets and 
away from competitors. 


TRANSPORT: all 
facilities excellent but 
water offers valuable 
EXTRA advantages to 
many. 


To the above could be added 
another factor, a very import- 
ant one :—the really intelli- 
gent help and co-operation 
giyen by the N.E. Coast Local 
Authoritias to all business 

men establishing their firms 

in this area. 
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constantly adding new lines to their 
already wide range of products and 
they still find plenty of suitable labour. 

Another firm which placed labour in 
the front rank of reasons for locating 
in the district are Wright & Son (1933) 
Ltd., Biscuit Manufacturers, South 
Shields. MR. F. CROSS and MR. 
W. P. WEBSTER, directors of the 
company, said: “One of the most 
favourable things to be pointed out 
about this district is the labour. Our 
workers have given’ gs -loyal support - 
and that has meant a lot to us. 


FACTORIES 


. Plenty’ Standing Ready ; 
Rent or Buy 


In the December issue of BUSINESS 
we analysed a country-wide survey on 
the problem of industrial location, and 
one of the most surprising results 
thrown up was the importance of the 
possibilities of renting buildings. It 
came, therefore, as no surprise to find 
that this reason is a strong drawing 
power in the North-East. Jndeed, as I 
mentioned earlier, the decay of the 
major industries has intensified this 
interesting position. Out of’ death’s 
harvest of those factories that once 
hummed and throbbed with life in the 
great iron and steel communities, a new 
and vigorous life is being born. 

Listen to what MR. CROSS and 
MR. WEBSTER of Wright's Biscuits 
has to say: “When we took this factory 
over it had been idle for three years, grass 
was growing in the outbuildings, birds 
were nesting in its eaves and the whole 
place needed overhauling. 

“But in our particular case we needed 
a standing factory and had not the time 
to build. This was our main reason‘ for 
coming here. To-day; as you see, we have 
made extensive alterations to both plant 
and buildings and are working to 
capacity. In former days this factory at 
its best employed no more than sixty 
people. To-day we employ five hundred 
and sixty, and this number will be con- 
siderably increased early in 1936 when 
we go into full production of Mickey  ' 
Mouse Biscuits for which we hold sole 
manufacturing rights. We are making 
more extensions.” 

This is a typical example of: rebirth 
that is going on throughout the area.. 
Most of the young firms are thriving:in 
the homes of businesses that have been 
dead for years. In the -place of the 
clangour and grime of a past age is now 
the hum and speed and cleanliness of 
1936. Instead of one big, all-engulfing 
iron works there are a number of small 
industries ocoupymg -t a noe or ma a 
floor. 


. New Industry Found the Area was 


` they go fast. 


Clear of Competition ! 


It has been said often that prejudices 
die hard. To that should be added the 
observation that when they start to die 
_Tyngside flourished on. 
shipyards and mines right up till the. 
great war. ‘Business men had become so 

(Continued on page 34) 
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BARNES PIANOS 

BATCHELOR’S PEAS 

BILE BEANS 

RONDOR STOCKINGS 

CAMEO NEWS THEATRES, LTD. 
FOX FILM CORPORATION, LTD. 
GAUMONT-BRITISH 


í 


k 


` wo h ee oe 


and here is what they say i— 


a 
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AERIAL POSTER 


; USERS NOW INCLUDE THE FOLLOWING’: 


RED WHITE BLUE TEA & COFFEE 


BELTONA 

THE GEOGRAPHICAL MAGAZING 

GODFREY PHILLIPS 
(CAVANDERS CIGARETTES) 
(DE RESZKE CIGARETTES) 

JOHN DYER (SOUTHSEA) LTD. 

REGAL CINEMA, MARBLE ARCH 


j BARNES PIANOS 
We are very preas to be able to inform you of the marvellous results 


achieved by Ae 


al Advertising carried out by you on our behalf, 


We have received numerous letters from each district where the display 
has been carried out and the results have been very gratifyin 


g. 
We conclude by stating that in our opinion for reasons of cost, defined 
coverage, and scope, your Air Publicity compares most favourably with any 


other form of advertising. 


igned: H. J. SKINNER, 
Managing Director 


SOUTH AFRICAN CITRUS FRUIT 
With reference to the experimental contract carried out by you in con- 


nection with the advertisin 


f South African Oranges, I am pleased to tell 


you that the party assembled on the “Winchester Castle’ was delighted 
with the display. They were unanimous in the opinion that it was a most 


telling form of publicity. 


Amongst the guests on the ‘‘Winchester Castle’ were officials of the Union 
Castle Steamship Company, the Southern Railway and the South African 
Government, in addition to many members of the fruit trade. 

The clearness of ¢he message was Commented upon, and there is no doubt 
that your company’s claim to consideration will be given priority of attention 
when next season’s advertising appropriation is before the Committee. 


Signe : H. W. EALES, 
Advertising Department. 


GAUMONT-BRITISH 


Several occasions of late we have taken the op 


rtunity of using your 


Aerial Posters for advertising and it has proved wonderfully successful, 
Received many letters from Cinema Exhibitors. Patrons visited the theatres 
especially to see the news reel they saw advertised so uniquely in the air. 


Signed: JEFFREY BERNERD, 


Directors 


a 
ə e 
EUGENE, LTD. į SOUTH AFRICAN ORANGES 
GERM LUBRICANTS, LTD. PHILIPS RADIO 


KEYNARDS (CROYQON), LID. 
K.L.G. PLUGS 

LITTLEWOOD FOOTBALL POOLS 
PHILCO RADIO AND TELEVISION 
WARNER BROS. FILMS, LID 


SHARP’S TOFFEE 
WRIGLEY’S CHEWING GUM 
WILLSONS STORES— 

(LONDON & PROVINCIAL, LTD.) 
RAPHAEL TUCK & SONS, LTD. 


bd 






K.L.G. PLUGS 
As one of the first firms to appreciate and operate aerial posters we write to 


tell you how very highly we think of this form of publicity. 

e do, indeed, find it difficult to imagine any method of advertising which 
could be more effective in its appeal to a vast number of people with the 
sky as a backcloth. 

@ were very pleased, indeed, to have endorsement of our judgment of 
this as a fine advertising medium by the receipt of numerous letters from 
Motor Traders in the different areas in which these aerial posters have been 
seen, and we think you will be interested to see the enclosed typical example 


of one of them. 
Signed; L. S. M. BRAUND, 
Director. 


THE GEOGRAPHICAL MAGAZINE 


The smooth progress of the aerial message across the sky allowed ample 
time for reading it, whilst the inherent novelty of the idea made a distinct 
impression. . 

ur friends in the Trade showed keen interest in the flights. We were 
able to obtain free window displays and increased distribution for our Maga- 
zine. . We also opened a number of new accounts. 

May we express our appr elanon of the thoroughness with which all details 
of the displays were handled, etc... . 

Signed: HAROLD PONTEFRACT, 
Circulation Manager. 


PHILCO RADIO 


Just a line to tell you that we think the aerial publicity you are doing for 
us is excellent, and we are quite TRI a 
Many dealers have expressed their delight at our linking 
form of advertising with such a special occasion as Jubilee 
We thank you for co-operating with us so effectively. 
Signed: NORMAN BOWER, 
Advertisement Manager. 


up this splendid 
eek, etc., etc. 


AIR PUBLICITY, LIMITED 
Shell-Mex House, Strand, London, W.C.2 


Telephone: TEMPLE BAR 3080 


4 


Telegrams : ABOVALL, RAND 
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FOR and AGAINST Boece 
Record- Breaking Year 


s we forecast, 1935 has seen an in- 
tensified upward swing of the busi- 
ness revival. The situation is much 

sounder in almost every way than it 
was a year ago. 

There are another 315,000 people 
in employment; business: activity in 
general is at least 5% ahead of last year; 
it has beaten the best of 1929 for two 
months past. 

The significant feature of the im- 
provement latterly is its wider spread. 
Revival is spreading gradually from the 
new consumer industries to the old 
capital goods industries. The housing 
boom first set the iron and steel indus- 
tries moving again; the motor boom and 
rearmament did the rest. The result is 


fa record steel output for all time. 


But the revival is spreading to the 
worst hit of the basic industries. By 
a happy accident, sanctions have sent 
many foreign orders for cotton goods to 
Lancashire. At the same time, Italy’s 
war needs, in conjunction with the 
scrapping of old ships, have~ brought 
revival to all branches of the shipbuild- 
ing industry. Finally, the coal trade is 
benefiting from the fear of a strike. 

Some of these. improvements -are 
quite temporary and accidental: but 
fortunately, once ‘an industry gets 
going, it tends to keep going. 


An Attractive Picture 
of the. Revival 


Ce the amazing spread of the 
revival (see chart on page 18). 

Steel production is up`by 18.1% ona 
year ago; imports of raw materials have 
risen by 18.5%; 
passed are up by 21. 9%; rayon output 
has reached the record increase ®f 39.8% 
over a year ago; imports of raw cotton 
are up 44.4%; motor registrations rose 
by 33.8%; retail sales are ahead by 

7-4%. Only the amount of new capital 
fees and bank turnover show small 
reductions from last year® 

Here is a picture of prosperity in- 
carnate, also a perfect specimen of the 
second phase of revival in the trade 
cycle. 

The difficulty is that employment has 
not increased proportionately to busi- 
ness activity. Readers may remember 
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(1) Money is still cheap. 
(2) Steel production at re- 
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cord figure. 

) Total building’ plans 
passed remain 15% 
above last year. 

(4) Wholesale prices up 


) Business activity up by 
5% on last year and 

employment by 3%. 

) Shipping clearances up 

3.2%. 

) Shipbuilding improving. 

) Motor industry boom. 

) Wireless industry boom. 

Rayon industry boom. 

Film industry boom. 

Rearmament causing 

employment. 

Exports improving. 
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(14) Capital works toe be 
undertaken include: 
£30,000,000 loan to 
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| finance railway works, 

| £100,000,000. extra on 

| road = improvement. 

| Slum clearance plans to 
transfer 200,000 people 

Special scheme 

| 
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the 


a year. 
of rehousing in 
north. 


that we estimated the gain in employ- 
ment in 1933 to be around 606,000. In 
1934 the increase was 252,000. This 
year’ (to November 30th) it is 315,000. 


This is a solid advance on the pace of `i 


1934! but it represents only a 3% rise 
as compared with the 5% increase in 
business activity. A 5% increase in 
employment would represent roughly 
525,000 more jobs. _ No doubt this lag 


i 


AGAINST 


(1) Danger of Mediterranean 
wat. è 

(2) Danger of a coal ‘strike. 

(3) Effect of coal price rise 
on export industries. 

(4) Effect of sanctions on 

foreign trade. 





in work behind output is due to the use 
of labour-saving machinery; but it 
stresses the difficulty of dealing with 
the mass of unemployment even under 
improving conditions. 

How far can we hope to reduce 
unemployment during the present re- 
vival? The Unemployment Insurance 
Comrhittee’s new forecast is not en- 
couraging. It shows that since the War 
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the best year (1927) had an unemploy- 
. ment percentage of 9.6; that the average 
. for the years 1925-1934 is 14.9; the 
average for eight years 1927-1934 is 
15.1%. On these facts it estimates an 
average figure of around 15% (roughly 
two- million people). In November 
unemployment had fallen to 14.6%. At 
the present rate of revival it looks as if 
we could just do better than the esti- 
mates of, the Unemployment Insurance 
Committee; but how much better? Toa 
this question 193@ ought to provide the 
answer, ffr at “he end of that year 
business should be reaching the full 
scope of the second post-War revival. 


Five Key Factors 


Of The Situation® ° . 


Wit the end of the old year five new 
and rather unpredictable facfors 
came into operation. One ewas the 
definite threat of a coal strike; the 
second was the danger of-a war in the 
Mediterrdnean shrough,a more aggres- 
sive British policy on sanctions; the 
third was the evidence that prices were 
rising more rapidly and must continue 
to rise owing to the increase in the price 
of coal; the fourth was the increasing 
elasticity of foreign trade; and the 
fifth was the American improvement, 








HERE IS THE SITUATION THIS MONTH 
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London District; Christ- 
mas retail trade has been 
good, Factories have con- 
tinued to be very busy. 
Output in some cases 
has been doubled. Radio, 
household products and 
light engineering plants 
enjoying increasing trade, 
Employment good, Busi- 
ness prospects generally 
bright. ' 


E. & S$. E. Districts: 
Hull seed crushing season 
good. Cakes in great de- 
mand because of reason- 
able prices and better 
farming conditions. Tim- 
ber prices low. Trade 
waiting Russian negotia- 
tions 1936. Fish landings 
bigger but prices up. 
East coast ports more 
active. ' 


Midlands: Heavy forward 
buying in iron and steel. 
Non-ferrous metal trades 
enjoying big recovery. 
Factories working at cap- 


acity. Heavy engineering 
orders exceed October 
volume. Empire order- 


ing much electrical goods. 
Motor car industry still 
expanding. Boot and 
shoe trade better than 
1984. Hosiery industry 
picking up. Lace trade 
prospering. 


W. & S. W. Districts : 
Grain movements dull at 
Bristol but timber fairly 
active. Leather prices 
advanced and business 
good. Coal shipments at 
Cardif steady. River 
plate and south Spain 
shipping has improved. 
Bigger volume ship-re- 
pairing work in hand 
than last year. Swansea 
iron works have orders 
to keep them busy half- 
way into 1936. 
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N. E. District: Best 
Durham and Tyne coals 
heavily sold into 1986, In- 
quiries good. 21 ships in 
hand on Tyne. Orders still 
coming iñ well. Improve- 
ment in ship-repairing. 
Iron-masters ‘Middlesbro’ 
district working at cap- 
acity. Cannot take’ orders 
for quick delivery. 


CHATHAM @) 







N.W. District: Engineer- 
ing and steel industries 
receiving heavy orders. 
Plant expansion / modern- 
ization being carried out. 
Shortage of skilled labour. 
Yarns brisker, full ontput 
.U.S. section absorbed. 
Piece goods market 
healthy. Manufacturers 
unable to deliver at short 
notices; General price 
rise. Liverpool cotton 
business brisk. Prices 
improved. Arrivals of 
wheat above usual re- 
quirements. Prices de- 
clined. 
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BUSINESS for JANUARY, 1936 


coupled with a general world improve- 
ment. 


Coal Situation Will 
Send Up Prices 


At the moment of writing, a coal 
strike looks slightly less likely, but 
it cannot be ruled out of account. 

It is to be hoped that the Govern- 
ment, while they obviously cannot pro- 
vide a subsidy, will use their utmost 
vigour to prevent a strike. For a coal 
strike at the moment will be disastrous 
to scores of industries, which are just 
getting into their stride again after the 
five years’ slump. 

On the other hand, strike or no strike, 
the price of coal will risë from two to 
five shillings per ton to consumer, and 
by a proportionate amount to industrial 
users. This means dearer steel for oye 
thing and an increased coal bill for all 
the industries not using electricity for 
power. The exporter will suffer. Taken 
in conjunction with the rise in com- 
modity -prices during the last few 
months, it means that 1936 may be a 
year of higher prices. 

Indeed, the Italo-Abyssinian , war 
alone is sending up the cost of many 
raw materials (the second new factor). 
It is largely responsible for the 29.1% 
rise in the price of wool, partly for the 
22.2% rise in the price of copper, but 
not for the 23.3% rise in wheat. But 
its continuance will give a fillip to the 
present rise in metal and textile prices 
generally. This is a bull factor for the 
home market, but a bear point for the 
exporting trades. 

The danger of a Mediterranean war is 
serious enough; but it may easily be 
over-estimated. 2 


Agreements Are — 
Expanding Exports 
fourth new factor is the increasing 


A elasticity which foreign trade has 
shown during the last quarter of 1935. 
Exports are now 9% ahead of a year 
ago, while imports are 10.5% up. The 
manufacturing industries contintie to 
call for greater quantities of raw 
materials, particularly the woollen and 
cotton industries. 

Apparently the Ottawa and the other 
agreements are making possible a much 
larger expansion of export trade than 
we had believed possible. What we owe 
to the agreements is shown by the trend 
of exports during the past year. Our 
exports to the. Empire and the agree- 
ment countries have risen by 20% and 
14% respectively since 1932. In the 
first three-quarters of last year ex- 
ports tg the Empire reached 47.4% 
of our total, the foreign agreement 
countries took 29.7%, while the non- 
agreement countries accounted for only 
22.9%. ee ' 


Two Fears, About 
American Improvement 


he fifth new factor which we men- 
tioned was American improvement. ` 
This may be dependent largely on 
President Roosevelt’s generous outpour- 
ing of the nation’s wealth for the benefit 
of the farmers and the workers. But 
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however artificial the stimulus, results Go. Ahead, But Pr 
For Edentualities i to meet 

herefore, the average business can go ‘Strike or war possibilities in the back- 
gine! ahead with its expansion ground. 


are Clearly being obtained. 


The only fear is that improvement in , 


the motor industry may be overdone. 
Motor-car production had increased 
from 51.8% to 117% at nfid-December, 
but it is pointed out that some makers 
have not boosted progluction to the 
extent of the market. Thus any slump 
in production by other manufacturers 
may be offset in part by the sustained 
volume of Ford’s output. Meantime, 
the building industries are all busy; the 
cotton mills are much more fully em- 
ployed; steel output stands at 82.5% as 
compared with 59.3% a year ago, and 
prices are rising. 

This rise in prices is the second 
danger in the American situation. Tt 
may get the American price structure 
completely out of relation to the world 
price level. This would confine Ameri- 
can business to .the home market still 
more closely. Yet the signing of a 
chain of tariff-lowering new agreements 
with foreign countries shows that the 
Roosevelt administration is not pre- 
pared to face this situation. But 
whether the trade agreements will be 
able to offset the rise of American prices 
it is impossible to predict. 


All Empire Territories 


Doting Well 

Coupled with the American revival 
comes further evidence of a general 

world revival. 

Throughout the Empire conditions 
continue to ‘improve. South Africa’s 
extraordinary boom, based on the rise 
in gold prices, continues. Building is 
‘far ahead of even last year’s figures. 
The farmers have enjoyed good general 
rains during November and December 
which have still further improved their 
situation. In Australia unemployment 
is still falling; building, retail trade and 
company profits are improving, as well 
as overseas trade. In Canada employ- 
ment continues to rise along with steel 
production and activity in the timber 
industry. India is increasing both her 
exports and her imports, while her 
adverse trade balance continues to fall. 


Even European Gold 
Bloc Improving 


|2 Europe there are indications that 

improvement is taking place in the 
gold bloc countries. Employment rose 
in France during November; Belgium 
has benefited enormously from devalua- 
tion, particularly in the building trades. 
German output and exports are again 
rising slightly; the Dutch currency 
situation has eased; Italy, too, is more 
prosperous thanks to the activity of her 
war industries, but at the expense of 
her tourist trade, which is dead. 

On the whole, our own prospects for 
1936 are rosy, barring a Mediterranean 
war or a coal strike. For the improve- 
ment in business in the%basic and the 
exporting industries must continue to 
help the consumer trades by putting 
more money into the wage-earners’ 
pockets. Mr. Colin Clark estimates that 
the purchasing power of the wage and 
salaried classes is rising by £1,000,000 
a week at present. 
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INDUSTRIALS THIS YEAR 
“I Select These ‘Leaders’ . 


iewing individual markets in the 
light of the accompanying industrial 
factors, I should first like to draw 
attention to the otitlook for gilt-edged 
securities. * s 
Bearing in mind that, despite all 
foreign perplexities, British credit—in 
view of our balanced budget and in- 
creasing Overseas trade—is ‘‘on top of 
the world’’, it seems rathe® strange that 
British Government stocks should not 
have recovered further from the lowest 
points touched last year when the war 
outbreak went so perilously near to 
destroying confidence. 
Taking two representative stocks, the 
following comparative quotations are 
instructive : 








Stock Jan.1 Highest Lowest Dec. 28 
r 1935 1985 
War Loan 88% ~ 1083 110} 108% 1053 
Consols 24% 38 94% 812 88} 








From these figures it will be seen 
that, in the highest levels of the year 
War Loan gave a yield of only a trifle 
over £3 3s. per cent and Consols a yield 
of £2 13s. 

Now it seems to me that our trade 
and industrial position to-day is in 
many ways better than it was when 
these low yields were not only con- 
sidered justified but when still lower 
yields were being’ prophesied. 

The moment this is realized—~and I 
believe it will be realized when markets 
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For ` 1936” 


Take Advantage of This 
‘BUSINESS’ SERVICE 


Here is the Stock Exchange dealt 
with from a new angle—that of the 
active business executive. Mr. 
jacomb, in addition to providing in 
his articles a new line of information 
in this sphere, is open to give free 
advice to readers of ‘Business’ on 
their private investment problems 
and on the similar problems 
concerning their firms. 


Please address Mr, Jacomb, cjo The 
Editor, 6 Carmelite Street, E.C.4. 








cease focusing their eyes on the political 
position, which, in truth, can no longer 
harm them—I look for a further re- 
covery in British Government stocks, 
whose capital values, in this case, will 
give holders at to-day’s levels a very 
welcome bonus. 

Now if this is-to be the experience of 
choice investment stocks, other cate- 
gories of stocks and shares will tend to 
move up in consonance. 


The Home Rail Market is 
Worth Watching 


An interesting market to watch in the 


By 
C. E. JACOMB 


Financial Editor 
eand Consultant to ‘Business’ 





New Year will be that for Home Rails. 
These, of course, are at present under 
the cloud of a threatened coal strike, 
though at the time of writing few people 
in the City consider this threat as a 
serious danger. ` 


Highest Lowest 
Stock 1935 1935 Dec. 28 
L.M.S. (1928) Pref. 58} 43} 514 
Southern Dfd. 26} 163 20} 
L.N.E.R. 2nd Pref. 314 16} 19 





The above representative stocks, ™ 
will be seen, at current prices, stand 
substantially below the highest of the 
year, a fact which foreshadows a smart 
recovery when investors decide to put 
away their fears and to view in just per- 
spective the greatly increased traffic 
returns of the past few months. l 

Turning to the Industrial Markets, 
there are many sections that display 
bright prospects. 


Leaders in The Arma ments 
Market 


Perhaps those which may prove the 
most lucrative to watch are ‘‘rearma- 
ment’’ shares, seeing that, although 
little has as yet been said publicly, it 
is a fact that the Government is not 
allowing the grass to grow under its 
feet in carrying out its election pledges 
to make good the gaps in our defences. 

In considering this class of share—- 
which includes aviation, motor-car and 
shipbuilding descriptions—a good rule 








ACTIVITY FACTORS | uinus 


Business Activity Index 
Steel Production 
Iron Production 
Coal Production 
imports (total value) 
Raw Material Imports 
Exports (total value) 
Building: (total value} 
Factories, etc. 
Employment i 
Wholesale Prices: 
Rail Traffics 
Postal Receipts (net) 
Bank Turnover 
„Shipping: Entrances 
Clearances 


Rayon Output 

Raw Cotton 

Wool Text. Wages 0:3 
Electricity Output 

Retail Sales 

Motor Registrations 


New Capital issues 
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These 
3! FACTORS 
Show the Rise 
In Trade 


Almost every business activity is up 
on last year. This chart shows the 
percentage rise or fall in the Jeading 
1985 activities compared witk last year. 
The black bars give the latest available 
figures (usually November), the shaded 
bars give the previous figures for com- 
parison (usually October). N 

Notice that every factor shows im- 
provgment, apart from bank turnover 
and the amount of new capital issues 
in November, while ship clearances and 
raw tton imports for October show a 
decrease on the previous year. 

Exports in November rose 10.5%, raw 
materials gained 18.0%, imports went 
up 9.0%... Steel production again 
rose, this time 18.1%, iron rising 8.4% 
and coal gaining 0.994. . . . Total build- 
ing plans passed for month rose 21.9%, 
factories and other business premises 
went up 47.8%... Postal receipts 
again advanced 2.7%; while rail trafics 
gained 1.7% on the week. 
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for shrewd investors to adopt is to 


* concentrate upon shares of companies 


y 


> profit-earning 


which lead in. their own particular field, ` 


and which, moreover, possess good: 


histories. 


Thus, in the aviatiqn section, Rolls- ° 


Royce, Faireys and Hawkers may be 
regarded as choice counters, and among 
motor-car shares Austins, Standard and 


Leyland—not to mention Fords—may - 


soon repay purchasers at current prices. 
Shipbuilding at once evokes thoughts 
of Vickers, Swan Hunter and John 
Brown, while in the ‘‘heavy’’ indus- 
tries’ shares a good deal of work con- 
nected with re-armament is likely to 
fall to such concerns as United Steel, 
Whitehead Iron, and Babcocks & 
Wilcox. . 
e The continuance of building activity 
and the promised elaborate road con- 


.. struction programme is likely to keep 


other whole sections of first-class shares 
well in the limelight. Among these may 
be mentioned manufacturers of bricks, 
cement, paint, timber, steel and wooden 
windows, light castings, electrical appa- 
ratus, and many other similar products. 

Here, again, the test to which any. 
given share should be submitted is that 


and’ detided paying, 


of part, profits and dividends, seeing 
that, at any Ate during the past year, 
neither domestic politics. nor overseas 
perplexities have at any time caused 


‘any appreciable slacking'off in activity 


either 
struction. 


e é 
Gse Cautiomin A pproachin g the 
Foreign Markets 


It will ‘be observed that in the present 
survey I have kept strictly: within the 


house-building or road con- 


_ limits of home industries. I have men- 


tioned neither foreign stocks (including 
American), or speculative markets such 
as the oil, tin, tea or rubber sections. 
My reason for this omission is that, 
promising as many of these sections 
may be, their trend: depends not upon 
the known factors of our own industrial 
revival, but upon the many unknown, 
and often unforeseeable, vagaries to 
which all overseas countries seem nowa- 
days to be liable. In approaching any 
foreign share, or the share of any 
British company operating exclusively 
abroad, therefore, cautious investors 
should continue to display the greatest 
circumspection, in the knowledge that 
any such purchases must be considered 
speculative. . 


The Advantage of 


Trust of Insurance Shares 


ast month I described the merits of 
an investment in the units of Trust 
of Bank and Insurance Shares. To- 


- day I want to draw attention, with equal 


insistence, from the point of view of the 
small investor, to the merits of the units 
of Trust of Insurance Shares, which are 
offered to the public by the same man- 
agement—an announcement by which is 
made in the advertisement columns 
here. l 

Although it is recognized generally 
that of all industrial investments, a pur- 
chase of Insurance shares approximates 
most nearly to gilt-edged security, the 


‘great deterrent to an investment in this 


section is the fact that so many Insur- 
ance shares are only partly paid, and 
that, consequently, there exists always 
ithe liability of a call being made: 


A 





-prospects of appreciation. 
Hitherto, investment in this 
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A PERMANENT INVESTMENT the 
shares of British Banks and British' 
, Insurance companies offer safety of capi- 
tal and certainty of įjncqme with exceptional 


restricted by the ehigh cost of the shares and- * 
the liability attaching to them in respect of 
uncalled capital. ° Through the Trust of Bank 
and Insurance Shares the investor of moderate 
capital can now acquire an interest, free frem 
any personal liability, in shares selected from 
52 British Banking and Insurance Companies. 


There is No Liability of a Call 


Holders:of Trust of Insurance units 
are absolved from any such liability, 
inasmuch- as the Trust has set aside 
sufficient funds to cover any liability 


- which may have to be met at any time 


in respect of uncalled capital. 

The portfolio of the “‘Insurance Unit’’ 
consists of shares‘in thirty-one leading 
Insurance companies, the bulk of which 
were considered, before the birth of the 
trust, to be exclusively ‘‘a rich man’s 
investment’. i 

At the present price of'23s. 3d., the 
yield works out at approximately 
£3 Ios. per cent. It should not be 
forgotten, however, that the long-period 
yield on Insurance shares, taking capi- 


‘tal appreciation into account, is very 


substantial. For the 31 shares com- 


field has been 


MANAGERS : 


-= TRYST 
= BANK&INSURANCE 
SHARES. 


Bank-Insurance Units may be bought and sold at any time 
through any’ Stockbroker or Bank. Estimated yield 4%. 
Price of Units 213t Dec., 1935~—-20s. 9d. 
TRUSTEES: MIDLAND BANK EXECUTOR & TRUSTEE CO. LTD. 
TRUST OF INSURANCE SHARES LIMITED. 
30 CORNHILL* LONDON’ E.C.3. TEL. MANSION HOUSE 3326 

. Apply to General Manager for Handbook. 
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prised in the trust, the dividends and 
capital appreciation for the last 10 years 
are equivalent to an average annual 
return of {11 4s. Iod. per cent., free 
of Income Tax. 


You Can Get This Free 
Descriptive Booklet 

To all of my readers who may be 
attracted by this form of eminently 
safe, yet extremely lucrative invest- 
ment, I recommend acceptance of the 
offer of the management gompany to 
write for a free descriptive booklet, 
which gives full particulars of the tech- 
nical workings of the trust and how 
units may be applied for. 


had Qn 


A Good 
9 Per Cent Yield 


yield of some 9 per cent tax-free 

is not often obtainable on a stock 

definitely in the, investment 
category. ' 

For any of my readers, however, who 
are not too afraid of an investment in 
South America, I should like to draw 
attention to the Ordinary stock of the 
Montevideo Gas and Dry Dock. Com- 
pany, Limited, on whose board is Sir 


' ‘Edgar Horne, the Chairman of the 


Prudential Life’ Assurance Company, 
Limited. 

The present price of this stock is at 
around 504, although an interim divi- 
dend of 14 per cent tax-free was paid 
recently, following a dividend of 3 per 
cent tax-free paid on ist July last, in 
respect of 1932. 

_ The present price of the stock, it will 
thus be seen, includes 2 years’ arrears 
of dividend, and if these are paid off 
progressively at the rate of 14 per cent 
per annum, while a yearly dividend of 
3 per cent is also paid, the result is a 
current yield of 9 per cent tax-free. 

I may remark that the company’s 
latest -accounts show that earnings are 
improving, which augurs well for a con- 
tinuance of psofit-earning capacity and 
a maintenance of dividends to an 
annual total of not less than 44 per cent 
tax-free. 
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Tobacco Market Still 


. 
ad e 


Lucrative for GOOD New Lines - 


Why We Marketed a New Brand 


1. arly in 1935 the ‘“‘pulse’”’ of 
general buginess made it clear 
to gs that trade improvement 

was steadily setting in, and we calcu- 
lated that by the end of the year 
spending power would be greater in all 
areas. ` I might interject here that the 
monthly trade reports and forecasts 
published in Business were of great 
help to our statistical department in 
making this decision. 

With this greater spending power 
available we considered that smokers 
would naturally turn to better quality 
tobaccos. 

2. There were very few tobaccos 
retailing at 1s. an ounce—a good selling 
price, though fairly dear, judging by 
1933-34 standards—and it seemed that 
there would? be room for a really good 
article at that price, providing it was 
of the right nature, presenting some 
new characteristic which would come 
as a welcome change. Brands in this 
price class had been constant for a 
number of years. But pipe smokers 
are conservative and are not easily per- 
suaded to a change of tobacco. They 
will respond only as they are attracted 
by some very definite characteristic 
that offers a greater appeal than that 


A New tobacco with an 
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(FINE CUT) 
RTUNE favours a tobacco 
bearing the honoured name of á 

Three Nuns. But Three Nuns 

‘Honeydew’ is a fine-cut tobacco 


AN OZ. 
with more than a name to commend i 
it, It.is carefully biended, it is 
cool, sweet and mellow, and yer 
costs only yf- an ounce. í 





"ror Packer Ij, 2 OZ TIN łj-. 
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One of the series of ‘consumer’ advertisements showing how the 
emphasis of an old~established name, ‘Three Nuns’ was connected 
to the new type of tobacco by actual illustratlon of the latter. 
link-up, in thecorner, withthe new type'cartridges was also featured 


¢ 


throughout the series 





Three Nuns 
<=y HONEYDEW 


BRASY-FILL CARTRIDGE 
Have sou ied the 
* Honeydew’ Eaty-Fili? Never toere 
tariridges 30 conuenient—ihey do sot 
raitis ant ihe pipe—~ we 

iss EXPAND to the 
shape of the bowl, 


Box of 12 Easy 
Fills tf. A 


EASY-FILL CARTRIDGES ROX OF r2 1%- Pa} 
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How Yet Another Brand 


was Successtuliy Launched 


to which they have become accus- 
tomed. We ourselves had no “‘seller’’ 
in the shilling price field, but we con- 
sidered that this market would quickly 
become a very active one provided the 
right type of product was made avail- 
able. 

3. We knew from observation that 
tobaccos of the fine cut honeydew type 
were increasing in popularity, and we 
had no tobacco of such a type selling 
in any quantity. Moreover, the recent 
revival of an old idea—tobacco cart- 
ridges—suggested itself as a suitable 
“‘sales medium’’ for presenting this 
kind of tobacco to the more adven- 
turous sort of pipe smokers. 


How. We Decided the Name 


“hree Nuns’ has been known to 
smokers since the last century as 
standing for quality. A few years 

ago “Three Nuns” Empire Blend was 

marketed with great success. Both 


From The 
JOINT MANAGER 


Stephen Mitchell & Son, 
Branch of The Imperial 
TobaccoCo. (of Gt. Britain), Ltd. 





these tobaccos are what is generally 
known as ‘‘curly cuts”. We decided, 
therefore, to make use of the prestige 
which the name of ‘‘Three Nuns’’. had 
steadily built up in this sphere to give 
immediate high standing to the new 
brand of Honeydew which came into 
the sphere of fine cut tobaccos, appeal- 
ing to a quite different clientele. The 
name therefore became ‘‘Three Nuns 
Honeydew”. , 

For our cartridge refills we coined 
the name Easy-Fills as being actually 
descriptive of their merits. 


Three Nuns HONEYDEW 


will be National News. 


Presa advertising in national newspapers 
will Introduce this new brand, bearer of 
a namo second to none A rich, mild 
biend, fine cut, at If per ox A good 


THE BETTER 





Three Nuns 







PRICE 


fa 


The , 


TRADE-LIST 


tobaceo for diseriminating smokere. . 


20% packetsandzes.Abtght 
ga- 143d. per b. 


RETAIL PRICE 
3j per ox. Ij- per 2 az 
Airtight-tin. 


BONUS-BEARING 


SUTCHILL & IO, 
Branch of Taz 
Imperial Tabacer Co, 

tof 

ireland}, Lid., St. 





This was one of the Trade press announcements intimating 
to distributors the manner in which national consumer 
advertising was being put out to create demand 
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Tested By Questionnaire 


` gt is easy to say: ‘“We will make a, 
es tobacco.” It is not by any 
means so easy to blend one. We 

had to be most exactin$, as the pro- 

duct had to be a credit to a name that 
was already famous. e Once that long 
and difficult technical work was over, 
we had a blend which pleased us; but 
would it appeal to a million smokers? 

We decided to try it out among 
average smokers in all parts of the 
country. Small samples were therefore 
made up in absolutely plain packets 
and dispatched to a long list of 
selected names. 

In order to give our private ‘‘testers”’ 
every chance to give a fair. opinion, we 
sent them small samples of competitive 
tobaccos—also made up in unidentifi- 
able packets—with which to compare 
our new blend. 

Enclosed also was a questionnaire. 
This was put in, not only to make 
more sure of getting back as many 
replies as possible, but also to get 
answers to standard specific points, so 
that the whole survey could be accur- 
ately analysed. l 

The final analysis gave a very high 
percentage of approval, and so con- 
firmed our own experts’ opinion tha 
the brand was “‘right’’. ` 


‘Cartridges’ an Extra Sales Point 


efills for pipes, we had observed, 
R showed a tendency to return to 
favour. We aimed to take advan- 

{tage of this trend as an additional 
feature of our marketing campaign. 

. We knew, however, that one of the 
reasons why existing types of pipe 
refills had not been altogether success- 
ful was that they suffered the obvious 
defect of fitting only one size pipe. We 
decided to enter this field, therefore, 
also because we could introduce’ into 
‘’ our cartridge a new feature that would 
overcome this limitation. 

We designed a cartridge which can 

be burst in the pipe by slight pressure 
of the forefinger, allowing the tobacco 
to spread and take up the exact shape 
of the bowl. As a further refinement 
the wrapper of the cartridge can, if it 
‘is wished, be removed by tearing down 
a red strip at the side, thus allowing 
the tobacco to slip into the pipe with- 
out paper. This, however, is by no 
means necessary, as the paper used is 
entirely tasteless and non-injurious. 






Limited Packings Made Up o 


ith a new brand we believe in 

limiting the number of packings: 

as far as possible. Expense in 
production and confusion in the mind 
of retailer and consumer are thus 
avoided. 

For the cartridges we chose a box to 
hold 12, retailing at Is. This is a 
hinged box with special liner giving 
extra protection against crushing at 
the sides. The whole is wrapped in 
moisture proof transparent paper to 


‘to 
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prevent the tobacco becoming too dry. 
e For the tobacco in the usual form 


we used (1) a 1-0z. packet (is. per 


oz.) of the same type as for ‘‘Three 
Nuns’’, viz., a heavy lead foil for pro- 
tectioneand a band wrapper for decora- 


e tion, and (2) ‘a 2-oz. vacuum tin (2s.) 


of an entirely ney type, being flat and 
retangular. , Ma i 
We were, in fact, the pioneers of 


‘this type of tin in the round shape. It 


was first used for Bell’s Cut Cake, but 
in our constant experiments to design 
better packages we found that the 
rectangular shape was more convenient 
for -users’ pockets, therefore we con- 
sidered it would have an added sales 
appeal. 


Uniformity in Design 


e wanted to create a modern 
VV atmosphere while keeping the 

design in character with our 
other “Three Nuns” packings. To 
help this connection we used for the 
name plate the.same type face (Fette 
Koch) as we had been using for some 
time (and are still using) in our ‘“Three 
Nuns’’ Press and display advertising. 


How Distribution was Made 


ctober was chosen as the month in 
which to introduce our new 
brand into the market. We 
selected this as a good month for pipe 
smoking and not too close to Christmas 
for the brand to be lost among purely 
seasonal novelties. 

Orders were taken in advance by 
travellers, who carried specimens of the 
packing and of the tobacco, loose, for 
giving customers trial pipe-fills. We 
did not, however, supply the travellers 


‘with samples of the cartridges, as these 


were a new idea and we did not want 
give our competitors advance 
information. 

In practice this idea of not actually 
revealing the cartridge was no draw- 
back, as traders’ curiosity and interest 
were aroused when our travellers told’ 
them that we had a new and secret 
type of cartridge in preparation. 
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Here is a typical dealer-aid display piece. 
It shows the simplicity of the packages. 
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Another point of difference between 
our introducing a new line to retailers 
and the practice generally followed in 
the trade was that we sent no “‘trial’’ 
parcels. It is our experience that 
retailers do not like the obligation put 
on them by supplies that they have 
not ordered. ` 

While our method of booking 
advance orders certainly enables com- 
petitors to get information about what 


_we are doing, we are convinced that 


any disadvantage in this i# more than 
offset by increased goodwill from the 
retailers who appreciate our not 
burdening them with unordered trial 
parcels. 

The name, the design of packings, 
the trial pipe-fills, the retail price, and 
the promise of Press advertising were 
all factors which made this original 
‘‘placing’’ of the new brand fairly easy. 
We should also add to the list our 
goodwill with the trade—a most 
important item. 

' All parcels representing orders—a 


“very large number—were dispatched in 


two or three days, preference of- 
delivery being given to wholesalers. 
Thus a national distrfbution was 
effected in a very short time, an 
important point when dealing with a 
perishable commodity such as tobacco. 


Mechanised Office was Invaluable 


n entering and invoicing such a large 
| number of extra orders—all of Which 

had to be dealt with separately and 
in addition to our normal business—we 
derived great benefit from the fairly 
recent mechanization of our general 
office and invoicing departments. More- 
over, our mechanized system of order 
analysis allowed us to watch the pro- 
gress being made in each district daily 
very much more closely than under our 
old system of ‘‘pen and ink’’. 


Dealer-Aids Ordered in Advance 


ur advertising fell into three main 
groups—-Press, window-dressing 
and dealer aids. In all three 
we set out to show clearly the name, 
the tobacco qiself and the price, as 
being the three things of most impor- 
tance. If we could get the tobacco 
tried, we were content to leave the 
cartridges and the tin to advertise their 
own merits. ° 
Press advertising was timed to 
appear almost as soon as distribution 
was complete. Window-dressing, by 
its nature, could not be timed quite 
so accurately, but by the co-operation 
of the trade, our travellers and our 
window-dressing department, we en- 
sured good window displays appearing 


within a very p PAC the intro- 


duction. ' 3 2 
With every ordér we sent showcards, 


including a circular letter which could 
be converted into two showcards. 
These were willingly shown by traders, 
as, in booking orders, our travellers 
had shown photographs of the show- 
matter available and ordered it accord- 
ing to the customers’ tastes. 


k 
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20 Questions’. . . 


O BUSINESS for JANUARY, 1936 
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ATTENTION, TO THE ANSWERS MAY 
SAVE YOU MONEY DURING THE YEAR 


aasan 


| 
| 


anuary is a month for reflection, 

after the rush of Christmas. k 

is a good time in which to tak 
stock and jo see that everything 
relating to your instirance cover is in order 
for the New Year. 


When did your Insurance Broker or 
* Consultant last advise you on your 
various policies? Have these been re- 
viewed and, where necessary, amended to 
meet changing conditions? Values of your 
property may have increased since the in- 
surance was effected; structural alterations 
and additions may have been made. Has 
advice of these been given to the Insurers? 
Remember—in the absence of notification 
of such material alteration, a policy may 
be prejudiced. 


> Have any of your processes of manu- 
* facture been changed, such as might 
affect any of your policies—particularly 
Fire? Have you seen that your fire ex- 
tinguishing appliances are kept in good 
order and up to the standard required? 
Have any of these appliances been fe- 
moved to other places, the exact where- 
abouts of which may still be unknown to 
the majority of your staff? 


> What about the warranties, if any, 
* relating to the storage of inflammable 
materials, such as are almost certainly 
mentioned in your fire policy? Have these 
conditions been carried out by you? May- 
be your attention has never been actually 
drawn to them—a most important factor 
should a loss occur. 


> As regards Workmen’s Compensation 
* insurance, ‘do you employ sub-con- 
tractors at any time? If so, are you sure 
this risk is included in your policy? Many 
people overlook this point until it may be 
too late. Certain members of your staff 
who cannot be included under the work- 
men’s compensation acts should be insured 
for Common Law Liability. These em- 
ployees, whose earnings exceed £350 per 
annum, should be covered by Personal 
Accident Policies effected @n the name of 
the firm and protecting the firm against 
possible serious loss in the event of acci- 
dents happening to such members of the 
staff. 


> While looking into the question of your 
* workmen’s compensation insurance do 
not overlook this very important point in 
connection with work done by contractors. 
Many firms who contract to do work, such 
as roof repairing, painting and building for 
corporations, railways, etc., are invariably 
asked to sign an indemnity which, 
amongst other things, holds these bodies 
free against claims for any accidents to the 
contractors’ workmen caused through the 
negligence of the corporation's employees. 
All such indemnities in contracts should 
be submitted to insurers to be agreed by 
them before the contractors bind them- 
selves, otherwise they may find their firm 
involved in heavy losses. The same applies 
to the Contractors’ Third Party Policy. 
Should one of their workmen cauge an 
accident to a third party whilst working 


for a corporation, due to the negligent act 
of one of the corporation’s employees, 
under the indemnity which is usually 
signed and may not have been agreed by 
the insurers, no claim can be made against 
the corporation. 


» All members of your indoor staff who 
* are concerned with cash, and similarly 
all outdoor staff, for instance, salesmen, 
collectors, etc., should be covered under 
a Fidelity Policy for your own protection. 
What is probably not known, however, 
is that in many large concerns, a special 
policy may be arranged to take any larger 
amount beyond the sum specifically in- 
sured against each individual employee. 
It has not infrequently happened that a 
loss has occurred in excess of the amount 
insured for a particular employee; in such 
a case the employer has been held re- 
sponsible for the difference. An “‘Excess’’ 
Policy, however, taken out for a round 
figure ‘‘floating’’ over all the employees 
covers this possible under-insurance on 
any particular employee. 


What are the limits of your Public 
* Liability or Third Party policy? Has 


‘a sufficiently high value been arranged in 


respect of any one claim? So many firms 
omit to look into this. Another point with 
this type of policy is the exclusion of fire 
risk. One of your employees may cause 
a fire to property of third parties. See 
to it that your policy protects you by hav- 
ing the exclusion: eliminated by arrange- 
ment with the insurers. 


Do your Motor Policies covering your 
* vehicles, or those of your travellers, 
contain any conditions which might 
operate against you? Firms with many 
vehicles should see that ail are included 
under one ‘‘Comprehensive’’ cover and so 
obtain the benefit of the ‘‘Fleet’’ reduc- 


tion fér the total. A big saving of pre-. 


mium is made in this way—not for one 
year only, but for every year. 


THESE QUESTIONS 
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the policy pro- p 
tecting the lia- 
bility of the frm 
for accidents in Bawa 
which their staff ($ i 
may become in- wra 
volved. Space (iaf 
precludes our #4 
mentioning many |; 
other similar Mfr 
points to be W; 
looked for in 
your policies, but » 
the purpose of fru 
these reminders SAS 
is to draw your ANY 
attention to a ya 
few of the un- fA 
usual aspects of 
insurance risks 


which are so revere a ON PE 





often overlooked. (yg ss 
> Do you actu- MIE zun 
° ally read your § 
policies as you ® 
should do? If Wew 
SO, are you per- Pi 
fectly sure that WP. 
you are fully pro- 
tected for your $ 
particular risks? “ = 

No one understands these points better 
than your insurance broker. I suggest, 
therefore, that all employers, or those 
officials who attend to the firm’s insur- 
ances, should arrange for the insurance 
broker to look over and revise where neces- 
sary all policies at the first opportunity. 
An efficient broker should freely render 
this service to his client. 


ASK... 





Are Your 


INSURANCES Up To Date? 


because NOW 


‘BUSINESS’ Insurance Consultant 


pleased to advise Readers who are not already in touch 
with a qualified Broker or Consultante He can arrange 
for Policies to be examined and expert advice given as to 
their scope of cover, conditions which might be relaxed, 
equitable premiums which should be asked, etc. 
address your enquiries to him c/o The Editor. 


is the time to check them 


. willbe 


Please 











LOUD SPEAKING INTER-COM- 
MUNICATION TELEPHONES 


You flick a key, a second, a third-.... immediately 
you ‘are in simultaneous touch with three depart- 
ments. All can speak to you, hear your replies, each 
other’s conversation and yours... coming over crisp 
and clear. You hold an office conference without any- 
body moving an inch from their desks, .Isn’t that 
efficiency with comfort, convenience with economy of 
time and effort ? ; 


7 


HERE ARE THE OUTSTANDING ADVANTAGES: 


1 You can get any department 4 Hear replies ALOUD— 
* without dialling, calling ° keeping hand free for 

switchboard, holding earpiece desk work. 

or speaking into mouthpiece. 

2 Hold conference without 5 If necessary, loud speaker 


single executive out of his * can be switched off so that 
dabartacese f self only need hear replies. 


_ Right of way over. other 
Da oe ee ©. FULL SECRECY: 


CAN YOU AFFORD TO BE [WITHOUT THESE 
UNIQUE CONVENIENCES AND IADVANTAGES ? 





Why not get in touch gith us? Ask for full particulars 
of our moderate RENTAL MAINTENANCE or make an 
appointment fora free demonstration at YOUR ADDRESS 


ERICSSON TELEPHONES LTD. . 


67/73 Kingsway ~ - London, W.C.2 
Telephone: Holborn 3271 -2-3 


ERREN mE E E E E EEEE 
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CONFER- IN 
COMFORT AT A 
TRUST HOUSE 


With a Trust House in every business 
centre and a completely modern 
service directed from our , London 
Headquarters — no wonder that Trust 

‘ Houses are so often’ the scene of 
‘important gatherings. For large 
conferences or informal business 
meetings a Trust House will provide 
quiet comfortable accommodation 
and — if desired — the excellent 
catering that is so often the prelude 
to weighty deliberations and wise 
decisions. 


Please write for full particulars. 
1 z e 
è 


RUST 
OUSES 


| LIMITED 
55 SHORT’S GARDENS, LONDON, W.C.2 
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_ By 
J. H. OTTEN 
Publicity Manager 


Philips Lamps Ltd. 


* 


ANE oe E 


THIS CONTROL 


Doubled 


Of Dealers’ 


Local 


the 


ADVERTISING 


ny firm that sells on a nation-wide 
scale through a great number of 
retail distributors knows the diff- 
culty of getting concerted sales promo- 
tional efforts among a large number of 


individual dealers. No matter how well: 


‘a promotional scheme is prepared at the 
manufacturer’s head office, or how 
much material and assistance is given 
to the dealers, they do not, left to them- 
selves, collectively take wholehearted 
advantage of all the details of promo- 
tional schemes provided by the manu- 
facturer. Regarded in a wide sense, 
dealers are not self-starters. 


Dealers Are Not Able to Plan 
Concerted Compaigns 


This condition is quite understand- 
able, of course. The dealer has not the 


type of experience or the kind of train- ’ 


ing which the promotiong] specialists at 
the manufacturer’s he@d office have 
developed. Moreover, their businesses 
are not concentrated in the selling of 
one line of products.’ This condition 
does, therefore, present an- obstacle 
which the manufacturer has to over- 
come as best he can. 

We had this difficulty in view when 
we planned this season’s campaign for 
Philips’ Radio. We drew up a particu- 
larly strong force of dealer promotional 
matter to back our own national adver- 
tising campaign. The items in this force 
included direct mail shots, window dis- 
plays, posters, signs, pelmets, local 
newspaper advertising, lantern slides, 
films and stationery. 

This, of course, is quite the normal 
material which any progressive mantu- 
facturer makes available to his dealers. 
Generally, however, the dealers are left 
to indent for what supplies of it, they 
require. The result is, when the initia- 


tive is’ thus left to the indi- 
vidual trader, he indents for 
what, strikes his. fancy and 
uses it in a haphazard fash- 
ion, or, worse still, does not 
use it at all. 


‘Personal Sales Plan’ 
Directed Attack 


Effect : 
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Eliminating the Hazard. 


The ‘average dealer, unaided, is not 


able to plan and conduct a com- 
prehensive local publicity campaign 
for any particular line of goods. 
Three factors present big 
obstacles to his doing this: ` 
He has not the know- 
ledge or experience ; 2. He 
has not the equipment ; 3. The nature 
of his business, in that he handles, 
not one, but many lines, makes it 
almost impossible. Many manu- 
facturers, of specific lines provide their 
dealers with the material for local 


, campaigns, but this is not enough. 


The result is too often a flood of un- 
related, spasmodic efforts which, lack- 
ing a common spear-point of attack, 
simply peter out without causing a 
ripple of interest. Here is a plan 
which not only provides dealers with 
material, but which also provides the 
complete single-pointed campaign - 
and the motive power to keep it 
going. _ In other words, national 
coverage with local campaigns with 


Now this last campaign of 
ours had one new point in 
the plan behind it which 
was designed to eliminate, as 
far as possible, the chaos of 
this kind of procedure. We called it the 
‘‘Personal Sales Plan’’. It was a special 
programme, drawn up in the most care- 
ful detail, giving the dealer an exact 
method of procedure over a selected 
period of 3 months. 

The idea was not, of course, to try 
to bind the dealer to a rigid routine. 
That was obviously impossible. It was 
to relieve him of the necessity of having 


to work out a plan for himself, and to’ 


give a valuable start to those not able 
to get going progressively on their 
own. 

Furthermore, the plan was to put 
some sort of uniformity into the action 
of all our dealers: simultaneously over 
the period of intensive promotion. 

As will be seen from the illustration, 
the dealer had ‘only to follow the 
“diary” in order to get a ready-made, 
first-class promotsonal scheme for his 
own neighbourhood. There was no 
injunction on him to use the whole of 
it, or to use it for the entire period. 
But the value of the idea lay in the 
fact that to whatever extent the dealer 
followed the programme, he was carry- 
ing out a scheme planned on progressive 
lines instead of floundering along hap- 
hazard. 


a centralized control. 


Why We Charged Dealers for the 
Material Used 


All the material was not provided 
free. The dealer had to contribute his 
quota according to a scale of. costs 
which was clearly presented to him 
under each item. It should be men- 
tioned, though, that the costs of these 
materials were much -below anything 
which the dealer would have to pay if 
he himself was providing the stuff 
because, naturally, he was given the 
advantage of the low prices which we 
were able to secure through buying in 
huge quantities. 

The reason for charging the dealer 
was not so much to reduce our own 
costg as,gto ensure the proper use of the 
material. * The actual amount which the 
dealer pays we do not consider to be 
of much importance, in fact, some of 
the items age charged at well below 
actual cost price. We do contend, how- 
ever, and ouẹ statement is made from 
careful observation of this point, that 
when a dealer has spent his own money 
on material he regards it as something 
of definite value and of which the 
utmost use must be made. 

Apart from the very fine progressive- 
efforts which this programme of cam- 
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paign has enabled our dealers to make, 
it has been extremely helpful to our, 
travelling representatives. . 


The Campaign Gave Travellers 
a First-Class Approach, 


The subject of the sgheme provided 
an excellent opening for our travellers 
when they called on a dealer. There 
was no need for a traveller to hunt 
around for a point on which he could 
approach his man, as, of course, the 
subject was a topic of mutual interest. 
Our travellers acted in an advisory 
capacity. Their assistance was eagerly 
sought by many of the dealers, and 
thus, apart .from more immediate 
advantages, the bond of goodwill with 
our company was steadily strengthened. 
One or two specific points which arose 
i the routine of our scheme may be of 
interest : 


We Ourselves Stamped the 
Direct Mail Shots 


In providing dealers with sales letters 
for direct mail, we ourselves, in the 
great majority of cases, obtained the 
lists of prospects from the dealer, also 
we ourselves undertook the mailing. 
In cases where this proved impossible, 
however, the material was sent, to the 
dealer already stamped. This plan 


ensured that the letters were really used , 


and posted. 


Adhesive Stamps Tend to Secure 
More Attention 


Adhesive postage-stamps only were 
used, as we found that they secured 
more attention than the mark imprinted 
by postal franking machines. 


Helping Dealers to Get Al Local 
Mailing Lists 

We- experienced great difficulty in 
getting dealers to compile a mailing list 
of really Ax local prospects. Many of 
them proudly boasted that they had 
“thousands of names’’, but when exam- 
ined these were. found to be mostly 
straight copyings from a telephone 
directory or street guide. 

In this respect our travellers are valu- 


HOUSE MAGAZINE 
Helps Dealers’ Publicity 


n Sydney, Australia, a progressive 

‘firm of motor-car distributgr® (Y®rk 

Motors Pty., Ltd.) circulates a lively, 
informative house organ among its 
dealers and salesmen. 

The chief aim of the magazine is to 
distribute, among dealers and salesmen 
in widely scattered centf&s, technical 
and general information about the pro- 
ducts handled, sales helps, service tips, 
and so on. 

But a very valuable additional 
feature, not usually given in this type 
of publication, is the provision of 
reproductions of specimen lay-outs 


Ate nes SE Aat 

sits, g 
pac Ake 

A ir Reis 

P *, f : “x 












BS St Tes ere pies x Pi, 
Poe a Rare 
+ k Pa . *, . rs ++ £ 
AE aE PN ; Bee ns age! a 
Teat > Lae Sr v, i : 
E n o o ee 
; metre e A 7 s 





pa IE a EN he 
Bere oT CUR, 7S 
oot re ? 





EAIA ae Sr 


s 











SERS Fok 

wate oe Stet oe 

SSH MEH kaha ie 

SA Aa aE hath 
Aaa y : hs, 


SET. AY 


_ 3 LOCAL ADVERTISING i 


> A POSTCARD SALES SCHEME 

1 NOVELTY SALES CARD PLAN 
g SALES LETTERS ' 
0 WINDOW DISPLAYS 


w4 
1b 


LANTERN SLIDES 
STATIONERY 


\ o» SIGNS, POSTERS AND PELMETS 


DO OS A GG Cau sen ECAA SERVICE: 5 


THE DIARY OF EVENTS 


THIS DIAR Yis designed to give you a picture of our dealer sales plan as a whole. It does not necessarily indile the exact dates 
on which events should take place, but it should be followed as closely as circumstances permit to obtain the maximum benefit. 


Window Display , 
(For 3 weeks) Page 10 


3rd Feature Postear 


“Flp" Postcard de- 
spatched Page 7 


Local Press Advertise- play. 
ment, 


Local Press Advertise- 

ment. Page 3 

Page 3 Philips Film at Cinema 
ia (one week) Page 14 
Page 6 Christmas Window Dis- 


poses Page to 


Local Press Advertise- 
ment. Page 3 


Lantern Slide at Cinema 
—4 weeks Page t4 


1st Feature Postcard . 
Page 6 


Re-addressed 

Postcard despatched, 
Page 7 

New Lantern Slide st 

Cinema Page 14 

Despatch suitable sales 

letter to prospects 


Page 3 
New Window Display. 
Page 10 
Despatch and Sales 
Letter. Page 8 


Local Press Adveruse- 
ment., Page 3 
Desparch grd Sales 
Leter. Page 3 
New Lantern Shide at 
Cinema. Page 14 
Local Press Adverse- 
ment Page 3 
“ New’ Year" Letter to 
good prospects 





This portfolio gave the dealer the complete ABC of the campaign. Under 

each heading the instructions are full. The ‘Diary of Events’ shown here in 

detail provides the sequence of the programme, the most important point 
of the control 


able in explaining to retailers how they 
can, by a little intelligent application, 
use ways and means of collecting rgally 
first-class prospect names. The traveller 


+ + + 


drawn to be suitable for dealers’ 
advertisements in local newspapers. 

Without involving the distributing 
company in an expensive advertising 
service, the specimen lay-outs given in 
this way do give the local trader just 
the amoynt of help he wants. 


®© o 


It Often 
PAYS to SCRAP 


question marely raised at board 
A meetings is: ‘‘What equipment 
can we scrap?” Yet one of the 
world’s richest men regularly asked this 
very question at every board meeting 


emphasizes that 50—even 25-—names of 
persons who are really known tobe 
possible purchasers are worth more than 
a thousand names taken at random. 

e 


when he was a young man and head of 
his growing concern. 

One year he scrapped a £5,000 
machine that had been running only 12 
months, because a much better type 
had come on to the market. His execu- 
tives were aghast, but this young manu- 
facturer told them he was very proud 
of his scrap-heap. He followed this 
policy of ‘‘scrapping’’ throughout his 
business life and died worth over 
£50,000,000. 


+ 
Plan well ahead this year. What 
about your office equipment? Can it 


cope With the plan? Read the article 
on page 30. ' 


# 
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the Broader View: : - 


By ROBERT R. UPDEGRAFF 


Crystallize Thee Vague Ideas 


henever a new idea is floating 

around in your mind, try express- 
ing it, in words or on paper, as crisply 
as possible. This is not easy to do, for 
an idea irf the formative stage is usually 
loose. It is not born full-grown. 

The effort to crystallize any idea and 
express it in two or three simple sen- 
tences often tells you whether the idea 
is sound or not. If if cannot be so 
crystallized, the chances are the idea is 
not worth further thought and you can 
safely forget it. If it can be expressed 
in crisp fashion, it is likely to be well 
thought out. Reduced to simple terms, 
it is that much easier to explain to 
others. v = 


Stories in 300 Words 
ne large motion-picture studio 
makes a practice of subjecting 
every story or scenario which it is con- 
sidering for film purposes to a drastic 
simplifying process before it-is sub- 
mitted to the editorial board. The story 
is reduced to 300 words. This reveals 
instantly whether it is a clean-cut, 
simple story of the kind that a motion- 
picture audience could be expected to 
grasp. If not, it is automatically 
rejected. 
I have often wondered what the 
result would be if a business man should 
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e 
try to write out in 300 words just what 
kind ofa busimess he is trying to run. 
It would be a profitable use of an hour’s 
time. e 


Monopolistic Competition | 


Pccncmic has long maintained that 
producers divide naturally into two 
classifications—monopolistic and com- 
petitive. Consequently there is, in pure 
economics, a theory of competition and 
a theory of monopoly. 

Recently an economist has come for- 
ward with a third theory, a third classi- 
fication. Most businesses, he says, are 
neither purely monopolistic nor purely 
competitive, but have some elements of 
both. The manufacturer of ink, let us 
say, has exclusive rights to his own 
formula. His trade name and symbol 
may be protected by law, and to this 
extent he is a monopolist. Yet he is 
in competition with other ink-makers 
who, in turn, have their own copy- 
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righted trade names and their own 
patented features. 

This economist claims, therefore, tha 
there is:such a thing as monopolistic 
competition, and that both the tradi- 
tional economic theories are inadequate 
in explaining this condition. 

His theory ‘of monopolistic competi- 
tion is just at its beginning, yet it 
seems as though he might be blazing 
a promising new trail. The wide 
divergence between theory and prac- 
tice, between economics and business, 
may be considerably reduced by this 
bold challenge to traditional economics. 


ost of the services on which men 
have made fortunes are “lifting” 
services which relieved. the public of 
worry and inconvenience and drudgery. 


The original thinking, in connection 
with human needs and desires, on 
which businesses may be built, has not 
all been done. There is ample oppor- 
tunity for the young.men who are 
coming along. 


T” simple inventions are usually the 

ones that make fortunes. Only the 
simple things speak a language that is 
understood by the masses. 
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They're Spendins Money Here 


A ten-year plan of development for the 
Clyde Docks which will add 50% to 
the existing accommodation for 31,000 
tons has been decided 
upon by the Clyde 
Navigation Trustees. 
Millions of pounds will 
be spent in the scheme. 


+ 


T Scottish Co-opera- 
tive Wholesale Soc- 
iety are to build a new 
electric lamp factory 
costing £60,000. The 
site is not yet decided. 


+ 





To all-turbine power 
unit is no longer the 
monopoly of the ocean 
liner. A Tyneside firm 
has now produced an 
all-turbine unit for 
‘tramps’ and other 
coasting vessels.—Par- 
sons Marine Steam Tur- 
bine Co., Wallsend. 


+ 


C ontract for 5 venti- 
lating, heating and 
air-cleaning plants, to 
be installed in mills and 
warehouses in Shang- 
hai, have been received 
by James Haworth & 
Co., Farnworth, Lancs. 
This mnakes 15 of these 
plants supplied to the 
East by Haworths. Total 
output of plants: ro mil- 
lion cu.ft. of air per hour. 


kid 


mock expansion is taking place on north- 
ern side.of Liverpool, in the urban 
district of Litherland. One of the largest 
developments is the erection of a new tin- 
smelting works. A tanning company has 
taken over a large works in Litherland, 
already used asa tannery. Reconstruction 
is now taking place preparatory to the 
manufacture of box- and _ willow-calf 
leathers for the boot trade. Previously 
this class of leather came mainly from 
abroad. 
+ 


O™ developments in the district in- 
clude a new printing works just com- 
pleted; extensive additions to another 
tanning company, and extensions to the 
works of a firm of leather factors. 


‘ + 


Wok for 750 persons, women and girls 
chiefly, is to be provided by a large 
extension scheme which is being carried 
out in Liverpool by a firm of launderers. 


+ 


New industries making ready in War- - 
ri@gton, Lancs, include: New works 
to manufacture activated carbon on a 
special Continental system being put up 
by The Mersey White Lead Co., Ltd.; new 
bacon factory to be built by local firm of 
butchers; cardboard and box factory to 
be put up on a 30-acre site by Thames 
Board Mills, ‘Ltd. Factory is estimated to 
cost £350,000 and will employ hundreds of 
workers. ” 
+ 


Co £250,000, the new Birmingham 
works of Morris Commercial Cars, 
Ltd., will, when completed, employ a 
further 1,500 people. 


| 
| 
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Keep Your FOREIGN Crepits FLUID — 


By C. E. DAY 


Investigating the latest facilities offered by the Government 
Export Guarantee Department to the Bfitish Exporter 


ne of the major problems of trade 
with overseas customers which 

the British business man has to 

face is that of credits frozen in those 
foreign countries where there are in 
force embargoes on the export of 
mopey. The Export Credits Guarantee 
Department has designed a new service 


, to assist British business men over this 


difficulty. In effect the service enables 
the business man here to insure his 
credits to foreigners up to 75% of 
sterling invoices against the inability of 
a solvent debtor to transfer the amount 
due. Claims for payment are met six 
months after the due date of bill or 
account. 


Foreign Buyers Who Want To Pay 
But Are Prevented 

In the ordinary way, as we explained 
in the article published in the August 
issue of Business, the -Department 
provides insurance to United Kingdom 
exporters against insolvency of foreign 
buyers. This work covers an immense 
field, but since the recent crisis another 
danger that is extremely harmful to 


business has arisen. 


In South America particularly, and 
in many other countries of the world, 
vast blocks of frozen credits have 
choked the flow of world trade. It has 


{not always been the fact that he is 


bankrupt that has prevented the foreign 
trader from paying. Often he not only 


has the money, but wants to pay, when, 


factors outside his control step in and 
prevent settlement of the account. 
Severe exchange restrictions suddenly 
imposed render the foreign business 
man helpless, with the result that the 
manufacturer in Britain is left without 
payment for goods he has delivered. 

This situation has become a serious 
problem for many firms and its bad 
effects are widespread. It does not only 
put an end to sales in the country where 
credits are frozen, but it also impairs 
the home business man’s position. 
Apart from his being the loser of actual 
cash, it checks his eagerness to open ap 
new markets for fear of again losing 
both goods and money. Contractions 
take place throughout world trade, and 
this strikes at the very foumdations of 
prosperity. 

Our own Board of @Trade: has 
endeavoured to meet the menace by 
concluding Commercial Agreements 
with many countries. Still, factors 
exist over which the country has no 
control and foreign states find them- 
selves forced to apply stringent restric- 
tions. It is to give confidence to 














British exporters and to keep their 
trade ‘‘fluid’’ that the Department has 
brought the new plan into being. 


Here Are The Main Details 


First of all, before examining the 
scheme closely, it must be clearly 
understood that it is available only to 
those exporters who use the Depart- 
ment’s other forms of insurance. It 
cannot be used alone. It is an adden- 
dum to the comprehensive guarantee. 
That is to say, exporters must use first 
the insurance against bankruptcy before 
they qualify to enjoy the privileges of 
the addendum. 

That understood, we proceed to nine 
points about the guarantee which 
explain the lines it follows. 


(1) The Department guarantees to 
an exporter of United Kingdom 
goods invoiced in sterling that 
he will receive from a solvent 
buyer 75% of the sterling value 
of those goods six months after 


THE CRUX OF 
THIS SCHEME IS... 


If your due payment becomes 
locked in a foreign country 
through currency restrictions 
the department pays you 75% 


of invoice values and thence- 
forth assumes all worry over 
the Debtor. The Department 
is more powerful than you; 
it can deal with the debtor’s 
government... and DOES ! 


+ 


the original due date of the bill 
or account. This is subject to 
the provision that all import 
requirements and exchange reg- 
ulations have been fully and 
punctually complied with. 

The guarantee applies to goods 
shipped within 3 months of the 


date when the Department's 
transfer cover is issued, 


(2) 


(3) The guarantee will hold good 
for the whole of the shipments 
up to the limits agreed for each 
buyer concerned. It will hold 
good up to 3 months for all 
these shipments whatever situa- 
tion may develop in the foreign 
countries. Exporters are natur- 
ally expected to exdtcise or- 
dinary prudence in shipping to 
those countries whose exchange 
position is becoming seriously 
strained. 


(4 
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At any time the Department may 
decide not to issue additional 
transfer cover beyond the 3 
months period, or in excess of 
that already authorized for any 
country or any class of goods. 
(5) The Department may also 
change its premium for the 
transfer cover from day to day. 
Premium. once paid will apply 
to the whole of the shipments 
for the 3 months. 


(6 


Manat? 


Although kept as low as possible, 
the premiums will vary accord- 
ing to country and length of 
credit. 

(7) The Department will retain a 
charge upon the proceeds of 
recoveries until its payments 
have been recouped with interest. 


® 
Transfer &ver ‘will normally be 
available’ only to exporters who 
insure the solvency of the whole 
of their overseas buyers under 
the Comprehensive Guarantee. 


(8 


Ni” 


The best expert opinion and 
information available will help 
the Department in fixing pre- 
mium charges. The Department 
will not be able to enter into 
lengthy correspondence on the 
matter, 


(9) 


It will be seen that the transfer 
facilities offered are in no way a subsidy 
to exporters. They are developed on 
self-supporting business lines, just the 
same as the Department’s other act- 
ivities. In this way, the Department 
will watch every foreign market keenly 
and will not encourage business men to 
ship to countries from which sterling 
for payment is not likely to be forth- 
coming. 
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Long Term Credits Are Treated 
Differently 


Another important point is that long- 
term credits will not be encouraged. 
Indeed, the facilities will be available 
in the normal way only for short credit 
and goods sold for cash. As a rule,, 
credit up to go days is allowed. In the 
case of long-term credits for such things 
as machinery and plant, the Depart- 
ment will consider granting insurance 
purely og the inflividual merits of each 
transaction. 


There Is No Guarantee A gainst 
Currency Fluctuations 


It is vital to understand that traders 
who sell goods in sterling will find in the 
new transfer facilities the security that 
they will be paid at least 75% of the 
amount due by a certain date. They 
are insured not only against loss, but 
also against delay. 

But, and this is important: One of 
the risks against which no protection is 
offered is the risk of fluctuation in any 
foreign currency. ‘Those business men 
who exprt with invoices in foreign 
money may be able to cover the 
exchange risk in the forward exchange 
market. -That is up to them. 

As we have seen, payment for insur- 
ance May vary quite a bit. Everything 
will depend on the buyer, the country, 
the class of goods, the prevailing situa- 
tion, the forecasted situation, and so 
on. It'is possible to state, however, 
that the premium charges for ordinary 
transactions on the short-credit basis 
may probably be in the neighbourhood 
of ros. per cent or less. This is not.a 
definite figure, merely a surmise of a 
possible figure. 

With a few exceptions, all countries 
in the world will be coverable. As we 
have already seen, there will not be a 
uniform rate for charges for premiums. 
Every country covered may be subject 
to a charge differing from that of ‘any 
other. ‘Further still, two exporters of 
the same kind of goods to the same 
country obtaining transfer cover on 
different dates may find themselves 

+ 





paying different premium rates. There 
will be nOginjustice infa casd like that. 
The situation is comparable to that of 
the foreign exchange markets where 
forward sales of currency on different 


dates command different rates. 
è 


How The Guarantee Works 
In Loosening Up Trade 


Let us see how the guarantee works 
from (x) the viewpoint of an exporter 
and (2) from the angle of well-being for 
world trade. 

The manufacturing and exporting 
company, Messrs. X, shall we say, does 
a large overseas business. Having found 
that quite a lot of money due to them 
has become frozen in certain countries, 
the natural tendency is for X to be 
wary about selling abroad, even on a 
cash basis. There is no need to follow 
back and trace the bad effects of this 
policy. It is apparent. But with the 
possibility of this new transfer cover 
facility, the situation changes. 

. Suppose X insures all his exports 
under this scheme. Three-quarters of 
them may go through without a hitch, 
but with the others—say, all in one 
country that does a big trade with X 
—stringent exchange restrictions are 
imposed. All the customers of X are 
solvent and ready to pay, but the 
government ‘of the country has clamped 
down the barriers, and a transfer of 
sterling or the currency of that country 
which is equal to sterling is not allowed 
to cross the frontiers. This is where the 
Department’s guarantee. would apply 
and, providing X has complied with 
exchange regulations, he would be paid: 
75% sterling of the bills and accounts 
six months after “they had fallen due. 

Now let us look at it from the view- 
point of improving world trade. The 
constricting influences of thousands of 
even small frozen debts cannot be 
denied, and nor, for that matter, can 
much be done about them by the 
various firms concerned. 

That is a most important point. But 
when this damming up and freezing of 
the streams of commerce over the fron- 


aomas London, W.r1. 


e a A 


BUSINESS for JANUARY, 1936 


ł 


tiers of the world directly affects ‘one 
central point of business, the situation 
changes. It is the. Export Crèdits 
Guarantee Department that does the 
waiting; iteis the Department’s purse 
that .is drained; it is the Department 
that is going to raise the biggest shout. 
It is also the Department that can shout 
with authority, because it is the chief 
creditor. 

Let us suppose that 200 exporters in 
this country have all insured under this 
scheme and that they all export to, say, 
a country ‘in Asia. Restrictions are 
clamped down, credits become frozen. 


The Department pays up to the zoo ` 


British exporters. In other words, the 
Department does the indefinite waiting, 
the manufacturers and traders are kept 
in funds, the streams of commerce con- 
tinue to flow. ° 
_The Department acts as a shock 
absorber. 
in this country, international trade is 
helped to keep going. While this effect 
is not, in itself, a cure for frozen credits, 
it does give the country as a whole a 
bigger resisting power. It also means 
that in the time gained the evil can be 
doctored and probably a cure found. 

This concentration of frozen credits’ 
in the hands of the government is a 
powerful bargaining weapon. Thus it 
is that besides giving business men here 
confidence and security to expand 
trade, the way is made easier for the 
settlement of problems that would 
otherwise dam the-trade rivers that flow 
across frontiers. 


10 Months’ Actual Use Has Proved 
Scheme’s Value 


One final word may convince the 
sceptical business man. The scheme 
has been given an extensive trial period 
—īo months actually—with exports to 


Germany. Many hundreds of thousands ` 


of pounds’ worth of exports have been 
covered and the plan has worked 
smoothly from start to finish. It is this 
finding that has encouraged the Depart- 
ment to extend the scheme to a world- 
wide basis in so short a time. 








NEW ‘CHAIN’ 
of Business Conference Rooms 


any factors go to make the successful conference; of 

these not the least are time and place. 

we hold it, and whef?” How often these very ques- 
tions necessitate a conference in themselves! 
becomes more than half-solved, however, by the service of 
conference rooms offered by Tigist Houses in their 200 hotels 
and inns situated at strategic points all over the country. 
It is a great advantage to have @ll details of location, cater- 
: ing and general well-being of delegates entirely taken care 
j} of by such an organization as this. The picture is a typical 
$ example of the premises you can hire, the Winter Garden 
at the Clarendon, Oxford. When you want to use this 
service, write Trust Houses Inquiry Bureau, 81 Piccadilly, 
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By keeping going the trade ' 
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CALCULATOR 


with 
SPEED 
& EASE 


COMPACT 
CONTROL 


ACCURACY 


AUTOMATIC & POWER-DRIVEN 


Modern demands for quietness, 
speed and portability, plus all the 
, progressive features are fully met 
in The Model D Marchant 
Calculator. @ Its quiet and 
smooth operation make for a quiet 
office, thereby increasing personal 
efficiency. It fully meets the 


- MARKHANT 


SILENT SPEED CALCULATOR 

(L C SMITH & CORONA TYPEWRITERS LTD) 
MELBOURNE HOUSE, ALDWYCH, W.C.2 Phone : TEMple Bar 2531 
2: LIVERPOOL 


Branches: BIRMINGHAM 
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demand of the times in quietness., 
@ The machine introduces a com- 
plete compact control under the 
finger-tips ofone hand. Separate- 
Distinct controls for addition, 
subtraction, multiplication and 
division eliminate entirely the pre- 
setting of keys or shifting of levers. 


or 
Overcoats 
Gentlemen 
from 






STUDD & MILLINGTON LTD. 
51 Conduit Street, Bond Street, W. 
67 Chancery Lane, Holborn, W.C. 


z: MANCHESTER 
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“REGAL” INKSTAND. 





Ash over your Desk? _ 


| 


7 INOW IS THE TIME | 


to start that checking system ! 


e 
8 STYLES The G.B. Recorder provides 
IN THIS ih 
REGAL RANGE an individual record for each 


worker showing clearly start- 
ing and stopping times. 

By adopting the reliable and 
infallible GLEDHILL-BROOK 
thousands of firms 








have 
> secured punctuality without 
favouritism or friction. Send 
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RETAIL 






for full particulars. 








THE “VELOS” ASH BARREL 
IMPRISONS THE SMOKE AND 
PREVENTS ASH SCATTEMNG 
No. 1351 WITH CHROMIUM TOP 


No. 1350 ALL MARBELITE'’ ._ . 


GLEDHILL-BROOK 
TIME RECORDERS 'LTD., 
HUDDERSFIELD 
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Write for full list of other “VYelos'’ Desk Accessories in Gloss 
and Marbelite Mouldings 


FRANK PITCHFORD & CO., LTD., LONDON, E.C.| 
WELL HOUSE, WELL STREET Phone: NATional 0055 (4™lines) 
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n the earlier pages of this issue we 
| ave emphasized the need, at this 


new year, for management to plan 


ahead on a bold and generous scale. ’ 

To enable such plans to be kept in the 
most effective operation, to enable them 
to serve, month in, month out, as really 
first-class working tools of management, 
it is absolutely essential that they be 
backed up with first-class equipment in 
the office. 


Management Plans Will Not Avail 
Without Good Equipment 


For all its schemes, all its plans, 
management relies on certain ‘‘key’’ 
facts and figures. If these are provided, 
as they should be, in the degree of full- 
ness, in the accuracy, and to the time 
essential for their being used for forward 
planning, and not as mere chronicles of 
past history, then the equipment to 
produce them must be up to the job. 

A critical survey of office equipment 
at this time of the year will amply 
repay the time taken. 


Prompt, Accurate Cost Figures a 
Prime Neeessity 


What figures do you want in your 
scheme of management? You want 
costs, costs of labour, of materials and 
overheads. You want them analysed 








PENCILS instead of drawing ink for tracings, etc. 
These new Ferroprint pencils are made specially 
for drawing tracings; the lines they make, being 
light-opaque, enable perfect blue prints to be 
taken off. By superseding ink, these pencils 
enable time to be considerably reduced in the 
drawing office; they are also infinitely cleaner 
to work with and permit a more micro- $ 
scopic accuracy, since all grades of the gam 
pencils, especially the harder ones, can be > 

sharpened almost to needle points or to sharpest 
Another great advantage is that 


chisel edges. 
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By 
THE EDITORS 





out in detail so that you can at once 
put your finger on losses or deviations 
from schedule. You want them quickly, 
before the expenditures have passed 
into history and have become impos- 
sible of ,correction. i 

More businesses than the average man 
dreams of have failed as profitable 
undertakings solely because they have 
not had the equipment that will 
adequately handle this vital subject of 
costs. 

This article is not a treatise on cost- 
ing and cost systems. There are so 
many methods, so much equipment 
available for handling costs in all types 
of businesses that this complete issue 
would not be adequate for a descrip- 
tion. . But the question we do want to 
emphasize is: Does your costing system 
provide you with a first-class manage- 
ment tool? 

If it does not, then one of the most 
profitable steps you can take is, to get 
the expert advice of the specialists who 
are associated with the various equip- 
ment manufacturers. Advice and assist- 
ance will be given to you quite free of 
obligation. 

Alternatively, write to Business. We 
have a consultant who is widely experi- 
enced in costing for many types of 
businesses. But before this month is 
out check your present system; it is 
more than probable that it can be made 


a much more effective instrument. 
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eraser can be used as with ordinary pencils. They 
are manufactured by the Royal Sovereign Pencil Co., : 


Ltd., Neasden, N.W.1o. 
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Equally important is your equipment 
for the purely accountancy side of the 
business. Could you mechanize a pro- 
cess here or there? Would it not pay 


‘ you, in increased speed and accuracy, 


to mechanize the entire system? The 
one factor alone of the much quicker 
collections which this makes possible 
might make the development worth 
while. Then, without question, a 
mechanized system, besides bang 
speedier, is infinitely more convenient 
for all operatives to handle. 


Look into the Details on the 
Accountancy Side 


Then there are the more detailed 
points at which the accountancy side 
can be speeded up. What about a 
cheque writer, safer and quicker than 
writing these documents by hand? 
Wage-paying machines save infinite 
labour where many factory hands have 
to be dealt with each week. Then there 
are wage envelopes, specially designed 
for speedy and error-proof handling. 

There is a special sorting machine for 
invoices or other documents which need 
to be handled in alphabetical, terri- 
torial or other order. The time and 
space saving given by this device over 
hand methods is enormous. 

On this side of the business, which 
naturally deals with the financial and 
other basic records of the business, you 
should on no account miss looking at 
your fire-protection equipment. It is. 


yy 
almost unnecessary here to urge the ^` 


vital necessity of fire protection itself, 
it is assumed that the business man is 
alive to that contingency. But the 
great convenience of to-day’s types of 
safe-files and safe-cabinets should cer- 
tainly be examined. In addition to 
their tested qualities of protection 
against fire, water, chemicals and 
smoke, they obviate the necessity of 
the old-fashioned strong-rooms and the 
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OFFICE PRACTICE & EQUIPMENT 


1 


3i 


calls for EQUIPMENT that 


consequent twice daily packing and 
unpacking of books, documents and 
other vital records. The modern equip- 
ment saves a great deal of time and 
heavy labour. 


Try Speeding-Up the Corres- 
pondence Department 


In your correspondence departments, 
look over your typewriters. Weed out 
thé groggy machines, put in machines 
which enable your girls to do faster and 
better work, work that is a credit to 
your. company. Do you have any 
special typing where anything up to 
15 good carbon copies are wanted at one 


The 
EQUIPMENT REVIEW 


page every month describes 

in detail some important 

item of equipment. Read 
this feature regularly. 


In this issue page 32. 





operation? The electrically-operated 
typewriter will do that. The electric 
machine, also, is a lot faster and lighter 
to operate. 

Have a look over your files. Can 
letters or documents be found quickly? 
Can they be filed quickly? Are the 
files well placed, easy to get at, well 
lighted, do people bump into them 
when the racks are extended? 

The same with your card indexes. 
Have you any of the ‘‘blind’’ invisible 
type which could, with better effect, be 
replaced with a visible, quick-reference 


type? 


Modern Internal Communication 
Saves Time Everywhere 


Few items are so effective in speeding 
up internal routine as the modern 
internal telephone. You can have the 
purely automatic type, dialling through 
your own private exchange; yog can 
have the loudspeaker .type, with its 


well-knowne time-saving characteristics; 
or you can have the simple type of 
ordinary phone. 

Whatever type you have, if it is 
modern, it will save your time in a 
hundred ways. 

Associated with the telephone is the 
light and/or sound code signal system 
which will unfailingly find any wanted 
executive, no matter where he is in the 
building. This system is of infinite 
value where offices and factory are in 
one unit. 


This Equipment Helps to Speed-Up 
the Mail Room 


In the mail room consider stamp 
affixers, franking machines, hand and 
power letter-openers, letter filling and 
sealing machines. Probably there are 
one or more points at which you could 
put in some of this equipment. To 
have the mail opened more quickly in 
the morning and thus get it distributed 
earlier is a great advantage in the day’s 
work; gives it a much better start. 

It is equally desirable, too, to get the 
mail away more promptly at night. It 
not only helps your own work along, 
but it helps the Post Office, too. 


Have the Ideal Working Temper- 
ature a Steady 64° F. 


Heating and ventilating are vitally 
important factors that combine to 
improve work. Temperature of a steady 
64° F., with fresh air without draughts, 
is the ideal. Turn to Business for 
October last, page 32, where you will 
find a description of one of the most 
modern appliances for both ventilating 
and heating. 


The Benefits of Proper Seating 
Soon Repay the Cost 


The study of proper seating has been 
advanced to the standard of a science. 
Its effect on the quality of work, the 
degree of output and the well being of 
employees is tremendous. The leading 
manufacturers of modern office and 
works seating have produced literature 
which is well worth the while of any 
employer to study. Money spent on 
properly adapted seating is not an 
expense, it is a profitable investment. 


ENABLES THE 
PLAN TO BE 
SMOQTHLY & 
ACCURATELY 
WORKED 





Test for Yourself the Boon of a 
Dictating Maching 


In your own office and in those of 
your executives go thoroughly into the 
question of dictating machines. Only 
by personal investigation can you 
appreciate the time-saving which these 
appliances make possible, not only in 
the dictation of correspondence, but in 
a dozen important ways throughout the 
day. You can test a dictating machine 
in your own office without any obliga- 
tion; it is a test that you will find 
thoroughly well worth while. 


Take Advantage of BUSINESS and 
Its Consultants 


It is impossible, in a small space such 
as this, even to mention the many 
modern devices that will help your 
business. The great thing to do, how- 
ever, is to realize that there ts equip- 
ment that will improve your work at 
practically every point. Realize it, and 
carry out that all-important check on 
your existing arrangements. The adver- 
tising pages of BUSINESS are then all 
the further guide you really want 
towards making your actual decisions. 
Use BusSINEss as a catalogue of all 
that is most up to date. What is as 
important, too, use BusINEss Con- 
sultants. 

Whether you want to equip for better 
Costing, Accountancy or for the entire 
office routine, you can be advised by 
acknowledged experts. Direct your 
inquiries to the Editors. 
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Vital Phone Messages 
Cannot Go Astray ` 


ery few business men realize that. 


the ‘‘talking machine” which devel- 

oped into the phonograph and the 
more modern gramophone was origin- 
ally designed for use in the dictation of 
business correspondence. Yet such is 
the fact. j 


The Gramophone Was Intended 
Purely for Business 


When Tainter and Bell, about 1885, 
first devised the method of recording 
sound on wax, the basis of the phono- 
graph and gramophone trade, no one 
had any idea of the extent to which the 
phonografh would be developed as a 
means of entertainment. Both Tainter 
and Bell visualized the machine as a 
future valuable adjunct in the business 
office, 

There was at that time in New York 
aman named Edward D. Easton, work- 
ing as a court reporter, and he was one 
of the earliest to appreciate the possi- 
bilities of the new invention. 

Easton was a man of influence, and 
it was through him that the Columbia 
Gramophone Company was formed, of 
which he later became President, to ex- 
ploit for business purposes ‘‘The Com- 
mercial Gramophone’’. 

Then someone struck the happy idea 
of using the talking machine for songs 
and music. The idea caught on, and in 
. the rush to fill the public demand for 
entertainment the business side of the 
dictating machine was more or less 
overwhelmed. 

It was not, however, entirely for- 
gotten. A band of firm believers in the 
possibilities of the dictating machine 
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‘BUSINESS’ INVESTIGATOR 





kept on plugging away, and very gradu- 
ally the ‘‘commercial gramophone’’ be- 
gan to take its place as a business aid. 

Naturally, it met with the usual 
troubles inherent in the marketing of a 
new and revolutionary idea, but the 
believers in the system were enthusi- 
astic and never lost faith. 


Dictating Machine Came to 
Í Britain in 1907 


It was not, however, till about 1907 
that the first real effort to popularize 
the dictating machine in Britain took 
shape. It was taken in hand by Mr. 
Thomas Dixon, who had associated 
with him his brothers, William and 
James H. Dixon. At first operations 
were carried on from Mr. Dixon’s offices 
at 195, Oxford Street, London, W. 

It was in England that the word 
Dictaphone was coined as a more apt 
description of the new machine. Then 
came the formation of the Dictaphone 
Company, Limited, and, with the busi- 
ness rapidly growing, the removal in 
1912 to the present premises at Kings- 
way House, Kingsway. 

50 satisfactory was the progress made 
that the company soon began to reach 
out into the Provinces. Now there are 
active branches at Manchester, Liver- 
pool, Glasgow, Leeds, Bristol, Birming- 
ham, Newcastle-on-Tyne, Dublin and 
Belfast. i 

In less than 30 years the company has 
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seen the Dictaphone developed from a 
crude machi® to a highly efficient 
speciality bearing very little resem-. 
blance in either appearance or perform- 
ance to its early prototype. 

The work of the breaking down of 
that resistance to a new method which . 
seems inherent in the British character 
was very difficult; but progress was 
steady, and to-day the Dictaphone, 
so far from being, a “revolutionary” 
method, as it was described at its first 
public exhibition in 1907, has come to 
be a commonplace of business equip- 
ment. The Dictaphone Company has 
worked hard to change a long-rooted 
habit in the business world and to con- 
vert business men to the idea that the 
human stenographer is no longer essen- 
tial in the taking down of business 
dictation. 


The Function of the New 
‘Telecord’ | 

The company’s latest achievement is 
the Dictaphone Telecord which was in- 
troduced -to the public in January of- 
1935, at a meeting at Kingsway, over 
which the Right Hon. Lord Daryngton, 
presided. The Telecord demonstrated 
its practicality by recording conversa- 
tions which Lord Daryngton had with 
the Berlin offices of a well-known news 
agency and with the Lords Mayor of 
several provincial towns in England. 

As an instrument for the modern 
business the importance of the Telecord 
cannot be over-emphasized, as it is 
generally at the most vital points, those 
points upon the accuracy of which 
big decisions usually hinge, that the 
machine proves itself, as I will show in 
a few minutes. 

In essence, the Telecord is a record- 
ing instrument which is coupled to the 
telephone circuit: It interferes in no 
way with the ordinary use, of the tele- 
phone, but the touch of a switch will 
bring it into play so that it records on 
its cylinder both ends of the telephone 
conversation that is taking place. Ordin- 
ary dictating machine cylinders are used. 

It needs but little imagination to get 
an idea of how valuable such recording 
can be, not only in ensuring accuracy 
but in actually speeding up work. 


All Errors Eliminated From 
Phone Conversations 
In the ordinary way, especially in 
cases of fairly long distance telephone 
cdhvetSations, it is fatally easy to fail 
to catch precisely the exact details of 


(Continued on page 41) 
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The ‘Telecord' records both ends of a telephone 
conversation. Just how it thus removes the possi- 
bility of errors and speeds up work generally is 
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described in this review. S 





Ediphone Voice-Writing prevents delay in dictation. 
Your Ediphone is always ready for you. It cuts down 
routine and sets you free for more important work! 


DEADLOCK r Mr. À nie to give a Euer to Miss B, 


who is taking down-notes for Mr.C. But Mr. D is waiting too, 
and he has an appoihħtment to ‘catch. THAT „~ 
COULDN’T HAPPEN IF EDIPHONES WERE USED! . 
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‘FREE 
DEMONSTRATION 
AT YOUR DESK 


Every responsible executive is in- 
vited to ‘‘sample’’ Ediphone-Voice- 
Writing, without obligation. You buy 
nothing until the Ediphone proves its 
advantages 


Information about the latest Edéson 
invention, the TELEDIPHONE, is now 


Write for full par- ‘ di ip 10 n e available and enquiries are cordially 


ticulars to THOMAS 
A. EDISON, LTO., 


London, W.C.!. 





invited. [ts main function is to take 


i d bati d of teleph 
TOE Balanced P iec- Writing a E ata 


has many other valuable uses. 


Branches and Dealers in all Principal Cities 








-VENTILATES 
WITHOUT DRAUGHTS 


EASY TO FIX. PRICE £5.5.0 


THE CRITTALL VENTILATOR CO.) 


(Branch of Richard Crittall & Co., Ltd.) 


BUSH HOUSE, LONDON, W.C.2 


į 





THE WYNDO FAN FACTORIE 


FOR ANY 
TRADE 


. An exclusive register of excellent sites possessing the following 
advantages is available for inspection : 





Capable of connection 
with, or adjacent to 


ois es Western F AC T a RIE S AND 


* 


Lowpriced land in Ze) OME od 


fjow-rated districts. 
* 


Good labour supplies. 
Caal, coke, and raw 
materials within easy 
reach. e 


Æ 


Avallabifity of 
shipping facilities at 


YR CRE 


DIFF, NEWPORT, 
SWANSEA and PLY. 
MOUTH. 


* 


Cheap lighting and 
power. 
$ 
Ample water supply. 
* 
Adjacent to large 


centres of population 
and industrial areas, 


* 


Advice freely given as to the BEST LOCATION to suit YOUR particular 
requirements, including prospective transport charges, on application to: 





The Chief Goods Manager:— 


Development Department 


GREAT WESTERN RAILWAY 


PADDINGTON STATION, W.2 
(Tel.: Paddington. 7000, extension 2465) 


‘Padaington Station, W.2., JAMES MILNE, General Manager. 
ŘE 
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Geographically, and industrially» 


NORTH EAST ENGLAND 


; .* 
is the best centre for new enterprise 
i e kd 


Geographically, because it offers unrivalled 

- facilities for landing sea-borne raw materials 
and for the economical export of manufac- 
tures. Because of the excellence of its Rail, 
Road and River transport facilities. 


industrially, because the labour supply is 
plentiful and unusually adaptable. Because 
the proximity of important coalfields and 
iron foundries, and the existence of abundant 
and inexpensive supplies of water, gas and 
electricity make for economical production. 


R It will pay you to investigate the other 
advantages for the establishment of your own 
industrial enterprise in the area embracing 
Northumberland, Durham and the North 
Riding of Yorkshire. 






















Information will be gladly given 
on application to the Secretary 


NORTH EAST DEVELOPMENT BOARD 


Andrews House, Gallowgate, Newcastle-upon-Tyne, 2 
Telephone : Newcastle 20828 
or from the Secretaries of the following District Boards :- 


Tyneside Industrial Development Board, Carliol House, Newcastle-upon-Tyne ; 
Tees District Development Board, County Chambers, Marton Road, Middles- 
brough: Sunderland industrial Development Board, 32, West Sunniside, 
Sunderland ; South-West Durham Development Board, Victoria Street, Bishop 
Auckland. Preliminary information Is obtainable through The Travel & Industrial 
Development Assoclation of Great Britain & Ireland, Kinnaird House, |, Pail 
Mall East, London, S.W.!. 28, Avenue des Champs Elysées, Paris. British 
; Empire Building, Rockefeller Center, New York. 


The CHEAPEST Automatic 


Rotary Duplicator 


—AND WITHOUT 
A PEER IN 
PERFORMANCE! 








1 i She oi ae i 
Se ese 


Why pay 20 guineas for a rotary 
en you can get 20 -guinea performance 
from a SPEEDO for only 12 guineas. There's 
nothing a 20-guinea model can do that the SPEEDO 
cannot. The SPEEDO rapidly reproduces clean 
crisp copies of typewriting, handwriting, sketches, 
etc. that are almost indistinguishAble from the 
original. And it’s guaranteed for 5 years! Write 
NOW for details. 


K. H. MICHAELIS & CO. LTD. 


68 BASINGHALL STREET LONDON, E.C.2 


5,000 COPIES AN HOUR 
—~printed on any paper, from postcard size 
to foolscap, counted and stacked. 

-° Phone: MET, 3131/2 
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N.E. COAST 


For New Industries 
(Coetinued from page 13) 


impressed by this fact that it had 
assumed the e of a prejudice. 
To contend that, outside purely local 
needs, factories for producing biscuits 
and other foodstuffs or even furniture 
would, as I mentioned earlier in this 
article, have invited scorn—once. Not 
so to-day, with these very industries 
flourishing in the heart of the former 
capital of coal and steel. 

There is-no occasion here to go into 
reasons why this came about. It is 
sufficient to know that the prejudice left 
an undeveloped market and an unex- 
ploited location. Here is what ; 
M. H. TAYLOR, Director of The 
British Tubular Manufacturing Co. 
Ltd., has to say on the subject : 

“We make tubular steel furniture, a 
product that is modern to the hilt. 


. The two chief manufacturing centres for 


this furniture are Birmingham and Lon- 
don. Now that provided one of the main 
reasons why we located here. It meant 
that we had a clear field, an almost 
unexploited field. 

“In addition to this there was 
another important factor in our favour. 
The Tyneside depression had set in 
motion a strong movement to buy 
goods produced locally so as to help 
local industry. 

“These points,” concluded Mr. Taylor, 
“have helped us greatly in building up 
our business. A large percentage of our 
business comes from this district. We 
also supply .a considerable amount of 
tubular furniture to Scotland. As a 
result of this good business near at 
hand we are able to compete successfully 
in London, 300 miles away. We are 
selling our goods to many big business 
houses in London.”’ 


This New Business Has 
Quadrupled Its Output 

Another excellent example of starting 
quite a new type of business in this area 
and rapidly building it up is provided by 
Cut Outs (London) Ltd., of Newcastle. 
This firm produces cartons and packs for 
manufacturers. 

“Our business was a fresh departure 
for this district,”. MR. R. G. LEWIS, 
the Works Manager, said. “‘Manufac- 
turers in this part of England used to 
place their orders in the Midlands or. 
elsewhere because there was no firm here 
doing the class of work needed. We 
considered that there was a demand for 
a gfirm,of our type here and our record 
supports us. In the past two years or so 
we have doubled our factory space, 
employed three times as many workers 
and quadrppled our output !”’ 


TRANSPORT 


o——— 
All Excellent, but Water 
Paramount 

In previous articles the problem of 
transportation has hinged on road and 
rail for a wide range of products, and 
ship for heavy manufactures. With the 
North-east coast there is again a 


difference. While it is true that road 
_ and rail facilities are ample throughout 
the area, one fact stands out—-business 
men in the district seem to use ships for 
transporting light as well as heavy 
articles. They also use ships for 
bringing in raw materials. 


9 
Mr. Lewis, of Cut Ows (London) Ltd., 


said : “We get most of our materials by 
boat from London, Norway and Canada. 
Our location. here is a big advantage in 
this respect as we can bring materials 
right up to our warehouse.” 


North-East A Central Point For 
The North 
. MR, F. R. POWELL, Managing 
Director of Powells Products Ltd., 
Gateshead, pointed out the central 
position of the North-East coast in 
relation to the North of England 
generally. 

“We are well served ‘for transport 
here,” he said, “my firm use road and 
water. We bring our raw materials in 
by boat and distribute our products by 
motor. Our location is advantageous 
from that point of view. We are not 
only in a central position jn relation to 
the North but also in relation to th 
Midlands and to Scotland.” , 

Mr. A. S. Wilkin of “Cremona” 
Toffee, pointed out that Tyneside is a 
distributing centre for a population of 
two to three million and that it had 
every facility for reaching those people. 
It is within easy reach, too, by rail or 

road or water of every section of the 
~ country. 


‘We Save by SHIPPING Our 
Products to London’ 

The management of Tyne Brand 
Products Ltd. were enthusiastic about 
Tyneside as a centre for distribution and 
pointed out the advantages already 
mentioned by other business men quoted. 
Mr. Wood, however, brought out one 
fresh and telling point. He said: “The 
North-East coast is, of course, well situ- 
ated in the matter of transport, being 
well served so far as rail-road is con- 
cerned by reason of a main line running 
through Great Britain—north and south. 
So far as water transport is concerned, 
vessels sail to all parts of the world from 
the north-east, so that raw materials 
are brought in and manufactured goods 
exported at minimum. cost.” 

There was, however, one company 
which found its transportation problems 
on a national scale hard to bring down 
to an economical basis. Both Mr. Cross 
and Mr. Webster, of Wright & Son Ltd. 
pointed out : “We think this district is a 
good location for people who can draw 
their raw materials from the neighbour- 
bood or who can distribute pf bulk by 
ships and so on. For us, however, the 
problem is more difficult. We have to 
distribute all over the country direct to 
individual retail stores. *At the same 
time, we have to bring in our: raw 
materials from differen® parts of the 
country so that we have heavy transport 
costs both ways. 

“It seems to us, therefore, that this is 
‘a more suitable location for a branch 
factory serving this northern area for 


‘firms faced with our problems than for 


‘a main factory.” 
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We want l 
your advice! 


We have helped so many businesses to solve their problems in 
the past that we have decided to ask other business men to help 
us solve ours. _ 


In many businesses the problems are obvious. The costs are 
high, or the sales are down, or perhaps a new development 
demands new methods. Businesses like these do not have to 
be sold our services: they cannot well do without them. 


_ But—and here is our diffiiculty—-without a problem to solve 
we havé no service to offer, and yet it is the so-called ‘‘problem- 
less’’ business which actually could make the greatest use of 
our services. 


What we want to know is: How can we make the contented 
man discontented? How can we make him understand that he 
has real, major problems demanding solutions in his works, 
purchasing, stores, accounts and sales departments? 


How can we make him understand that these problems are 
hidden up by the routine, by the record systems themselves and 
by rule-of-thumb methods? How can we convince him that 
costs can be reduced and sales increased? 


We should like to know. 


Is yours one of these problemless businesses? Then do let 
‘us have a talk. Write for the “PROBLEM BOOKLET” to 


Kardex 


ə Dept. B.1. 


1, Leadenhall Street, #.C.3. 


t 
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PROSPERITY 


depends on efficient business methods which demand 
systematic cash checking as secured by the Gledhill 
Til. The “Total Adder’ checks every penny, enables 
you to get a quic dissection of your sales, and ensures 
an accurate record of all your takings. ` 


Start the New Year well by getting this wonderfully ` 
efficient system. Catalogues free from: 


G. H. GLEDHILL & SONS, LTD., 
50, Trinity Works, 
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VALOR 


STEEL FILING CABINETS 


reduce risks of loss 
by fire or vermin 










Install “VALOR” 
Steel Filing Cabinets 
| ‘To-day 


HOUGH low in cost these 
Cabinets are made of best 
British materials throughout 
and to the usual “VALOR” 
high standard of workmanship. 


“VALOR” Cabinets are easily 
handled and have none of the 
disadvantages of wooden Cabi- 
nets which are liable to warp or 
crack and do-not offer complete 
protection against vermin. 





















They can be supplied in quarto 
and foolscap sizes with from 1-5 
‘drawers, and ate attractively 
finished in olive green stoved 
enamel, (Special finishes can 
be arranged for.) 


Wnie to-day for List 29/V.55 giving full 

particulars of these Cabinets, also Steel Cup- 

boards, Shelving, Clothes Lockers, etc., to meet 
all office requirements. 


B.LF. Birmingham 1936. 
Stand No. B. 425/324 


The VALOR CO. Ltd. 


BROMEORD, ERDINGTON 
"BIRMINGHAM 


120 Victaria Street, S.W.1 
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Inaustry Wants 


A MILLION 
Young Executives 





But the best brains are not being recruited by the 


businesses Which need them. 


The author explains why. 





` 


By J. A. BOWIE, M.A., D.Litt. 


Chairman : Department of Industrial Co-operation, 


British Association for the Advancement of Science. 


t seems clear from even a cursory 
i examination of the figures that our 

British university schools of business 
are supplying a negligible percentage of 
the men required for administrative 
positions in industry. Of the 18} mil- 
lion people actually occupied for gain 
in this country, 3 millions are engaged 
in shopkeeping and merchanting, r$ mil- 
lions in “‘personal services’’, 14 millions 
in transport, 14 millions in public util- 
ities, and 64 millions in productive in- 
dustries. 


What Exactly is Meant by 
‘Management’ Jobs? 


The great difficulty in determining the 
number of vocational opportunities for 
university men lies in defining the term 
management. Are we to define the term 
on the basis of salary, on the nature of 
the work, or according to the social 
prestige of the job? Further, we must 
remember that nobody claims that the 
ex-student should, immediately he 
leaves college, get an administrative 
position. What we have a right to re- 
quire is that he be given a progressive 
job that is in the line of promotion. 


Management Positions total 
about 5% 


The occupational tables of the recent 
census .give us the-number of men 
occupying managerial positions. This 
is taken as including the rank of em- 
ployer, director and manager, and from 
comparable data would seem to err on 
the side of conservatism. In these 


‘tables for England and Wales, the num- 


ber of men given as occupying man- 
agerial positions is 922,062 and the num- 
ber of women 137,545. This does not 
include the numbers working on their 
own account, the numbers of whom are 
given as 835,437 males and 321,028 
females. The equivalent figures for 
Scotland of men occupying managerial 
positions is given as 196,442 and of 
women 14,450. In both England and 
Scotland the proportion of- men occu- 
pying managerial positions is about 5% 
of the numbers of all occupied males. 


The largest numbers of men in man- 
agerial rank are in the following indus- 
tries, in England and Wales: 


Agriculture. 159,033 
Metal workers 46,919 
Textiles . : 15,7360 
Makers of textile goods : 31,910 

Makers of food, “drinks and 
tobacco 28,590 
Workers in wood and furniture 20,702 
Printers and photographers 15,083 
Builders and contractors 45,914 
Painters and decorators . 13,284 
Transport and communications 44,II4 

Commercial finance and insur- 
ance ; ; 306,277 
Professional occupations 38,260 
Personal services 65,417 
Cierks and Draftsmèn 26,169 
Total . 857,408 


Over the whole of British industry, 
therefore, these figures point to the ex- 
istence of about one million suitable 
appointments for the business graduate. 
The replenishment rate in the closed 
professions is about 4%, and if the Brit- 
ish university schools of business were. 
supplying the administrative grade of 
employee they should therefore be pro- 
ducing about 40,000 graduates annually. 
In actual fact, they produce not more 
than two or three hundred. 


Not -Enough Actual Contacts 
with Business 


It is often asserted, and I think 
rightly, that the main cause of this is 
the lack of a close working association 
betwWeen *education and business. The 
need for some measure of practical ex- 
perience, concurrent with theoretical 
training, has already been recognised 
in most brarwhes of professional train- 
ing. Business education in Britain has 
yet to realize fie need for these contacts 
and to develop them in practice. 

University education for business 
should, I think, aim at giving the 
student: 


(1) a knowledge of facts and AE 
about the nature and functions of 


business and of our economic insti- 
tutions; 

(2) the capacity for disciplined think- 
ing, for logical analysisgand reason- 
ing with respect to the problem of 
business, and of modern society; 

(3) facility in oral and 
sion; ° 

(4) an acquaintance with the operating 
tools of management, as general 
and cost accounting; and 

(5) personal effectiveness involving the 
development of traits and attitudes 
for co-operative team-work. 


In my judgment our present commer- 
cial courses devote too little attention 
to the third, fourth and fifth of these 
objects. 


Classrooms Develop the Wrong 
. Kind of Thinking 


In the university, individual accom- 
plishment is the measure of success, 
whereas in business the individual is 
effective chiefly through group achieve- 
ment. I cannot think the universities 
are right in ignoring this distinction, or 
in relying on the student doing some- 
thing about it himself in his leisure 
hours. The university has a clear re- 
sponsibility in the matter, and if it does 
not realize this, the student most cer- 
tainly will as soon as he enters business, 
or, more likely, the’ prospective em- 
ployer will sense the lack and refuse to 
employ the student. Now, obviously, 
the conditions of business cannot be 
simulated in the classroom, but there 
is certainly room for adapting the stu- 
dent’s work to the co-operative methods 
of business. : 

Again, the lecture method of instruc- 
tion, which, in general, places primary 
emphasis on memorization, is not by 
itself adapted to develop the kind of 
mental capacity and analytical ability 
necessary for success in business. As a 
method it leaves the student too passive 
in the learning process. University 
education for business must adapt its 
teaching methodology so as to develop 
in the student a capacity for scientific 


analysis and,sound deduction in deal- - 


ing with concrete business situations. 


Executive Capacity is Not 
Sought and Trained 


Closely allied to this is the necessity 
to develop in the embryonic manager 
the capacity to work with and influ- 
ence others. This ability involves the 
capacity to train, teach and persuade 
others and is obviously of cardinal 
importance to the business executive. 
As a means to this, facility for effective 
expression is essential; noeother single 
quality is adjudged more important by 
employers or by graduate themselves. 

This introduces the question of 
curriculum. Although American and 
British conditions are by no means 
exactly comparable, it is interesting to 


record the opinions of some 1,600 busi- `- 


ness graduates of the oldest School of 
Business in the United States—the 
Wharton School of Commerce. 
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OODS§ x stock are very sensitive to depreciation and conse- 
quent loss in £ s. d. To know the true position of 

stocks each day is vital to control. To have stock figures recorded 
two or three days later than they should have been posted may 
mean all the difference between Profit and Loss. Speed may not 


_mean everything in many walks of life, but in stock records, speed 


and accuracy are vital, as it may prevent under- or over-stocking 
~—both of which can entail considerable loss. , i 

The Remington Stock Posting Machine gives the up-to-the- 
minute position of all stocks in units, or valués, or both, 
computing the balances 4utomatically. Information such as 
goods ordered but not delivered, stocks appropriated but not 
withdrawn and so on, can be incorporated into this machine- 
posting system. 

Isn’t it worth while to let us demonstrate how a Remington 
Stock Posting Machine can help you? 


Reminsten 


STOCK POSTING MACHINES 


@ CALL OR WRITE FOR PARTICULARS 
REMINGTON TYPEWRITER CO. LTD. 


; (Dept. B.B. 9) 
100 GRACECHURCH ST., LONDON, E.C.3 


Telephone: MANSION HOUSE 3333 


Branches in all principal cities 
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The opinion of the 1,600 business 
f D men, all of whom were alumni of the 
Wharton School, was that facility in the 


use of the English language was by far 


the most infportant vocational subject. 
{9 3 6— i 946 ° Use of English a Vitally 


‘Important Subject 


This TEN-YEAR GUARANTEE means a big saving if moneyto * tn ne 
ae hee ea their fire equipment and increased safety The gecond most important subject 


was considered to be a descriptive 
analysis of business activities, the third 
the social setting of business life. This 
was interpreted as including studies of 
the structure, functioning and historical 


NUSWIFT FOR | coe eee a ae 
business functions. 


MODERN BUILDINGS cea ee 

l rer AET s n 

a O n e 

PLANT & MACHINERY | whch aim specifically to train in the 
kinds of business activities. 


Nuswif€ has done away with the idea of extinguishers which 
deteriorate. It has set a new standard of eed and backed 
it with a clear guarantee. 











Consider the fallacy of depending on fire appliances The fifth in importance was the study 
of old-fashioned type to protect new buildings and of methods of measurement, comprising 
equipment. statistics and accounting. 

Nuswift extingulshers are modern, the product Why Business is Losing the 
of recent scientific research. They have won’the full . Best Brains 


approval of many of the leading Fire Brigades, The reception of the student in 
Councils, Chemists, Industrialists and Transport industry has received little concerted 
Operators because of their unique features and thought, and, apart from a few firms, 
because they— there is no plan for his training and no 


explicit scheme of promotion. ‘The 
sda eed Dl cha -ASI result in Britain is that the Civil Ser- 
DO NOT DETERIORATE 


vices get more than their fair share of 
ARE SIMPLE AND FOOLPROOF the brains—-a.share justified neither by 


CONTAIN NO HAND PUMPS the prospects offered nor by the social 
ARE FULLY GUARANTEED importance of the job. 


It seems clear that if a high grade of 





Nuswift extinguishers not only satisfy regula- 


managerial personnel be needed. in 

Pau cee tions, they give more reliable protection than industry in the next forty years, some- 

has ever been known before. thing more definite will have to be done. 
The latest machine The universities in this country have 
for a oe TAKE NO MORE RISKS! become too exclusively recruiting and 
lle Butldings oo tt Send at once for a copy of “Protection witha Ten- , | ttaining-grounds for the professions, and 
nalas “no. corb: Year Guarantee” and free chart to check your present by a system of offering financial induce- 
sve clemens: 5 equipment. ments to about 50 per cent of their 


students, they Raed the more intelli- 
ent men into already overcrowded 

T H E N U SWI FT EN G I N EE RI N G Co. Ltd: Pe empe away fon ‘the socially 
134 CHURCH LANE, LONDON, S.W.I7 important task of industrial manage- 


ment. 
é (Phone: Streatham 49777) This policy is socially undesirable and 


HEAD OFFICE AND WORKS — ELLAND, YORKS ‘economically disastrous, and there is 


4 THE “LITTLE WONDER’ a 
_ ADDRESSALLOT ADDRESSALL 


solves the addressing problems for medium- « COMPANY HAVE 
sized establishments. Speedily addresses HAND, FOOT, AND 
envelopes, postcards, statements, labels, etc. ELECTRICALLY- 
Address stencils serve as a file index. e DRIVEN EQUIPMENT 


lak ae ieee for MAJOR ADDRESSING 

oo anon e wmcurr & reguesi jor a 

\ Temnonstrotion, or if you prefer we will matt youu | @ROBLEMS . . . WHILST 
particulars upon receipt of your address. THE FULL RANGE 


GUARANTEES 
P ADDRESSALL MACHINE Company SOLUTION OF ANY 
266 HIGH HOLBORN, W.C.I ADDRESSING PROBLEM 

{Holborn 357 1-2) MANCHESTER, GLASGOW & BIRMINGHAM 










Complete with 
150 Stencils. 


great need of establishing a sound ‘and 
recognized series of business professional 
schools. I suggest as a first step a care- 
ful study of the realities of the case by 
a representative council of industrialists 
and university teachers. ® 


+ 
The foregoing is abstracted’ from a paper, The 
Universities and Business—The Case for Co-opera- 
tion, given by Dr. J. A. Bowie before the British 
Association at Norwich. 
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BUDGET 


For Your Business 
This Year 


(Continued from page 11) 


liaison. It will be preferable if the 
latter course is first adopted, the wide 
differences of outlook will then be more 
quickly appreciated and adjusted. 

For 1936 then, “let it be resolved’’ 
that this first step be carried out with- 
out delay; let the executives, depart- 
mental heads, key men, and foremen 
all be “sold” on the budgetary control 
plan. Let its objects be explained, and 
goodwill will be cemented throughout 
the whole organization. 

Budgetary control involves work, and 
hard work. When the plan is finally 
completed and put into effect, a Pro- 
gress plan will have been prepared by 
all in strict co-operation, with one pur- 
pose in mind, one object in view, the 
success of the company as a whole. 

To accomplish the first step satisfac- 
torily, and to assure its complete suc- 
cess, it will be advisable for depart- 
mental charts to be prepared: 

(a) On actual facts as presented by 

departmental statistics for the 
last three years (comparative 
monthly basis is preferable), 
On a budgetary control basis, 
fitting the requirements of the 
departments, and emphasizing 
their most urgent needs, judged 
by the past experience and re- 
cord of (a), and developing the 
factor of ‘‘corrective action’’. 


(b) 


Incentive for the Human Element 
is Necessary 


The human element constantly re- 
quires a definite goal, and progress by 
gradual achievement is the only way by 
which the goal can be secured. Encour- 
agement and success awarded „by jhe 
stimulation of budgetary coħtrol are 
features that are pleasing in the early 
stages of the budget work. 

The most effective way to test the 
efficiency of the budgetary control plan 
is to have the meeting og a fixed day 
each month, preferably the last day of 
the month. Comparisons can then 
readily be made, improvements and 
criticisms have due consideration and 
the change in policy or method with 
sundry developments discussed at 


length. 





“Well... Er ...I Didn’t Expect to 


Be Asked to Speak...” 


I couldn ’t resist the temptation to have some fun with my colleagues. 


Here 


they were, expecting me to be “scared stiff’’, trembling with the embarrass- 


ment and stage fright which had for so long been my failing. 


I could see 


jeering looks and undisguised amusement on their faces—thdéy ‘were 
expecting me to make a fool of myself. 


But When I Started to Speak, Their Jeers Turned 
to Breathless Interest and Applause! 


I NEVER saw more complete astonishment in human 

faces than I saw then. Here was I, the notorious 
“‘inferiority-complex-Jim’—as they called me—of the 
office. I had only been asked to speak because the 
Manager intended to be kindly toward 
me—no one had expected that I 
would have anything to say, let alone 
the ability to say it. My colleagues 
expected me to be embarrassed-—to 
stammer, gulp, and finally sink piti- 
fully down into my seat. Yet here I 
was, on my feet, inspiring them with 
a new and unexpected message. 

It was as though I feit a surge of 
new power in my veins—the thrill 
and exhilaration of domination ~- 
mastery over this group of business 
men who sat listening eagerly to 
every word. To me it was a thrill ` 
—to them it was a shock. And when 
I finally let myself go, bringing my 
message to a close with a startling, 
inspiring, and convincing climax, I sat 
down amid a thunder-clap of en- 
thusiastic applause. f 

Almost before it had died away 
George Bevins was beside my seat. 
‘That was a wonderful speech, Jim !’’ 
he exclaimed enthusiastically. ‘““Why, 
I didn’t know you had it in you! How did you do 
it? 

“Thanks, George,’ I said. “But it wasn’t really 
anything. Any man who knows how to use his powers 
of speech could have done just as‘well or better.” 

‘Perhaps so. But I certainly didn’t expect you to 
do it. I tell you, it was great! By the way, what did 
you mean by ‘any man who knows how to use his 
powers of speech’? It isn’t everybody who has real 
powers of talking interestingly.” 

uThat’s just where you're wrong, George,” I told 
him. ‘Seven out of every nine men have the ability 
to talk powerfully, forcefully, and convincingly. You 
said just now you didn’t think I could do it! Well, 
three months ago I couldn’t—ot to save my life. Yet 
in those three short months I trained myself by a 
wonderfully easy method at home, to talk as you just 
heard me. It only took me about twenty minutes a 
day; no one even knew I was doing it. There is no 
magic, no trick, no mystery about becoming a clear, 
forceful speaker. It’s just the application of simple 
principles, which a noted speech authority has already 
put into lesson form for any man to use, regardless of 
education or previous training.” 

“Td like to take that Course myself. I’m woefully 
weak at speech-making, I’d certainly like to be able 
to speak as well as you can.” 
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How to 


WHAT THIS FREE 
BOOK WILL 
SHOW YOU 

How to sell more goods 


respond to 
How to address board 


3 
How to mako atter- 


How to write better letters 
How to develop sell- 
confidence 


How to acquire a winning 
hlni ya 
overcome fear 





This new method is so delightfully simple and easy 
that you cannot fail to progress rapidly. Right from 
the start you will find it becoming easier to express 
yourself. Thousands have proved that by spending 
only 20 minutes a day in the privacy 
of their own homes they can acquire 
the ability to speak so easily and 
quickly that they are amazed at the 
great improvement in themselves, 


Send for this 
Amazing Book 


This new method of training is fully 
described in a very interesting and 
informative book which is now being 
sent to all readers of “Business” 
who post the coupon below. This 


business 


book is called, How to Work 
eeches Wonders With Words. In it you are 
told how this new, easy method will 
enable you to conquer stage-fright, 
train your self-consciousness, timidity, bashful- 


ness, aud fear. You are told how you 
can Iring out and develop your price- 
less “hidden talents” which can win 
i for you advancement in position and 
salary, popularity, social standing and 
real success, Send 
for the book at 
once. It will 
show you how 
you can develop 
your power of 
speech — easily, 
quickly, surely. 
No coast. No 
obligation. Mere- 
ly post the 
coupon — NOW. 
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PSYCHOLOGY PUBLISHING CO., LTD., l 
(Dept. B/ES4), 3 & 5 Queen St., Manchester, 2. 


Please send FREE and without any obligation 
whatever, a copy of your inspiring book, “How To | 
Work Wonders With Words.” 
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ems A GOVERNMENT - 


R SERVICE for 
BUSINESS MEN 


“THE BOARD of TRADE 

J OURNAL” The authorita- 
tive weekly journal of the Board of 
Trade contains, essential news for 
exporte. It ifcludes news of trade 
openings, exchange regulations, com- 
mercial treaties, Customs regulations, 
etc. The issue of December 12, 1935, 
contained a saps forty-page supple- 
ment giving the complete text of the 
proposed amendments to the Australian 
pang Annual subscripigon 30s. post 

ee. 


OMMERCIAL and ECON- 


OMIC REPORTS The unti- 
valled collection of information provided 
by the Reports of the Department of 
Overseas Trade on world economic 
conditions may be obtained on and after 
January I, 1936, regularly on a sub- 
scription of {2 net instead of £3. This 
sum covers all the reports on individual 
countries issued within 12 months. 
The Reports place before the business 
community a concise, informative ac- 


count of ‘factors affecting commerce ` 


in the principal Empire and Foreign 
markets. 


REPORT on the IMPORT 
DUTIES ACT INQUIRY, 


1933 Under the Import Duties 
Act, 1932, provision was made for the 
Board of Trade to review the effects 
it might have had on industry by the 
collection of statistical returns. The 
Board has now issued Part I of such an 
inquiry relating to the year 1933, and 
dealing with the following trades :—~ 
Textiles (15 trades). 
Leather and Clothing (6 trades). 
Food (5 trades}. 
Chemical and Allied Trades (9 trades). 
And certain Miscellaneous Trades (9 
trades including rubber, fancy 
articles, linoleum, games and toys, 
sports requisites). 


The inquiry constitutes the first statis- 


tical review of the industrial position 
that has been carried out since the 
general change that took place in 1932 
in the tariff policy of the United King- 
dom. 5s. (5s. 6d.) Part ILia the Press. 


BRITISH INDUSTRY. OUT- 
PUT STRUCTURE ‘and 
EMPLOYMENT The Board 


Trade has prepared a general Report- 


on the Fourth, Census of Production 
(1930). It gives a summary statement 
of the industrial position of the country 
as a whole, and it contains detailed 
analyses of the results of the census not 
before printed. A volume of the utmost 
importance to all students of the eco- 


nomic situation of the country. 3s., 


(3s. 3d.) 
All prices ave net. « 
Those in parentheses include postage. 


H.M. STATIONERY OFFICE 


LONDON, W.C.2: Adastral House, Kingsway 
EDINBURGH 2: 120 George Street 


MANCHESTER 1: York Street 
CARDIFF: 1 St. Andrew’s Crescent 
" BELFAST: 80 Chichester Street 
Or through any Bookseller 





By this time all will be budget con- 
scious. The budget idea will be jan 
order of the day, and “it will be recog- 
nized as good management throughout 
the workshop or factory, and there can 
be no doubt whatever that the status 
of the company as a wholé will be 
greatly improved and recognized by 
competitors and buyers alike, as a pro- 
gressive, dependable Business concern. 

The following figures will give ’an in- 
dication of the value of badeet con- 
trol after the first year’s operation : 


Table 1 (1933) 
3 Companies 
A, Paper Mfg: Go. s B, Engineering Co.; 
C, Produce Marketing Co. 
Without Budgetary Control 


| Turno ver > Net Profit 


m eee 


ł 


432,000 


2.71 


A 
B 1,416,000 1.97 
C 





2,700,000 |} 2.9 
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Table 2 (1934) 


Same Companies 
WITH Budgetary Control 


. Turnover Net Profit 


521,000 3.94 
3°74 


4-15 


A 
B 1,950,000 . 
C 


2,977,000 





Note Increased Turnover and 
C ‘NET PROFIT 


It may here be-helpful to those pro- 
posing to adopt budgetary control as a 
Progressive Plan for 1936, to view the 
task ahead; and to have a definite pro- 
posal in mind to increase turnover and 
net profit. The questions shown in the 
panel in this article may serve to aid 
in the selection of a plan and point to 
an urgent need in company develop- 
ment, for every company has one need 
greater than another. 


Are you satisfied with 


the answers which you 

can. give to tne ques- 

tions in the panel on 
page ll? 
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Your need to-day 
© MORE INQUIRIES 





'@®@ MCRE ORDERS 


Your need to-day is just that little extra 
something which will put your product 
ahead. But that something takes some 
finding, unless you go to the right source 
for it. 

Your product may be well established, 
but there is competition to reckon with. 
Something must be done to counteract 
that competition. = 


What we have done 
for others, we can do 


for YOU! 






Whether your product is old or new, we 


can help you. We have no cut-and-dried 


, schemes—we plan each campaign accord- 


ing to the problem involved. And we do 
it successfully! Ask for details. ` 


@ 
J. W. RUDDOCK & SONS 


Direct, Advertising Consultants 
LINCOLN 


LONDON :' 3 Old Jewry, E.C.2 
Telephone: METropolitan 3204 
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WAGES CAN BE CHECKED 
WITHOUT OPENING ENVELOPE 





Boe houses are eliminating un- 
pleasant wage disputes by employing 
LANCASTER’S NEW PAY WALLETS 
—the really efficient pay envelope. Employees 
can check their money—even handle their 
notes, without extraction and without tearing 
. Ge while. case of a mis-count, wages 
can be easily checked without opening, the 
sealing being absolutely secure and permitting 
of wages being made up and sent any distance 
without risk. 
Yet LANCASTER pay wallets are with prac- 
tice speedier than the ordinary transparent 
envelope because notes need not be folded. 
2 t 

Free sample Wallets 

and Prices on request. : 


| LANCASTER BROS. & Co 


Cash Bag and Envelope Specialists 
Shadwell Street,’ Birmingham 4 


(Continued from page 32) 
highly technical or other professional 
matter. Even principals might make 
an error. 

The Telecord, however, in addition 
to its taking a permanent record of such 
verbal exchanges, thereby enabling the 
message to be “‘repeate@’’ any number 
of times at leisure, exercises a further 
valuable aid. It actually compensates 
for the limitations of the telephone 
itself by automatically increasing the 
volume of the transmitted voice wher- 
ever it falls off owing to conditions in 
the telephone circuit or to failure of the 
speaker to enunciate loudly and clearly 
enough. The recorded conversation 
from the distant end of the wire is 
therefore much superior to that actu- 
ally received into the ear of the person 
taking the call. 

I personally had experience of this 
during a test call between London and 
the Midlands. Whereas I could not 
catch precisely a list of names specially 
selected for their difficulty in transmis- 
sion, the recorded version on the Tele- 
cord cylinder was clear beyond any 
shadow of doubt. Where the voice of 
the speaker had fallen off and been con- 
fused by internal noises in the circuit 
the amplifying mechanism in the Tele- 
cord had picked out the voice and had 
recorded it loudly and clearly. 

Naturally, these great advantages are 
felt in still greater degree where a prin- 
cipal is not present and a difficult, im- 
portant phone call has to be taken by 
a subordinate. The Telecord is his or 
her absolute safeguard. If a secretary, 
for instance, 
formula or specification, a contract 
condition, a complicated price quota- 
tion, an order, or whatever it is, she 
has no need to worry or inadvertently 
to mislead her principal with ambiguity 
or a-wrong figure: she need only switch 
on the Telecord and tell the caller: to 
- go straight ahead, that his exact words 
~ are being recorded. 


How The Telecord Speeds Up 
Work 

In speeding up work the Telecord is 
a strong incentive. Orders, requests, 
instructions come in and are recorded 
on the cylinder. All the principal has 
to do is to hand the cylinder out for 
transcription, with instructions what to 
do with it, and the matter goes ahead 
and is dealt with at once. There is no 
tendency to let it wait ‘‘till you have a 
few minutes to attend to it’’. 

In conjunction with one or more 
microphones the Telecord can be used 
as a verbatim recorder of conferences. 
The advantage of its speed ane aceu- 
racy over manual shorthand is here 
again obvious. As fast as cylinders 
become filled they can be withdrawn 
for transeription, thus, byethe end of 
the conference, complete typescripts are 
almost ready. It takes bwt a few min- 
utes to transcribe the final words, so 
that delegates can easily be provided 
with an exact draft of the transactions 
before they leave the meeting. The 
value of this to a busy concern needs 
no emphasis. — 
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OFFICE PLANNING FOR YOUR BUSINESS 


Counter Files | 
' that save space- 


Shannon Counter Cabinets showing range of 

filing and storage cabinets with linoleum top 
Inset-—A 

File Unit : standard height 42 In. and 28 In. deep 


typical Three-drawer Quarto Counter 


-and time ! 


¿e + that’s what Shannon Counter Cabinets would mean to your business ! 
Why keep your files out of reach of your counters ? Shannon Counter Cabinets 
combine the two, saving valuable floor space ! Callers may be attended to swiftly 
and efficiently ; all records to be consulted are at your side! Instal Shannon 
Counter Cabinets—the quickest, slickest system for filing letters, invoices, 
records and documents of every description. Get to know more about the 
Shannon Filing System and how It can save space, time and money for your organi- 
zation. As a first/step, ask our special filing expert to call, without any obligation 


OFFICE 


IMPERIAL HOUSE, 


annon 
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15/19, KINGSWAY, LONDON, W.C.2 
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Inspiration & Ideas PAYS any a 
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will save 70% of your time 


Speedwriting, a shorthand based an scientific princi- 

ples; is written with the ordinary letters of the 

alphabet, and a speed of 160 words a minute can be 

attained In a month. Used by up-to-date business 

men all over the world, Full particulars and details 

of Day or Evening ate and Correspondence Courses 
rom: 


LONDON SCHOOL OF SPEEDWRITING, Dept. N., 
Ssk TOTHILL STREET, LONDON, S.W. | 
Telephone: WHitehall 649! 


edwriting 


The NATURAL SHORTHAND 
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The Mark: How, We Built a 


SERVICE 


Q 


SY PER FoR? 


OF THE UNIQUE ` 


GREEN BLOTTING 
WITH A BIG 
PRICE-SAVING 
[74 x 22} 

t Ream 6/6, $ Ream 12/-, 1 Ream 23/- 


Packed in cartons to save waste 
Carriage Paid 


Send for Samples TO-DAY 
iT WILL PAY YOU 


LANCASTER BROS. & Co 


Envelope Specialists 
Shadwell Street, Birmingham 4 








“ROBIN” 
Record-Keeping System 


Time-Saving — compact — economical] 
—that is the Robin Loéseleaf System ! 
To make an entry—or refer to one— 
is as simple as using a diary. 

Will you test its efficiency in your 
own. office ? 


Trial Offer.. One Robm Looseleaf 
Book, 5”x8" with A-Z index and 
200 leaves ruled feint, cash or double 
ledger, sent on 7 days’ approval for 
9/6 post free. 


Catalogue of Looseleaf Books and 
Office Equipment post free on request. 


J. W. RUDDOCK & SONS 


Manufacturers of Looseleaf Books 


LINCOLN 


Also at 3 Old Jewry, London E.C.2 
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Ə Years” Connection 


he vast number of business men 
who now drive themselves by car 
to a railway station in the morning 
and who need their cars again for the 
return journey from station home in 
the evening have created a new prob- 
lem: that of quickly and easily dis- 


‘posing of their cars when they reach 


the railway station in the morning and 
of as easily getting them again in the 
evening. 

With chauffeur-driven vehicles, of 
course, the problem does not arise. 
But, situated as we are, with a big 


‘| garage in the heart of Bristol and near 


Temple Meads station, we saw the difh- 
culty of the owner-driver and we set 


out to give a new service that would. 


solve his problem. 


Giving the Car Owner a Chauffeur 
Service 


In the ordinary way a man driving 
in to catch a train has to drive his car, 
not to the station, but to a garage for 
parking. This means that he must 
start from home early in order to get 
his car into the garage and then walk 
to the station. And if the weather is 
bad, the walk is not appreciated. 

We saw a splendid opening here for 
new business. We offered the follow- 
ing service: Any business man could 
drive his car direct to the station and 
leave it there without any more thought 
or worry than he would give to a 
specially hired or chauffeur-driven car. 
One of our drivers would then collect 
the car and garage it for the day’ or 
any required time. Alternatively, if 


the owner’s route lay-past or near our . 


garage, he could pick up one of our 
experienced drivers in passing, and the 
driver would bring the car straight 
back from the station to the garage. 
Similarly, we would deliver the car 
to the station again in the evening 
ready to.meet any prearranged incom- 
ing train. The owner, in the morning, 


EXPERIENCED MAN TO PLAN 
YOUR PUBLICITY 


FOR £7 PER WEEK 


Assistant Advertising Manager: 
9 years Exide Batteries 


5 years BS.A. Motors, etc. 


l am seeking a position where the accumulated 
knowledge of d4 years can be used to full advan- 
tage. Keen, energetic and thoroughly competent, 
my training covers all branches of publicity, and 
i have specialized on copy, art, Press advertising, 
editorial, printing, window display, exhibition work 
and retail selling schemes. Write for full details 
and references, or fix an apptintment to see speci" 
mens of my work. Now free for immediate engage- 
_ment full or part-time, Phone: Perivale 2451. 


H. HICKS, 92 BRUNSWICK ROAD, LONDON, W.5 








es in © Months 


From 
HOWARD M. FISH 


\ 
Fish’s Garage Ltd., Bristol 





could phone, or leave a note of his %n- 
struction on this point on his way to 
the station. 


How Trains are met in the 
Evenings 


If the owner was prevented for any 
reason from arriving on the pre- 


COLLECTION & DELIVERY SERVICE 


GARAGE—Hailf-day, 6d.; Full-day, I/+; 
Day and Night, 1/6 


Light Med. Large 
“rt Wash, Chamois Brush Mats 3/6 4/6 
nem 5) 

& H7- 

ov,30 


Chassis nipples 
Gear Box drain and refill 
Back Axle. Drain and refill 
Engine. Drain and refill .. 
On Chargeable extra on above 
Springs. Spray’ Lubricate Light 2/+, others 2/6 
Brake Rods. Shock Absorbers and 
Undercarriage. Spray Light ‘elie ae? a. 
Front wee ae Grease... 
sake? Goth sie oe d. 
Test ikea a Precalamit Tester | FAS x Free 
Adjust if necessary —.. Min. 2/- 
Test, Clean and Adjust Plugs. 
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Spare aj 
Other Services or kipätre at sufficient: dine: silanes) 


OIL. Qau OY niini 


PETROL Quantity... seno 
Charge—-Cash/Contract/Maintenance Account. 


Please tick whichever is required. Particulars of 
Contract and Maintenance Schemes on application. 


This Service Card enables car owners to 


indicate needed repairs or adjustments with- 
out waste of time. 


arrange train, the car would be 
returned ¢o the garage after waiting 15 
minutes and then brought out again 
for the next train, and so on until the 
owner claimed it or telephoned other 
instructions. 

We made qur charges for this attrac- 
tively small. Sixpence per collection 
and delivery during the usual business 
hours and 1s. for specially early and/or 
late hours. 

We perceived, too, that this service 
would give us a further opening for 
business, and, at the same time, an 


f 


* 
Fa 


opportunity to serve the customer more 
fully. Many an owner wants some little 
adjustment made to his car, so we pro- 
vide a card with a printed list of sug- 
gestions. All the car owntt has to do 
is to tick the one he wants us to attend 
to and leave the card gn the car for 
our collector. ' 


We considered that these were valu- 
able services, and that in order to get 
them known and used they should be 
advertised well and freely. We there- 
fore framed all our local advertising to 
feature the services; we sent out mail 
campaigns direct to selected car owners 
and instructed all our staff to refer to 
them verbally to callers. 


In the direct mail campaigns we 
included actual service cards so that 
business men could use them right 
away. ` 

During the time these new services 
have been in operation they have, by 
securing new customers and making 
closer contacts with existing ones, 
increased our general business by 40 
per cent. In fact, it would’ be no 
exaggeration to say that by these and 
other up-to-date methods we have, in 
six months, established a connection 
which normally takes a business five 
years or more to secure. 


——— 
This idea 
Increases Scope of 
Follow-up’ File 


ollow-up files were giving trouble to 
Fa firm of Luton manufacturers. The 
usual type of accordion file was not 
adequate to cope with the volume of 


„Material to be held for reference. 


Quite a simple idea solved the prob- 
lem, A drawer in a filing cabinet was 
set aside. In it was placed a group of 
twelve folders headed from January to 
December, one for each month. A fur- 
ther 31 folders, one for each day of each 
month, were placed in the key folders, 
and the file was complete, big enough 
' for any reasonable volume of filing. 


+ 


‘Dead’ Correspondence 
Kept Out of Files 


ow much dead material’ i Jü 

keep on your files? I know one 

firm which keeps it at a minimum 

and never has to worry whether they 

are throwing away material that should 

be kept or that they areekeeping that 
they should destroy. 

They keep their files clean by mark- 

ing ‘‘destroy’’ dates when they transfer 

material from live files for storage. The 


. -transfers take place at regular intervals, 
-and the dead material is systematically 


thrown out. 
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IF 
YOUR 
PREMISES 
WERE ON 
FIRE 

? 

WOULD 
YOUR 


RECORDS 
BE SAFE? 


HOW MU CH WOULD YOU LOSE IF 
THEY WERE DESTROYED ? 


You can have safety for your valuable records and peace of mind 
for all concerned if you Invest in a 


COPE-CHAT Fire Protection Cabinet 


COPE-CHAT DOUBLE STEEL WALL CABINETS are used by 
leading Banks, Insurance Companies, Building Societies and Com- 
mercial Houses throughout the country. ‘Their cost is negligible 
compared with the service they render. They are made In many 
sizes and styles. Particulars will be posted to- you on or 

for leaflet A.11/B. Why not send for it to-day ? 


THE COPELAND-CHATTERSON COMPANY, Ltd. 
EXCHANGE HOUSE, OLD CHANGE, E.C.4 
"BRANCHES THROUGHOUT THE PROVINCES 








Phone: CITY 2284 


e 


If you desire information from the Editor or from Advertisers 


To BUSINESS Service Department, 6 Carmelite Street, E.C.4. ~ , 


Please send, withoué obligation, more information in connection with avivertise- 
mènt {or advertisements) in the Jan., 1936; issue of BUSINESS numbered 
below. 
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BY 
THOMAS DIXON 


a Maier has been held up for 
centuries as one of the major 
virtues. Like many other virtues, 
however, it may become, when 
carried to excess, a positive vice. 
The miser, with whom thrift 
carried to the extremest degree 
becomes a ruling passion, is 
_“among the least loved of human 
eccentrics. 


A well-known business economist re- 
marked recently that the British public 
had been slow .to recognize that a too 
rigid economy could be unwise.. 


There is an old saying that ‘‘gold 
that buys health can never be ill-spent’’. 
The truth of this is obvious, for there 
is no blessing equal to good health. It 
is worth while to spend money freely to 
keep the body and mind in the highest 
possible state of efficiency. 


This is just as true of a man®s bsi- 
ness as itis of his body. The ‘‘starved’’ 
business, calling urgently for the things 
needed to make it efficient, can never 
be prosperous—or at least as prosperous 
as it ought to be. A man im poor health 
may ‘‘carry on’’ for a time, but-sooner 
or later Nature will inevitably exact the 
unavoidable penalty: sooner or later— 
generally sooner—the inefficient busi- 
ness drifts into the hands of the Official 
Receiver. 


+ 
` * 
- 
i ' 
- 
è ' 
. 
` © 
+? x 
t 
* 
`- a 2 
à 
- 
` a 
+ . > 
a oe 
i” 
er « i 
b la « “a . 
, . 
= 
. 
: « a 
’ 


r 
+ 


a 
» 
* . ` 7 . 
r 
+ = t + s Eia 
* % a 
a 
e, e. 

6 ‘ ry ` 

ý e lowe 

i” ¢ 
' P . 
i : 
NG S VE 
A 
. 
` 
k 
td f : 
s 


mi 


7 


at aaa yam —s -0 
aan Ana tY ar i, hy 





Thousands of business men have been 
and are being held back from installing 
machinery which would be highly profit- 
able to them because they think it would 
‘cost too much’’—would seem to be 
extravagant. — 


No machine costs too much if it shows 
an adequate profit on the capital in- 
vested in it. That is the only proper 
test. If this requirement is met and 
the capital sum needed is not available 
it is perfectly sound finance to buy on 
credit, because the machine will earn 
more than it costs while it is being paid 
for, and thereafter the extra earning is 
all profit. Moreover, it is probably the 
only way in which you can hold your 
own against competitors who are better 
equipped. ` 


Prominent among machines that more 
than earn their cost while they are being 
paid for—in other words, pay for them- 
selves in use—is The Dictaphone. 


Immediately The Dictaphone is in- 
stalled the saving it effects begins, and 
it is sufficient to pay for a Dictaphone 


installation in a period varying, accord- `- 


ing to circumstances, from eleven to fif- 
teen months. For many years there- 
after The Dictaphone will show an 
equivalent annual saving which, after 
the capital expenditure is wiped out, is 
all ‘profit. 


The Dictaphone is the only logical 


‘method of dealing with matter that 


must, or can be, dictated. Under the 
shorthand system, the principal is con- 


stantly wasting time, either through the © 


absence of a shorthand-writer or through 
her inability to keep pace with rapid 


‘productive. 


EXTRAVAGANCE 
MAY BE TRUE 
ECONOMY 


dictation, while the shorthand-writer 
herself absolutely wastes the whole of 
the time she spends taking .or waiting 
for dictation. Under The Dictaphone 
system neither wastes a moment. The 
principal can dictate whenever and as 
fast as he likes; the typist, while he is 
dictating, can be transcribing matter 
dictated earlier or doing other useful 
productive work. Shorthand is non- 
productive and a waste of time: with 
The Dictaphone all the time is made 


Remember you are offered the oppor- 
tunity to prove this for yourself. You 
are not asked to buy Dictaphones until 
they have shown, in actual practice in 
your own daily work, that they will 
Save you time, money and effort and 
greatly increase your office efficiency. 


r bed “ . 
Start to-day t8 investigate by writing 


for “Offce Methods and Practice’’: 


~ 


THE DICTAPHONE® CO., 


(Thomas Dixon ~ Managing Director) 


" KINGSWAY HOUSE, KINGSWAY 
LONDON, W.C. 2 


LTD. 


And at Manchester, Birmingham, Glasgow, Liverpool, 
Leeds, Bristol, Newcastle-on-Tyne, Dublin, Belfast 
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POST THIS COUPON 


THE DICTAPHONE Co., Ltd. 
Kingsway House, Kingsway, London, W.C.2 
Please send “Office Methods and Practice’! free to 








as a 
round.the.table conference 


MODERNIZE your office or agency... with the finest 
method of internal communication yet devised. Flick 
a key in the privacy of your office, speak into a neat sean peed 


As good 


and your executive replies by loudspeaker—crisply and clearly. 
This sums up the ERICSSON LOUDSPEAKER TELEPHONE 
SYSTEM. No misunderstandings, repetitions, wrong decisions 
conversation natural, clear, and free from strain. Here are 
the distinctive advantages of the Ericsson system. 


If necessary, loudspeaker can 
be switched off so that self 
only need hear replies. 


| You can get ‘any’ department 4 
* without dialling, calling, . 
switchboard, holding earpiece . 

or speaking into mouthpiece. 


2 Hold conference without single 5 
* execntive out of his depart- . 
ment. ~ 


3 Hear replies ALOUD— keep- 6 
* ing hand free for desk work. ° 


Right of way over other con- 
versations. 


FULL SECRECY 










e Canfyou afford 
to be without 
these conveni- 
ences and ad» 
vantages? 


Ask for particu- 
fars of moderate 
RENTAL MAIN- 
TENANCE, or 
make appoint- 
ment for a free 
demonstration 
at your own 
business address. 


MASTER STATION 


ERIGSSON TELEPHONES LTD., 


INTERNATIONAL BUILDINGS, 67/73 KINGSWAY, W.G.2 
Telephones: HOLBORN 3271-2-3 


“ 


LOUD SPEAKING INTER-COM- 
MUNICATION TELEPHONES 





One Machine does the work of Two 


Continuous Form Billing in addition to regular typing 


Your typewriter actually does the work of two machines 
when used with “Fanfold’” Continuous Form Adapter, because 
the many time- and money-saving methods of the Continuous 
Form Billing Machine are’ added to all the advantages of 
regular typing. ; 


“Fanfold” Continuous Forms typed over our Attachment effect 
savings in Billing time, and costs, ranging from 17% to 78% 


without affecting the operation of the typewriter for regular 
correspondence and other purposes. 


‘“Fanfold” Adapter places no strain whatever upon the 
writer carriage; because of the very simplicity of construction 
and ‘operation there is nothing to get out of order. 


| f 





FRADA AARE 


NORTH CIRCULAR ROAD, LONDON, N.W.2 
Telephone : GLAdstone 5477 (3 lines) 


























The WEAK Spots of your 
Business revealed INSTANTLY 
by installing 





THE ALL-BRITISH | 


VISIBLE CARD 


AND ` 


SINGLE LINE. . 
RECORDING” EQUIPMENTS 


'Full particulars upon application to 


SELDEX EIMITED 


SELDEX WORKS 


°- Hazelwell Lane, Stirchley, Birmingham 
Phone: Kings Norton 1618 
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MÀ LEIPZIG -SPRING FAIR 1936 


for latesť “developments and novelties in all lines, including machinery 
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NON-STOP TYPING! 








carbon copies, , 


s a € 
The SPEED-FEED Attachment fits any standard make of typewriter, 
and by accommodating Continuous Fanfold or Interfold Stationery 
automatically interleaves, and withdraws the carbon sheets from, 
each set of forms. 


All unproductive operations and waste effort are avoided, 
thus enabling the operator to spend more time in actual , 
typing, with greater accuracy and convenience. 


The SPEED-FEED can be unhooked at a moment's 
notice, allowing the typewriter to be used for 
ordinary purposes. — 








EGRY MANIFOLDING 










































REGISTERS l T D 
Speed up.the production of handwritten : 
records requiring carbon copies WARPLE WAY, ACTON, LONDON, W.3 
Details available on application Telephones : Tolan 
SHEPHERDS BUSH 3377 {3 lines}. : EGRYCOMPAK, EALUX, LONDON 
WSR ROI RS NS x ? : oom 
~= ]] LN CODEX 
/ ae The Visible Card Index Built on the UNIT system 
MTT T ` yii 
A TOA TTN 4 Let your Index grow UNIT by UNIT and reduce the 
‘ - cost of installation and future extensions to a minimum 
U 4 UNITS can be added where and when business requirements demand 
By using INCODEX you 
are assured of :— er 
A HIGH EFFICIENCY i 
f PERFECT VISIBILITY 
j EASY OPERATION 
4 
/ J 
{S a knock-out 
Your advertising, when it is illustrated, will 
QR. always capture the attention. Pictures. 
tell your story more quickly than words, °° 
` Illustrate the advertising for your product 
g and ask Crichton to do it. The cost is little See our Stand 
i 4AL- and it will mean a lot to your sales. Write No. F. 720 at B.I.F. 
A : epson sees PRICES of UNITS ? 
vf, (Exclusive of Cards) 
| CRICHTON {| co 
| 12/6 | 15/- 
i STUDIOS (e sia] 
š N R z f i” g 
5 Chancery Lane, LONDON, W.C.2, (Hol. 8400, Thames House, Millbank 
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- | FOR COMFORT IN WRITING 
FILL YOUR: PEN WITH 


3d. 6d. & I /- Bottles 


FOUNTAIN PEN INK 


BE OBTAINED THROUGH THE ANNOUNCEMENTS 


IN THE ADVERTISEMENT PAGES 
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PAGE 
ACCOUNTING MACHINES 
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Wherever cycles have to be 
parked, ‘whether the number 
is ten or a thousand a Con- 
structors’ Cycle Park will 
solve the problem. Patented 
steel construction. Over 30 
models available. Provide 
now for your present and 


future needs. 
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for the modern Office and 
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What is the Radio Times List?~* 
If your product is regularly advertised in 
the Radio Times it qualifies for inclusion 
in the Radio Times list compiled for your 
trade. Retailers are having their attention 
drawn to this list in striking trade press 
announcements appearing throughout the 
yeat. These announcements deal with the 
subject of advertising from the retailer’s 
point of view and they urge him to stock the 
products on the Radio Times list on the 
gtound that regular advertising in the Radio 


è 


YOUR PRODUCT 
ON THE 


RADIO TIMES 


a LIST? 


Times is a guarantee of steady demand. 
The publicity now being given to the Radio 
Times list among retailers makes it easier 
to gain new stockists for goods included on 
the list. The remarkable pulling power of 
the Radio Times is realised by all experi- 
enced advertisers ‘and here is an added 
reason for putting the Radio Times at the 
top of the schedule. Write for particulars 
to the Advertisement Director, B.B.C., Broad- 
casting House, Portland’ Place, W.1. (Phone 
Welbeck 4468). 


* The Radio Times List contains the names of all products regularly advertised in the Radio Times, during 
their own advertising season, to the extent of not less than 13 insertions, or an equivalent of £1200 per annutt. 
AN A.B.C. PAPER—GUARANTEED AVERAGE NET SALES FOR 1936, 2,600,000 per week. 
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MANAGEMENT © CONTROL @ POLICY 





Get Rid Of Those 


‘BOTTLE-NECKS’ ihat are 
INSIDE the Business 


usiness men everywhere, in small 
as well as large concerns, are 
fully conscious that since 1934 
industry has been undergoing a steady 
change for the better. It is universally 
appreciated that now—at the begin- 
ning of this 1936—-a new cycle of 


_ prosperity is well started. 


What is not so clearly understood, 
however, 
different stresses and strains which are 
now bearing upon the internal struc- 
tures of businesses and which are the 
result of this shifting of the main loads 
of business movements. 

Think of ‘the structure of business 
organizations as so many semi-flexible 
frameworks, the various sectional 
components representing the different 
internal functions, and it will be easy 
to visualize what is happening. 

During 1930-1934 these business 
structures suffered punishingepressure 
through the slump. They had to 
adjust themselves to the dangerous 
withdrawal of orders from one direc- 
tion and an equally upsetting pressure 
of unremunerative costs from another. 
As a result, in order to prevent a 
collapse, or at any rate a disloca- 
tion of the framework that might 
prove beyond remedy, managements 
adopted the counter-measures of wide- 
spread and drastic economiés. Man- 
agements became economy-minded. 


is the significance of the - 


his 


¢ In the Average Business there are dozens of 
unnoticed points where left-over slump 
‘economies’ are slowing down the speed of 


Recovery. 


The remedy is: Become more 


ORGANIZATION-MINDED and less econ- 


omy-minded. 


Plan for a higher speed 


and straighten out the now unwanted 
. bottle-necks. 





By ° 





J. P. VAN DEN BERGH 


Joint Managing Director : 


Van den Berghs Limited 





It would be an unpleasant reflec- 
tion to dig up and review the gloomy 
circumstances which made those 
measures of super-economy impera- 
tive, and equally depressing, perhaps, 
to look back and re-examine the 
actual measures themselves. But this 
is exactly what must be done, and if 
it is carried dut in the spirit of scout- 
ing an old bogy, considerable satis- 
faction, as well as profit, will be 
derived from it. 


As a measure of policy, however, 
this review of the internal structure is 
one of the really important jobs to be 
undertaken now because, as I say, the 
main loads of business have again 
shifted. The weighty pressure of 
demands for fresh orders, new types 
of goods, different methods of pro- 
duction, distribution and selling is 
exerted, while the dead weight of 
unbalanced costs has largely disap- 
peared. 


Now unless ail the internal com- 
ponents of a business structure are 
accurately and harmoniously re- 
adjusted to meet this almost complete 
reversal of pressures, then the strains 
will become quite unsupportable and 
the business will suffer accordingly. 


Adjustment of these Factors 
Means ‘ORGANIZATION’ 


Adjustment of*these internal com- 
ponents is plain, simple ‘‘organiza- 


tion’’. The demand to-day, therefore, . 


is that business men become organiza- 
tion-minded. l 

It might be assumed that when 
the rigours of the depression were 
obviously on the wane, business men 
everywhere would automatically and 
at once have responded, that they 
would have let go the safety-doors 
behind which they had protected 
themselves and would have been glad 
indeed to spring out of the narrow 
limits within which these expedients 
had encloged them. 

The process, unfortinately, is not 
so easy as that. The change from one 
set of circumstances to another is not 
so sudden or so dramatic as to signal 
the precise moment for a complete 
change of business policy. 

The slump was a black period of 
years wherein the defensive entrench- 
ments were well and solidly dug. In 
large concerns economy committees 
were set up and assumed autocratic 
powers, powers which were gradually 
_ extended: through the whole organiza- 
tion, from the Board-room to the 
mailing counter, from the employment 
of capital to the regulating of odds 
-and ends of waste. 


In lesser concerns economy experts ` 


were called in, ‘‘cost-cutters’’ assumed 
greater importance than production 
managers, expense-saving became 
more vital than market-creating. 
Every process, every job was re- 
planned so that what eactivity could 
not be eliminated enfirely was cer- 
tainly cut down to absolute minimum. 


It was a ruthless whittling process on 


a colossal scale. 

Now, when Such a general policy 
has been intensively applied over a 
number of years, its acceptance 
becomes so complete and the condi- 
tions ultimately balanced so finely 
that the need for any other kind of 
policy tends to be lost sight of. 


These Not-Obvious -Strangleholds 
Are The Danger 


True, certain major factors of a 
defensive policy are almost at once 
challenged. by the return of. pros- 
perous conditions. Manufacture, sales 
outlets, propaganda, building, for 
example, are the first to feel any 
loosening-up and certainly do prompt 


e 


managements to throw off economy 
measures if these dictions and to 
embark boldly on positive campaigns. 

It is not here, however, that the 
danger lies. The danger exists in the 
countless littl “hidden” expedient» 


_which, during the long years of 


intensive econédmy plenning, almfost 
imperceptibly grew and wrapped a 
strangle-hold on the less ° obtrusive 
works of routine. 


Cuts are Easier to Make Than 
To Restore 

It is comparatively easy, in’ bad 
times, to “‘cut’’; but, once a cut is 
firmly established, it is the hardest 
thing in the world to restore it when 
it is`one of those things which does 
not obviously restrict the beginnings 
of recovery. 

To-day there are hundreds of these 


_ little slump-induced left-overs still in 


operation in businesses of every kind, 
left-overs that are exercising a steady, 
unobtrusive drag on the quicker 
recovery of trade. It is to remove 
them that managements must become 
still more “‘organization-minded’’. 

By cutting free from previous 
standards of super-caution, boldly 
undertaking an ambitious programme 
of substantially bigger production and 
selling and then organizing at every 
point to get the programme carried 
out, all the left-over ‘‘slump’’ 
measures will be discovered and can 
be abolished. They must be if depart- 
ments are systematically keyed -up to 
new and bigger standards. > 


Here are Some Points That 
Want Loosening-up 


-One of the most important things 
to look into at the moment is the buy- 
ing of materials. The old, restricted 
buying is of no use to-day. Buyers 
must be more adventurous; sources of 
supply are wider, and prices are tend- 
ing to rise. There are advantages in 
buying further ahead. 

Then there is the danger of the too 
low lével of stocks. Stocks, we know, 
had to be almost eliminated during 
the slump, but some firms -have not 
yet shaken off that measure, and 
deliveries of to-day’s orders are suffer- 
ing. One of to-day’s urgent needs is 
quicker deliveries. Therefore, over- 
haul the stock departments, ensure 
an ample reserve calculated on the 


vey 


r. 
a ae * 
i* k - 
3 Ro 
. K 
- pet 
an 
z 
E > 
a La | 
H &, 
aon 
ME 4, 
D 
er e 
A, 
b 1. a 
ZN 
bet 
. 
a a 


+ 
x 7, 
T= ate Y a 
= “ali 
18 
ar ul 
sas ee 





1 t a 
e e a 
> + 
" 4 
"e 
r 
> 
a 
a 


at 4 


4 t 


BUSINESS for FEBRUARY, 1936 


~ 


present bigger volumes of business. 
Look into the packing and dispatch 
departments, economies in staff and 
equipment made here during the 
depression should be scouted. 

Probably no department of business 
suffered more in the depression than 
did the design side. Creativeness 
could not be afforded. But to-day it 
is vital. New products to suit fresh 
price levels and changed tastes, new 
uses and new dresses for old products 
are all essential if customers are to 
be attracted. . Design and research 
departments therefore should be given 
the strongest backing. 

Service: above all, customers want 
“service after purchase’ on prac- 
tically all goods that are not simpk. 
consumables. Full investments of 
foresight and solid cash are here again 
essential. Niggardliness and penny- 
saving is a policy that is dangerous. 

The same applies to advertising, 
market research and market broach- 
ing. In organizing to get a bold 


‘increase in trade (say, 20 to 40 per 


cent), firms will find that, automati- 
cally, they must put back into these 
departments the life and pressure that 
was previously cut down for economy. 

The ambitious plan for a big in- 
crease will also (if properly organized 
for) be reflected right down through 
the ordinary office departments. 
Points will be found where, to meet 
the depression, jobs were shortened, 


combined so that fewer employees 


were needed to handle them, or cut ` 
out altogether. These are dangerous 
bottle-necks that will cause congestion 
and costly delays of the higher outputs 
needed to-day. 

Look critically for these points, see 
where they can be opened up and still 
further speeded .by means of the 
newest equipment. 

The speedy dealing with the morn- 
ing mail, its rapid distribution, prompt 
action upon it, is important. An 
adequate internal messenger system is 
a necessity. The prompt dispatch of 
statements and the increased speed of 
collections, too. 

These may be criticized as small 
things. They are, comparatively. But - 
it is at such subordinate routine points 
as these that slump-time economies 
and cost-saving are liable to be left 
untoticéd. It is here that the bottle- 
necks will occur, to the great detri- 
ment of business the major factors of 
which are otherwise well planned. 

The vital need, therefore, is to plan 
ahead for ae boldly increased pro- 
gramme, and then to organize every 
routine point throughout the entire 
business to carry the increased load. 

Only in this way can managements 
be certain of really clearing those 
obstructing “‘economies’’ that are still 
a drag on quicker trade recovery. 





t is well known that the practice of 

budgeting has, during the past few 

years, grown substantially in this 
country, being handed on to us perhaps 
by those whose expert duty it has been 
to safeguard our country’s finance by 
annual .estimates and financial recom- 
mendations. Well do we know the 
result for future prosperity, and the far- 
reaching effect of a good or a bad 
“budget. l 

So it is in business. On one hand-we 
may review the financial year that has 
passed, on the other hand, to budget 
means to plan for the financial year that 
lies ahead, with the determination to 
make sales and production more profit- 
able to all engaged in business progress 
and development. 

If the reader will turn to the first 
article of this short series (page 40) in 
the. January issue and carefully examine 
_the figures there set out, he will be con- 
“vinced of the value of budgetary control 
practice and will seek to know how best 
he can, in the interest of his own enter- 
prises, adopt its principles and install 
the plan as an effective instrument of 
management. 


Installation of the Master or 
Composite Budget 


It has already been emphasized that 
to assure success the need for a high 
degree of co-operation is essential. 
Departmental managers should proceed 
to prepare their independent Qndgegs 
for presentation to the budget execu- 
tive, for necessary advice, correction 
and inter-planning with other depart- 
ments. We will assume in the case of 
the XYZ company the budget executive 
to be the accountant, possegsing the full 
authority of the board of directors to 
collate all necessary information each 
month from each department, and to 
base the period of the budget for 12 
months. 


The field to be surveyed is wide and 


extensive. It will cover all financial 
details under the headings of buying, 


BUDGET FOR YOUR BUSINESS 
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SALES Gnaster) BUDGET 


By JOHN DOMMETT 
Business Administration Consultant 


“a 


ences that in many great and small 
concerns are neglected. 

It may be said that such forecasting 
with any degree of accuracy is impos- 
sible, but the true answer ligs in the 
truism that the proof of the pudding 
is the eating. There are few concerns, 
if any, who have not had pleasant 
surprises and’ successful experiences 
through seriously trying to offset 
“slump” and difficult periods by using 
past trading figures in comparative 
monthly periods, seeking to improve 
them, not by selling quotas to branches 
or salesmen, but on a budgetary control. 
basis. 


selling and cash expenditure. Room 
should be reserved for: (1) Company. 
superannuation; (2) sales research; (3) 
market development. 

- It should ever be remembered a com- 
pany’s strength is increased by sales, 
and not by administration. The most 
efficient accounting, costing and scien- 
tific planning are wasteful, extravagant 
and useless unless the main viewpoint 
of their adoption is to: 


1. Increase sales and markets. 
2. Reduce production costs; 3; 
Pass on the benefit to the buyer. 


It is therefore wise, perhaps, to deal 
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In a “straight” manufacturing concern of meine „size, these supple- 
mentary budgets, based on the master sales budget, will cover the 
activities. Individual needs may, of course, call for variations but 
this is merely a matter of detail arrangement. 





with the budget from the sales angle; 
that is, on a basis of planned sales, as 
against expected sales, for there can be 
no more important part of the master 
budget, and none more difficult to fore- 
cast or formulate. 

With all the difficulties ahead, there 
is nothing more satisfying than to know 
that increased prosperity has - been 
achieved by sales budgeting in con- 
junction with other branches of the 
company, and as a direct result of 
estimating market requirements by 
change of colour, design, product, or 
the alteration in sales service, new 
publicity, credit system, economic con- 
ditions, trade cycles and external influ- 


Automatically Induces Control of 
All Departments 


Perhaps the most effective factor of 
this basis is that it more or less auto- 
matically compels critical and con- 
structive attention to be directed to 
all branches of the business as a 
co-operative whole. This is in sharp 
contradistinction from unrelated and 
spasmodic efforts—‘‘stunts’’ is a better 
name for them-—directed only at sales 
boosting. Sales planning -cannot be 
done in a water-tight compartment; it 
is a far broader issue than that. 

Much, of course, will depend upon 
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the financial status of the company as thorough collection, organization eand. 


to the eventual result of sales budget- 
ing. It is well known that increased 
volume is usually attended by increased 
amount of working capital (1) for actual 
production; (2) for forceful sales plan- 
ning. It will therefore be necessary to 
give careful thought to the financial 
strength of the company as well as to 
the desired achievement of increased 
sales. 

‘What approagh, then, shall we make 
towards*the most detailed examination 
of the company’s sales practice? Not 
only will the sales budget have a 


definite financial saving, plus an in-" 


creased net profit, it will bring to the 
front the solution of emany problems 
affecting other departments. It will be 
worth its weight in increased profits, 
prestige and greater sales volume. 


Budget Executives Should be 
Specially Remiunerated 


It will, of course, be realized that the 
sales department as a whole is the 
parent of the sales budget. It will 
mean that an employee possessing the 
necessary vision, preferably whose per- 
sonality is cheerful, and who is well 
disposed towards his associates, should 
be chosen as the sales budget execu- 
tive. It is an important and responsible 
selection in any company. He should 
be encouraged in his work by an 
honorarium, or an increase in remunera- 
tion, without having to ask for it (and 
so in each department). 

The sales estimates for the budget 
will themselves be given by the sales 
manager, and he in conjunction and in 
co-operation with his production depart- 
ments will undertake to reach an 
increased sales volume, which should 
be approved by all in the building of 
the budget, each in turn taking a share 
of the responsibility. But once it is 
fixed the responsibility of selling the 
budgeted increased quantity should be 
the sales manager’s, and his alone, 
without reference and without altera- 
tion. Nothing can be more dangerous 
than attempting to alter or amend a 
sales budget once it is in operation. 
Therefore, serious tkfsught should be 
given to the economic conditions which 
prevail, and which are likely to prevail. 

Here, of course, thought must be 
given to the budget period, and it 
should be fixed with consideration for 
all contingencies likely to occur for a 
three-, six- or twelve-monthly period. 
Unless volume exceeds {10,000 per 
week, a budget period of less than three 
months is not recommended, unless it 
is desired for experimental purposes to 
establish a test budget for a period of 
one month, other than a slump period. 


Budgetary Control is Fact-Finding 
and Fact-Using 


It will be generally agreed that pro- 
gressive business has largely adopted 
the experience of science, and there is 
a growing realization that the formula- 
tion of successful management policies 
must be based- on the accurate and 


interpretation of facts® 
Budgetary control, in short, is fact- 
finding and the scientific applicatign of 


The Answers given on page 
14 to Readers’ Insurance 


Questions may suggest a 
solution to your own 
Insurance Problems 





the facts, by analysis, to the good of 
the department concerned and the 
business as a whole. The result is of 
unquestionable value. Executives are 
in possession of facts which deal with 
internal and external business structure, 
and of economic data which directly or 
indirectly affects business progress. 
Business is far too complicated to-day 
for rule of thumb methods to be utilized 
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for determining business policy, for the 
inter-relation of business has become so 
involved that what affects one busi- 
ness has a direct bearing on another. 
Budgetary ® control and fact-finding’ 
means taking a cross-section of your 
business andgusing the facts found as 


. stimulus for greater production and 


sales volume. 
The questions outlined in the panel 


“must be answered satisfactorily before 


a sales budget can be prepared and put 
into effect. They will provide the 
reader with substantial basic facts on 
which the entire budget structure can 
be built. - 

This fact-finding is sales budgetary 
control in its earliest stages. It will 
create sales-mindedness throughout the 
company, it will bring out those 
desirous of, and who merit, promotion, 
it will develop thrift into compan 
finance, it will in turn stimulate creativ 
buying, and locate business ineffici- 
ences, and where business is so-called 
“bad” will point to the cause, which 
in the great majority of cases is often 
all internal and not through any 
external defect.. 


ANSWERS TO THESE QUESTIONS ARE THE FACTS 
ON WHICH THE SALES BUDGET SHOULD BE BUILT 


I. What proportion of the 
company’s finances can be allo- 
cated to actual selling (not to 
include publicity) ? 


2. What amount can be direc- 
ted to sales promotion (other than 
selling) ? 

3. What amount of gross 


profit and net profit will satisfy 
the company? 


4. What are the market pos- 
sibilities? What have they been? 


5. Is the’ market stationary, 
or likely to develop? If so, at 
what rate? ` 


6. What periods of the year 
are regarded as slump periods? 
How can they be offset? At what 
cost? 


7. What can the product be 
used for, apart from present uses? 


8. What is the public opinion 
of the product as far as can be 
gauged by (a) the trade; (b) the 
retailer or branches; (c) the custo- 
mer or consumer? 


9. Has a report ever been 
compiled from a questionnaire? 


ro. What do departmental 
heads, salesmen, and the em- 


ployees as a whole think of the 
product, or products, and their 
market capabilities? 


II. Into how many ‘‘class 
groups’ governed by purchase 
value could you put your custo- 
mers? 


12. Taking your last five years 
sales record, where could the 
volume have been increased? 
Why did it fail to produce more 
net profit? 

13. When did you analyse-your 
sales records? 


14. What do you consider the 
true relationship in {’s between 
publicity, sales promotion, actual 
selling and selling expense accord- 
ing to your product and market, 
both present and potential? 


15. Have you traced out your 
publicity % ratio cost with your 
sales curve in conjunction with 
market demand? What ratio of 
cost is your advertising appropria- 
tion ¢o net profit of preceding 
year? ” 

16. What % ratio is the adver- 
tising cost, sales promotion cost, 
present dèvelopment, extensions, 
etc., to thea company’s assets as a 
whole? 


*If any reader has difficulty in arriving at a satisfactory 
answer to any of the above questions relating to his own 
business, Mr. Dommett will be pleased to give advice or 
assistance. Direct your inquiry to him, c/o The Editor. 









MANAGEMENT - CONTROL - POLICY 


The Secret’ Of: 
BUILDING PROFITS . , 


I. on Precisely WHAT ‘Key’ 
Control Figures - You Need 





When Mr. Cunnningham took 
over control of the Triplex 
Company at the end of 1929 it 
-was a languishing concern. 


His brilliant reorganization 
plan, however, rebuilt the 
business and created the 


new profits shown in the 


right-hand column here 
r a + * * 
/ iaai of modern principles of 


management invariably gets a 

thrill of satisfaction from seeing 

‘ose principles which he advocates 

fing about the spectacular transform- 

ation of a business from a state of 

“pernicious anemia to one of bounding 
/ life. 

The recent history of The ‘‘Triplex’’ 
Safety Glass Co., Ltd. provides one 
with just such a glow of satisfaction, 
for once again here is seen the imme- 
diate efficacy of scientific methods when 
they are applied by a man who under- 
stands their potentialities and has the 
courage to employ them boldly, i in phe 
face of opposition. 


Paradox: Works Full of Orders 
yet Practically No Profit 


The excellence of the product itself, 
‘Triplex’ Safety Glass, flas never, of 
course, been in doubt or jeopardy. 
But when the present Managing 
Director gave up his practice as a 
lawyer and took over control of the 
company’s activities in December, 1929, 
` the profits of the company stood at 
the low level of £2,657, a position to 
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Know How To USE Them 


3. From Current Data be able 
to Plan an ACCURATE De- 
tailed Programme Ahead 


By F. T. POULTON 
from an interview with 


GRAHAM CUNNINGHAM 
Managing Director: Triplex Safety Glass Co., Ltd. 


which they had slumped after a con- 
siderable period of steady decline... 
and this with a capital of £350,000, and 
the amazing paradox of the works 
being chock full of orders!, 

‘ When Mr. Cunningham assumed his 
place as the new active head, he faced 
a business. that was literally dying on 
its feet. Incidentally, why and how 
Mr. Cunningham left his legal practice 


to become redeemer of an ailing manu- - 


facturing concern is in itself a high- 
speed romance, full of an exceedingly 
nice business diplomacy and adventure. 


Fault Lay in Absence of « 
Proper Costing 


However, his first research into the 
chaos was carried out at the factory. 
There was no adequate costing system. 
Twelve months’ contracts were being 
entered into with motor-car manufac- 
turers at prices which for all anyone 
knew might have been below actual 
production cost. The figures prepared 
at the factory were too inadequate and 
unreliable to be of any use as a guide. 
Expenditure was almost entirely at the 
works manager’s discretion. Invoices 
for materials purchased were rarely, if 
ever, challenged. ° 


The first great movement therefore - 
, towards the stem of an absolute flood 


of errors and losses was the installation 
of a bang-up-to-date costing system. I 
think the best way to explain how far 
this cost system went in its mission of 
rescue is to show here in detail a set of 
actual cost analysis sheets. 

The standards in the first column are 
set at the beginning of the year from 


past experience, and a key figure estab- 
lished and controlled by volume of pro- 
duction, so that whatever may be the 
volume for the month, so the standard 
is arrived at by multiplying the volume 
by the key figure. 

The second column is the actual ex- 
pense during the month, and the third 


£1,503 


HOW THESE PROFITS 
WERE REBUILT 
¢.78.131 

— _ il 


1929 1931 1933 1935 
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column is the variance of that expense standard, in red. Thus the red figure the figures given are for a spring month 
from standard. Jf the actual expense 16 for Dispensary and ospital] Supplies when there was an influenza epidemic, 
is less than standard, then the variance indicates a rather abnormal run on which called for additional supplies at 
is written in black, and, if more than those supplies for the month. In fact, the dispensary. 

. i g e 






















THE TRIPLEX SAFETY GLASS.CO., LTD., KINGS NORTON. 
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MONTH OF 


; 193 @ YEAR TO DATE TH IESE ‘KEY’ 
Btacdard at T Actual | Variance | iandard at Actual Vaniance 
Actual Volume H Manufacturing : from Actual Volume Manufactucing { 
of Production § Expense ; Standard | 4t Predoctlon i Expense 


FIGURES 

CONTROL THE 
MANUFACTUR- 
ING EXPENSE 





ACCOUNT NAME 
t 


OPERATING SUPPLIES. 
Petrol & Supplies for Internal Transport 
Petrol & Supplies for- Company Cars 
Lubricants : 

Mill Supplies 

Stationery & Office Supphes 

Testing Supplies 

Warehouse Supplies 

Processing Supplies 

Blotting Paper & Sulphite 

Glazing 

Dispensary & Hospital Supplies 
Draughting & Engineering Office Supplies 
Books & Magazines 
Sundry Operating Supplies 






































: Total 200 Operating Supplies. 


TOOLS. 
Permanent Tools 
Perishable Tools 
Templates & Glass Jigs 


| 43 | 8970 | 8 


i 
ee Pe ee ee a 


A! outgoings (in this case the manufacturing expenses) are analysed a8 
in detail so that every expense item can be watched and compared, 
monthly and yearly. In the first column are the standards set at the ~ 

beginning of the year; in the second, the ACTUAL expense figure ; 
in the third, the variance from standard. If the variance is under standard 
| it is entered in black; if over, in red. Here the red figures are ‘ringed’ 









Total 800 Tools. 
POWER, LIGHT, HEAT & WATER. 
Purchased Electrice Current—Power & Light | 
Water 

Gas 

Coal & Coke - 


for identification. The figures are, of course, fictitious ; for illustra- 
; tion only, 5 . 


} Below: These are the remaining heads into which manufacturing expense 


Total 400 Power, Light, Heat & Water. is analysed. The completeness of the detail is worth noting. 


- 


' Small figures at bases of “Account Name” columns identify the accounts (i.e., all 
Operating Supplies are numbered in the 200’s; tools in the 300’s, etc.), they do nol 
refer to the numerical total of the account items. 


` 




































ACCOUNT NAME 





INDIRECT LABOUR. § 
Managers & Aasistants i 
Foreman & Assistant Foremen 

Cost, Payroll & Factory Clerks 































FIXED CHARGES. 
Insurance, Fire & General 
Liabthty Insurance-—-WLC1. & N H. 
Consequential Fire Loss Insurance 


MAINTENANCE LABOUR. 
Roads, Pavings, Fences, Sewers & Drains 
Builldings—Including Lighting Equipment 
Machinery 


LOSSES, ERRORS, & DEFECTS. 
Defective Work crapped 
Defective Celluloid Scrapped 
Salvage Bonus Adjustments 


Processing Equipment Ps Factory Raw Glass Breakages Order & Progress Clerks Rates 
Material Handling Equipment Glass Recovery Operations Telephone, Mail & Messengers Income Tax 
Company Cars Re-working Defective Product Typists Depreciation of Machinery & Equipment 


Engineering & Draughting 
Raw Glase Stores 

General Stores—Replacement Stores 
Warehousemen & Packers 
Warehouse Packing Cases 
Salvage Storekeceping 

Celluloid Storekeeping 

Cullet & Serap Handling 
Cleaners & Sweepers 
Watchmen & Gatekeepers 
Added Time | % 
Ex Gratis Bonuses 

Group Bonus Adjustments 


Depreciation of Furniture & Fixtures 
Depreciation of Company Cars 
Land & Building Rentals 


Re-washing & Cutting Factory Rejected Glass 
Factory Guarantee 

Waiting for Material 

Waiting for Power 

Waiting for Repsirs & Tools 

Waiting for Process Adjustments 

Shortage Make-up 

Substituted Labour 


Power Plant Equipment 

Power Transmission Equipment 
Fire Prevention Equipment 
Laboratory Ps 

Welfare & Miscellaneous Equipment 
Permanent Tools 
Perishable Tools 
Furniture & Fixtures 


bead 


Total 800 Fixed Charges. 
MISCELLANEOUS. 
Travelling Expense 
Telephone Charges 
Expermmental Expense 
Postage 
Inbound Transportation Unapplied 
Outbound Transportation Not Recovered 


Short Capacity 
Trainces’ Allowances 





Total 506 Maintenance Labour 
MAINTENANCE MATERIAL 
Roads, Pavings, Fences, Sewers & Drains 
Buildings—Including Lighting Equipment 


Obsolete Stock Scrapped 
Waste on Raw Glass Salvaged Factory Rejects 
Waste on Stock Size Glass—See Material Adjualments 


Machinery Lost & Found Material Inspection Plant Re-arrangement 

Processing Equipment Substituted Materials Laboratory Stock-taking & Staff Overtime 

Material Handling Equipment Store Breakages Welfare & First, Aid Subscriptions & Donations -e 
Company Cars Breakages in Transit Garage Laundry, Adverts, for Clerks, ete. 

Power Plant Equipment Sundry Losses Stoking & Professional Charges 

Power Transmission Equipment Glazing ployers Contribution to Athletic Association 
Fire Prevention Equipment Sundry 


Sundry ‘ 
Laboratory 

Welfare & Miscellaneous Equipment 
Permanent Tools 
Perishable Tools 
Furniture & ‘Fixtures 


Y 


Total 700 Losses, Errors & Deferts, 





Total 100 Indirect Labour. 


- Total 900 Miscellaneous. 


Total, 600 Maintenance Material. 


MANAGEMENT - CONTROL - POLICY 





The figures for the year to date are 
contained in the last three columns, so 
that any monthly variation would re- 
ceive correction by being averaged over 
the year, and, should any itgm be grow- 
ing abnormally at variance from stand- 
ard: during the year, then the managing 
director’s attention is Automatically 
‘drawn to it. 

These Prompt, Comparative 

_ Figures Give Day-to-Day Position 
It will be seen that every item 
appears separately in total for the 
month and for the year side by side. 
« These data are provided by the-actual 
day-to-day figures hot from the factory. 
The factory clerks keep a continual 
check on all raw materials entering the 
factory, their progress through the 
works from hour to hour, their dispatch 
the finished goods warehouse, and 
ally their consignment to customers. 
this detail is hourly transmitted to 
works office, where clerks and 
Comptometer calculating machines turn 
-the mass of detail into informative 
facts. These are put into shape by the 
senior staff controlled by the Works 
Secretary, Mr. A. G. Rose, a wizard at 
time study and cost accounting, and so 
in their turn the finished accounts go to 
head office for the managing director’s 
information. 

All these figures, too, form the basis 
of the actual financial figures of the 
company for the year. A complete 
Profit and Loss Account and Balance 
‘Sheet is prepared each month. The cost 
Of every operation and all raw material 

~ is worked out monthly to three decimal 
~ places of a penny. 

Examine these sheets. 











It will be seen 









‘ EXPENSE GROUP 






Operating Supplies 
Tools 
Power, Light, Heat & Water 
Maintenance Labour 
Maintenance Material 
. Losses—Errors—Defects 
Fixed Charges 
Miscellaneous o 


a 1 
-> 

\ 
A, 


that here is a clearly detailed expense 
anabysis, giving the key to the running 
of the entire organization. There are 
two distinct factories and a head office 
all Waving their own separate sets of 
figures forethe control of tag managing 
dyector. 

From these Mr. Cunningham, if he 
were@ not such g tirelessly energetic 
man, could sit at his desk and literally 
control the ebusiness with a very high 
degree of .accuracy, and of course, 
profit. But he was not content to let 
things remain here, as I will show in a 
few minutes. 

While the organization at the factory 
was undergoing the metamorphosis 
from hit-and-miss methods of costing, 
it was found that there were so many 
workpeople engaged on apparently 
essentials jobs that they got in one 
another’s way. 

Even to the casual glance of an eye 
moderately used to sizing up a produc- 
tion department this hurly-burly stood 
out as a thoroughly undesirable condi- 
tion, especially in a glass factory. Right 
under the eye there were actually colli- 
sions taking place between an excessive 
number of girls running about on un- 
organized routes, carrying sheets of 
glass. Breakages were prodigal. 

But, as I say, even to an observer 
the staff was about double what it 
should be. And when the first of the 
new cost analyses came through show- 
ing the inordinately high burden of 
overhead that every job carried, the 
inference was confirmed. A drastic 
thinning-out process was imperative.. 

When a more detailed study of the 
actual work was made, however, it was 
found that the staff was not double 
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` OPERATING STATISTICS. 


* Variance 
Mangtacturing Pemer k Manufacturing 
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what it should be, but two-thirds too 
much. 

Two-thirds, therefore, were dispensed 
with. Mr. Cunningham refers to this as 
the most difficult and distressing piece 
of trimming he has had to undertake. 
In the year 1929 (the year of the record 
low profits) the number of employees 
totalled over 1,500, but when the re- 
organization was completed the number 
was reduced to §00. Recently, of 
course, this figure has increased owing 
to expansion of output; but thaé is quite 
apart from this present discussion of 
remodelling the busines. 


Staff Was Reduced But Output 
Much Increased 


To substantiate Mr. Cunningham’s 
judgment on the point of making such 
a drastic reduction of staff, let me show 
its effect on output. These figures tell 
their own story; they need no further 
comment from me: 


- 


Safety Glass Pro- | Produced in 1935 
with 
620 SBAFF 


duced in 1929 with 
1,500 STAFF 


689,413 FEET | 3,695,748 FEET 





This relates only to the main factory. 
The other factories were similarly re- 
organized; and economies were made at 
head office in many directions. 

Having, then, with his very complete 
cost system, straightened out a great 
deal of the muddle with which the 


(Continued on page 41) 








YEAR TO DATE 


Varlance 
from 
Standard 















Productive Labour 
Non-productive Wages & Salaries ® 
Productive Hours 

. Average Hourly Rate—Productiv® Labour 

Average Number of Employees 

Pieces Produced—Plate 

Pieces Produced—Sheet 

Pieces Produced—Total 

Average Labour Cost Per Piece 

Average Time Per Piece 
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his summary condenses the detailed figures shown on the previous 
page and presents an all-in report of the ‘Manufacturing Expense’ 
position both for the month under review and the year to date. 
statistics, of course, do NOT constitute a cost account, they are the ‘key’ 
figures which control the manufacturing ‘expense only. 
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HOW TO 


Make Your Insurances 


MORE PROFITABLE. ' 


suggested that January should be a 

month for reflection. Judging by the 
number of questions since asked and 
observations made by readers, the 
advice was timely. 

I think it will be helpful if I quote 
some of the questions I have been asked 
and show, briefly, the answers sent. 

So many of the apparently minor 
points in connection with Fire, Loss of 
Profits, Accident (Workmen’s Compen- 
sation and Third Party) Insurances, 
etc., are liable to be overlooked by 
the business man in the course of his 
many other duties, that it is essential 
he should feel satisfied at the New Year 
that his interests are being adequately 
safeguarded by modern conditions and 
privileges. 


WHAT DOES 
IT COST? 


QUESTION; What are your fees for 

advising me on my insurances, as I am 
some miles from a large town? Can 
this be arranged by post, or is an inter- 
view necessary ?—-(Kent.) 
"° ANSWER: No fees are charged to 
readers, as My services are remunerated 
by ‘the insurers. The matter can be 
dealt with by post, but if you would 
prefer a personal interview this can be 
arranged. 


@ 
I” last month’s issue of Business I 


- ONE EXPIRY DATE 


FOR ALL POLICIES? 


.. I have many policies expiring 
at different times throughout the year. 
Is it possible to have all these arranged 
in such a way as to expire on one day, 
say, 31st March, the end of my financial 
year? —(London.) b 

A.: Yes. This is°quite usual and 
can be arranged at any time by adjust- 
ment of the premium for the proportion- 
ate period to any day in the year. Pay- 
ment of a cheque once a year is the 
method I recommend in every case, 
either for private or business insur- 
ances. There is more satisfaction from 
adopting this plan than the obvious 
saving of time and trouble. 


CAN | REDUCE THESE 
MOTOR POLICIES? 


Q.: I am enclosing under registered 
cover all my motor policies. Will you 
please tell me if I am covered for every- 
thing and what reduced premium would 
you quote for a Fleet Policy?—(Bir- 
mingham. ) 

A.: An interview was arranged, and 
the following was found: 

(1) Commercial Vehicles. The 
Assured was fully covered, but was 


paying too much, because he had no 
Fleet Policy, having insured one vehicle 
after another and not having had bis 
policy revised each year under advice. 

(2) Private cars. He was paying 
too much, because full advantage was 


Hefe are 
READERS’ QUESTIONS 
ANSWERED 


The explanation, in last month's 
article, of the great advantage 
of an expert survey of your 
Insurance arrangements, and of 
having your policies brought 
into line with to-day’s condi- 
tions, brought many enquiries 
from readers. 

Here is a small selection. If 
the answers do not bear upon 
your own difficulties, send in 
your problem now. Business 
Insurance Consultant will be 
pleased to provide you with a 
solution. 





















not taken of his excellent past claims 
record, and, furthermore, he was in- 
adequately covered under the following 
headings : 
(i) No “agreed value” in case of 
total loss of the car by Fire, 
Theft or Damage. 
(ii) Rugs and Luggage—-not covered 
e atall. - 
(iii) Medical Expenses — insufficient 
amount. 


HAD TO PAY BALANCE OF 
THIRD PARTY CLAIM. 


Q.: A Third Party claim was brought 
against my firm for a serious head in- 
jury, which was not* fatal but which 
caused total incapacity for a long 
period. Damages of £2,500 had to be 
paid. Unfortunately, the Policy con- 
tained a clause limiting the liability of 
the Insurance Company to 1,000 in 
respect of any one accident. My firm 
had perforce to, pay the other £1,500. 
What limit do you advise in these Third 
Party cases?—-(Essex.) 

A.; The circumstances, of your firm’s 
loss are by no means uncommon. So 
many people do not satisfy themselves 


on this point of limit, of liability. I 


should never advise less than £5,000 
limit in respect of any one accident— 
depending on the nature and extent of 
the risk, but in your case it should be 
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Insurance Consultant 





unlimited. The difference in cost be- 
tween a limit gf £5,000 and an unlimited 
indemnity is relatively small. 


GETTING FULL VALUE FOR - 
PLANT REPLACEMENT 

Q.: (1) In revising my Fire Insurance 
policies I have been in the habit of writ- 
ing down periodically the value of my 
machinery which I had installed five 
years ago, as allowed by my account- 
ant, in connection with my income-tax 
return. It occurs to me that in the 
event of a loss the cost to replace the 
machinery would be more than I could 
recover under my Policies. Is there 
any way by which I could be fully in, 
demnified should a fire occur for r 
placements of this machinery—whi 
in fact, to me is worth the origi 
value? 

(2) Is it necessary to insure the site 
value and foundations of Buildings ? — 
E ES ) 

(1) Yes. You should have the 
eee Replacement Clause inserted 


‘in your Policy. By retaining the sum 


assured at the original value of the 
machinery, insteading of writing it 
down periodically, should a fire occur 
necessitating replacement of the dam- 
aged machinery, the Policy would pay 
any loss up to the full sum insured. 
Nine out of ten people omit to have this 


‘most important clause in their Fire 


Policies. 

(2) There is no point in insuring the 
site value. A fire could not damage 
this. 

As regards foundations; yes—a fire 
could cause so much damage that an 
architect would probably insist in cer- 
tain cases on new foundations. In this 
connection, do not forget .that the 
Policy should contain a clause ‘relating 
to Architects’ Fees. ' This is often over- 
looked. a 


NOW SEND 
YOUR PROBLEMS 

Readers are invited to submit their 
Insurance problems under any of the 
following or other headings: 


I. Fire. 8. Damage to 
2. Loss of Profits, Lifts, Hoists, 


through Fire or etc., throu gh 
oe breakdown. 

3. Burglary and S 
Theft, including 9 S ee of 
Cash in transit. oilers. 

4. Workmen’s ro, Marine (ship- 

° 7 8 yt nsa- ment of goods). 
ion Ac 

5. Personal Acci- 147: Life (Endow- 
dent. ment, Educa- 

6. Third Party (lia- tional, Pension 
bility *15 the P lans and im- 
Public for acci- mediate Annui- 
dents). ® ties). 


7. Goods in transit 12, 
by land, sea and sive Scheme for 
air. Executives. 

Write to the Insurance Consultant, 
Business, c/o The Editor, on your 
business notepaper; you will receive a 
prompt reply. 


Comprehen- 
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Now We Can See How 









ith the whole year’s figures now 

available, 1935 betters expecta- 

tion. There was an upward rush 

t. usiness activity in the last 3 months 
f 






the year, particularly in overseas 
de. The all-round gains for the year 
e impressive. Business activity in 
eneral is up by over 5%. 340,000 
‘ore people are at work; in 1934 the 
a le was but 252,000, although that for 
~ 33 was 606,000. Exports are up by 
~ % and imports by 3.4% on the year. 
{Rail traffics show the considerable in- 
—~igease of £1,600,000, ending the year 
with a spurt; bank turnover has risen 

by 5.8%. 

If fewer private houses were built 
during the year, the building industry 
employed more men, thanks largely to 
council schemes and factory building. 
The steel industry, like motors, broke 
all its records, almost touching the ten 
million ton mark. This is 11.2% better 
than the'previous year and 87.1% better 
than in 1932. Retail sales average a 
good 5% above last year; 50.2% less 
shipping is laid up; even profits, accord- 
ing to the Economist’s widely based 
calculations, rose by 11.8%-on the year 
to 85.7%, taking 1929 as a hundred. 


Sanctions Have 
Helped Lancashire 


T coal industry is only just hold- 
ing its own; yet exports fell only frac- 
tionally during the third quarter of the 
year in spite of ‘a decrease of nearly 


400,000 tons-in exports to Italy; danger - 


‘of a coal strike has temporarily im- 
proved business. On the whole? sam- 
tions have helped Lancashire; cotton is 
doing considerably better. In short, the 
year has been one of increasing re- 
covery, with a rapid widefiing of the 
area of recovery. 
e 


Tendency for General 
Rise in Wages 


How will the new influences, which 
have come into operation during 
the past three or four-months, affect 


+ 


this upward trend in 1936? 
Here is the urgent question, 
for every responsible execu- 
tive. 

Perhaps the most import- 
ant of these new influences is 
the danger of rising prices. 
For higher miners’ wages will 
be paid by the consumer. 
This means higher costs for 
every industry using coal in 
any quantity. It also means 
more spending power in Lan- 
cashire, South Wales and the 
Midland and Northern coal 
areas, but less spending 
power in other areas. 

Outside the mines, how- 
ever, there is a tendency for 
wages to rise generally. In 
all industries the average 
wage level rose during the 
year by about 14%, the high- 
est net increase since 1924. 
As the comparable rise in the 
cost of living is four points, 
or around 3%, wages are not 
yet out of step with prices. 

The danger is that pressure 
by the .Unions may force 
wages up too early in the 
cycle. Last ‘year nearly 
2,000,000 working days were 
lost owing to strikes (the coal 
industry accounted for nearly. 
‘40% of the disputes), as com- 
pared with 960,000 in 1934. 
These are ominous figures. 

















Rise tn Production 
Costs Would be Fatal 


A 


moment, when home a8 well as foreign 
business is largely based on low prices, 
resulting in a higher purchasing power 
among consumers. It is the additional 
million pounds of purchasing power per 
week which is giving continual fillips 


premature rise in the cost of produc- 


. tò business activity. 


The second danger is a setback in house 
building. So far ‘the plans passed do 
not justify any serious scare. Although 


tion would be fatal at the present. 


15 


BUSINESS ano. FINANCIAL TREND 


„A Monthly Review And Forecast Of 
Business And Invéstment Conditions 


-~ 





FEBRUARY, 1936 


. : E | 
‘ar 1935 DID Get... It broke all 
| | Records and beat 
even the optimists 


> 


All-round Gain over 5% 
340,000 More Employed 
Exports up 7°5% 

Imports up 3°4% 

Rail Traffic up £1,600,000 
Bank Turnover up 5°8% 

Steel broke all its previous 
Records; So did Motors 
Retail Sales up 5% 

50% Fewer Ships idle 


BUT .... THERE IS A 
DANGER NOW OF 
RISING PRICES, IT 
NEEDS WATCHING 


24,000 fewer houses were built: for 
owner-occupiers in the last half of 1935, 
the value of all plans passed in Decem- 
ber last was 37.7% above the previous 
December. The building trade will be 
busier than ever during the next. three 
months. 


. Building Activity 
Won't Slacken 


Candy, Ministry of Health officials 
have the danger of a lull in building 
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activity in mind. An official statement 
in the House estimates that even after 
production by enterprise falls off, the 
decline will be offset by the Govern- 
ment’s campaign for slum clearance and 
against overcrowding. 

Nor is the boom in private house 
building at an end: Indeed, it has only 
reached those areas of the country 
which have enjoyed the first effects of 
the revival, such as London, the Home 
Counties, and the Midlands. 
ing boom has 6ccurred in Manchester 
or Liverpool, or indeed throughout Lan- 


cashire, in any part of Scotland or in. 


No build-- 


oa 


South Wales. We may expect these 
areas also to take up some of the slack 
in private home building as prosperity 
returns and middle-class people desire 
to build their own homes. ° 
Meantime, in the prospegous areas, 
buyers will certainly become more fgs- 
tidious and less eager. The tendency to 
rent béth houses and flats, instead of 
building, will be accentuated. ` But 
flats, too, must be built; there is no 


‘sign yet that the supply has caught up 


with demand even in the residential 
areas of London. 
Finally, the -building of factory pre- 


HERE IS THE SITUATION THIS MONTH 



















KEY TO TOWNS 


London District: Light 
industries entered the new 
year working almost to 
capacity as a whole. 
. Pressure in many factories 

remains acufe and orders 


exceed production. More 
employment again, Papii 
o; slig seasonal set-ba 

O UP TO I On Retail sales showed 
another big advance com- 

© 10% TO 15% pared with year ago. 
E.. & S. E. Districts; 
‘© %6%T020% Trawl fish landings on 
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Promises to continue well 
into first months of this 
year, 


‘ Midland: Leeds, Leicester 
clothing trades full with 
orders. Export trade diffi- 
cult. Hardware business 
good. Sheffield cutlery in 
demand. Wolverhampton 
heliow-ware trade order- 
books full. Wool prices 
firm. Birmingham iron 


A and steel industry excep- 
Yj, tionally busy.  Pig-iran 
Uy, ULL producers unable to 
meet demand. Sheffield 

a basic steel! producing to 


, capacity, sold months 
ahead. 


W. & S. W. Districts: 
Root crops promise well, 
but slow developing. 
; isis doing well. oan 
ewport shipping y 
better. South Wales steel 
output up. Swansea tin- 
plate active. Plants work- 
ing near 60% capacity. 
Timber imports steady at 
Newport, Bristol. Prices 
likely to rise after Russian 
agreement is signed. Pit- 
wood imports down. 






IPSWICH 
(C) LUTON 


N. E. District: Tees-side 
ironmasters turning away 
orders for quick delivery. 


CHATHAM @) 


Pig-iron output inade- 
quate. Orders booked for 
months ahead. More 


plant coming into opera- 
tion to cope with exces- 
sive demand. Increase 
in shipbuilding material 
orders.. Newcastle coals 
active in home market 
owing to strike threat. 
Orders assured for months 
ahead. Coke makers work- 
ing at capacity. 


DOWN. 





N.W. District: Moderate 
trade in spot cotton. 
Price American futures 
declined. Manchester has 
received better inquiries 
for American and Egyp- 
tian yarns. Coal freights 
sloy in Liverpool. North 
American market gener- 
ally = slow, Australian 
. ~ steady, East fair. Grain 
market showing more 
activity. Prices rising 
slightly. 
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mises is being forced upon many manu- 
facturers in the heavy industries who 
have not added to their works for a 
decade. Also, the £30,000,000 worth of 
railway improvements financed by the 
Government scheme will give much em- 
ployment to the building and construc- 
tional industfies. For all these reasons, 
we believe that the danger of a building 
slump in 1936 can be ruled out. 


U.S.A. Progresses Despite 
Further Upsets 


More dangerous are the new currents 
at work in America. The ruling 
of the Supreme Court which has killed 
the A.A.A. and threatens most of the 
remaining parts of the New Deal must 
be disturbing enough to business; but 
the passing of the Veterans’ Bonus 
means the addition of one-half of a 
normal British budget either to 
year’s deficit or to the national deb 
Meantime, recovery seems to 
gathering momentum; merchants wem 
replenishing their shelves; people te 
building houses and buying cars; fac 
tories are being repaired and improved. 
Steel output has risen to -49.2% of ca 
acity; the early motor show has prove 
to be a success; car loadings are PEHE 
in fact, the whole American picture is 
one of increasing business activity. ‘ 
The difficulty is that all nations, like \, 







a private business, must have a solid N 


financial basis on which to operate. 
Lacking this, the more extensive its 
unpaid bills, the more dangerous the 
day of reckoning. 

These disturbing elements are held in 
check now by the impetus of the re- 
vival, but eventually they must oper- 
ate. Therefore, while America should 
prove an attractive market for some 
time to come, we repeat our warning 
that a check to the revival will result 
the moment these elements come into 
play. Hence caution in commitments 
over a long period is necessary. ™ 

ONS 


Floating Balance 
of Unemployed 
or stubborn difficulty with which 
our own and every other industrial 
country must reckon is its volume of 
permanent unemployment. While busi- 
ness activity has risen by over 5% in 
this country, employment has risen by 
only 3%. There is every indication that 
we are rapidly approaching a point of 
normal business activity. Indeed, such 
a point may well be reached before the 
close of 1936, given a third year of 
steady revival. Can anyone suppose 
teat We shall reach this new normal 
activity with fewer than 1,600,000 un- 
employed ? 

The situation in Germany is even 
worse. Baal weather and the slackening 
of the constructional trades have put 
over 500,00@ additional people on the 
unemployment rolls in one month 
(December). : . 

In America, despite the improvement 
in business, the number of unemployed 
remains round 11,000,000, including 
the 3,500,000 employed in emergency 
works and also the, half-million young 





- 


men in the Civilian Conservation Corps. 
In other words, America, also reach- 
ing towards a normal level of activity, 
is faced with certainly 5,000,000, pos- 
sibly 7,000,000, totally unemployed, 
despite all her expenditurt on relief 
works. Even a small country like 
Sweden is afflicted with the same 
trouble in a proportionate degree: more 
work is being done with fewer men. 


Wider General Revival 
Would Solve Unemployment 


Of course’ a revival of world trade 
would solve this problem. Con- 
sider British shipbuilding alone. In 
1913 we built {11,000,000 worth of new 
ships for export, and in 1930 {20,000,000 
worth. In 1934 the figure had shrunk 
to sjust oor {1,500,000, Even our re- 
ord stee” “utput gives us only a frac- 
n of o a¢rmer export trade. Accus- 
get. are, therefore, pointed at the 
ilding, steel and.cotton trades. 
e accused of sheltering behind 
s, af failing to reorganize ade- 
tely, and so on. 

ut what hope has the steel industry 
inst the Continental cartel? How is 
e shipbuilding industry to sell its 
ares abroad when half of the indus- 
ial nations are supporting their ship- 
uilding industries with bounties? 
With the best wish in the world there 
seems to be no hope of any of our 
heavy or basic industries recovering for 
many years world markets of the type 
enjoyed before the War. Therefore the 
unemployment problem must be dealt 
with by entirely different methods, 
which will presumably now include 
emigration on a considerable scale, 
judging by the prosperity of the Domin- 
ions and the more sympathetic attitude 
of their Governments towards British 
emigrants. But the cost of carrying the 
load of unemployment will remain a 
heavy burden on industry. 

















War Risk Still 
Further Remote 


To danger of our being involved in a 
European war has sensibly dimin- 
ished. The position with Italy is much 
easier, partly owing to that country’s 
lack of success in Abyssinia, partly also 
to the success of the R.A.F. with its 
new machines. There is still trouble 
enough in Egypt, but it appears to be 
confined to the students. Apparently 
the peasants, the Arabs and the com- 
mercial community are generally anti- 


Italian and pro-British. 
S 6 j 


Revival Still Confined 
to Sterling Countries | 


R evival is again confined to the ster- 
ling countries. There hes been a defi- 
nite lull in German industrial improve- 
ment; the French situation is easier 
financially but worse industrially; Bel- 
gium, on the other hand, is forging 
ahead under the double impetus of de- 
valuation to the sterling level and 
firmly controlled price levels. e 


The Business and Financial Trend 


On the Whole 
Balance is PLUS è 


n the whole, there is every indica- 
,tion that the pace of revival. at 
home is still increasing. Although the 
new influences at work may cause 


EXPORTS- 
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serious damage to our partly restored 
industries, the factors behind recovery 


‘far outweigh the influences which may 


retard it. We therefore anticipate an 
extremely successful trading year in 
1936, one which will justify the most 
progressive plans. 
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OUTLOOK 


for Industrial Share Prices 


° C. E. JACOMB, Finaricial Editor and Consultant to ‘Business’ 


re Industrials too high? This is a 
question that is exercising the 
minds of many investors who are 

seeking a lead in formulating their stock 
market policy for the next few months. 

Such inguirers well remember that in 
1935 there was at one time every indica- 
tion of an industrial s@are boom, but 
that the upward movement of prices 
was immediately arrested on the out- 
break of the Italo-Abyssinian war; the 
fears of what this war might lead to 
caused an abrupt fall, and serious price 
losses were sustained. ` 

They recall that during the past few 
weeks, however, these fears have 
receded, and prices have once more 
turned on the upward curve, so that in 
many cages prices to-day are nearly as 


-Stock or Share Highest Lowest Jan. 21 
1985 1985 1986 
A P.Cement 68s. 9d. 89s. Od. 69s. 14d. 
Brit. Oxygen 6-8 / 82 71s. Od. 5-15 / 16 
Imp. Chem 88s. 7d. 88s. Od. 87s. Od. 
Tate & Lyle 92s. 8d. 67s. 8d. 89s, 43d 
Austin 59s. Od. 89s. Od. 46s. Od. 
Rolls Royce 8-8/8 5-8 /16 8-5 / 32 
Courtaulds 60s. 9d 46s. 4d. 59s. 3d. 
Vickers (6s.8d.) 21s. 7d 8s. 9d. 20s. 9d. 
istillers 99s. Od. 88s. Od. 98s. 8d. xD 
Imp. Tob. 7-29 / 82 6-15 / 82 7-27 / 82 


high as the highest levels touched in 
1935- ` 


This price trend is well exemplified in 
the table, shown in the centre column, 
of representative industrials which gives 
the highest and lowest markings of 1935 
in comparison with the quotations on 
January 21st, 1936. 

In examining this list it is apparent 
‘that the bulk of the 1935 losses have 
been made good, and the question arises 


whether the cautious investor is not 


taking a risk iff holding for a further 
recovery. 

In support of this view several cogent 
considerations might be urged. First, it 
is by no means certain that all danger 
of foreign trouble has been removed, 
and if war did overtake us, prices would 
certainly fall like a stone. Second, there 
is the very obscure position in France; 
for, were French franc devaluation to 
happen, it would mean the break-up of 
the gold bloc and we should be pre- 
cipitated into a fresh period of currency 
uncertainty. And third, there is the 
equally mystifying situation in America. 

Against these fears, however, there is 
an equally imposing array.of factors 
which safeguard our position. The 
importance of our balanced budget and 
rising revenue cannot be exaggerated, 
while to meet the threat of foreign 
currency strains we have the invaluable 
weapon of a sterling which is no longer 


keyed immutably to gold, -and is there- 
fore flexible and readily controlled by 
the Exchange Equalization Fund. 

Then, again, there is the psychological 
factor that we are now thoroughly 
inured to uncertainties emanating from 
the foreign field and have thus evolved 
a rather parochial outlook, whose justi- 
fication lies in the fact that despite all 
shocks whatsoever, our overseas trade 
is definitely on the up-grade. . ° 

On balance, then, the pros and con 
may be held to cancel out, and it wo 
be just, therefore, to argue that i 
highest industrial price levels wer 
fled on prospects in 1935, similar 
would be equally justified to-day. 
if this is true, it would not be rash 
answer our original question- by say 
roundly that industrial prices are 
too high. 

But can we go further? 

Personally, I think we can. 

It must not be forgotten that th 
highest prices of 1935 were the reflection 
of market opinions come to on the basis 
of profit and dividends being earned and 
paid at that time. Since then, however, 
profits of hundreds of industrial com- 
panies have increased and hundreds of 
larger dividends are being paid. Thus -~ 
it is a fact that even if in many cases 
to-day’s prices are equal to the highest 

















“ACTIVITY FACTORS 


Business Activity Index 
Steel Production 
Iron Production 
Coal Production 
Imports (total value) 
Raw Material Imports 
Exports (total value) 
Building: (total value) 
Factories, etc. 
Employment. 
Wholesale Prices: - 
Rail Traffics 
Postal Receipts (net) 
Bank Turnover 
Shipping: Entrances 
Clearances 
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Raw Cotton 

Wool Text. Wages 

Electricity Output 
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BASIC 
INDUSTRIES 
Still Rising With 
Other Trade 
Factors 


The year (1985) ended with a magnifi- 

cent spurt, the basic industries keeping 
well up with the lighter, more modern 
-trades. 
_ The tremendous activity of the steel 
industry shows in the 24.8 advance in 
production. Iron output, too, was ahead 
of December, 1984, at 8.8. As both 
these industries are still straining to 
keep up with demand, further advances 
are certain in the next few months. 
į Business activity as a whole remains 
5.6 up, another indication of the high 
level at which industry is now running. 
Significant is the big advance in build- 
ing plans for factories and business 
p es. 

Raw cotton imports showed a huge 
gain at 83.8, while electricity output 
wern ahead again at 28.9. Three other 
significant pointers are the advances of 
wholesale prices and retail sales, at 8.6 
ae ae respectively, and employment 
at 8.8. 

The chart shows the percentage rise 
or fall in the Jeading activity factors in 
December, 1935, compared with Decem- 
ber, 19384. Black bars show the latest 
available figures. Shaded bars represent 
the month previous, November. 
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1935 levels, these prices, on to-day’s 
profits and dividend prospects, are sub- 
stantially lower. 

For this reason, I am of- the opinion 
that first-class industrial shgres are by 
no means over-valued to-day, and that, 
granted reasonable stability abroad and 
a quiet continuance of ofr own indus- 
trial recovery, we shall see a further 
long list of capital appreciations during 
the next few months. 

I wish to stress, however, that in 
choosing industrial shares for capital 
appreciation, it is immensely important 
for investors to examine the companies’ 


profit-earning and dividend-paying bis- ` 


tories, for there is always the danger that 
in any general upward move in mar- 
kets the price of shares in companies 
earning meagre profits and with little 
hope ‘of paying dividends may be run 


+ 


- 


up on parallel lines with the shares of 
companies which, are making genuine 
progress. 





Take Advantage of This 
e ‘BUSINESS’ SERVICE 
Here is the Stock Exchange, dealt 
with from a new angle*—that of the 
active business executive. Mr. 
Jacomb, ir addition to providing in 
‘his articles a new line.of information 
in this sphere, is open to give free 
advice to readers of ‘Business’ on 
their private investment problems 
and on the similar problems 

- concerning their firms. 


Please address Mr. Jacomb, c/o The 
Editor, 6 Carmelite Street, E.C. 4. 
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FIXED TRUSTS 


And Prospective Legislation 


Business Men hope the opportunity will be taken 
to clip the wings of the share pushers . 





usiness men are asking: ‘‘What, 

to-day, is the position in the Fixed 

Trust Movement, and how are 
our interests regarding it being safe- 
guarded ?’’ 

In two words, the answer is: ‘‘Excel- 
lent and admirably.’’ 

It is common knowledge that the 
recent interim report of the Stock 
Exchange Sub-Committee declined ‘to 
récommend ‘‘House’’ regulation, giving 
as its reason that the Fixed Trust ques- 
tion might not be wholly within the 
scope of Stock Exchange procedure, 
and that, consequently, legislation was 
clearly called for. 

This attitude has evoked a deal of 
curiosity, though any anxiety -which 
might have been felt was allayed at the 
start by the Sub-Committee’s dictum 
that ‘‘the public interest does not 
demand the suppression of Fixed 
Trusts’. 
` The effect of this implied unofficial 
“recognition” was enhanced by the 
issue of'a very detailed outline of what, 
in the opinion of the Stock Bxcharfge 
Sub-Committee, constitute those condi- 
tions of Fixed Trust Management which 
would ensure adequate safeguards to 
the public against “‘exploit&tion’’. 

The immediate sequel to this Stock 
Exchange dictum has “Seen whole- 
hearted agreement on the part of exist- 
ing Fixed Trusts that legislation is over- 
due, and affirmation on the part of the 
leading Trusts to the chief provisions of 
the Stock Exchange Sub-Committee’s 
draft regulations.’ 


The leading Trusts, also, have made 
it clear that, in point of fact, they are 
already adhering in detail to these draft 
provisions in the present-day manage- 
ment methods of their own operations. 

What, then, of the future? 

At the time of writing, much activity 
is in progress towards the formation of 
a new Association which will correlate 
the interests and attitudes of all exist- 
ing Fixed Trusts. Once formed, this 
association will speak with a single 
voice in relation to the whole move- 
ment. 

I hope, in my next article, to be able 
to give details of the plans of this new 
association, and to state how, exactly, 
it’ will propose to link up with the Stock 
Exchange authorities in a combined 
effort to secure legislation on terms 
which it is agreed will best serve 
the interests of the general investing 
public. 

To-day, however, I suggest that the 
full implications of the proposed Fixed 
Trust legislation have not yet been 
realized. Granted the Sub-Committee’s 


‘implied agreement that Fixed Trusts 


are of benefit to the public, Stock 
Exchange reluctance te regulate, itself, 
Fixed Trust procedure can only be 
explained logically by the fact that 
other forms of unregulated ‘“‘invest- 
ment’’ appeal require legislation even 
more urgently. 

This being tke case, is it too much 
to hope that any legislation aiming at 
control of Fixed Trusts shall be made 
to include a much wider field? 
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Present-day Fixed Trusts are honest. 
But what of the many ‘“‘outside’’ 
brokers who specialize in questionable 
option dealing? What of the numbers 
of pseudo land or building societies 
advertising absurdly high rates of 
interest? What of the legion of 
flagrantly dishonest share-pushers? 

In view of the menace to the unin- 
structed investor of these and similar 
types of financial shark, is it too much 
to hope that advantage shall be taken 
of the definite need for regulation of 
honest Fixed Trust practice to create, 
at the same time, a code giving protec- 
tion to the public against exploitation 
by frankly dishonest money snatchers . 
who are at present operating without 
let or hindranc@ either from the Stock 
Exchange or from the law? 
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A Case For 
MONETARY REFORM 


strong case for monetary reform is 

presented in Key in Our Bosom, by 

O“ Whyte Hall (Heath Cranfon, Ltd. 
3s. 6d.). 

Tt will be welcomed by many who have 
seen something wrong in ‘‘the inter- 
national arrangement which makes money 
the master where it should be the servant, 
and which makes the money-masters the 
masters also of trade and industry”. 

“It is simply proposed,” .says the 
author, ‘‘to facilitate the exchange (of 
goods and services) by making good ‘this 
(monetary) deficiency.”’ 

To accomplish such a reversal of the 
monetary system the proposals of Mr. 
Whyte Hall seem inadequate, but his book 
is well worth study by those who have 
yet to appreciate the need for what the 
reformers term controlled inflation or 
“‘reflation’’. 

Even here, in what must be judged a 
sound denunciation of the present system 
of restricted money, the author leaves on 
one side the question of debt. 

The suggestion is for a ‘‘domestic’’ 
money which, issued by the Government 
and not convertible into ordinary money, 
would be independent of the international 
scheme and act as a subsidiary channel for 
spending within the country. 

This would restrict its use to certain 
classes of purchas§s, meaning its usefulness 
would not be so great as that of ordinary 
money which, though nominally of the 
same value, would thus be generally pre- 
ferred. 

This question arises: What is to prevent 
secret trading in the two*kinds of money 
which, if it went.on, would be bound 
to lead to a fall in the value of the 
‘“‘domestic’’ money? ‘In sound, as well as 
in unsound, finance Gresham’s law still 
applies. 

This is not the place to put forward rival 
theories, but it does seem that if the prin- 
ciple of ‘‘domestic’’ money is sound, as 
claimed, then it might well be made the 
only money—its volume dictated by the 
needs .of industry and these requirements 
gauged by the effect on an agreed price 
level. This money could be issued in 
exchange for large portions of the national 
debt, which would then be wiped off. 
Naturally, under such a scheme, aggregate 
imports and exports (visible and invisible) 
would have to balance. 


P.G.W.P 
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This Sales Dolicy 
is DIFFERENT’...  - 





n this particular type of business, sales 
promotion does not call for anything 
in the way of spectacular drives, or 

of periodical high pressure methods. 
The:procedure is rather one of steady 
effort in a few but very exactly chosen 


. directions. 


_ While ours is certainly a technical 
product, it is one of that very limited 
class which is also an item of almost 
universal use. It is known and used by 
a great mass of the public as well as by 
the technicians for special purposes. 
There are manufacturers of other pro- 
ducts which come within this small class 
of technical-universal use who endorse 
the policy of wide advertising in the 
leading national papers for the promo- 


tion of their sales to the public. 
‘ © 


Provincial Advertising Gives Us 
This Flexibility 


Now, while we have every apprecia- 
.tion of this type of advertising, which 
we have used extensively, it is our con- 
sidered opinion; after many years of 
careful observation, that for our par- 
ticular product at, any rate, better re- 
sults are obtained by spreading a large 
proportion of our advertising appropria- 
tion over a wide and carefully selected 
range of provincial newspapers. 

Since we adopted this policy six years 
ago our sales have shown a steady and 
- substantial increase every year. 

It is, of course, impossible to trace 
the direct results of this type of adver- 
tising in the way that manufacturers 
do who sell direct to the consumer and 
who can, therefore, by means of ‘‘keys’’ 
and other devices, check the pulling 
power of the various media. 

We sell, through the trade, direct to 
wholesalers, who in, turn distribute to 
thé retailers; but by using the provincial 
papers we can obtain ® certain amount 
-of flexibility in controlling our various 
sales territories. 

For sales management purposes we 
have the country divided up into ten 
distinct areas, each of which is looked 
‘after by a resident salesman. From 
every salesman we get a daily report 
which summarizes conditions and act- 
ivities of the retail traders upon whom 
-he has called. "Thus, although the re- 
tailers buy through their wholesalers, 
and that phase of distribution does not 
show up directly in.our records, we are, 
from these reports, able to keep our 
. finger on the pulse of activity in each 
area. 

This being so, we can regulate the 
pressure and type of our provincial 
newspaper advertising accordingly," “a 
' measure which is not possible in the 
case of general advertising in national 
media. >% 
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*  .« | In fostering ‘replacement’ sales 


-of sparking plugs this company 
finds that PROVINCIAL news- 


From 


W. SHELLEY 

Sales Manager 

LODGE PLUGS 
LTD.” 
Rugby 


_Our Salesmen DO NOT Take 
Orders 
Having mentioned that our retail 
customers buy through their recognized 
wholesalers and not through our sales- 
men, it might be of interest to describe 
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Request for FREE 
LODGE ADVERTISING MATERIAL 


3 Vettes Seeees + eink sparg a nettat + rears + ee teete ed t ee nde at toe poeeree -rm 


Metten saneiatret sa te te FSi heeee steesa + 


3 NE RRR het: FEE à sn ERR EOIN miset oe ar p eras Me > sme 


< oree sat Re THER shat  Peeeseeesreeere 


Name of usual Factor:. 


TENS ee sasereas FEEL? MEE SERIE Brey © srh spuiipies merrer varar 


Motor Car, Motor Cycle, Commercial 


RECOMMENDATION CHART 
{to hang) 24 x 18", 


SHOWCARDS {to hang or stand} 


Class of trade— 
{Delete as necenorrè 
* 


PCI 


do. for Ford do... 
do. for Morris do..... 
do. for Standard do, l... . .... 


STK | CORRESPONDENCE STICKER! 


Ref Mo amc 06/35 





Where necessary sock use prepaid 
order post cards such as this on which . 
to ‘make their own requests, for ad- 
vertising material 
a little more fully what the function of 
our salesmen really is. 

Actually, they are not salesmen at 
all; at least, not in the sense that they 
go out for orders. Each-salesman fulfils 
the important role of*liaison man be- 
tween our company and its customers; 
he is not expected to get orders. His 
duty is to keep-constantly in touch with 


paper advertising makes pos- 
sible a highly flexible control 
of sales effort @ Their team 
of salesmen take no orders ` 
Dealer-aid publicity is hand 
_by a special 









‘Flying-Sqj 





all trade outlets in his area and to 
centrate on propagating goodwill. } 
does this by generally talking about of 
products, giving advice to the custome 
as to how he can better sell Lodge 
plugs, helping him with his display 
matter, advising on the more simple 
of the technical problems and settling 
any disputes or misunderstandings that 
might arise in the course of business 
with us. These latter, of course, are 
very few indeed; but even a small snag. 
is irritating to a customer, and it is 
much appreciated by him to have a 
direct representative of the company— 
particularly one whose primary interest 
is not so obviously that of onder gering 

Our salesmen are paid no commission, 
and they are not judged on their value 
as direct order-getters. 
men, paid on a straight salary basis, 
with, of course, expenses. 





These Market Reports Direct Our 
Såles Efforts 


From this explanation it will be 
gathered that the salesman’s daily re- 
ports consist entirely of an outline of 
the conditions of trade with each cus- 
tomer, what kind of stocks he carries, 
what type of business man he is, and, 
very important, whether he can be 
helped to sell more of our products, 

t i in this particular connection 
that our policy of treating areas locally, 
in so far as newspaper advertising is 
concerned, gives us the advantage of 
being able to put on pressure where it is 
needed. 

We have proved through observation 
over a number of years that retailers 
can be persuaded to increase their 
stocks through adjustments of the local 
newspaper advertising to include their 
names as stockists. Then, having in- 
creased their stocks, our travelling re- 
presentatives follow this up with advice 


They are staff x 
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POPULAR FORD SALOON, £100, COMPLETELY EQUIPPED 


Is Britain’s first {100 Four-Seated Saloon, and a car as satisfactory in every 
direction for business service as for purely recreative motoring. 

The Local’ Ford Dealer will satisfy you, in his showroom and on the road, that 
it is the soundest investment in the realm of road-transport that you can make. See too the 
Ford §-Cwt. Light Dglivery Van (Capacity 50 cubie ft.), also £100. 


ALL PRICES AT WORKS 


® 
Every Ford Dealer can render first-rate service, with fixed, low charges for all replacements 
and repairs, without delay or uncertainty as to maintenance-costs. 





@ Ford Cars & Trucks — Proved by the Past — Improved for the Futurel e@ 


FORD MOTOR COMPANY LIMITED, WORKS: DAGENHAM, ESSEX. LONDON SHOWROOMS: 88 REGENT STREET, W.1 
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. . A DESK THAT SYMBOLISES- 
AN ORGANISATION’s EFFICIENCY 


Years of experience satisfying the exact- 
ing demands of Britain’s most fastidious 
executives has resulted itf the production 
of this “Dynamique” model desk. 


It PA “star’’ turn even among' Art Metal 
productions. Conceived to embody the 
most modern trend in desk beauty and 
usefulness, our craftsmen have combined 
the two, even to the smallest detail. 


Glance again at the picture, 4 


Note the beauty in line and form: see how 


_ the legs are placed to allow easy access to 


the chair and facilitate swinging without 
colliding with the legs. This design also 
makes for easier cleaning of the floor 
beneath the desk. Everything has been 
thought of, nothing overlooked, in an 


endeavour to produce the finest in 


executive office furniture. 


Steel Office Ts cae Catalogue No. 609 sent upon request 


Art Metal -_ 


CONSTRUCTION COMPANY ° 


OFFICES AND FACTORY : Z 
201 Buckingham Palace Read, . JA i 

London, SW. (= 
Telephone: Sloane 5201 (6 lines) 
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LONDON SHOWROOMS : 
Alexandra House, 

=) 31 Kingsway, 

London, W.C.2 
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MARKETING - ADVERTISING - SELLING 


to them upon better selling and with 
the provision, possibly, of more dealer 
display material, leaflets for motorists, 
and so on. 


Special «Flying Squad’ Handle 
Dealer-Aid Matter 

Dealer display materi@ is an import- 
ant item of our publicity matter, and 
we handle it in a very particular way. 

In addition to our territorial sales- 
men, we have on the staff three special 
delivery men who travel the entire 
country doing nothing but supply 
dealers with display matter, leaflets 
and other forms of publicity matter. 

These men are specially picked for 
the job, and it might be mentioned that 
it is by no means an easy matter to find 
really suitable men. 

They are provided with a motor-van 
in? which they carry (a) a complete 
ample range of all our publicity matter; 
small stocks of each item. These 
more or less follow the travellers. 
ition, travellers’ requests from 
or publicity matter are dealt 
t from the works unless the 
n is to be in the neighbour- 
u. reasonably short space of 


ary way, however, these 
n all stockists, much in 
that the travellers do, 
eir only job is to advise 
d of display matter a stockist 
uld have, how he can best use it, 
and, of course, supply it. 


Cutting Down Waste in Display 
Material 

When the van-man takes an order for 
publicity matter he can nearly always 
fill it on the spot from his van; failing 
that, he can send the order to head 
office for its dispatch direct from 
Rugby. Both district representatives 
and van-men are provided with post- 
paid order-postcards (reproduced in this 
article) to leave with the stockist, who 
can thus make his own request direct 
yw to us for any additional or special 
advertisement material he may want in 
the future. 

It might be mentioned that many of 
these orders sent in by stockists them- 
selves need a good deal of “boiling 
down’’. It is not that we are in any 


way unwilling to give a trader ample | 


display material, but it is our experience 


that their. own estimates of how much 
matter they cangeally use effectively is 
often exaggerated. We have to modify 
the requests, tactfully, but to limits 





a PSR Nt lc. 


23 


to advertisements in local newspapers. 
No charge whatever is made, even when ` 
stockists’ names and addresses are in- 
cluded. 
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which we know will be more to the 
trader’s advantage—and to ours, 
through the elimination of unneces- 
sary expense. 

We do not charge stockists for any 
of the display matter which we supply. 
We know that there is a strong argu- 
ment in favour of the thought that a 
trader values only that towards which 
he himself has made some financial con- 
tribution. We do not doubt the sound- 
ness of this policy—-in some trades and 
under some conditions. In our particu- 
lar trade, however, it is out of the 
question. 

Our travelling salesmen and our van- 
men, plus our scrutiny at head office, 
of requests received direct, provide 
an adequate safeguard against thé too 
prodigal issue of publicity matter, and 
at the same time ensure that what is 
issued is put to the best practical use. 

The same principle operates in regard 


LODGE RECOMMENDATIONS 


MORRIS 


Yarr of car and type of plug 


| 
ALL SERIES L & (1, CARS—LODGE C14 


Made completely in England by LODGE PLUGG LTD., AUGBY 











These small leaflets are dis- 
tributed by stockists. They 
constitute one of the most 
effective means of appealing to 
car users. Motorists are natur- 
ally more interested in equip- 
ment shown asdesigned for the 
specific car which they own 
than they are in‘mere general 
lists 





Fewer Sizes Reduce Transit and 
Damage Costs 


Before leaving this subject of dealer 
display matter I should like to mention 
a point which I feel sure will be of in- 
terest to all firms who dispatch display 
material to users by post or other forms 
of carriage. 

For some years now we have steadily 
reduced our costs of packing and car- 
riage, and reduced the amount of dam- 
age to pieces, by gradually standardiz- 
ing the items so that all ranges can be 
packed within a very few sizes of fibre 
containers. 

As a matter of fact, we have not quite 
got down to the final point of having 
the containers, but we have got a very 
fair degree of standardization. Our 
idea has been tp preserve a fair number 
of ranges, sufficient to give plenty of 


(Continued on page 42) 
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pace only 12 by 7 inches, this 
new time clock is fully automatic. 
It incorporates a Smith’s synchronous 
electric movement; alternately, it can 
be linked into a Master Clock circuit. 
Outstanding features are: (1) Automatic 
card adjustment makes it possible for 
“in” and ‘‘out’’ recordings to follow 
each other; (2) by means of an auto- 
matic device (adjustable to individual 
needs} late arrivals, early departures, 
overtime, etc., are recorded in red; (3) 
automatic vertical and horizontal set- 
tings ensure daily recordings being made 


in vertical columns for easy wage, etc., 
calculations; (4) recordings made on 
fronts of cards, cards need no turning 
over or upside ‘down; (5) clock can be 
made automatically to operate bell or 
other signals. 

In style and finish this clock is a big 
departure from the usual ‘‘industrial’’ 
type; it is designed as a piece of equip- 
ment that will fit in harmoniously with 
even the most exclusive furnishing 
scheme. This is particularly important 
to consider when the time clock is to be 
installed in a modern office. 


24 


WHEN SALES TAIL. OFF WE: 


SEND FOR THE... ARCHITECT 


n an organization such as ours, with 
| shops in two hundred cities and 
. ` towns up and down the country, the 

atialysis of the daily, weekly and 
monthly. figures for each shop has 
naturally been developed into a very 
exact science. i 

Every shop, of course, has its ups and 
downs, and’for these fluctuations there 
are generally fairly simgle reasons, ones 
that are well known to us. But when 
any particular shop shows what we call 
a “‘chronic”’ falling off, a decline quite 
_ out of proportion to an ordinary fluctu- 

ation, then we at once make a move 
that some may think unusual . > . we 
send for our architect. 

We do this because we know that, 
by constant supervision, the internal 
organization of our shops is as nearly 
perfect as we can make it. 

Our staffs are carefully chosen, fully 
trained and well supervised. Our buy- 
ing and display are right up to the 
mark. All our internal routine is well 
planned and is constantly checked so 
that it maintains our standards. Our 
shop locations are fixed only after the 
fullest investigation’ of neighbourhood, 
position, and so on. All that is left, 
therefore, is the structural factor of the 
shop and its contents. -It is here, there- 
fore, that we start an investigation 


By THE CHAIRMAN of 





A Chain of Famous Retail 
Shops 


whenever there is an unexplainable 
falling off in business. 

When we call the architect, he meets 
a small committee comprising myself, 
the general sales manager, the publicity 
manager, the equipment manager, and 
the. local manager of the shop in ques- 
tion. After a general talk, and provided 


no definite reason for the declining- 


business has been found, we order the 
following things to be done: 


The Enquiry Committee Orders 
. these Investigations 

I. Place observers to ‘‘clock’’ the 
flow of pedestrian traffic all through the 
day. Special note is taken of both sides 
of the street, the number of people who 
stop at our windows, the number that 
pass by, number that enter the shop, 
number that cross the street to enter, 
and so on. i 

2. Place observers inside the shop to 
see how customers buy, to note the lay- 
out of counters, show-cases, cash-desk, 


etc., and to see if those arrangements 


offer any. obstacle to easy buying. 
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3. Take a general photograph of the 
shop front showing neighbouring’ shops 
on each side. From this we can make 
useful comparisons and calculate the 
possibilities* of developing telling con- 
trasts in design and arrangement. . 

4. Measure gthe light intensity and 
power of neighbouring shops and street 
lighting. Take photos of the night 
appearance of the streets. These points 
help us ‘to gauge our own lighting 
requirements in relation to surround- 
ings. ~ ‘ i i 

5. Question the manager and staff of 

the shop .in question and encourage 
them to give their frank opinions about - 
any supposed faults and suggestions 
they have for improvements. 
‘ When we have all this data the archi- 
tect is again called into conference and 
we'discuss the points fully. What we 
have to discover is the source of th 
sales resistance. - 

The actual carrying out of these 
lines of investigation is handled 
staft of our publicity departme 

During the past ten yearg 
found it necessary to call m 
conferences, and althoug 
before they are opened, 
fully planned, we have 
case where a loss of 
a mere fluctuation) was 
other than some struct 


These are a few of the Diff 
Overcome 


In one case a particular type o 
revolving door was found to be strictly 
avoided by elderly people and by 
women with young children. 

In another shop we had been com- 
pelled to have some departments up on 
the first floor. We made the staircase 
as easy as possible, but when a com- 
petitor opened new premises all on the 
ground floor, we lost trade. We put 
in a lift and rearranged the départments 
so that only goods appealing to yeunger 
people were upstairs. eg. 

Other cases include the abolishing of 
two shallow steps at the shop entrance 
and making the rise a gentle slope 
instead. By adding a tea-room to one 
branch we won back trade that was 
going to a new competitor. Moving a 
cash-desk away from a draughty posi- 
tion was appreciated by elderly people. 
Some towns like the more ‘‘open’’ dis- 
play of goods; we have provided this. 
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Local Managers Always Consulted 
about New Plans 


Whatever tTebuilding plans we devise 
at head office, however, we always do 
the planning in conjunction with the 
local manager of the shop in question. 
We feel that he, as an intelligent 
observer, is well qualified to know what 
is best for his own conditions. - Not only 
that, to coffsult the local -staffs freely 
gives them confidence in themselves and: 
in head officf. They do not feel that 
headquarters exercises unsympathetic 
and autocratic control. 

Sometimes the alterations we under- 
take are very costly, but as a general 
policy of using the architect as a remedy 
for certain conditions of falling trade, 
we have found that it pays handsomely. 


MANAGEMENT - CONTROL - POLICY 


‘BUSINESS’ FACTORY SIPE SURYEY, No. 6: 
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ut the River Severn industrial area 
akin to that of'the Midlands. 
f distinction between the two 
scale of operations. Com- 
such centres as Birming- 
hampton, and Coventry, 
total output of industry 
wns such as Worcester, 
derminster, Gloucester 
certainly less, but the 
oth areas are on a com- 



















é 
able basis. 
There are always areas in any country 
that naturally select themselves as suit- 
able points of massing population and 


trading posts.” Along the Severn River. 


such centres have existed at least since 
the days of the Iberians. Gloucester, 
for instance, has flourished for over 
2,000 years. The Pheenicians traded 
there before the Romans came, and 
under the rush and roar of this cathe- 
dral .city lie buried the. remains of a 
‘great industrial past. 
But there is nothing of the ancient 
about the present industries in the Severn 
. area, and with the modern tendency 
to erect factories near to large markets 
there has been a very active develop- 
. ment of new industries. Worcester and 
Bristol, for example, seem to have 
taken on new significance as gateways 
to the West. Not that they have been 
neglected as such in the past; far from 
it. Recognition as strategic points of 
distribution for trade in this day and 
age has been growing since the indus- 
trial expansion of last century. Many 
distributing depots have been located in 
and near them, but the trend to-day is 
to build a factory to supply the market 
available throughout Western England. 


These Reasons Most Influence the 
Choice of Sites 


There is, as I just mentioged, a diver- 
sity of business interests in this area. 
That in itself is a magnet grawing other 
industries to the district. Again, it is 
a wealthy and prosperous area—another 
attraction especially for the manufac- 
turer who sells an article of everyday 
use. 

But the outstanding reasons why 
firms have built and are building fac- 
tories in the district are shown in the 
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THE SEVERN VALLEY 





[Photos heinneaye “Bristol Evening World” 
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o.. SIX Reasons Why 
It is a GOOD One 


> . 





Other reasons also 


panel on this page. 
enter into consideration, but these six 
are in the main most considered. 


Local Authorities give Valuable Help 
to Business Men 


Water, gas, electricity, coal, oil and 
other such necessities to industry, are 
available at cheap rates through the 


THE 
SEVERN VALLEY 
OFFERS l 


]. Good Rail, Road antl 
Water Transport 
Facilities 


_ Strategicdistribution 
“point for a bis, 
wealthy market and 
parts further afield 


_ Close to many vital 
' raw materials 


4. Ample good, cheap 
land available, pur - 
chasable in’small lots 
if required 


Low Rents, Rates 
` and other charges 


Good supply of 
Labour, skilled and 
unskilled 





6. 


for Business 


enterprise of the local authorities, who 
make a real effort to be of service to 
local manufacturers. Recently, for 
example, it was found that the water 
supply for the Chittening Estate, 
Avonmouth, was inadequate for the 
factories located there. The Bristol 
authorities immediately bored for water 
and found a supply of 1,000,000 gallons 
a day. Asa result, this may lead to 
other firms building factories on the 
estate. 

The Bristol rates are low—1Is. in 
the £. The charges for electricity range 
according to consumption. Big power 
users can be supplied at a fraction of a 
penny per unit. There are over 300 
different industries in the city, all of 
which take power from the Corporation. 

In Gloucester the rates are lower, 9/8 
in the £, which means that manufac- 
turers actually pay no more than 2/5 
after allowancesgis made for the 75% 
rebate. Electi®city charges to big 
power users come out at less than a 
penny per unit while the standard price 
for gas is 7.957d. per therm, less 10%, 
and a further 5% for prompt payment, 
for industrial consumers. Water costs 
1/- per thousand gallons. 


Worcester, Stourport, Kidderminster 
—all have enterprising and progressive 
local authorities who are out to help 
the manufacturers settle inside their 
boundaries. Worcester, indeed, is one 
of the most rapidly growing industrial 
areas in the Severn district. It is 
widening and expanding its industrial 
life. Cloth and carpet factories are 
being joined by heavier plants—engi- 
neering works and factories supplying 
finished and semi-finished products to 
manufacturers in all other parts of the 
country. 

Another important point is the mild- 
ness of the climate the year round 
throughout this part of the Severn area. 
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On an average the winter temperature 
is 48 degrees F.; in summer 64 degrees 
F. The average rainfall is about 27 
inches. 


TRANSPORT: Two Railways, 
Canal, Sea-port, Main Roads 


There are probably few, if any, indus- 
trial centres in the country that offer 
such a wide variety of transportation 
facilities as are found along the Severn. 

As a seaport Bristol is, of course, 
famous. . Ever since tobacco and other 
products from the west have been im- 
ported by this country, the Severn ports 
have taken much of the trade. It was 
only natural that those great factories 
of W. D. & H. O. Wills and Fry’s 
should flourish there, as most of the raw 
materials used in those factories come 
across the Atlantic straight to the West 


Country ports. But the business of the. 


ports has grown more and more varied, 
and has increased enormously in vol- 
ume. The total trade of the port of 
Bristol during the past three years 
shows a steady increase. The figures are: 
1932, 3,584,915 tons; 1933, 3,718,773 
tons; 1934, 3,902,872 tons. 

These “figures show the city and its 
neighbouring centres are still growing in 
importance as ports, a significant fact 


often overlooked. This, in conjunction . 


with the other transport facilities, ex- 
plains why two big firms have just built 
grist mills at the Avonmouth docks. 
One belongs to R. Silcock & Son, of 


Liverpool, and the other.to R. & W.. 
These two. 


Paul, Ltd., of Ipswich. 
firms, as their local managers pointed 
out, are now in the centre of the 
Western market, with every facility for 
distribution and with a direct. ship-to- 
factory supply of raw materials, 


“Road Facilities Were Our Main 
Consideration” 


Under -the heading of “transport” 
come roads, railways, canals, airways 
and seaports. The two instances given 
above show the importance of the ship- 
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ping facilities in conjunction with the 
others. Now we ca turneto a tase 
where road facilities were of major 
importance. 

Mr. M. F. HIGGINS, mandging 
director, The Mining & Engineering 
Company Ltd., Worcester, praiséd 
the transport facilities that proyided 
one of the big reasens why his firm 
chose Worcester when they decided to 
leave Sheffield. ? 

“We are outside the coal-mining 
area,’’ Mr. Higgins pointed out, ‘but 
what we lose in transit facilities to Scot- 
land we gain by becoming nearer to 
South Wales.- Nor does our export 
business suffer, as we are handy to 
Southampton, London and even 
Liverpool.’’ l 
"Mr. E; KIRKBY, the commercial 
manager of the West Midland Sugar 


A z a7 T a h T 3 4 aF ews K ‘ 
wale fg e @HIDDERMINSTER ; 
RIVER SEVERN O STOURPORT.-..-. 

VALLEY Pes 


"S 

a6 

AAMA CAAA SAT Anger OA dag, vet 
af ae peat Paes ee ES 

. y an A ` 

oe 
wat od 

e kai ~ W. + 
we S S 


soan 


` 





Company Ltd., Kidderminster, -said 
that one leading reason for- his firm 
establishing themselves in the area was 
the cheap and accessible transport 
facilities. 

Mr. A. F. B. OSBORNE and 
Mr. W. A. G. HASELL, partners 
of the firm, Osborne & Hasell, Motor 
Body Builders, Brislington, Bristol, 
were both in agreement that the chief 
reason why they decided to build their 
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courtesy of “Bristol Boening World" 


Magnificent and healthy surroundings as well as the more commercial advantages 
discussed in this article are enjoyed by Fry’s at their new works outside Bristol 


‘in Gloucester. 
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plant at Brislington was because of the 
unique road facilities. 

“Here we have a key situation with 
main arterial roads to London, the 
West ande the North,” they said. 
“That is a reason that counted more 
with us than any other. We hunted 
sites until we were weary before we 
found this location. It is ideal for us 
in every way, as, naturally, our busi- 
ness is entirely bound up in motor 
transport.”’ ag 

Both Mr. Hasell and Mr. Osborne 
pointed out that they were within easy 
reach of their main market, the West 
of England, and in addition had a three- 
main-roads site, as important to them 
as a main-line railway site is to manu- 
facturers who depend on railway trans- 
portation. 














Here Railways Also Exercised 
An Influence 


Mr. CG, D. YOUNG, Man 
Director, Dalton-Young Pr 
Ltd., Warmley, is another 
who was chiefly swayed b 
sence of first-class transport 
the site he chose. 

“It was essential for 
quate facilities for ship 
rail,” Mr. Young poin 
we have both, as 
advantages.’’ 

‘The site had easy access to the 
portant distributing centres of Birm 
ham and Manchester,” stated Mr. T. 
McLAUCHLAN, director, Steatite & 
Porcelain Products Ltd., Stourport- 
on-Severn, explaining the part transport 
facilities played in attracting his frm to 
their present location. 

“And, of course,” he added, ‘“‘the 
fact that the railway line runs close to 
the site was a major point.” 


Second Biggest Canal in England 
and Wales wR 


Similar conditions were cited by fiims 
Mr. JAMES HILL,- 
Managing Director, Gloucester Shirt — 
Co., stated that with the services of 
two main-line railways—the G.W.R. 
and the L.M.S.R.—all the important 
centres of the country could be reached 
quickly. 

“We can dispatch an order here in 
the evening, and it will be delivered in 
Glasgow the following morning,” he 
explained. ‘The same quick service is 
available for London and other centres. 
That is one of the big advantages of 
locating here. 

‘*Besides that you have, of course; 
geod shipping facilities for export trade, 
and excellent roads for motor transport- 
ation all over the kingdom.”’’ 

Mr. Hill referred to the fact that 
Gloucester gs connected with the sea by 
the second largest ship canal in England 
and Wales. elt joins the Severn estuary 
at Sharpness with Birmingham and the 
Midlands by the Severn River, which 
has been canalized, and the Worcester 
and Birmingham Canal. Vessels up to 
1,200 tons are taken at Gloucester and 
up to 9,000 tons at Sharpness. 


(Continued on page 36) 
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investigated the case. 
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THIS SUGGESTION-BOX 
PLAN DID NOT WORK 


a a 
epi) 


ect contrast to the smooth-running efficiency of the 
ion-Box system in operation at Bournville, described 
e 1935 issue (p. 11) by two of Cadbury Bros.’ staff, 
found that the plan bred very serious obstacles to 
t arose from ill-feeling on the part of foremen and 
publish here his experiences of the system in force 
employing 7,000 men. We make no comment as to 
ossible reasons for this friction because we have not actually 
But we shall be interested to hear from 


readers their own experiences of the Suggestion system in 


operation.—Ed. 





n the summer of last year, BUSINESS 
| published an article entitled: “It 
Pays Us to Pay for Ideas.” Written 
by two members of the Suggestion 
Department of Cadbury Bros., Ltd., 
Bournville, this article explained how 
- smoothly the ‘‘suggestion-box’’ system 
_ ran in this great works, how employees 
of all ranks appreciated the plan, and 
how the company benefited by utiliza- 
tion of many cost-saving and efficiency- 
raising ideas. 

Now I do not for a moment doubt 
this efficacy and harmony of the sug- 
gestion system as it is conducted at 
Cadburys, and I am thoroughly in 
agreement with the principle of the 
system. 

In my own experience, however, I 
have found that the installation of such 
a plan has raised many grave difficul- 
ties. In view of the fact, therefore, that 
there must be many businesses® experi- 
encing some of these difficulties, and 
that there may be firms contemplating 
a ‘‘suggestion-box’’ scheme, but who 
have not yet encounteredethe difficul- 
ties, I feel that a record of some of my 
experience might be usefu® But I want 
it borne in mind that I am not in any 
way “knocking” the scheme. I simply 
state the facts as I found them, and 
stress the need for all such frictional 
conditions being removed if the 
organization is: to enjoy any benefit 
at all.from the suggestion plan. 


For ten years a scheme similar to that 
of Cadbury Bros. was in operation at a 
works employing some 7,000 men. 
Every effort was made to make the 
scheme a success; but here are some of 
the ‘‘snags’’ which were encountered. 


Employees With Ideas Were 
Victimized By Foremen . 


Frequently employees drew attention 
to the fact that they were victimized 
by their foremen and charge-hands 
because they submitted suggestions to 
the management, especially if those 
suggestions were adopted and a money 
reward granted. They complained that 
this victimization was even greater if 
the suggestion had been submitted 
without the knowledge of the foremen. 

At first these complaints showed 
themselves as ‘‘grumblings’’ and, 
accordingly, were pooh-poohed by the 


management as trivial, -or but the 
result of the imagination of the 
employee. Later, however, these 


grumblings became more frequent and 
more serious. Moreover, they were 
received from workers of proved worth 
and loyalty to the company, and not 
from the inveterate ‘‘growlers’’. That 
ill-feeling did exist was thus evident. 
Careful investigation showed that 
foremen did indeed resent the submit- 
ting of suggestions by their men. Not 
because -of the monetary reward, but 


SMOOTHLY 


By 
J. T. MORTON, 
General Manager, 
Clarke, Chapman & Co., Ltd. 
Gateshead 


because they thought that they were 


being side-stepped. Their pogjtion and, 
in some cases, their moral influence due 
to past achievements or reputation were 
being lowered in the eyes of their men. 
They did not like it, therefore they did 
not support it. Further, they con- 
sidered that these suggestions drew 
attention to the fact that they, the fore- 
men, had overlooked matters which it 
was their duty to discover, and, as a 
result of this, that they were thought 
less of by the management. 


No Reason Why Foremen Should 
Resent Employee-Ideas 


The management took pains to con- 
vince the foremen that in no way was 
their standing reduced because their 
men had had a brain-wave, and pointed 
out the folly of thinking that any 
adopted suggestion proved that the 
foremen had overlooked the point. Had 
it not also been missed by the manage- 
ment and by the experts? 

Regarding the making of suggestions 
without the knowledge of the foremen, 
it was agreed to encourage employees to 
seek their foreman’s aid when submit- 
ting suggestions, and to point out that 
the value of any suggestion would not 
be lessened because the foreman’s aid 
had been invoked. This was carried out 
by verbal explanations 4t special meet- 
ings of the workmen’s representatives 
and by suitably worded notices dis- 
played in the works. 

For a time no complaints were 
received, although that ill-feeling still 
existed was indicated by the fact that 
several verbal suggestions were received 
with the request that the suggestions 
should remain secret from the foreman 
in charge. 


Then It was Thought Foremen 
Abused Their Trust 
Later, however, came the solid com- 
plaint that foremen were ‘‘stealing 
ideas’’ when their help had been 
(Continued on page 43) 
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Simple BOOK-KEEPING That Gives . . . 


he special object of this article is to assist the small trader 
Tin his very real difficulty of keeping proper books of 

account and the preparation of final accounts (trading, 
profit and loss and balance-sheet) and the compilation of his 
Income-tax return. 

It is, of course, an easy matter to call in an accountant 
and to hand over all books, records, vouchers, etc. (in many 
cases incomplete) and leave the matter to him. The 
accountant prepares your accounts and balance-sheet, 
explains your financial position and returns the figures for 
income-tax purposes. But, is this all the trader requires? 
Is it not more essential that he himself should be able to 
ascertain, day by day, month by month, in proper analysed 
form, his exact positionein all accounts, real (property, etc.), 
nominal (items of expense or gain arising within the business) 
and personal? 

By the use of books similar to those described here the 





. This rn that J. A. Brown eae goods from you on the 3rd 
August ; he was duly debited, but returned a quantity of his purchases 
on the 4th August ; he was credited, and settled his account by Cash 


and Discount. S.B.—Sales Book (original entry made herein). 
R.IL.N.—Returns Inwards Book (original entry made herein). C.B.— 
Cash Book (original entry made herein). 





preparation of final accounts could be undertaken by the 
trader himself or by a reasonably intelligent clerk. 

It has been said that a small business does not need such 
complete records, but I submit that the smaller the business 
and capital the greater the necessity to localize and analyse 
all items of expense or gain for the safeguard of the business 
and the pursuit of decreased overheads. 

The books below, though adaptable by any business, are 
—for purposes of example—taken for that of a retail grocer. 
As many cash columns as required can be used in each book 
of original entry—x1. Total- 2. Groceries and Provisions. 
‘3. Wines and Spirits. 4. Cigars and Cigarettes, etc. 


SALES BOOK (for Credit Customers only) 


All sales are entered from appropriate voucher or counter 
book. Rule for posting (or transferring) to ledger :— 

Desir the customers’ accounts daily (debtors’ ledger). 

CREDIT appropriate sales account with columnar total at 
end of month (generalfledger). 


RETURNS INWARDS BOOK 


All returns (previously sales on credit) entered herein. 
Goods not up to standard, damaged, etc. Rule for posting 
(or transferring) to ledger :— 

DEBIT appropriate returns inward account with columnar 
total at end of month (general ledger). 


Dr. Sundry Débters Control a/o . Or. 
Partioulsre| Fol e e a || pate | parttculars| zo| £ s al 
| 


1954 S.B. 1934 
Aug. 31} To Sundriee | ID Aug 33 


















R.I. B 
By Returns B 


By Cash & 
Dis: 


138. nae | 


o/t hoo.17. 4 
L38. -. 6 





By Balance 





135. ~a 5 | 





Sept.1] To Balance | b/d | 100.17. 4 | {To agrdo with Iist of Debtors.) 

Total Sales from S.B. debited (original entries). Total Returns 
from R.I.B. credited (original entries). Total Cash and Discount 
from C.B. credited (original entries). Result: Total Sundry; Debit 
poe at 1/9/34 as per Debtors Ledger should equal Balance of 
this account. 


SMALL BUSINESSES 
‘Bettér Daily Control 


By 
FRANK RUMFITT 


This method clearly shows the superiority of 
Double-Entry over Single-Entry Book-keeping. 
The latter gives the trader control only of the 
moneys: owing to, or by him, and gives his 
Cash and Bank position. Double-Entry safe- » 
guards ALL transactions. Stock (surely of 
importance) and EVERY item of expense or, 
gain is controlled, and the trader’s financed 
position is visible at any time. 















CREDIT customers’ accounts daily (debtors’ J 


PURCHASES BOOK (for credit purchases 


All purchases on credit are entered fr 
account. Cases, crates, tins, etc., being dedy 
separately. Rule for posting (or transferring; as 

DEBIT appropriate purchase account with hanes to 
at end of month (general ledger). 

CREDIT, daily, firms from whom Boos purchased (credi- 
tors’ ledger). 


RETURNS OUTWARDS BOOK 


All returns by the trader of goods previously purchased. 
Rule for posting: (or transferring) to ledger :— 

Desit, daily, firm to whom returned (creditors’ ledger). 

CREDIT appropriate returns outward account with 
columnar total at end of month (general ledger). 


LEDGER (see examples) 


This is the principal book of account in double-entry ‘book- 
keeping and should contain, in a summarized and classified © 
form, the whole of a trader’s transactions as per the sub-œ~, 
sidiary books or books’ of original entry. There is nothing - 
to prevent all the accounts of the business being kept in one 
ledger but it is more practical to sub-divide the ledgers for 
convenience. Separate ledgers should, therefore, be kept 
for the accounts of customers to whom goods are sold, t.e. 
debtors (or sales) ledger; the accounts of persons from whom 
goods are purchased, i.e., creditors’ (or purchases’ ledger); 
the accounts of transactions affecting the business, t.e., 
general (or nominal) ledger; a private ledger containing the 
capital and drawing accounts of the proprietor or partners, 
control accounts, asset accounts such as plant and mach- 
inery, trade utensils, furniture, fixtures, etc., liability 


Pal 


CREDITORS for PURCHASES } LEDGER 
Money ng you 


To Returns 
To Balance 


Sept. l| By Balance 





You purchased goods from Barclay (P.B.—Purchases Book). You 
returned part of your purchases. (R.O.D.—Returns Outwards Book) 
You owe him, as your Creditor, the balance. 


accounts, and (also the profit and loss accounts and balance- 
sheets of the different trading periods). 


With regard to the two books, ‘“‘returns inward” and 


THINK WELL AHEAD 


All sections of ae British. Industries "Fair, 


tanpe 


1936, are open hbi February. irh —28th. 
The Fair is the most important commercial 

event of the year, Every. ‘busingss man must 

come to it — not oily: ta: éur'veyj the latest 


ars 


developments in: higtradé,"but’ito see in 


Stas ae MS 


advance what will bë Offered to the market in 
the course of the. year. Manufacturers are 
showing all their - experimental lines, and 
without knowledge gE them no business man 


Z 


can hope to kéep, ahead, or even abreast of, 


re 


his neighbour. ġo. 


. 
’ 

° + . 
` se : 
F -. 
‘ 


Pee 











r 


+ 


This applies with: particular force to the 
OFFICE APPLIANCES SECTION held 
OLYMPIA, LONDON. 


e Fair makes 3 sopuyin ng easy. You are 


a a: 


compare. “paces: ‘and: quality under 


eee . 


ry 
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l omi. = Airways Compantes to 
ee GIT; - : Bartieulgts’ ee request from the 


ent of 0 s 


versent, Frade; EG Old Queen Street, 
London, S.W.1, oF front Bira PERÄ Chamber of Commerce 
(Jne.), 95 New Streeiy:Bér riningham, 2. 
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TO ANY WINDOW 


KEEP YOUR FINGER ‘ON THE Š 


aT, 
` ` 


PULSE OF YOUR. BUSINESS '’ 


OW much time do you waste every day in 

‘‘chasing’’ details . . . checking up the re? ° 

ceipts of parts in the works or getting out invoices 
from the office? ... 

Think of the time and energy it would save if 
you could get into instantaneous communication with 
every department without leaving your desk... . 
Think of the convenience of being able to talk to 
any or all of your executives at the same time: to 
hold conference ys every department head still at 























his post. ... 
The Deora can do this for you... and 
enable you to keep your finger on the pulse of your 
business without leaving your chair. .. ° ° 


Can we have the opportunity of showing you how 
it can help you? ... We have some attractive litera- 
ture describing the Dictograph awaiting your request. 


DICTOGRAPH 
TELEPHONES 


LIMITED 


CHIEF SALES OFFICE: 
ABBEY HOUSE - - WESTMINSTER, S.W.I 


© THIS IS THE 
MASTER STATION 


For use of the Executive 
or Man-in-Control, and 
connected to all instrume¢ 
on the installation. 


ae 


Ma 
At . 
ew aa S w 





“4 


Tel. Abbey 5572 (3 lines) ; @® THIS IS THE : ae af 

Head Office and Works - - CROYDON, SURREY SUB -STATION or et 
which can call or be called by all T mana 

Branches at: Birmingham, Leeds, Bristol, Manchester, Glasgow, Master Stations, and is fully inter- à {É j 
Newcastle, Dublin, Belfast - communicating with all other Sub- aht 


: stations on the Installation. 










EASILY FIXED 


a 


When you are reviewing the activities of your various . 
departments do you know 


1. SALES DEPT. Which customers are not ordering? 
When they ordered last, and what product they order? 


2. STORES. What lines are at minimum on order or out 


of stock? 
3. WAGES DEPT. When an employee is due for wage 
revision? e ` 


OFFICE, OUSE OK 
BUSINESS PREMISES: 


Saai ays a 2 nid 





4. COUNTING HOUSE. Which customers are overdue with 
their payments and the accounts which are closed? 


= fE Mea x BS 
oe GEE TR Be, Jdi With Bizada Visible Equipment the answer to all these 
E ee FROM: NARASTA SRE yor 3 questions can be seen dat a Plance’’—Why not write or 


THE CRITTALL’ f AR mg ga || aa Be pecans 
CARTER- PARRATT, Lid. 


(P. J. Carter Eve, Managing Director) 


317, Abbey House, VICTORIA ST. 
; hy London, $.W.1 
s Works: Wickford (Essex) and Bath. Phone: Abbey 3675 
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“returns Gutward’’, the transactions entered in either could 


conceivably be dealt with as under:— ° è ° 


. RETURNS INWARD. Enter in the sales book in red 
ink (affecting, when adding, a deduction from the total black 
ink figure when closing off*at end of month). Crgdit the 
personal account concerned (your customer whom you 
previously debited). s 


' Trial Balance as at the Sist August, 1936 ; 


744256 














Wershalied. 
Saeh in Hand Balance Shoot { Asset] 















Cash at Bank 


Sundry Debtors sa per 
List of Balansas 















Sundry Ereditore as 
per List of Balances 





Trading Account (c A) 
(DA) | 


caf 





Salas Accounta 








Returns Inward a ~ 






Purchases Accounts 





Re tyrna Outward 








Discount given BR. 
Profit & Loss account {DA ; 


" {c R) + 
- (DR) | 
Deduction of Capital 


Aocount on, Balance Sheet 
LIABILITIES SIDE . 


hould appear : (a) Cash in Hand : in your Cash 
Cash at Bank. (c) Sundry” Debtors as per total 
gin your Debtors Ledger and agreed with Control 
iry Creditors as above, but Creditors Ledger and 
ps Accounts. Totals of Cash and Credi Sales 





to :— 
General Ledger 
Returns Inwards 
Purchases Accounts 
Returns Outwards 
Discount Accounts 
Office Expenses 

Proprietor’s Drawings as per account in Private Ledger. 


Balance of Accounts ~ 
in ‘General Ledger 





‘RETURNS OUTWARD. Enter in the purchases book 
in red ink (affecting, when adding, a deduction from the total 
black ink figure when closing off at end of month). Debit 


the personal account concerned (your supplier whom you 
previously crédited). 

‘This does obviate keeping two books of original entry, 
_-but, as analysis is the secret of good book-keeping, it is 
advisable to retain their use. 


Particulars | Fo. | Discount} Sundry 
Fos} given Debtors Sales aa 


To Cash’ Sales f 


To Cash 


Septei | To Balances | 


DEBIT SIDE 


Col. 1. Debit “Discount given ajc” in General Ledger with 
Total for Month. 


Together with discgunt these amounts have been posted, 


2. 
” individually, to Credit of „Customer's a/c in Debtors 
Ledger. 
» 3 The Cash Sales would, of course, have been entered daily 


in Cash Book. Credit General Sales a/c in General 
Ledger with monthly total. Further, analytical columns 
may be added for extraordinary receipts. 


a FERAL 





e 3ł 


CASH BOOK (see example) 

All moneys received are entered on the debit side of this 
book and all payments made on the credit side. I should 
here add that, throughout book-keeping by double entry, 
the guiding rule is that you peBIT the account RECEIVING 
BENEFIT and CREDIT the account GIVING BENEFIT, whether 
such accounts be real, nominal, or personal. 

Moneys received, for which a receipt has been given 
(obviously “inferring that the customer has a debit account 
in your ledger) are entered in the sundry debtors’ column 
and extended into the total cash column. Together with 
any discount given every receipt i is posted daily to the credit 
of the customers’ account ‘“‘By cash and discount CB = 
(one figure) in the debtors’ ledger. 

Cash sales, although entered daily in the is 
column and extended into the total cash column, are only 
posted in total at the end of each month to the credit of 
general sales account. 

Payments made are entered on the credit side in the detail 
and total column (cash or bank, whichever is “‘paying-out’’). 
Again, with the discount received, any amount paid to a 
sundry creditor (somebody from whom you have made a 
previous purchase on credit) is posted daily to the debit side 
of the respective personal account. ‘'To cash (or bank) 
and discount CB/—’’ in the creditors’ ledger. 


BANK ACCOUNT ° 

This is an integral part of the cash book and, as this book 
is an account, no other record need be kept of your banking 
transactions on current account. All receipts o$ money, 
whether cheques or not, are entered in the cash column. 
When a payment into bank is made up this is entered on the 
credit side of your cash book “‘By bank’’.and extended into 
the cash column (lessening your cash in hand).- 

On the debit side is entered ‘‘To cash” and extended into 
the bank column (increasing your cash at bank). When a 
cheque is made out for change or petty cash the above entry 
is reversed, debiting your cash and crediting your bank. 


. Your position as to ‘‘cash in hand”’ and ‘‘cash at bank” will 


be readily obtainable each day from this record and the 
agreeing of your bank pass book with the bank column of 


the cash book is easy. 


CONTROL ACCOUNTS 

As the title implies these are kept as a check on your 
debtors’ and creditors’ accounts in detail, and the localising 
of error. Debtors’ Ledger: The figure in the total column of 
your sales book at the end of each month (or whatever 
period it is required to rule off) is posted to the debit side 
of an account called the ‘‘Sundry debtors’ control account’. 
All cash received, and discount given—ascertained from the 
appropriate total columns on the debit side of the cash 


¢ ASH BO ọ a x 


Office 
Expensas 


CREDIT SIDE 

Col. 1. Credit “Discount received ajc” in General Ledger, with 
Total for month. 

°» 2. Together with discount these amounts have been posted, 
individually, to Debit of Suppliers ajc in Creditors 
Ledger. 

» 3. Debit “Office Expenses ajc” in General Ledger, with 
monthly total. . 

s 4- Debit “Proprietor’s Drawings ajc” in Private Ledger, with 


monthly total. 

Further analytical columns may be added for :— Wages (other than 
Office) ; Rent, Light, Water, Insurance, Rates, etc. ; Trade Expenses ; 
Cash Purchases ; + Trade Utensils; Sundry Charges, and these ajcs 
(in General Ledger) Debited with monthly totals. 


"32 
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book—is credited to this control account. If a ‘‘Returns 
inward book’’ has been put into operation the total appear- 
ing therein is also credited to this account. As and when a 
list of debit balances has been extracted from the debtors’ 
ledger the total sum should, of course, agree with the 
balance appearing on the control account at the stated date. 


SUNDRY: CREDITORS’ CONTROL ACCOUNT 


‘From the explanation given above it will be “clear that 
your “‘Sundry creditors’ control account” is prepared from 
your purchases book, returns outward book, and cash book, 
with the postings appearing pos. the opposite sides to the 
debtors’ control account. 


` 


TRIAL BALANCE (see example) 


The list of debit and credit ‘balances appearing in each 
of the ledgers is made to check the arithmetical accuracy of 
the postings. In double-entry book-keeping the total debits 
in the ledgers must always equal the total credits when a 
trial -balance is made to ascertain whether this is so, or not. 

The accounts are now ready for the preparation of fimal 
‘accounts, trading account, profit and loss account, and 
balance sheet. 

For the trader who at the-moment keeps his accounts only 
by Single Entry Book-keeping but who has now decided to 
_ change over to this method it will be necessary for a State- 
ment of Affairs to be prepared at a given date. An accurate 
list of all his Liabilities and Assets must be prepared and his 
Capital Account ascertained by the excess of assets over 


a 


BUSINESS for FEBRUARY, 1936 - 


liabilities; these sums will constitute the opening figures for 
his Private Ledger: 


Statement of Aua 31st July, 1934 


” è Dr. Cr. 

g £ s. d. n £58 d 
Cash in hand: @ ..; sie Su 8 o o 
Cash at Bank 125 O0 O 
Stock on hant 381 0 0 
Furniture and Fixtures 17 18 o 
Trad® Utensils 95 -2 6 
Sundry Debtors II4 2 Q 

_ Sundry Creditors 98 2 5 

Loan from J. Smith tek 50 0 9 

Proprietor’s Capital Account 593 O 10 


£745 3 3 4I 3 3 
(Many business men have asked: “Why should my capital . 
be shown as a Liability in my Balance Sheet’’ and I think 
that the most readily understood reply is ‘‘because it js a 
liability of the business towards the owner’’.) 
N.B.—-Stock in hand is valued at the closing of accoun 
cost price or market value, whichever is the lower, 
brought into the books by being debited to stock a 
(thus appearing on the assets side of the balance 
credited to trading account. Any- opening stoc 
been transferred to Trading Account by debit 
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= ATIP 
THAT REDUCED 
FACTORY LIGHT COSTS 


From A. T. MINNS 


works manager at a small manu- 
facturing plant in the west part of 
London has recently succeeded in 
reducing his electric light charges by 12 
per cent, at the same time actually 


adding 36 lights to his benches to im-` 


prove working conditions. 


When he took control a year ago he: 


insisted on an extra three lights for each 
bench and at the same time made a big 
drive amongst his men to get them to 
switch off lights when not in use. 

He succeeded in this to some extent, 
keeping the light bill Lees to the figure 
usual before the extra lights were put 
in. Better lighting resulted in a 5 per 
cent increase in production, but he still 
could not get careful use of light. 

Thinking tis little problem over one 
‘day, he decided to have installed a 
special series of switches controlling 
lights over the 12 main benches. These 
switches are in his office, from which he 
can see the entire length of the work- 
room. Now, when a bench is not in 
-use, he switches off the lights himself. 

“I save at least a day each lunch- 
time,’’ he explained. “I kept a record 
of the number of lights left burning 
when the men knocked off to eat, and 
it averaged out at 24. That means at 
least 120 hours a week saved; and 
that’s not counting Saturday, when 
some lights were often left burning un- 
til Monday! I am now saving at least 
10,000 light hours a year. a 


crediting stock. 


+ + + 
THEY TASTE—THEN BUY 


_ big increase in the sale of sweets 

was the reward for the confection- 

-ery department of a big store in 

enews when they experimented with 
‘‘taste before you buy”’ campaign, 

” The assistants in the department were 
provided with silver tongs when the 
idea was put into practice. With these 
they offered samples of sweets to cus- 
tomers who were passing by or looking 
over the stock. In six weeks the busi- 
ness of the department had gone up 400 
per cent. 


è ’ 
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-IT PAYS HERE, TOO 


nother instance of the success of a 
A policy giving a free trial before 








reat interest was shown 
by Sales and Produc- 
tion Executives in, the de- 
tails published (BUSINESS, 
October, 1935) about the 
new Weather Forecast Ser- 
vice. Since the profitable 
manufacture and sale of 
such a vast range of goods 
depend so greatly on the 
weather, business men will 
be glad to know that this 
service is *now issued, to 
cover any specified part of 
_the country, in special 
monthly forecasts. Here is 
Mr. D. Bartlett, one of the 
meteorologists behind the 
service which, incidentally, 
is proving over 80% correct. 
Send your inquiries to him 
at 6 Racquet Court, Fleet 
Street, London, E.C.4. 







purchase was cited - 
Corporation Electricity 


selling new electrical equipment 
consumers by allowing a free 
period in the home. 


+ 


USE THE WEEK END 


usiness was increased by a dyeworks 
firm through changing the day for 
advertising in the Press. It was 
found that the housewife, who was the 
firm’s chief customer, usually made her 
decisions on Sundays and posted ‘her’ 
orders on Mondays. The firm had nea 


` advertising in the Press on Wednesdays 


and they decided to change over to 
Saturday papers. Since the change 


their sales have increased by 30 per cent. 
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BUSINESS EQUIPMENT REVIEW 





The ‘Automatic Reporter’ 


How the Telediphone: : 


(1) "Makes it impossible 


to misunderstand a phone call; (2) Provides 
an error-proof report of On e E etc. 


ess machines that are available to- 
day is to realize that what these 
splendid pieces of equipment have done 
to improve the routine of business is to 


Te look over the many types of busi- 
n 


ne execu- 
e need have 
this ‘stop’ and 
‘start’ control. 
panel, the re- 
cording is thus 
completely 
under his com- 
mand 


ee two vitally important factors 
speed and accuracy. 

hen everything else is considered it 
` is these two factors alone which, applied 
to the primary functions of an organiza- 

















By a 


"BUSINESS INVESTIGATOR 





tion, make business possible on the scale 
which is enjoyed to-da 

It would be easy to atl many columns 
with facts substantiating this state- 
ment, but I want to concentrate atten- 
tion for the momént on a particularly 
vital introduction. of accuracy. In this 
case the accuracy is probably even more 


‘important than the element of speed, 


which, of course, is also included. 
I refer to the Telediphone, 


ally recording both ends of 
a telephone conversation. 

It seems strange that it 
should be the telephone 
which should: have to wait 
until so recently as 1935 to 
have this new element of 
accuracy applied to it. 

As a matter of fact, the 
telephone has remained basi- 
cally unaltered ‘since its in- 
ception. It certainly did then 
introduce to business hither- 
to unknown factors of speed 
and convenience which have 

or not since been supplanted, 
we but, while technical improve- 
ments have been constantly 
made in its circuits, it has, nevertheless, 
until now, remained a possible source of 
Serious errors. 

It is unnecessary . to enlarge upon 
the possibilities of the incorrect hear- 


$ an instrument for electric- 


ing of verbal messages transmitted over 
distances. Cases are legion where the 
subordinate, in the absence of his or 
her chief, has failed to catch precisely 
some telephone message involving pro- 
fessional, technical or financial data, or 
even a name, or time of an appoint- 
ment, and where such. failure has 
resulted in money losses “and/o or incon- 
venience of some kind. 

Now let us see how the Telediphone 
overcomes this snag. 

The Telediphone is an extension of 
the well-known Ediphone dictating 
machine’ invented by the famous 


T was in 1877 that Mr. Edison! 
startled the world by the’ first 
reproduction of the human voice, 
and when his primitive machine. 
repeated the now historic phrase: 
‘‘Mary had a Little Lamb’’, it was 
hailed as a great invention. 


It is significant that Mr. Mlison’s 
first idea of the practical appli- 
cation of the new device was in the 
direction of a dictating machine 
for office correspondence. 


-Although the more popular 
application of musical reproduc- 
tion diverted business attention 
-from his original idea, Mr. Edison 
himself remained enthusiastic and 
continued his research of replacing 
old correspondence methods by the 
Ediphone Voice-Writing System. 
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Thomas Alva Edison and subsequently 
perfected in the Edison laboratories. 
The Telediphone, in fact, is almost 
identical with that instrument, except 
that it electrically records the voices on 
the wax cylinder instead of the record- 
ing being made by the direct power of 
the voice. There is an important 
advantage in this electrical recording, 

















I. Co pe-Chat experience is 
Over Forty years 
planning for better and bigger 


exceptional. 


business in every trade. 


3. Cope-Chat range of types 4. 
and sizes available is compre- ~ 
Every requirement 


hensive, 





SOUND REASONS FOR SELECTING 
COPE-CHAT VISIBLE SYSTEMS 


2. Cope-Chat-*equipment is 
unsurpassed. Selected after 
test and comparison for some 
of the world’s largest instal- 
lations. 

Cope-Chat Visible Equip- 
ment range covers both pen 
and machine Posted records, 


can be met for Cabinet, Book, 


and Strip Equipment. - 


Details immediately by return of post :— 


THE COPELAND-CHATTERSON COMPANY, LTD. 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4. 


Telephone : 


CITY 2284 (3 lines) 
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but I will come to that in a moment. 

The recording part of the instrument 
can stand anywhere in the room... 
or in another room, for that matter. 
All the executive needs on his desk 
besides the telephone itself is the small 
control panel shown in detail in the 
illustration. The whole is permanently 
connected with the telephone circuit 
and the main electricity supply (no 
auxiliary batteries) so that all the user 
need do if he wants to record both ends 


recorded and placed before Mr. Smith 
on his return.’’ Your secretary simply 
presses the “‘start’’ betton, your caller 
dictates, and you can either read a 
transcription or hear the spoken record 
yourself when you return. J 


“Now about this electrical "recording, 


` À special antplifying valve handles the 


caller’s voice before it is recorded on 
the wax. In this way any fading away 
of his voice due to faulty dictation or 
to interference in the telephone circuit 





With a small microphone (seen here in the centre of the table) the Telediphone is 

equally valuable in recording Board meetings, conferences, public meetings, etc., as 

arrangement can be made for continuous recording of any length, without intermission. 

The cylinders, as they are filled, can be removed for transcription so that complete 

typewritten reports can be given to delegates a few minutes after the close of the 

session. ‘A’shows the control panel under the chairman’s hand ; ‘B’ is the recording 
instrument standing away in a corner. 


of his telephone talk is to press the 
‘start’ button. The process is then 
automatic until he presses “‘stop’’. 

The cylinder can subsequently be 
taken from the recorder and either 
transcribed in the manner of an 
ordinary dictating machine cylinder or 
filed away for reference. 

As an executive, you will understand 
the importance of such-a record. 

Take now the case of your absence 
from the office. A distant phone 
message comes through for you. It 
may be full of such technical matter as 
to be most difficult, or almost impos- 
sible, for your secretary to handle 
without risk of error. But there is no 
need for her or for anyone else to risk 
error. She simply says: ‘‘Mr. Smith is 
away from the office; please dictate 
your’ message, it will, be accurately 

6 + we 
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By ROBERT R. UPDEGRAFF 
ee ar a 
‘Orders vs. Problems _ 
| wonder if business management does 
not depend too much on the ‘‘easy”’ 
method of issuing orders and specific 
instructions, instead of outlining the 
problem and permitting employees to 
think out the solution for themselves. 
Much of the time, Iam convinced, man- 
agers would do well to use this slower 


and admittedly more difficult tech- 
nique. Results show up not only in 





itself is fully compensated. In fact, the 
Telediphone’s record of your caller’s 
message is actually better than would 
be heard in the ordinary way through 
the ear-piece of the telephone. 

From this instance you can visualize 
a dozen applications of this instrument. 
Errors are eliminated, time is sub- 
stantially cut down. 

In proof of this fact that time is 
saved, I might mention that the 
editorial offices of leading newspapers 
now use this system for recording news 
coming by 
They have in this way substantially cut 
down the cost of trunk calls. The 


degree of accuracy, too, is of course 


much higher. Any passage that may 
be ip, any way doubtful can be “‘heard- 
back’’ from the record any number of 


times to make sure. 








a fresh approach but in projects carried 
out with greater enthusiasm, and in 
healthy development of the younger 
executives. l 


New Ways for Old 


MY friend, W. B. Given, Jun., head of 
a large industrial enterprise, writes: 
‘To succeed, a company needs new 
ways of handling the old problems— 
management, selling, engineering, de- 


long-distance telephone. 
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velopment, and all the rest. Each busi- 
ness is composed of endless details, and 
an improvement in any one contri- 
butes something to the success of the 
business. 

“In ever} corporation the personnel 
competent to supply new ideas. The 
successful mamager is one with the 
ability to secure the best ideas from each 
worker. He is that manager who not 
only encourages these contributions to 
improvement, from those under him, 
but has the intelligence to recognize 
their worth and put them to work. 

“Many potential improvements are 
never brought forward because the in- 
dividual thinks them so obvious that 
they must have been previously 
suggested.’’ 













Painfully Promoted 


he head of a business in Chica 
U.S.A., called in one of his de 
ment heads one Monday morni 
the following dialogue ensu 


“It would be pretty fin 
“Could you stand a te 
crease in salary?” „~ 
‘You bet I could!’’ 
“Well, Tm not makin 
promises, but I want you 
“TH be glad to do that. 
start?” , 
“By getting your present job org 


next two days putting your job on 
paper—all the regular routine and the 
basic responsibilities, as well as the 
opportunities as you see them after 


. holding down your job for four years. 


Write it all out and bring the outline 
to me, Wednesday morning.” 

On Wednesday morning sa Briggs 
appeared in his Chief’s office with a 
five-page document and handed it. 
across the desk with a feeling of con- 
siderable complacency. , 

The head of the business read it 
through slowly, nodding in approval 
from time to time. Briggs sat and 
glowed with self-approval. He had 
done a good job at outlining the re- 
quirements of his job. 

. “Briggs,’’ said his chief as he reached 
the last page, ‘‘this is just what I 
thought. This is what the head of your 
department ought to be doing. But 
you haven’t begun to cover the job.”’ 

He handed the document back. “I 
believe you are capable of filling this 
job, and it is worth a ten per cent in- 
cref&ise if you can swing it. You are dis- 
charged from your old job of holding 
down a departmental desk and pro- 
moted to the responsibilities you have 
so ably outMned here. If I feel, in 
three months’ time, that you are 
making good ® your new position, you 
get the rise. If not, you get out. That’s 
all this morning.’’ 

If you want to know what happened 
to Briggs, figure out what would happen 
to you if you were to be put in the 
same position. 
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e á 
E n 4 | 1 h l } } e n merely an informal business tête-à-tête, there 
. j. . -| isa Trust House in your own neighbourhood 


eat first 2... 


The good tradition of eating well before 


that will carry through all the arrangements. 


Our representative will give you full particulars. 


talking business is faithfully studied at Trust 
Houses. And when the good meal is over, 


excellent accommodation, quiet and comfort- 





- able, will be provided for conference: Whether 






it is a “full dress” 


company gathering or 


TRUST HOUSES . umr 


od SHORTS GARDENS, LONDON, W.C.2 








| 





Business Demands a FACTORIE 


Knowledge of Money 
and Banking Principles 
This Book Imparts It 


oney, the basis of all business, needs understanding by 
every progressive business man. . . and here is the 
supreme book on the subject. In an absorbing and prac- 
tical manner Dr. Russell D. Kilborne, Ph.D.—an authority 
of international renown—draws aside the curtain, as it 
were, and takes you ‘“‘behind the scenes’’ of money, ex- 
change and banking; showing you the influentes that 
affect the currency of leading countries. 

Description is inadequate for this masterly survey, ex- 
tending to approximately six hundred pages: its possession 
and perusal will amply testify to its being a “‘solid’’ work, 
imparting just what one wants to know—‘'The Principles 
of Money and Banking’ is a message to every Business 
Man and to students of Accounting, Insurance, Banking 
or Economics. 

If you are concerned with the making, handling or 
investing of money, get ‘‘The Principles of Money and 
Banking”, by Russell D. Kilborne—-simply fill.jup and 
return the Coupon. _ >o 








~ 


Post The Coupon To-day | 


SHAW PUBLISHING CO., LTD., 6 Carmelite St., London, E.C.4, 

Please send me one copy ‘of “ThegPrinciples of Money and Banking” ; 
by Russell D. Kilborne, Ph.D., and invoice at published price of 20/- 
terms ten days. 
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FOR ANY 
TRADE 





An exclusive register of excellent sites possessing the following 
advantages is available for inspection: ° 


Capable te connection 
with, or adjacent to 
the Great Western 
Railway. 


* 


‘Low-priced land in 


low-rated districts. 
* 


Good labour supplies. 
Coal, coke, and raw 


materials within easy 


reach. 
Æ 


Availability of 
shipping facilities at 
LONDON, BRISTOL, 
LIVERPOOL, CAR- 
DIFF, NEWPORT, 
SWANSEA and PLY- 
MOUTH, 


* 


_ Cheap lighting and 


power. ' 
* 

Ample water supply. 
* 


Adjacent to large 
centres of population 
and industrial areas. 


e x 





FACTORIES AND 
FACTORY SITES 


Advice freely given as to the BEST LOCATION to suit YOUR particular 
requirements, including prospective transport charges, on application to: 


The Chief Goods Manager:— 
Development Dep artment 


GREAT WESTERN "RAILWAY 


PADDINGTON STATION, W.2 
{Tel.: Paddington 7000, extension 2465) 


Paddington Station, W.2. 


JAMES MILNE, General Manager. 
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Geographically and industrially 


NORTH EAST ENGLAND 


is the best centre for new enterprise 


Geographically, because it offers unrivalled 
facilities for landing sea-borne raw materials 
and for the economical export of manufac- 
tures. Because of the excellence of its Rail, 
Road and River transport facilities. 


Industrially, because the labour supply 

plentiful and unusually adaptable. Because 
the proximity of important coalfields and 
iron foundries, and the existence of abundant 
and inexpensive supplies of water, gas and 
electricity make for economical production. 


lt will pay you to investigate the other 
advantages for the establishment of your own 


industrial enterprise in the area embracing. 


Northumberland, Durham and the North 
Riding of Yorkshire. 





Information will be gladly given 
_ on application to the Secretary 


NORTH EAST DEVELOPMENT BOARD 


Andrews House, Gallowgate, Newcastle-upon-Tyne, 2 
Telephone : Newcastle 20828 
' of from the Secretaries of the following District Boards : 


Tyneside Industrial Development Board, Carliol House, Newcastle-upon-Tyne ; 
Tees District Development Board, County Chambers, Marton Road, Middles- 
brough: Sunderland Industria! Development Board, 32, West Sunniside, 
Sunderland ; South-West Durham Development Board, Victoria Street, Bishop 
Auckland. Prellminary information is obtainable through The Travel & industrial 
Development Association of Great Britain & ireland, Kinnaird House, }, Pall 
Mall East, London, §.VWV.1. 28, Avenue des Champs Elysées, Paris. British 
Empire Building, Rockefeller Center, New York. 
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FACE THE FUTURE 


with confidence and a determination to secure punctu- 


ality and reduce late and lost time. 


Instal a Gledhill- 


Brook Time Recorder to induce efficiency and to give 
you a complete record of all time worked. We have 
collaborated with many big firms and corporations 
throughout the country—why not you? 


ental ate e ee nt new ants ere we ote ee 
See Dar ae ee Oe Be Dae ee ee de 
tiet ae ar een 


ote 


ne nae 
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GLEDHILL. BROOK TIME RECORDERS, LTD. 


” 38 Em pire Works, 


HUDDERSFIELD 
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«The Gateway of 


THE WEST” 
(Continued from page 26) 


$ 

Mr. ARTHUR FIELDING, Direc- 
tor, Fieldi 
Gloucester, also spoke of the excellent 
transportation facilities. 

“I can speak from experience, as our 
firm has been established here since 
1866,” Mr. Fielding stated. “‘If we had 
to make a choice of a factory site for 
starting again, the first-rate facilities by 
water, rail and road would certainly be 
the consideration that would bring us 
to a site here.” 


DISTRIBUTION : 
Big and: Wealthy Market 


‘It naturally follows that if the trans- 
portation facilities of any area are of a 
high order, then distribution will be 
much simpler. Of course, there is 
always the immediate market to be 
considered, and in this Severn district 
the market is extensive and wealthy. 
Bristol’s population is over 400,000, 
Gloucester’s over 50,000. 
radius of 50 miles of either of these 
centres or Worcester, Stourport and 
Kidderminster is a market of, roughly, 
3,250,000; within roo miles, 12,500,000; 
within 150 miles, 20,000,000. 

These are facts that were all con- 
sidered by the firms already quoted. 
They were taken in conjunction with 
the transport angle. 

As Mr. H. J. DURY Director, 
Kleen-e-ze Brush Co. Ltd., Hanham, 
Bristol, pointed out: ‘‘This is a vast 
market within easy reach of Bristol. 
The fact that distribution can be carried 
out economically from this centre is one ' 
of the reasons that count with us in 
locating here.” 


Important Raw Materials Also 
Near to Hand 


The fact that such a large volume of 
imports find their way through the 
Severn ports is a vital force in attract- 
ing factories to the district. 

Mr. Osborne and Mr. Hasell con- 


‘sidered this factor an important one. 


“The wood and other materials used in 


body-building are made easily available > 


through the big timber imports that 
come through the ports here,” they 
said. “That is of great importance to 
us. The fact that we are right at the 
point of entry of raw materials that we 


*ise haturally eliminates costs of ship- 


ment that we would have to pay if our 
location was inland.” 

Mr. Higgins, the managing director of 
the Minig Engineering Co., said that 
the nearness to their raw materials was 
probably @#he greatest single factor that 
drew his company to Worcester. 

“We obtain most of our raw materials 
from the Black Country,’’ Mr. Higgins 
said, ‘‘and this site is close to that 
district.’’ 

This, too, was a factor considered by 


Within a. 


& Platt Ltd., Engineers, © 


Nearness to 
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Get your COSTS. with COPE- -CHAT 
“PARAMOUNT? (253 


The 


HAND-OPERATED 
PUNCHED CARD [=== 

M ETH O D | THE JOB a 7 LES 
$ | : O 999b Numbers 29m worters HY YOU MUST HAVE 


A JOB CARD 


— WHY NOT 
USE“PARAMOUNT” 
AND KEEP ON 
TOP OF YOUR 
JOBS : 
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No machinery or skilled operators required. Cards are originals (not 
pecially created) and can be any reasonable size or shape. They can be 
single sheets or any copy of a multi-part set-made out with a carbon sheet 


Leaflet B 14 will be forwarded, without i alli by return of post. Send for it to-day 


THE COPELAND-CHATTERSON 


Phone: 
CO. LTD. 
EXCHANGE HOUSE, OLD) CHANGE, LONDON, E.C.4 S'in 





Why build a new factory 


When you can probably acquire an existing factory in 
Lancashire which will provide the facilities you require 
at far less cost? | 














Modern single and: multiple-storey factories of varying 

sizes are available in areas where the public services 

and supplies of skilled and unskilled labour are excellent. — 
€ - 


Many concerns have already realised the value of these 
advantages—why not investigate the possibilities ? 


Full information and expert advice will be given on confidential enquiry to :— 
j. BENNETT STOREY, General Manager, 


sities Lancashire Industrial Development Council 


ff Ship Canal House, King Street, MANCHESTER, 2. 
ai ay 


UTI “Preliminary information obtainable through :— 
PN THE TRAVEL AND INDUSTRIAL DEVELOPMENT ASSOCIATION OF 
GREAT BRITAIN AND IRELAND, 


Kinnaird ‘House, I, Pall Mall East, London, S.W.1, British Empire Building, Rockefeller 
| Center, New York, and 28, Avenue des Champs Elysees, Paris 
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SFOR FACTORIES.. 


THAT LOWER PRODUCTION COSTS 


most other executives visited, and they 
all gave similar reasons. 


CHEAP LAND: a Vital Considera- 
tion for Young Concerns 





“We started in quite a small way 
and therefore®land at low cost was a 
: factor of considerable importance,’’ Mr. 
Young, of Dalton-Young Products, 


4 « z * 
e+ ina modern town x Ltd., explained. “We obtained what 
we needed here and, incidentally, an 


wi th fir st-class h ousi ng oe A additional advantage. We were able to 


) ORE and better production is possible in a place take over a standing building. We have 
25 MINUTES M laid out and equiped apcclally for Aui qth also plenty of room to expand—another 
FROM KINGS housing for management, staff and workers nearby in factor which we’ considered.” 
cheerful arid healthy town surroundings. "FACTORIES Cheap land at Worcester is a big 
CROSS TO ORDER OR TO LET. Sites with Sidings. attraction to industrialists. Speaking 
‘for his firm, Mr. Higgins said: 

“In our old location at Sheffield we 
were surrounded by cottage property 
and streets, and thus we quickly cafne / 
to the limit of our extension. A good. 


feature about this place is that the 
Worcester Development Committee 


‘« Factories in England” from Estate 
Manager, Howardsgate, WELWYN, Herts 


* = ry 
“whe yy 
a é 
t 


were able to choose a suitable site to 
offer us, and we managed to purchase 
it freehold at an attractive price.”’ 

Another Worcester firm which pro- 
vides a good example of selecting a site 
because it allows for extensions and 
additions is Thomas & Son (Worces- 
a ter) Ltd., windmill and pulp manu- 
aa facturers. Owing to increasing business, i 
FEON | the factory has been removed to new 
WS a eaa | locations four times in the past few 

SA CEL e aE years. , 

“The present buildings were erected 
on a site purchased by us six years ago 
on the city boundary,” explained Mr. 
E. P. THOMAS, head of the firm. 
“Here we have ample room for ‘expan- 
sion. In fact, we have this week placed 
a contract for a big extension to the 
machine shop.” 


a pF. ` At Kidderminster it was the ability 
. Aapee mai O R D E R Q to buy a suitable site that greatly influ- 
it t i - i enced the West Midland Sugar Co. to 
A Sere l 


pi 
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New Reproduction 


ANCL 
“Seams 












l locate there, Mr. Kirkby said. ‘‘That, 
; ‘with road, rail and water connections, ~~ 
ARE WHAT YOU WANT together with sufficient surrounding a 
. land,’’ he added. 
... and are what you can get The Steatite & Porcelain Products 


3 ary | A | ; ing ! | Company had three other sites in view 
i 0 ee by means of Direct Advertising shia ey desided on Stourport 
3 “The price of the land was a prime 






. Clients for whom we are conducting consideration,” Mr. McLauchlan said. 
h Direct Advertising campaigns report | “It was, of course, excellent from other 
N F “more orders than ever before’ ;_ viewpoints. The greater part of the 
™ The All-British i ) “Business very satisfactory”; “We site was practically level and dry, for 
` "i ` have had to install new plant”: example, and there was plenty of land 
“F ORDIGRAPH” : ` l available for any reasonable extension 
oe ae Tell us your sales problems and we of the business in the future. At the 
S eae BEEREN tober eae perfect ee e will prepare recommendations same time, there was space to provide 
in shina a aa a Oe decent showing how you could use Direct for the housing and welfare of the 
l p paa You can use any kind of paper or card, Advertising most profitably. worker: ; 
thin or thick, se ca ear iain No n jelly z o ee ee er ° x 
stencils are involved, and copies are dry, ready ur brochure ‘Your Problem too l : R 
for handling immediately, and fast to water and gines details and illustrations of a sone T segs P ao is 
oil. Investigate this amazing advance in few of the Direct Advertising nother vantage 


economy and efficiency over other repro- p oats 
duction methods by ’phoning or writing for In the ‘light of our experience 

specimens of “Fordigraph” work and details Post free. F to-day, the aygilability of land purchas- - 
of its low initial cost. ‘| able in small portions as required for 
VERNON BRUCE & CO. |J. W. RUDDOCK & SONS | development is a most important con- 
Office Equipment Cr Business Systems J sideration,” Mr. Dury, director, Kleen- 


campaigns we have conducted. 


Direct Advertising Gonsultants ‘ Rr, l 
of Fleet Sireen Tondon, pen — a i š ee a oad = a. 
Addressing Would you like to save money on Stencils, LINCOLN ; wW ; ge, : ra 
Machine Plates and Frames, without sacrifice of that is constantly expanding it is an 


; Ask les and . ji 
Users, yeaa a we ae Stes Saa. Also at 3 Old Jewry, London, E.C.2 | essential condition. 


Messrs. Osborne & Hasell were in a 
similar situation, and pointed out that 
they were able to obtain an option on 


land adjoining their present plant. 
6 


Low Rent, Rates, ang Good Type | « g HO’ TO SAVE -_ 
| ADDING 
SUBTRACTING 
TIME 
ERRORS 
and COST 


These points were mentioned particu- 

larly by Mr. Young, of Dalton-Young 
Products, Ltd.; Mr. McLauchlan, of ° 
Steatite & Porcelain Products, Ltd.; 
Mr. Higgins, of the Mining Engineering ` 
Co.; and Mr. Fielding, of Fielding & |THE preparation of the Wages Pay- 
Platt, Ltd. (Gloucester). 

“Along with our need for cheap land, | i roll is reduced to a simple copying 


a standing building and other factors I i : 
have mentioned, we certainly con- | CPeration by means of the Remington 


sidered .the rates and other local Accounting Machine. 
charges,” Mr. Young said. ‘“We have 


fognd the rent here is reasonable and . ; 
it had some bearing on our decision to All) mental adding and subtracting, 


ke over the place. : . . ee 
CAs for laboar P Le condanea. 7 all. vertically and across, is entirely elimin 


ave a small staff who are highly| ated, the machine shows the Gross 


, loyal and in every way desir- . 
dont inte we could Dadi Wages, subtracts the deductions, and 


better.’ | . ‘ 
Mr. Higgins said: ‘‘The climatic con- shows the Net Wages, line by line, 


ditions were excellent for our workmen. proving always that the correct Net 


Labour skilled in our kind of work, i g 
though, was not abundant, but we | amount is entered. Each column is 


brought down a nucleus of skilled i . 
workers from Sheffield. The labour in | 2¢UMUlated at the same time. 


Worcester proved to be intelligent and | . n 

quickly became skilled under tuition.” | An Employee’s Pay Slip, giving- every 
Mr. McLauchlan said that at Stour- . l ; 

port a new super power-station had detail of how the Net amount is made 


been erected, with the result that plenty i 
of electrical current was available at up; ; : compiled at the same time as the 


reasonable rates. Wages Pay-roll, thus eliminating the 


‘Naturally, we made inquiries about t d 1 
labour before we located here,’’ he said, mere e wr iting, an giving comp ete 


“and we found there would be sufficient | assurance that the Slips and Wages ce k 
available. We also discovered that it | P Ww 8 y 
was a steadier type than that present | roll agree in every detail. 
at the three other industrial centres we 


had~considered.’’ , 
_- The West Midland Sugar Co. were Income Tax and Superannua- 


~ greatly influenced in locating at Kidder- | tion Records are posted, balanced 
- . minster by the presence of ample sup- 


plies of water so necessary for their | and reconciled with the Wages Pay 
particular industry. Climatic condi- 
tions, too, Mr. Kirkby said, were roll and Salary List. 
suitable. 

The labour problem throughout the The same machine can be used 
area is not so troubled as in other parts ' 
of the country. The diversity of the for, and simplifies cost account- 


industries has made available a good ing. 






























REMINGTON ACCOUNTING 
MACHINES ARE ELASTIC 
A single machine can be applled to 
one or more of the following 
operations: 

ADDING and LISTING 
INVOICE and DAY BOOK 
SALES LEDGER and STATEMENTS 
BOUGHT LEDGER 
HIRE PURCHASE LEDGER 
RECMPTS and CASH BOOK 
CHES@UES and CASH BOOK 
PURCHASING ORDER SETS 
STORES ACCOUNTS 
STATISTICAL ANALYSIS 


AND ANY SPECIALIZED ACCOUNTING 

















supply to fit almost every trade, but as 
most of the factories are working to 
capacity, in some of the highly skilled lie ical 
trades labour is becoming scarce. The 
tobacco factories are now absorbing 
close to 10,000 workers, docks and 
transport over 26,000, printing over 
r10,000, general engineering over 8,000, 
and cocoa and chocolate and confec- 


tionery factories over 5,000. Unemploy- 


p 
t in Bristol al has d d 179 i a 
sae thes a andis Sul Bike | AC C O U N TI N G M A C H | N E S 


down. 





A similar situation exis®& in Glouces- ` Write for full details (B.B.10) without obligation to:— 
ter. Mr. Fielding said: ‘‘Our labour 


| 
here is good, but at the present time REMINGTON TYPEWRITER CO. LTD. 


it is not too plentiful, especially highly 100 GRACECHURCH STREET, LONDON, E.C.3 
skilled labour. Tel.: Mansion House 3333 


The presence of highly skilled labour, 
: BRANCHES IN ALL PRINCIPAL CITIES 
(Continued on page 41) 
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VALOR 


STEEL FILING CABINETS 


reduce risks of [oss 
by fire or vermin 








Install “VALOR” 
Steel Filing Cabinets 
To-day 


HOUGH low in cost these 
Cabinets are made of best 
British materials throughout 
and to the usual “VALOR” 
high standard of workmanship. 


“VALOR” Cabinets are easily 
handled and have none of the 
disadvantages of wooden Cabi- 
nets which are liable to warp or 
crack and do not offer complete 
protection against vermin. 


They can be supplied in quarto 
and foolscap sizes with from 1-5 
drawets, and are attractively 
finished ine olive green stoved 
enamel. (Special finishes can 
be arranged for.) : 


Write to-day for List 29/V.55 giving full 

particulars of these Cabinets, also Steel Cup- 

boards, Shelving, Clothes Lockers, eic., to meet 
all office requirements. 


B.I.F. Birmingham 1936. 
Stand No. B..425/324 


The VALOR CO. Ltd. 


‘BROMEFORD, ERDINGTON 
BIRMINGHAM 


London: 120 Victoria Street, S.W.1 
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MANY: FIRMS COULD 
SAVE MONEY ' 


in this way . - 


y doing a bit of original thinking to 
find out new ways of using ordinary 
office printing equipment, Mr. C. D. 

Young, managing director of Dalton- 
Young Products, Ltd., Warmley, 
Bristol, has been able to bring about 
a direct saving of some hundreds of 
pounds in ‘printing bills alone. In 
addition, he has enabled his firm to try 
out new products when, but for his 
economical methods, they would have 
been shelved, possibly for years. 

Here are three main discoveries Mr. 
Young has found out about his office 
printing machine. It can be made to: 


(a) print all types of labels for test 
lines; 

(b) print on cloth bags; 

(c) overprint prices on folders and 
other advertising matter. 


“I have surprised the makers of the 
equipment by what I have accom- 
plished on their machines,’’ Mr. Young 
said. ‘‘The secret is never to take 
literally the supposed limitations of 
office equipment until you have tried 
and tested it for yourself. 

“The printing of all our test labels is 
a good example. As every manufac- 
turer knows, the cost of launching a 
new product on the market is great, 
and there is always the chance that it 
might fail. When that happens, all the 
organization, time, effort and money 
put into the undertaking goes for 
nought. 

“Now with us the practice has been 
to try out a small quantity of a new 
product before making it on a large 
scale. We found that one of the main 
items of expense was the design and 
printing of the labels for the bottles or 
boxes. It costs about as much to buy 
a hundred or two labels as it does to 
buy several thousands. If we took a 
big quantity for the saving effected per 
thousand, we might find the product 
failed or that the labels needed re- 
designing. If we took a small quantity, 
it cost us almost as much and consider- 
ably more if we had to re-order. 

‘That set me wondering if we could 
do the work in our own office on an 
ordinary machine used generally for 
letters and envelopes. I found it could 
be done and done cheaply. We can 
now design our own labels and print 
them for the try-out of a new line. If 
it is successful, then we send an order 
to our printer for a large quantity. 

‘‘Besides effecting a saving in actual 
money, this method also saves time and 
eliminates mistakes. If, for example, 
you want a label designed, weeks of 


Office Printing 
Machines can doa 
far wider range of work 
than many business men 


think. This instance is 


only one of many that / 


Ed 


i i i 
we could cite. ` - 
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time are lost between yourself and the 
printers in arriving at a suitable design. 
Here we get busy on our office machine 
and build up the label, changing it as 
much as we like. Finally, in-a fraction 
of the time a printer would take, we 
have a suitable label. For shaping 
such a label we have a small cutting 
machine. 

“When we come to ordering big 
quantities, there is no delay and no 
misunderstanding. The printer has the 
actual label we want right before his 
eyes. He has only to copy the 
sample.’’ 

Several new lines brought out by Mr. 
Young’s company during the past year 
have been launched in this manner. It 
was in producing a new type of product 
that was contained in thin cloth bags 
that led to him printing on the cloth. 
The printers were not keen on the 


job and wanted a very high rate that.. 


would make production of this line 
uneconomical. 

“I decided to experiment,” Mr. 
Young explained, ‘‘and I found that we 
could turn ont an adequate job by 
printing on the cloth ourselves. We cut 
it into strips equal to each finished bag 
and printed it that way. Afterwards, 
the strips were sewn at the sides and 
the bag was complete.’’ 

Mr. Young’s third idea has also 
brought about considerable saving in 
time and money. He found that after 
having some thousands of folders 
printed with the price of the article 
advertised included in the text, it often 
happefed that a price adjustment 
would have to be made. This would 
result in the loss or impairment of the 
printed matter. ng 

“To-day eI never have the price 
printed on our advertising matter,’’ Mr. 
Young said.@ ‘When a batch of folders 
is going out and they need to carry a 
price, we put them through our office 
machine. They are then complete. If 
the price changes, then we merely print 
the next batch with the corrected price. 
We do all this on our own small 
machine.’’ 
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(Continued from page 39) 


the best of its kind, was a leading con- 
sideration in the opinion of Mr. 
DOUGLAS C. NORTH, a Miirector of 
the Tan-sad Chair Co. (1931) Ltd., 
and Parnall & Sons Ietd., both of 
Bristol. 

‘In joinery and craftsmanship of ‘that 
kind, the West country workmen are 
unbeatable,” Mr. North explained. 
“We can be sure of the finest work- 
manship, a point of major importance 
to us.” 


Fry’s New Plant Speaks For 
The Area’s Advantages 


Perhaps the most compact and com- 
plete case setting forth reasons for 
choice of a factory site in the Severn 
area is to be found in J. S. FRY & 
ons Ltd.’s new plant at Somerdale. 
though the company has so long been 
iated with Bristol, the building of 
a vat new industrial centre of its own 
just oùtside the city sums up its experi- 
ence. Lhe company has found all those 
advantages dealt with in this article are 
of vital importance. 

“Of course, there are other considera- 
tions in our case,” Mr. A. HARVEY 
of the Publicity Department, pointed 
out to me. “In growing up in the city. 
we got our various sections spread 
about. The box-making department 
was in one part, the chocolate-making 
department in another, and so on. Now 
we have all our business compactly 
grouped here at Somerdale on a 320- 
acres site bounded by the River Avon. 
We are right in the heart of the 
country, with no smoke, no dust, with 
a clean, fresh atmosphere that is good 
for our product and our staff.” 
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THE SECRET OF 


BUILDING PROFITS 
(Continued from page 13) } 


company was strangling itself, Mr. Cun- 
ningham found that he had put manage- 
ment on a sound basis for immediate 
control. ` 
But how about the future? No one 


knew better than Mr. Cunningham, law- 


yer and expert’at figures, that his pros- 
perity lay iti the future, not in the 
present. i 

With his data for every item of con- 
sumption so minutely dissected he could 
project the figures into long-term trengs 
for the future. ° 

Naturally, in connection with the 
components of a costing system, I have 
not mentioned figures relating to mar- 
kets or sales. But Mr. Cunningham de- 
veloped these, a clever sygtem of visual 
comparison, customer by customer, 
month. by month and year by year, 
shown in a special graphical form 
devised by himself. These formed the 
basis of his main trend. Using the 
system of moving annual totals, he pro- 
jected a year ahead. 

As subsidiaries to the main trend he 






IN THE ABSENCE OF THE 
COMMITTEE CHAIRMAN „WE 
WILL ASK FOR A REPORT FROM 

~\ A BROTHER OF THE COMMITTEE ~ 
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ER-IM NOT MUCH OFA 
SPEAKER ~<(CULP)-« | DONT 
KNOW JUST WHAT TO SAY» 
MR,.CLARK CAN TELL Yous 
\ MORE THAN Í CAN -THAT 
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When Will This 


! 
IFjyou were suddenly asked to address 
Would you be master of the situation ? 


. © AGONIZING' 
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YOU GROPE FOR WORDS AND LIVE A LIFETIME OF MISERY CROWDED INTO FIVE minutes! 


Happen To You? 


a group of men, how would you act? 
Your manner-—would it be confident, 


well-poised, dominating ? Could you cause a hushed silence and sway your 


audience at will ? 


Face the situation now, before it faces -you ! 


Send for this 


amazing free book: “HOW TO WORK WONDERS WITH WORDS”. 


ETTIN G ahead in business or profession 

+~winning popularity in social life——de- 
pends largely on the impression you make 
on people. Take two men of equal ability. 
One man is the silent type that sits back, 
speaks only when he’s spoken 
to, acts nervously and self- 
consciously when he’s called 
on to speak at length. The 
other man is a well-poised, 
interesting talker. When he 
speaks, people stop talking to 
hear| what hé has to say. One 
manj has ideas—the other has 
ideas, plus the ability to ex- 
press them forcibly and con- 
cisely. 

Do you know how to tell 
an amusing story in a way 
that, sends an uproar of laugh- 
ter around the room? What 
do you know about the Laws 
of Conversation, of gesture, of 
emotion? When you're try- 
ing jto explain a lengthy ‘pro- 
position, does your talk hang 
together in a logical, step-by- 
step way? 

Modern speech authorities 
have proved, beyond shadow 
of a doubt, that the old- 
fashioned ideas about ‘‘nat- 
ural’’ speaking ability are 
entirely wrong. You yourself have prob- 
ably heard such remarks as ‘‘the gift of 
the gab”, “the natural orator”, and all 
the rest of these ‘‘pet’’ theories. The truth 
is that any man or woman of normal in- 
telligence can quickly become a powerful 
speaker through a new, simplified method 
of home study training. 


SHOW 


How to 


e 
How to 
memory 


respond to 


How to be 
How to 


| ; 
The Laws of Conversation 


Knowing how to speak properly is simply 
another way of saying that you know the 
natural Laws of Conversation. And there 
is no mystery or magic about these funda- 
mental factors of a successful speech. 
They are definitely charted in your mind. 
They direct your talk in a clear, uninter- 
rupted channel that keeps interest keyed . 
up and wins conviction. 

In a free book, entitled ‘How to Work 


WHAT THIS FREE 
BOOK WILL 


How to sell more goods 
write splendid 


train your 

How to enlarge your 
vocabulary 

How to talk before your 


club or lodge 
How to propose and 


How to converse in- 


ingly 
How to develop self- 
ence — 
How to acquire a mag- 
netic perso: 


uslity 
of any situation 
overcome fear 





Wonders with Words’’, the Laws of Con- 
versation are fully explained. It tells how 
to acquire quickly the ability to address 
conferences, club and lodge meetings, etc. 
—how to become an interesting con- 
versationalist; how to develop 
poise, personality and selt- 
confidence, and how to ban- 
ish timidity, self-consciousness 
and lack of confidence. 

Men and women have come 
to realize as never before the 
increasing importance of be- 
ing able “to think on their 
feet’’—-to have self-confidence, 
poise, to increase their vocab- 
ulary, to remember what to 
say, and be able to say it 
fluently before a group of any 
size. Therefore, these accom- 
plishments are of vital im- 
portance. 

They are attainments every 
man longs for and admires. 
Not only famous men and 
women, but thousands of 
otherg have sent for this re- 
markable book and are un- 
stinting in their praise of it. 
If -you seek success in the 
business or professional world 
—if you want advancement in 
position and salary, popular- 


ity, social 

standing and NOW 
real success, SENT 
send at once FREE a 


for this am- 

azing book. re 
No cost. No A Bt 
obligation. fran” 


YOU 


toasts 
b 


the master 
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1 Please send FREE and without any obligation 
] whatever, a cony of your inspiring book, “How To 
j) Work Wonders With Words.” 
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‘“Yes—since we installed 
this Ellams Automatic Dupli- 
cator we have been able to 
show a saving in our Typist’s 
Department and Printer’s Bill 
of something like £6 per 
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The Model illustrated is the M.10. Price 85 gns. 
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graphically projected all his expendi- 
tures and production. 


This ‘FORWARD’ Plan the Basis 
of Prosperity 

This principle at once killed the old 
method of haphazard, day-to-day work 
and set the company at a point whence 
its destiny was clearly plotted ahead on 
a chart. 

Of course, it is revolutionary for a 
firm rescued from the muddle of uncon- 
trolled effort to be given a plan, any 
plan, by which to proceed. But there 
are degrees of accuracy in plans. It de- 
pends how they are drafted. Some 
plans give a fairly good general direc- 
tion, but not necessarily a route plotted 
with such meticulous accuracy that it 
represents the very best route, the one 
which combines the highest possible 
economies with the highest pete 
efficiency and profits. 

Mr. Cunningham handled his ie 
and his projections in such a way that 
his final balance-sheet, calculated from 
the plottings of eight months ahead, 
actually worked out in practice to be 
within £3,000 of the estimate. That, I 
think, confirms that Mr. Cunningham’s 
projections were placed as accurately 
as it is commercially possible for this 
particular type of business. 

This, then, is the basis of the plan 
that gave ‘‘Triplex’’ the impetus for 
the tremendous upswing which has con- 
tinued since 1929 and which re-created 
the splendid profits-rise shown in the 
panel at the beginning of this article. 

The essence of the plan lay in Mr. 
Cunningham’s acute ability to: (x) 
know what “key” figures he wanted 
for the control of the business; (2) know 
how to use them when he got them; (3) 
know how to utilize current data for 
accurately planning the business ahead. 

Of these, number two is an exceed- 


ingly important point. While many 
Organizations, otherwise admirabf 
planned, have suffered through Bice 


There is an Ellams to sult every need. 
ROTARY MODELS from {2 gns to B5 gns. 


Write for full particulars 


week, 


“It not only automatically 
prints all our direct mail 
literature in about half the 
time taken by the old- 
fashioned method butthey look 
like specially typed letters.” 

{2 KING STREET, LONDON, E.8.2. 


Control and check time 
with a “ NATIONAL” Master 
Electric Clock & Time Recorder 


Manufacturers of TIME STAMPS, 2 
RADIAL, AUTOGRAPH & COSTING 
RECORDERS, also ELECTRIC DIALS 


British Manufacturers and Patentees 


NATIONAL TIME RECORDER Co. Ltd. 


Aquinas Street, Stamford Street - S.E.1 
Telephone: Waterloo 6641 


Phone : 


Arash ge emi Heese > 
eat 


page 


ELLAMS BUPLICATOR CO. LTD. 


MET. S884. 





Telegraphic: Natrecord, London 





on it, ‘‘Triplex’’, under the hand of Mr. 
Cunningham, stands out as one of the 
most brilliant examples we have seen 
for a long time of the success that is 
possible where factor number two is 
thoroughly understood. 


+ + 


THIS SALES POLICY 
IS ‘DIFFERENT’ 


(Continued from page 23) 


change and novelty, but to have as few 
actual sizes as possible. 

eWeecan now pack several various 
items so that, due to their standard 
sizes, they support themselves in the 
packing and so prevent damage in 
transit. We have designed one or two of 
our larger pieces so that they fold to 
within the gstandard sizes. This, of 
course, makes them a little more expen- 
sive, but this extra cost is more than 
offset by the savings in reduced packing 
costs and losses due to damage. 

In this short article I have dealt only 
with the “repeat” side of our business, 
that is the side which concerns the re- 
tail stockists’ sale of replacement plugs 






to motorists. This, indeed, forms a 
large share of our business. That which 
concerns bulk sales to manufacturers of 
motor-cars, aircraft, boats, etc., who fit 
Lodge plugs as standard isea separate 
and highly specialized section, which 
could not be dealt with hege. 

The foregoing outline, however, 
covers the simple policies which have 
enabled us to increase our sales steadily, 


without any sliding back, for the past 


fifteen years: 
+ 


THIS SUGGESTION-BOX 
PLAN DID NOT RUN 
SMOOTHLY 


(Continued from page 27) 


solicited by some worker who had diff- 
culty with explanations. This impres- 
was extremely difficult to dispel. 
anting of a small reward on the 
principle of Cadbury Brothers, Ltd., 
certainly quietened the complainer, but 
only as\long. as the money reward 
lasted, after which he seemed more 
certain than ever that he had been 
robbed——-must have been, for had he 
not been bribed to quietness? 

(Here let me state, to prevent argu- 
ment, that the standard of foreman was 
exceptionally high. He was chosen for 
his position after very careful considera- 
tion and constant watching.) 


Foremen and Management Clash 
Over Promotions 


It will be admitted that the best sug- 
gestions are usually submitted by men 
really keen on their work and who are, 
therefore, already earmarked for pro- 
motion by the management. When a 
vacancy does occur, the foreman of the 
department also usually has some man 
in mind for the position. If his selec- 
tion does not coincide with the manage- 

yment’s, however, and the chosen man 
” happens to be a successful “‘suggestor’’ 
(which is very likely the case), then the 
foreman takes a further dislike to the 
suggestion scheme, and does not take 
kindly to the newly promoted man. 

The resultant ill-feeling between these 
two men is not always immediately 
apparent. Possibly the first sign of this 
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This ts a problem picture 


F 


Here is the perfect business man 
—confident, level headed, he 
starts each day with the assur- 
ance that there are no problems . 
in his business which he cannot 
face with equanimity. 


This .makes our mission very 
difficult because our particular 
mission in life is to find problems 

““problemless’’ businesses. And 
he sent a message to say—he was 
too busy. 


9 
What a shock he would get if he could see some of the problems 
we have helped to solve in “problemless’” businesses. Here, 
for example, is a manufacturing process analysed to a fraction 
of a ‘fraction of a penny, yet, through Kardex control pro- 
duction was speeded up, costs seemingly irreducible were 
reduced. A problem solved where no problem seemed to exist. 
Our ‘business is the solving of problems in ‘“‘problemless” 
businesses as well as the solving of problems which are obvious. 


May we come and discuss problems with you—whether you have 
one or not? 


A postcard will bring an interesting booklet entitled ‘What 
Don’t You Know ?” It covers every phase of business. 


~KARDEX 


Dept. B2 





1, LEADENHALL STREET, LONDON, E.C.3 


Mansion House 3921 


PATENT NESTING 
CHAIRS FOR SPACE 


ECONOMY e 
‘(Pare T No. 344159) 


' Please send for catalogue 

(Ref. B.) showing our com- 

' plete range of tubular steel 

pX furniture for all purposes. 
OWER RICHMOND RD. 
PUTNEY, S.W.15 
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lack of co-operation between the fore- 
€ A N D man and his newly appointed junior is 
that the men under them appear to be 


divided into two camps. They are in 


å . | doubt as %*o the person whom they 

; e | Should “keep in with”. By the time 

l AR this friction has been noticed, there has 

i è . r been ample time for the ‘‘personal satis- 
This TEN-YEAR GUARANTEE means a big saving in money to action: which produces emdency:™ to 


those who look after their fire equipment and increased safety neve Meee en SeSenous Aha ing: 
to those who don't ! 


Nuswift has done away with the idea of extinguishers which sacs Seated Pree need PAA 
deteriorate. It has set a new standard of reliability and backed f Pe E ; 
it with a clear guarantee. Further, at a period when the dis- 


charge of enn men was necessary on 
t ization, it hap- 
NUSWIFT FOR pects E a E AA 
i were several ea Pia had emanate 
suggestions which had been adopted by 
' the d which had b 
MODERN BU ILDI NGS awarded These GA wate of the a 
PLANT & MACHINERY |070, fheir notice of dimi 
was a direct result of their suggestion, 
and engineered by a jealous ae ie 
Consider the fallacy ofdependingonfireappliances | This deep-rooted opinion could riot be 
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peace and satisfaction, was handed on 
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approval of many of the leading Fire Brigades, thing but vague-—-that because of their 


y superiority to other men who were not 
Councils, Chemists, Industrialists and Transport brany enough; to make. Suze noni, 


they ought to be very specially con- 
sidered, indeed, that men who had not 


pea to the remaining men. 
N S Nuswift extinguishers are modern, the product Another point; too, in this connection 
‘4 Q: of recent scientific research. They have won the full was that these men had a feeling—any- 


Operators because of their unique features and 
because they— - i 


DEPEND ON NO CORROSIVE ACIDS made suggestions should be dismissed 
DO NOT DETERIORATE first. 
ARE SIMPLE AND FOOLPROOF . 
f CONTAIN NO HAND PUMPS Says Suggestion Boxes Encourage 
i é Lg fd 
ARE FULLY GUARANTEED the ‘Poisoned Pen 





d . 
Nuswift extinguishers not only satisfy regula- It was stated by the writers of the 


l Cadbury Bros.’ article that some sug- 

anon bamnamng». ons they give more reliable protection than | gestions received had, of necessity, to 
has ever been known before. be ruled out, and quoted as an example 

The latest machine a suggested ‘improvement to the 
o aiir E TAKE NO MORE RISKS! . Government’’. No mention was made, 
lic Buildings, ete. It Send at once for a copy of ‘‘Protection with a Ten- however, that the suggestion box-is an 
contains no corro- Year Guarantee” and free chart to check your present extremely convenient conveyance for 
sive elements. equipment. the attacks of the worker who thinks hè. 


must get his own back for a real or ` 


THE NUSWIFT ENGINEERING Co. Ltd. | 222222, dirty tick”. Netoatly in 


"i ly—but th h factories? 
HEAD OFFICE AND WORKS — ELLAND, YORKS (7 ee ee eee ee tut inals 
London Office: 134 CHURCH LANE, LONDON, S.W.17 are easily dealt with. The letter itself 


(Phone: Streatham 4777) - is easily burnt, but is the impression 
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With a degree of accuracy unsurpassed by any other calculator, the Model D Marchant 
' Calculator combines smooth, speedy, silent operation @ It introduces complete control 
under the finger-tips of one band. Distinct controls for addition, subtraction, multipli- 
cation and division eliminate the pre-setting of keys or shiftingof levers @ A competitive 
test against any of its rivals will amply prove the superiority,of the Model D Marchant ; R 1A 
Calculator in speed, accuracy and silence @ Without obligation may we demonstrate ? oe DENS 
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of old-fashioned type to protect new buildings and | removed, and, unhappily for general- 
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left by that letter as easily erased? Is 
it not a fact that should an anonymous 
letter contain but a semblance of the 
truth, then some impression is left upon 
the recipient, no matter how strict may 
be the rule that all anonymous com- 
munications must be destroyed? 

To amplify: during aeperiod when 
petty thieving was causing great con- 
sternation, an anonymous communica- 
tion was received via the suggestion 
box: “Bill Jones was in possession of 
works’ property which he intended to 
take home at 5 p.m.’’ The secretary 
of the suggestion committee, fully aware 
of the existence of thieving, quietly 
passed the communication to the works 
manager, with the result that Bill Jones 
was caught. Action taken against Jones 
was sufficient to suspend further pur- 
loining, and the powers were satisfied. 

It must be remembered that the 
xamination of anonymous letters had 
oved valuable; it had- solved one 
annoying difficulty for the works 
er. But it must not be forgotten 
e anonymous author of the letter 
hat his message had been 
ceived,\and, more important,. that it 
ad been \acted upon. Such was the 
, and,\snowball fashion, it grew, 
th the result that distrust became rife 
ong the men, the team spirit was 
usted. 

Similar results from anonymous 
letters might not affect those factories 
employing few hands, but in large 
factories the dangers from anonymous 
letters definitely exist. They are live 
dangers which must be tackled. In the 
large factory where several managers 
are employed, it is readily agreed that 
if the information contained in an 
anonymous letter is that for which a 
harassed and busy manager has been 
seeking (and cases are legion), then that 
information will be used. 


“ 












Arionymous Letters May Lead to 
Relaxed Supervision ; 







This leads to another point, perhaps 
mall, but nevertheless important. A 
nager who realizes that any irregu- 
rity regarding labour matters such as 
petting and gambling will be reported 
to him speedily via the suggestion box, 
relaxes his personal supervision. 
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t50 Stencils. 
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WORKING IN COMFORT. A neat, business-IJke desk—the very thing for every 


s typist. 
papers within easy reach. 


ECONOMY IN SPACE. 


Planned size and height ensures plenty of room for work—drawers and 


No valuable space wasted, but compactness and 


. efficiency combined. Roomy working top. Flap on lefet hand side adds 12” to 


length. Extension slide over stationery fitment. 
CONVENIENT FITMENT. 


drawers, especially fitted for stationery. 


DESIGN. AND FINISH. Sound, sturdy construction. 


« with oxidised drawer handles. 


Ingenious scuttle device, comprising nine comparte 


Beautiful semi-full polish 
Obtainable in either oak or mahogany. 


VALUE. Exceptional! quallty and low price place the Berwick Ina class by Itself. 
‘ it is a standard line in the range of Shannon Profitable Office Equipment. 


Why not write for the folder “The Berwick’’—-one of the Shannon Planned 


Office Equipment series? 





OFFICE 
IMPERIAL HOUSE, 15/19, 


3. ments, for holding stationery, envelopes, ete, Can be substituted by two 


annon 


PLANNING 


KINGSWAY, W.C.2 


BIRMINGHAM, BRISTOL, MANCHESTER, LIVERPQOL, 
.NEWCASTLE-ON-TYNE, GLASGOW, CAIRO e 


solves the addressing problems for medium- 
sized establishments. Speedily addresses 
envelopes, postcards, statements, labels, etc. 
Address ‘stencils serve as a file index. 


+ No obligation will be incurred by a request for a 
demonstration, or if you prefer we will mail you full 
particulars upon receipt of your address. 


SOALL MACHINE Company 


266 HIGH HOLBORN, W.C.! 
MANCHESTER, GLASGOW & BIRMINGHAM 


THE 
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EFFICIENCY FEATURES 
OF THE BERWICK 
CA TYPIST’S 
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ADDRESSALL 


COMPANY HAVE 
HAND, FOOT, AND 
ELECTRICALLY- 
DRIVEN EQUIPMENT 
for MAJOR ADDRESSING 
PROBLEMS . . . WHILST 
THE FULL RANGE 
GUARANTEES 
SOLUTION OF ANY 
ADDRESSING PROBLEM 
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SAVE TIME 
AND CREATE 
GREATER EFFICIENCY! 


@ The use of PRIMUS Continuous Stationery for invoicing, billing or 
typing of any forms effects a definite saving of time. 

Simply and quickly the Primus System revolutionizes this side of office 

routine. Intérleaving. and renewal of carbon paper—-insertion and 

. removal of forms from machine are eliminated, leaving the typist free 

to concentrate on accuracy | l 


The Primus attachment which facilitates the smooth feeding of forms to the machine can be supplied. 
Its use makes every typewriter a billing machine without interfering with ordinary work. It will fit 
any machine and does not require to be removed, 


CARTER DAVIS Limited 


27 QUEEN ELIZABETH STREET, S.E.1 
Telephone: HOP 0204/5 
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GIVE MAXIMUM DURABILITY _ , 
AND EFFICIENCY AT . 
MOST: ECONOMICAL PRICES 


PLEASE SEND FOR CATALOGUE 


a | UTI LITY STEEL CABINET COMPANY : 
, 7 


YARBOROUGH ROAD LINCOLN., PHONE: 47 


‘should like to hear the experienc 
I-t other firms. 
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Of course, it may be said that, sug- 
gestion box or not, anonymous letters 
will still arrive. Perhaps so, but cer- 
tainly not to the same extent. The 
lessened damger of identification and the 
speedier results recommend its use. 
Prior to the jntroduction of the sugges- 
tion scheme at the works about which 
I am writing, anonymous letters were 
almost unknown. 


_ No ‘Ideal’ Scheme. What 
Experience From Other Firms? 


I have not laboured the foregoing 
points. -They are really of such import- 
ance that they can seriously handicap 
the smooth running of a factory. 

You are expecting me to put forward 
the ideal scheme? I confess I know of 
none. I have simply done my besé: to 
combat the difficulties to which th 
normal type-of scheme gave rise, bu 
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LETTER-HEADS 
MAKE QUICK, HAND 
RECORDS FILE 


From an Office Manager 


e have a keen appreciation of the 
WV value and convenience of card 

indexes, and we certainly use 
them for certain purposes. But for a 
special file which we keep of our cus- 
tomers’ names and addresses we use 
another method, a home-made one, 
which we find quicker to’ compile and 
more complete as regards information 
provided. 

In a special drawer we keep the to 
5 inches cut from a quarto lette 
heading of each of our customers. Thi 
gives us a series of records measurin 
8 by 5 inches. 

These letter-heads are filed alph 
betically, and they give us, not onl 
the name and address of the firm, but 
also phone number, telegraphic address, 
codes used, list of branches, products’ 
made and (in many cases) a list of 
directors. 

On the reverse of the sheets we type 
any special particulars we want to 
record, such as: individual’s name and 
phone extension; firm works only 5 
days a,week; submit estimates in tripli- 
cate; don’t phone Mr. So-and-So after 
5 p.m.; etc. : 

After using this system for two ye 
we have compiled a mass of authentic 
information® 

It is far easier to cut off and slip in 
a letter-head®than it is to type a card 
with all the basic particulars. And the 
8 by 5 size is a comfortable one to 
handle. a 

--J. E. HARGREAVES, 5 Sunny Side, 
Longford Park, Stretford, 
Manchester. 





TO INCREASE 
TYPING OUTPUT 


M echanical counters can be installed $ ees : aot 
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on almost any kind eof office} A oy eeoa e 650 
machine. On typewriters, for | RBA tA A se N S 


instance, the mere fact of, installation 
will cause some increase in production. 
Daily reading of counters will cause a 
and some form of 
bonus payment will, if properly de- 
vised, yield maximum results. And, 
strangely enough, this magic will come 
to pass in your office, even though it 


further increase, 


s ‘‘different’’. 
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There’s No Catch in It 


e Blank Ltd., the Civil and 
Sporting Tailors, want to help 
the local distressed, and to do 
hat they ask your assistance. 
sy are prepared to pay for 
assistance during autumn 
folowing manner: 

them that discarded 
ercoat or Costume, no 
hat its condition, for 
will make an allow- 
order for a new 
















ted clothes will ‘be 
2 H & W 
social Service for 
to the local dis- 











q PUTON 
tressed. 
Here are some examples of 
the allowances ‘offered: If you 
order a Suit, Overcoat or Cos- 
tume at 5 guineas, they will 
allow you 12s. 6d. for your dis- 
carded garments, if your order 
is for 4 guineas they will allow 
Ios., if for 6 guineas, 15s. is 
offered, and pro rata. 
Call and see them at 25 C—— 









Road, H , Or phone H-——— 
, 2580, for patterns to be sent to 
“ you. 


This particular form of approach, by printed 
circular, is being made by a retail Tailoring 
Results to date are reported to be 


concern. 
very good indeed. 


Desks 
& Chairs 


DESK clearing at 


45 /- 


: {British Made 
Beer rioan A A DARS: Ae Formerly £4:18: 6 


Country Orders : 
Part cost carr.: 
Chair 1f/-, Desk 2/6 

extra. 
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ERE is one of the most extraordi- 
= nary offers ever announced! The 

desk is made of figured oak—stout 
legs, laminated top, 2 extensions, etc. The 
top is 47in. X20in., including Irin. exten- 
sion, and is a better desk than we listed 
previously at £4.18.6. 

The desks are polished a pleasing dark 
or light oak. The chairs are also of oak 
they are honestly worth 21/-; the uphol- 
stery is in good leatherette (brown or 
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Ideal for Office or & 
Dining Room, KC. ; Formerly 21{- 


Pencil vour address across this advertisement; literature 
will follow by return. But order this special desk or chair 
NO -the demand will be a record one. 


7 DAYS" FREE TRIAL to any approved customer. green). Send at once for details of various 
Aa Oring (money refunded if dissatisfied) desks, etc., included in this huge purchase. 


| LTD. 57, Old Bailey, London, E.c.4. 
(Ring City 3213, 4 lines.) 


„at 28 St. Mary’s Parsonage, MANCHESTER. Blackfriars 6345 


| 
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Let the ‘Monarch” Rule your Cash 


and ial mistakes which affect both your goodwill 
and your profit. This all-British Cash Register quickly 
established itself as an indispensable adjunct to modern 
business. Get to know more about the ingenuity of the 
“Monarch”, 


ure for interesting- brochure and particulars of terms 


G: H. GLEDHILL & SONS, LTD., 


50, Trinity Works, HALIFAX 
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me FRANK PITCHFORD & Co. Ltd. 


“a WELL HOUSE, WELL STREET, LONDON, E.C.1 
Phone: NATIONAL 0055 (4 lines) 
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MIDLAND BANK 


LIMITED 
ESTABLISHED 1836 


Chairman : 
THE RIGHT HON. R. McKENNA 
Pa Chairmen : 
W. G. BRADSHAW, C.B.E. 
S. CHRISTOPHE RSON 


Managing Director: FREDERICK HYDE 


Statement of Accounts, December 3st, 1935 
LIABILITIES 


A 


£ 
Paid-up Capital 14,248,012 
Reserve .. 11,500,000 
Current, Deposit & ‘other Accounts 
(inelnding Profit Balance) ORAT 
Acceptances & contin Credits . 10,987,614 
Engagements ; .. 6,718,097 


TS 
Coin, Bank Notes £ uei with 
Bank of England . 
Balances with, & Cheques ‘on other 
Banks . 


Money at Call & Short Notice Be 
td at or = cas e 
Bills Discounted a 


British Treasury Bills 
Advances to Customers & other 


Accounts 

Liabilities of Customers for “Accept- 
ances, Confirmed Credits & En- 
gagements . 

Bank Premises at Head Oftice & 
Branches . 

Other Properties & work i in progress 
for extension of the business .. 

Shares in Yorkshire Penny Bank Ltd. 

Capital, Reserve & Undivided Profits 

o 


Be Banking Co. Ltd. -. 1,876,032 
The Clydesdale Bank Ltd. à 3,052,405 
North of Scotland Bank Ltd. 2,487,512 
Midland B Executor and 
Trustee Co. Lid, Es A 412,958 


The Midland Bank and Affiliated Banks operate 

2590 branches in Great Britain and Northern 

Treland, and have agents and correspondents in 
all parts of the world. 


Head Office: Poultry, LONDON, E.C.2 


48,695,719 


17,684,489 
26,710,876 


- 111,464, oo 
29,573,494 
39,691,499 

177,120,890 
17,705,711 

9,239,896 


942,559 
750,000 





(HYGROMETER) 


ACCURATE INDIGA- 
TOR OF HUMIDITY 


— For Factory, 
£ Office and Home 


Also apparatus for production and control of 
humidity. 


From your dealer, or write for particulars to 


G. L. BURDICK Mfg. Co. Wa — fae 














Record-Keeping 
TIME—SPA CE—MONEY: 


The “Robin” Looseleaf System makes 
reference to records simplicity itself. 


It is remarkably compact. 


It is modest in first cost and ex- 
ceptionally durable. 


British throughout. 


Shall we send you on 7‘ days 
approval, one “Robin” Loose- 
leaf Book complete with A-Z 
index and 200 leaves 5’ x 8” 
ruled feint, cash or double 
ledger, for 9/6 post free? 


Have you our Catalogue of Looseleaf 
Books and Office Equipment, sent 
post free on request? 


J. W. RUDDOCK & SONS 
Manufacturers of Looseleaf Books 


LINCOLN 
Also at 3 Old Jewry, London, E.C.2 









FOR 


® Automatic 
Photo Printing 


@ Commercial °% ,, 
Photography 


© Guaranteed Quality 


R. FOX LTD. 


14/24 BRITANNIA ST., KING’S CROSS, W.C.! 








Phone 
Terminus 


6381 
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BUSINESS for FEBRUARY, 1936 
BOOKS 
for the 
Business Man 


8 
any thousands of ambitious young 
M men and women in business will 
find something they have long been 
seeking in the two new weekly publications 
launched by Sir Isaac Pitman & Sons, Lid. 
Office Training’ is the title of one, 
and ‘Business Education’ of the other. 
Each’ costs the small sum of 2d. per 
copy. - 
The first, naturally, is designed specially 
for the young employee who is anxious to 
make office work provide him or her with 
something substantially more than a ‘job’. 
Office work to-day is a science, a science in 
which the individual can raise himself to 
a proficient and highly valuable standard, 
We should like to ask the executives 
firms to encourage their office employ. 
to read this new paper of Pitman’s 
it is through such an educative 
as this that their staffs will be abl 
that valuable ‘more than averag 
ledge, even in routine departm 
Your managers haven’t 
juniors beyond the require: 
jobs in hand, but as execu 
be constantly building u 
rank and file, executive 
fill your important positi 
A man.or woman who 
job thoroughly well is r 
for substantial promotio, 
business knowledge is 
medium that will supply it. 
‘Business Education 7+“ 
for young employees ans 
into something worth To 
senior worker who wants Soa 
ledge on a wide range of bus go ? 
We consider these two naob ord 5 
to be valuable additions to thé? 42 aye 



















business development literature ‘ ‘at. 
to-day. = 2538) 
À. "third publication, ‘Education’ vgy | 


Commerce’, 6d. monthly, is mainly foo 
commercial teachers and covers the whole 
range of business subjects. 


English Earth, by Marjorie Hessel Tus- 
man (Harrap, tos. 6d.). This is not an 
‘how to do it’ book; it does not tell the ^, 
reader how to farm at a profit or how to 
carry on any particular agricultural activity. 
It is not therefore a book that is going to 
be of direct managerial value to the 
business man. But it will be of great 
interest and value to business men in the 
picture it gives of the agricultural situation, 
the great changes that have occurred since 
the War, the possible lines of its future 
development, and what, therefore, it will 
mean to the national economy. 

Some of the chapters are startling. How 
moderii industrial methods of production, 
packing, despatching and marketing have 
been introduced into the poultry and egg 
Sindu ; how mechanisation has radically 
affected many branches of farming. And 
most important of all, how new marketing 
methods have been introduced and how 
marketing. control through Government 
regulation and controlling boards has revolu- 
tionized certain branches of agriculture and 
will probaly be still further intensified. 

A prosperous agricultural community is 
the finest national foundation for good 
business. This book gives hope of a de- 
velopment in that direction and it shows 
the evolution that is taking place to 
attain that end. 


bod 










up the entire machine. 
a good point and doubly important 
because it is not generally recognized. 
You know what happens when a busy 
roadway suddenly narrows to half its 
width. The traffic hesitates, stops, and, 
very often, ‘‘jams’’. Unless it is speeded 
up and cleared, disorganization and delay 
follow. That is a good example of the 
““bottle-neck’’ in action. An exactly 


analogous situation arises daily in almost ` 


every kind.of business. 

Every business worker, from the Man- 
aging Director downwards, is a potential, 
“if not an actual, ‘‘bottle-neck’’. If his 
work gets into arrears, if he fails to pass 
on promptly the hundred and one matters 
that are constantly flowing to his desk, 
the office traffic ‘‘jams’’, and the work 
of those below him, who depend on him 
for inspiration and instructions, is held 
up. What should be a steady, even flow 
becomes a series of jerks. 

_ When you start in your car for a place 
ten miles away you go smoothly and 
quickly if you have an uninterrupted 
road. Suppose the traffic ‘‘jams’’? You 
get a series of starts and stops, moving 
in jerks, losing time, using more petrol, 
perhaps losing your temper, imposing 
greater wear and tear on your machine. 

Business is just like that. Every “jam” 
wastes time and costs money. 

“The clear desk’’ is not merely a fanci- 
ful ideal: it is a sound -business policy. 
When your desk is clear, ygur work up 
to date, you know that your subordinates 
are set on the right road, that work is 
proceeding smoothly according to schedule. 

The converse is true when your desk is 
piled with matters calling for attention. 
Then the ‘‘bottle-neck’’ is in full action: 
all along the line someone is being de- 
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“No Bottlenecks 


| 
-for me!” 





layed; time is being wasted; money is 
being} spent that could and should be 
saved! 

It is one of the greatest merits—per- 
haps [the greatest merit—of The Dicta- 
phone that it helps to keep work mov- 
ing, to abolish the ‘“bottle-necks’’ and 
“traffic jams” that are such a hindrance 
to smooth working. 

The reason is simple. It is that The 
Dictaphone is instantly ready for work 
at any moment. That is the whole 
secret! 

With the help of The Dictaphone you 
can deal with any matter that comes to 
your desk: the instant the need arises. It 
may be trivial, or it may be supremely 
impo tant; but whichever it be you turn 
to The Dictaphone and dictate your letter 
or instructions at once. A few minutes 
later your message is on its way to the 
person! concerned. 

The| traffic is through the “‘bottle-neck’’; 
your mind is at rest; your desk is cleared, 
so far as that particular item is con- 
cerned. And so with every other item 
of your daily work: the instant action 
made |possible by The Pictaphone—and 
by no’ other method—clears your mind, 
clears your desk, keeps the traffic moving. 

In the majority of businesses the execu- 
tives represent ‘‘the neck of the bottle’. 
A flood of matter from a wide area pours 
to their desks. Ufless the flood is speeded 
up, “helped swiftly through the ‘‘bottle- 
neck”, a “jam” is inevitable. Swift dis- 
patch of business in the executive depart- 
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LENECRS”? | 


BY 
THOMAS DIXON 


ment is ess@ntial if 
the machine is to func- 
tion smoothly. 

The Dictaphone jis the 
greatest of all helps to the 
executive in the matter of 
traffic control, accelerating or 
retarding as needed, passing this along, 
holding that back, exactly as required 
yet all the time keeping the main stream 
flowing steadily and smoothly on its way. 

It is not easy for the man who has 
never used The Dictaphone to visualize 
clearly just what The Dictaphone-born 
capacity for instant action means. It is 
not easy to realize just how many times 
every day a few words spoken to The 
Dictaphone will clear out of the mind and 
off the desk some subject that in the 
ordinary way might wait for hours, a con- 
stant source of worry. Yet it is just this 
that makes thousands of busy executives 
declare that The Dictaphone saves them 
an hour every day of.their. lives. 

Test The Dictaphone for yourself and 
see how it will help you to abolish the 
““pottle-necks’’ of business. You can do 
so on your own desk, in your daily work, 
without a penny of expense. 

Write to us to-day and let-us show you. 


THE DICTAPHONE CO., 
Managing Director) 


KINGSWAY HOUSE, KINGSWAY 
LONDON, W.C.2 


LTD. 


{Thomas Dixon - 


And at Manchester, Birmingham,, Glasgow, Liverpool, 


Leeds, Bristol, Newcastle-on-Tyne, Dublin, Belfast 
POST THIS COUPON NOW 
THE DICTAPHONE Co., Led. ` 


Kingsway House, Kingsway, London, W.C.2 


Please send “Office Methods and Practice" free to 
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An ELECTRI 
Watchdog... ` 
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Extremely modern, handy and efficient, the Smith Electric Time = 
‘Recorder is almost uncanny in its precision and what might almost 































be called intelligence. Once adjusted to a programme of fixed hours, AGES SEA So cs ae 
° . ` . . ER e LRN saree aoe ve EEE Y es 
it will record automatically and ın red late arrivals, early departures, M AEA TAR A ea wee 
overtime and other irregularities. It supervises staff in office, factory . i Nace Bata eA lgpeg 

E pee A ` D Ea AA, ee 


or workshop, without needing to be supervised itself. A watchdog on ` 
timie losses which can mount so high, so quickly, it soon earns its own ee D 
cost. - No. Model S.1 incorporates a'Smith Synchronous Electric cee 
movement, and needs no winding or regulating, Modél M.1 is for use 
in conjunction with a Master Clock System. A semi-automatic, one 
colour model will also be available soon. Please write for detailed 
literature. 
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Issued by :' SMITH’S ENGLISH CLOCKS LTD., Cricklewood Works, Lor 
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The priceless boon of 


-SUPER EFFICIENCY 
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THE ees N 
' ` MODEL D DiR, 
i CALCULATOR 
m 3 
E One Machine does the work of Two 
EASE . 
“COMPACT, Continuous Form Billing in addition to regular typing 
` CONTROL vous Sypew sites actually eed the wori y Sit machines 
. when u with ‘“Fanfold’”’ Continuous Form apter, because 
ACCURACY CALCULATOR the many time- and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages” of 
regular typing. ae 
lati tions are rendered quiet and smooth by this super “Fanfold” Continuo Fo typed over our Attachment effect | 
pea Se aly Your desire for efficiency plus quiet and pleasant savings in Billing time, and “costs, ranging from 17% to 78%, 
operation demand that you investigate the Model D before deciding. without affecting the operation of the typewriter for regular 
Complete controls under one hand, distinct control for addition, correspondence and other purposes. 
division, multiplication and subtraction are a few of the adt antages, “Fanfold” Adapter places no strain whatever upon the type- 
yet the price is no more than for the ordinary calculator. e writer carriage; because of the vegy simplicity of construction 
Demonstrations without obligation. and operation there is nothing to get out of order. : 





AUTOMATIC AND POWER DRIVEN 


o | 
: LCSMITH & CORONA ąf / . 
TYPEWRITERS LTD 2% allo i 
l MELBOURNE HOUSE | — ne ze l ; 
$ ALDWYCH LONDON | . NORTH CIRCULAR ROAD, LONDON, N.W.2- 


SILENT SPEED CALCU LATOR Phone: Dara 2531 Telephone : GLAdstone 5477 (3 lines) 
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Pee COPE-CHAT VISIBLE SYSTEMS 
ieee emcee enable real control to be exercised with a minimum of 
valuable Executive time 


PURCHASES STORES PLANNING 
PROGRESS COSTING DELIVERY 


are all departments needing “planned”. effort which 
Cope-Chat Visible Systems do so much to promote. 
Why not investigate Cope-Chat methods? If you are 
concerned with Works control we can interest you: 


SARS Oey Tre a Details gladly by return of post— 


THE COPELAND- CHATTERSON COMPANY, LTD. 


EXCHANGE HOUSE, OLD CHANGE, LONDON,  £E.C.4 
Telephone: CITY 2284 (3 lines) 


-` The SPEED-FEED Attachment fits any Renee niake of typewriter, 








NON-STOP TYPING 


Speed up the production of your intérnal, routine forms requiring o 
carbon ‘copies, - eke ance. oa 





















and by accommodating Continuous Fanfold or Interfold Stationery 
automatically interleaves, and withdraws the carbon sheets from, 
each set of forms. 


@ 


All unproductive operations and waste effort are avoided, 
-thus enabling the operator to spend more time in actual 
typing, with greater accuracy and convenience.. 


The ‘SPEED-FEED can be unhooked at a ‘moment's Pe a ee Ree 
notice, allowing the typewriter to be used for | = pees 
ordinary PURPOSES: i f 


rye oe 


EGRY MANIFOLDING 
REGISTERS 


~ Speed up the production of handwritten , 
records requiring carbon copies WARPLE WAY, ACTON, LO 


Details available on application Telephones : i Telegrams : 
. SHEPHERDS BUSH 3377 (3 lines). ‘  EGRYCOMF 





THE CONTROL OF 
SALES AND COSTS 


We are not business doctors or (tice equipment experts 
but the largest ‘manufacturers of tickets and ticket 
machines in the world. With these we. have assisted 
distributors and manufacturers to tighten control 
and lower the operating costs of their businesses. 


-IF YOU ARE INTERESTED — 
-PLEASE WRITE TO US 


_ We have written a brief booklet. on this subject which ma be of use 
to you. In any case it will provide a few minutes’ interesting reading. 
Let your wennes Y send for it to 
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typewriter ribbons. 


YOU DON’T BUY WHEELS 
EACH TIME YOU PIT NEW 
TYRES — WHY THROW 
AWAY TYRBREWRITER- 
SPOOLS EACH TIME YOU 
FIT A NEW RIBBON? 


Used typewriter ribbon spools repre- 
sent about one quarter of the cost of 
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TYPEWRITER 
RIBBON 
COSTS! 
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particulars 
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RIKARBON 


28 VICTORIA STREET, LONDON, 
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Products in the Radio 
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Times List are having the 
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benefit of a valuable service that is helping widen their distribution. The Radio Tim 


List,* which is regularly published in the principal trade journals, consists of the 


€ r 


names of products regularly advertised in the Radio Times, and retailers are being 


told that they can stock these products with confidence because regular advertising 


~ 


` 


in the Radio Times is a virtual guarantee of demand. = The Radio Times List coms 


tains the names of products . 


Write for particulars to the Advertisement Director, | *gulatly advertised in the 


Radio Times, during their 


ee aie 7 
B.B.C., Bréadcasting House, Portland Place, Wit. SP Se ee O 


the extent of not less than 


g 


13 insertions or the equi- 


One W elbe ck 4468.) ‘ : valent of £1200 per annum. 


> 


a ` 


* 


s your product on the 
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KEEPING THE SALES THROTTLE OPEN 


henever a situation develops to 
a state wherein it gives a high 
degree of satisfaction to a 
majority of people concerned with it, 
inevitably come the pessimists who 
ronounce it ‘‘too good to last’’ and 
o voice forebodings of changes for 
orse. 
matter if it is in the limited 
f one’s domestic life, in the 
oader field of local affairs, 
he widespread complexity 
affairs as a whole, these 
asses trot out their 
leful prophecies. 
t, when hard-work- 
aad img businesses in every 
part of the country have pushed up 
the prosperity curve to beyond the 
boom level of 1929, they are at it 
again. We hear whispers that the 
recent addition to the miners’ wages 
will, by increasing coal prices, raise 
the cost of certain raw materials, and 
therefore the prices of the resultant 
products. They say this will prove to 
be a check on the liberal spending that 
has characterized the past 12 months. 
They say the housing boom will 
come to an end before many months 
are out. They voice alarm at the 
huge sums projected for the rearma- 
ment of this country. If they do not 
actually foreshadow increased taxa- 
tion as a result (they would if the 
Government had not already declared 
against it) they trot out the old bogey 
of possible war. All these things, they 
say, will adversely influence business, 
cause markets to tighten up and 
spending to slow down. 














This Company Strongly Denounces 
the ‘Doubting Thomases’. 


Speaking personally, as w&l aseon 
behalf of this company, I strongly 
denounce this pessimism; indeed, I see 
no foundation for it, and I disagree 
with any suggestion tlfit there are 
ditches of any consequeyce in the way 
of 1936’s continued progress. 

On the contrary there are factors 
that will undoubtedly exercise a 
favourable influence during the year. 
The rearmament scheme will be 
carried out with money that the 


That must be Management’s vital concern now. 


As Mr. Blake puts 


it . . . “The present time 


may be ‘prosperous’, but prosperity does not 
come to a firm, it must be created . . . by fullest 
co-operation backed by 

above all, 


ment that is, 


By 
E. E. BLAKE, 


Managing Director 
KODAK LTD. 


+ 


Government will borrow. 
True, the borrowing of 
such huge sums must 
necessarily abolish the 
last hope of any actual 
reduction in taxation, 
and I will even concede 
the point that, normally, 
this prospect arriving at a 
time when the Budget is not far away, 
might induce some depression. 

The extraordinary thing is, how- 
ever, that this prospect of heavy 
borrowing by the Government is, in 
the present circumstances, actually 
having a stimulating effect on markets 
and on the public. 

It is realized that this spending on 
a huge scale means wages, wages total- 
ling many millions, direct into our 
shipyards and into the pockets of tens 
of thousands 6f workpeople who have 
for so long been among the depressed. 
And, of course, not only the shipyards 





an active manage- 
SALES MINDED”’ 


will enjoy the increased activity: it will 
also be felt throughout a huge section 
of other industries. 

Private house building, if it is cur- 
tailed substantially before the year is 
out, which I doubt, will be compen 
sated for by the Government’s plan of 
slum clearance and rebuilding. More 
important still, there will be the steady 
building and expansion of busmess 
offices and works, which will increase 
rather than decline. 

There are other government schemes, 
too, that will undoubtedly prove plus 
factors not only in 1936 but beyond 
that, since they will naturally oceupy 
some time in developing. 


is the widespread : distribution - of i 
that will keep up the prosperity _ 


momentum. l 
onsider, therefore, that 1936 will 
year of potentiality as great, if not 
n greater than that of 1935. 


This brings us back to specific busi- 


iess. Prosperity in the individual busi- 
1ess depends, not on finance, but on 
les. Sales determine costs and profits. 
ofits determine whether a firm can 


ogress in industry or if it must close < 


lown and get out. 


The vital thing to do, pene T is to. 


ep sales fully active. It might be 
med that in prosperous times it is 
so important to concentrate atten- 
n on a plan of active sales develop- 
it as it is in more difficult times. It 
~ however, every bit as important. 
e firm that permits the influence of 
ood times to lull it into a lethargic 
placency reveals the first symptom 
{a decadent policy which is in the 
i ighest degree dangerous. 


No Predicted Calamities Influence 
Our Sales Plans 


: The sales of this company 

lanned ahead for a full year. 

early plan is, of course, based on past 
results and computed trends—but the 
yearly increase which is naturally 
‘budgeted for is set quite irrespective of 


are 


any black spots that may be predicted > 


to materialize within the period. 
Our sales control provides such a de- 
ailed analysis that the slightest falling 
off anywhere can be instantly detected, 
and, of course, the appropriate remedy 
can be as quickly applied. 


By this Control We Can Keep 
Things Moving™ 


_As a rough indication it might be ex- 
plained that our control gives us precise 
etails right down to the quantities of 
ach individual line sold by each dealer. 
This goes much further than the type 

f control which gives only each dealer's 
otal turnover in any manufacturer’s 
usiness. In such a case, if a dealer’s 
of a certain single line fall away, 
lecrease is not perceived if his 


al. business in other lines is main- . 
- examination of closely dissected sales 


sur opinion, however, it is vital to 
the exact movement of every line 

ry outlet point, since it is through 

a control that a manufacturer gets 

ow at once if a single line becomes 

ı demand and so is able to decide 
time to make changes in it or to 
thdraw it from the market. Unless 


“detailed sales movements are- 


lable, it is easy to go on for months 


g an unprofitable line which 
in accumulated dead- 
a costly condition for the manu- 


“results 


arer and a bad influence on the 


ids men and help them more than we l 
otherwise do in the achievenment of their $ . 
i `: that new models of cameras and ne 


The. 


each of our own sales 
‘could 


quotas. 

Many types of sales control simply 
reveal how a salesman stands in. régard 
to his quota as a whole, whether he is 
up or down. While this certainly is a 
guide, giving head office £t least some 
idea: of the directions in which it must 
direct its assistance, it is nothing like 
so valuable or so effective as the more 
detailed figures. 

For example, 
can tell at once that a dealer in, say, a 
small Devonshire town has suddenly 
ceased buying bromide paper of certain 
sizes, 
with us may be increased. We at once 
investigate this discontinuance of the 
bromide paper. 

The fact that he bought bromide 
paper of the sizes and in the quantities 
which our records show to be the case 
indicates to us that he had been doing 
a certain amount of enlarging for his 
customers. His 


continued enlarging. Now, although 
his general business with us might, as 
I say, have increased, we nevertheless 
pass on to our traveller this information 
about the dropped bromide paper. 


Better Chance of Restoring Any 
Lost Business 


Quite possibly the traveller can chow 
this dealer how he can profitably re- 


introduce an enlargement service. Ifo 


he is successful in this, the traveller 
thus gets a valuable addition to the 
already increased general business with 
this account. 

Whereas, therefore, some types of 
control would show only a general in- 


crease of business with this dealer, and © 


would be content to let it go at that, 


our system shows us where a still fur- | 


reinstating the sales of a comparatively 
small line that were lost. 2k 
Each of our travellers is supplied 


with these detailed records of line. by- 


line business with every dealer in his 
territory. The travellers are thus 
helped tremendously in getting the 


maximum business from each account. 


At our head office this continuous 


movements is one of the most import- 
ant activities, because it is through 
acquaintance with these details that we 
can regulate sales pressure to a nicety 
and so keep every channel of outlet 
flowing freely. 


In our general’ policy there are also’ 


other things that this company observes 
in order to keep the sales outlets as free 
as possible from obstacles. I do not go 
so far as to say that these policies are 
precisely suited to every type of manu- 


facturer, but the principle of the way 
in which they work in our case is uni- 
-versally desirable, for, in a word, they pi t t th 


under our system we 


even though his total business. 


dropping this line 
would therefore suggest that he had dis- © 


in these directions already. a 


its own. 


No. Kodtk de dealer ever has to: „ie 


lines of accesories, frequently and sud 


denly introduced, will draw publi 
attention away from carefully bough 
existing: stocks, 


making them practi. 
cally valueless. 

Our new products are marketed with 
full consideration for the existing stock 
position and only after ample pre- 
advice to the trade of our intention 
In this way our dealers have every ci 
fidence in buying; they. know they wi 
not be left at any time with out- dat 
stock. : 
Our prices are never under any. ci 
cumstances cut below the publis 
standard rates, nor will we allow ar 
of our lines, even of the smallest aci f 
sories, such as films, developers, pi 
etc., to be sold in bazaar-shopg 
Dealers know that customers 
say: “Oh, I can buy that mog 
at so-and-so”. Again this y 
confidence in handling ow 
No “stunting’’, specigs 
premium offers or high 
tactics are made use g 
sider that the retail £ ath 
type of dealer) is si f 
‘Our P 
ducts are of a semi-technical, ‘dignified 
type and not to be associated wes hi ; 
kind of trading. g 

The dealer appreciates this and co 
sequently regards the Kodak part of his 
business as something carrying con- 
siderable prestige. 

This short article is not intended to 
deal with sales methods as such. T} 
examples have been included to in 
cate just one or two points where i 
general policy aims to keep the sales 
outlets freely open. _ 


Whatever the Business: Keep all 
Sales Channels Open : 


ther increase might possibly be made by _- Whatever the line of business, I con- 


| sider this endeavour should be a ma r 


aim of the management. The presen 
time may be described as prosper 
but prosperity does not come to an 


business, any more than pont do 


Prosperity, like profits, must -b 
created, and each business must. crea’ 


This müst be done by a “pl lanned cam 
paign of studying how to keep all sales 
channels running freely, of studyin 
methodically. how to remove every 
bagrier * between manufacturer and 
wholesale or retail distributor and be 
tween distributors and the purchasin 
public. 

Such a campaign embraces net on 
the sales organization of a business bu 
demands enthesiastic and loyal co-oper 
ation between the sales, factory, re 
search and accounting departmen 
But such Taar oi will be Bes ibl 





t 


ra 


rther a sa 


A business is limited in if rate of 
N A expansion by the quality of the 
_ personnel which it hasgready to fill 
Rew executive posts which expansion 
demands. Since, therefore, my com- 
pany has a definite policy of expan- 
sion before it one of our major interests 
is the selection and training of future 
executives, we employ an apprentice- 
training scheme, 
> This scheme has not been long in 
force, so it will be some years before 
: the full benefits of it are realized, but 
we regard this training of personnel 
-as an investment as important as that 
winade in buildings and plant. 


With us a Trainee is a big 
Cash Investment 


urally, since by the time a boy 
į training for 5 years or so, we 
h Sunk a good deal of money 
® greatest care is therefore 
ting suitable apprentices 
started on the sche 
we have devel 
a clear indig 


3 


2 tte 


plan 


oe Psychology and partly by Mr. AH 


Seymour, Personel Manager, in col- 


laboration with Dr. H. E. Merritt, 


which measure such 
intelligence, mechanical 
manual dexterity, etc. 
Baterview during which the tempera- 
megtal and character abilities, inter- 
ests and physical health of the bov 
or student are evaluated, and in 
some cases,discussions are also held 
with the parents. 


qualities as 
ability, 


The results from the three sections 
of the examination are then summar- 
ized and the boys are selected for the 
jobs fer which they are most suitable. 
In many cases where the boy is un- 
successful he is told the job, ether than 
engineering, for which in our opinion 
he is most suited. 

The first part of the training scheme, 
to develop works employees, is divided, 
broadly, into two sections: 

1. Apprentices 14-21 years of age. 
2. Matriculated apprentices, 16-17 
years of age. 

Taking section number t 


A VINE T 





_ A Special Instructor Keep 
the Health Standard 


During their course physical training” 
is given to the boys by a qualified ine 
structor. Thus their health, a very 
important factor, is well looked after: 

In the evenings the boys are encour: 
aged to attend classes or the technical. 
college, the results of this work 


supervised “by the Personnel M: 


Apprentices in Section 2 are drs 
to the department they wish and 
which they are suitable to learn their 
trade. i 
The men for training for positions of - 
responsibility are recruited from three. 
sources, and are selected by means of 
psychological methods {tests and inter. — 
views) : in 
1, Phe matriculated bey (16-17 
years} from the secondary school 
preferably from a school which has 
an engineering course. 7 


For Executive Jobs the Training 
is 5 Years i 
These young people are given @ 
wil five-year course through the: 
k including the research, esti 
wand drawing Me! k 
A heal 
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don’t suppose there is one business 

executive in a thousand who does 

not agree that the designs of modern 
office furniture, and the materials of 
which it is made, are infinitely more 
attractive than the dull, ponderous 
stuff of but a few years ago. 

These new styles, however, have 
induced a still further pleasant influ 
ence that, I am sure, even the de- 
signers did not foresee. 

Women employees have become 
office-furniture conscious, and now the 
secretaries of executives, and even 
typists in other departments, instead 
of accepting their chiefs’ offices as 
gloomy places of work, find that their 
inherent artistic and ‘‘home’’ instincts 
are stimulated by the more attractive 
styles of furnishing and schemes of 
decoration. 

It is noticeable in hundreds of offices 
that these young women are prompted 
to add flowers as a natural embellish- 
ment to the chromium and glass, the 
figured walnut and the enamelled steel 
of to-day. They have become, liter- 
ally, ‘‘house-proud’’ of their chiefs’ 
omces. 

Thee beautiful 


desks and 
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The secretary of this executive 
never permits his desk to be 
without flowers. Lilac-coloured 
tulips with the black 

and chromium desk 

a and equipment give 
a beautiful effect. 

But you cannot seë 

the unique feature 

of this room: .@ 

‘sun panel’, an 
opal glass window, 
behind which is a 
cluster of electric 
bulbs. On dull 
days the panel is 
switched on and the 
room is flooded with 
light of scientifically 
correct sunshine tint. 
This office was de- 
signed and furnished 
by Art Metal Con 
struction Go. 
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a similarity between the 
‘rial estates that have 
ing all over the country 
d the East Midlands 
two outstanding 
(1) They attract 
light industry 
e clean kind of 





) Dey wy 
modern factories. 
‘This is the seventh article of this 
series, but it is the first to show that 
there are localities: which not only 
avoid encouraging the building of fac- 
tories which, for some reason or other, 
they believe would be detrimental in 
their areas, but who actually turn away 
offers of factories. 


. Leicester and Nottingham 
for the ‘Clean’ Industries 


-Hear what MR. J. M. SCOTT, 
secretary of the Leicester Develop- 
ment Department, said: “We have 
strong regulations governing smoke 
emission and atmosphere polluting in 
Leicester. We do not encourage firms 
whose factories would cause this type 
of offence to locate here. There have 
been cases where we have turned down 
proposals for these reasons.” 

Both Nottingham and Leicester aim 
at attracting those modern light indus- 
tries which do not bury the locality 
under successive layers of dirt. They 
prefer a diversity of “clean” trades 
with moderately sized factories to the 
belching giants that helped to obscure 
what beauty there happened to bein the 


industrial centres of Britain in the ast.e 


In this respect, said MR. W. O. 
BURROWS, F.S.LA., Secretary of 
the Nottingham Chamber of Com- 
merce: “This city has gad many 
chances to specialize in one chief 
industry, but fortunately, di not do so. 
To-day we have here a wide range 
of industries to provide sources from 
which to draw our prosperity.” : 

It is apparent, then, that these 


East Midland centres of Leicester, ` 


Loughborough, Market Harborough, 
Nottingham, Lincoln, and others, are 
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playing the part of huge industrial 
estates and, in attracting new industries, 
they are basing their appeal on reasons 
akin to those put forward by the new 
estates. This is particularly true of 
the new industries which are locating 
in the district; the old ones which 
came there long ago are not considered 
in this survey. 

Flere are the six leading reasons why 
modern light industries are going into 
the East Midlands :— 


(1) Good distribution point. 
(2) Nearness to market. 
(3) Presence of skilled and unskilled 


labour. 

Standing factories that can be 
rented or bought. 
Cheap land in small or large 
portions. 


THE 
EAST MIDLANDS 
ISA... 


First-class distributing 
centre for All Points. 


+ 
Has good Road, Rail and 
Air transport facilities. 





l + 
Plenty of inexpensive land, 
small lots if needed. 


b 
Low Rates for power and 
services. 


+ 
Type of labour readily 
adaptable to new, skilled 
processes. 


(6) Water, light, heat and other 
services at low rates. 

The two chief centres of this East 

Midland area are, of course, Leicester 

and Nottingham. What is true of these 
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AST MIDLANDS 


two cities is also true, possibly to a 
lesser degree, of all the smaller centres 
that cluster around the hems of their 
skirts. Lincoln and Scunthorpe are 
the two most different. In the former 
the chief industry is engineering and 
has been since industrialization came 
into England. With the latter, the steel 
industry is of major importance. 


Lincoin and Scunthorpe Are 
Specialized Areas 





One particular development in Lin- 
coln throws some light on the industrial 
possibilities there. Howard Price Ltd., 
of Abbey Chemical Works, St. Swithin’s, 
tar distillers and manufacturers of 
road materials, is the latest firm to 
locate there. This firm’s reason for 
doing so was the outcome of an arrange- 
ment with the local authorities on rates 
and service charges but, owing to the 
unusual problems confronting chemical 
manufacturers, this would not reveal 
much useful knowledge to the ordinary 
manufacturer. It does show, however, 
that these local authorities are willing 
to smooth as much as possible the path 
for the industrialist, 

Another point Worth noting about 
Lincoln is the adaptability of the 
labour. Several big firms in the city, 
notably Smith-Clayton Forge Co. Ltd., 
and Clayton Dewandre Ltd, have not 
only extended and enlarged their plants 
but have, in the course of recent years, 
developed new types of engineering 
products. In these and other cases the 
secretary to one large company pointed 
out that labour in the city has shown 
remarkable aptitude in adapting itself 
to new and highly skilled work. 

In Scunthorpe the development hinges 
on the production of steel. Last year 
the output was over 1,000,000 tons 
compared to Sheffield’s 1,300,000 tons. 
This shows the specialized state of 
Scunthorpe and it is only natural that 
its industries are confined to this field. 

“Our main concern is to interest 
firms using either our raw materials or 
products of the iron and steel industry,” 


EL. 


' pointed out MR. N. B. HART, B.A. 
Secretary to the Scunthorpe Develop- 
ment Association. “In, this con- 
nection there are various developments 
in the.treatment of ores, tar and benzol 
refineries and the preparation of slag 
for use as road materials. A further 
development in prospect is an entirely 
new treatment of slag for use as a 
building material.” - 

These developments, Mr. Hart said, 
have been mainly undertaken by firms 
already located in the town although 
one company, 
Ore Treatment Co Ltd., have recently 
located on the spot. But here again 
it was, not a case of-a new type of 
modern light industry choosing a special 
location. The site was a natural choice 
in view of the nature of the work. 


. DISTRIBUTION: Road, Rail, 





Water, Air Facilities Providé. Big-. 


gest Single Reason 


Having explained the peculiar posi- 
tions of Scunthorpe. and Lincoln, we 
can now examine the, advantages 
offered. to new light industries by 
Nottingham, Leicester and their sur- 
rounding districts. 

The executives of all firms interviewed 
were unanimous in voicing their opinion 
- that these two cities ‘and the district 
generally provided an ideal distribution 
‘centre. It was not always placed first 
in the list of reasons, but it always 
had a ‘place. Out of eight: executives 
interviewed three placed distribution 
as ‘the: leading reason why their firm 
chose the district as the place in which 
to build or rent a factory, two placed 
- it second, two third and one fourth. 

The briefest examination of a map 
of England will show that the district 
certainly has outstanding advantages 
from the distribution point of view. 
Not only has it actually a central 
location but it is well served by two 
main-line railways, major roads to all 
-parts of the country, a waterway by 
canals and the Trent river to the 
Humber ports, Birmingham, Manchester 
and London, while both Leicester and 
Nottingham have their own airports. 


Executives Can Quickly Cover All 
Main Centres 


Distribution was certainly the. key 
reason behind the location of the 
Nottingham Thermometer Co. Ltd. 
in Nottingham. 
“I took a compass and worked out 
the possibilities on a map,” explained 
‘MR. W. M. INGLIS, B.A., managing 
director. “‘By drawing a series of circles 
up to 80 miles radius from Nottingham, 
I found that I had covered the main 
industrial parts of England outside 
Londoï. 
_ “Now this was an important. point 

to me, as I have to make frequent trips 
to all parts of the country.. I found 
that from Nottingham I was able to 
reach all the main centres of industry 
and get back to the city inside’ 24 
hours by rail travel. Not only that, I 
found I. was also able to do journeys 


the G. W. Wilkinson f 
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to places as far apart as Swansea and 
Newcastle. Londgn, of cours, is a 
short non-stop run.” e 
This - condition holds true for the 
delivery of orders. From.the time the 
company started just ovtr two years 
ago, the,location has been a great 
asset, in building up a businesg which 
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ENGLIIN CHANNEL 


penetrates into most towns and cities 
of any importance throughout the 
British Isles. 

“Since we have started our repair 
service our location has again proved 
itself to be a great boon. It enables 
us to’ receive and dispatch all work with 
the minimum delay.” 

Mr. Inglis went on to point out how 
the choice of his present factory site 
fitted in with his general plan for the 
business. - It was considered as an 
integral part in the schemes and plans 
laid down for the control and expansion 
of the company’s activities. The site 
was not decided upon as a thing apart 
from the other organization. . 


Ideal Central Point For Machine 
Demonstrations 


Quite another conception of “‘dis- 
tribution” was shown by MR. E. 
FREYSZ, Manager in England for the 
British Schuster Finishing Co., of 
Leicester. = 

‘Inasmuch as we do business with 
hosiery manufacturers we needed to 


It is regretted that circumstances 
arose which prevented publication this 
month of the third and final article of 


Mr. J]. Dommett’s series on Budgetary 


Control. The article will, however, 
appear next month.—Ed. 





be in a central place,” Mr. Freysz said. 
“This location enables us to get our 
work from and’ to hosiery manufac- 
turers rapidly’ and® with the least 
delay, especially as this district is in 
the centre of the chief hosiery manu- 
facturing area in England. 


=y 








Shows clearly how 
lands lies both to markets 
supplies. 


eby aearness to market. 
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“But we had-‘also another strong 
reason which can also be grouped 


‘under the heading of distribution,” 


continued Mr. Freysz. - “This site 
provide% a central place in which to 
demonstrate our plant. You see, even 
if the heads of the hosiery trade have: ` 
not got their plants here they come to 
Leicester ‘for trade purposes and it is 
therefore convenient for them to call 
in here and see our plant at work.” 

` The company has a new type of 
machine for finishing hosiery and in 
order to obtain fresh business from 
hosiery manufacturers they must demon- 
strate the qualities of their machines 
for finishing work. They also hire out 
machines to other firms, so that the 
location in Leicester serves several 
purposes from the distribution view 
point. A 
These Transport Facilities 


Distribution Costs 













Several firms, including Mo 
Elastics Ltd., Mountsorrel : 
fair Hosiery Co., Nottin 
Ltd., Nottingham; th 
Silk Hosiery Co. 


‘centr 


Note also strat 


souille & Van Goetham, both of 
Leicester, cited the importance of 
transportation facilities in attracting 
them to their present locations, Road, 
rail, and air for the transport of manu- 
factured goods were the most important 
considerations, while the waterway and 
the railway played the main parts in 
bringing raw material to the factories. 
“Distribution wasn’t the most im- 
portant consideration’ in our case, but 
it was certainly one of the reasons 
for our ‘coming here,’ MR. ENH. 
HAMBURGER, Managing Director of 


-the Fine Gauge Hosiery Co. Ltd., said. 


“The good transport facilities and ` 
the. central location that enabled us to 
distribute all over the country quickly, 
provided us with an important reason 
for locating in Leicester,” explained 
MR. G. V. G. GRYSOUILLE, Manag- 
ing Director of Grysouille & Van 
Goetham, manufacturers of knitwear. 


NEARNESS TO MARKET: Lon- 
don And The North Within Easy 
l Reach 


To a great extent the factor of dis- 
tribution is bound up with that covered 
The analogy 
drawl earlier in this article between 
the new industrial estates and the ` 
centres around Leicester and Notting- 
ham agajg holds good. In previous 
articles it has -been shown that the 
trend of gindustry to-day—especially 
marked in cases where firms start up 
new factories on the estates—is to 
get near to the biggest market. This 
tendency finds its strongest expression 
in the lighter industries that aré 
locating ‘in ‘this East Midlands area. 

(Continued on page 34) 
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mists and statisticians, like busi- 
men, are only human. They 
o strong emotion just as vio- 
e rest of us. Many read- 
ent situation witness the 


he King’s death, fol- 


a 


ed with disappoint- 
es followed, this 
was intensified. 
than they were. 


possible 
That has been 
second was a 


in exports 
signals in the general 


employment was purely 
seasonal. Employment falls in January 
as regularly as it rises in December. 
The hotels. dismiss their extra staff; by 
the end of the month the shops are also 
reducing their staffs to normal; the 
building trades invariably experience a 
setback. 


Bad Weather Hit 
Many Trades 


j ast January was the wettest for fifty 

years, so that 107,000 buildem weg 
put out of employment, 65,000 vf them 
temporarily only. 

By a weather freak, Germany experi- 
enced the best January for decades, so 
that only 12,000 building employees 
suffered. In this country increase in 
unemployment in the normal January 
of last year was 239,558, as compared 
with 291,157 this year. In the build- 
ing industries alone unemployment in- 
creased by 40,745 Over a yearago. But 
the bad weather affected a wide range 
of trades apart from building. For this 
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The traffic to and from 
Liverpool's Docks is heavier Ñ 
than for many years 





reason the increase in unemployment 
was very evenly spread throughout the 
whole country, the prosperous Midlands. 
suffering equally with Scotland and the 
North-Eastern districts. In other words, 
the casual output labourer could not 
carry on his work. 


Passing Phases that 
Caused Export Falls 


To fall in exports by 2.8%, or over 


£1,000,000, is more difficult to ex- 
plain. The shipbuilders happened to 
deliver some £322,000 worth less from 
their yards; the iron and steel industry 
exported 7.9% less material than a year 
ago; exports of chinaware fell by no less 
than £400,000. The King’s death 
affected the sales of dress goods no less. 
These figures, however, reflect merely 


_ accidental, seasonal and mourning influ- 


ences; they do not cosistitute grounds 
for anxiety. 


Home Trade 
Buoyant 


Fa 


O° the other hand, the general figures 

for January are extremely good. 
The demand for iron and steel is such 
that steel prices have risen- by 8.4% 


are NO Real Obstacles Ahead 
Progress Should be Steady 
Throughout the Year 





Over a year ago and iron prices by an 
average of 3.7%; steel production was 
20.4% above a year ago; iron output 
was 14.2% up. 

. The rise in coal output was due to 
the strike threat and therefore was 
incidental. The rayon industry showed 
a 26.3% increase; retail sales were up 
9.1%; motor registrations rose 7%; the 


‘rise in wholesale prices by 4% closely 


follows our prediction of last month. 
These figures unquestionably show 
that the present situation is sound 
enough. The intensificatiqn in the pace 
of recovery, which slackened in 1934 
and gathered momentum in 1935, con- 
tinues. 
The question is, how long it will last? 


Building Trade 
Will Not Slump 


Fxpert opinion is curiously divided on 
the subject. The ablest British 
market expert sees only one year's good 
business ahead. He points out that the 
present general activity is based on the 
building boom. In 1935, 300,000 private 
houses were built, but the pace of 
private building is obviously slackening. 
Slum clearance schemes involve the 
building of 60,000 new houses for 


16 


several years to come: the rehousing 
schemes will provide a maximum of 
140,000 new houses per year. This 
gives a total of 200,000 houses: where 
are the other 100,000 to come from? 

Our reply would be there is no reason 
why private house building should not 
continue to flourish at, say, a third of 
its present capacity, as Scotland, Wales 
and Lancashire have not yet had any 
building booms. Signs are not absent, 
however, that there will be some 
activity in these areas, as the prosperity 
in other industries causes an influx of 
general wages there. 


Big Expenditures That » 
Will Give Fillip . 
oO: the other hand, railway: expansion 
schemes will provide an additional 
£25,000,000 worth of work per annum 
for fully five years; the rearmament 
progr#mme will ‘presumably ptovide 
from £80,000,000 to £100,000,000 worth 
of work; additional capital expenditure 
is being called for in the industries 
supplying armaments, such as iron and 
steel, 


The motor-car, rayon, coal-from-oil, 
chemical and agricultural industries, 


HERE IS THE SITUATION THIS MONTH 















ty 


lay 


id ` 
RE EARE 
ERA Ci Q 
% 
2 
d 


Peemiaeoos naa 


AF 


eS n ana a 
-o —— 


TR LL 


mr o me rereana n a aaa aaar aa, 
Ea 


an Wass 


© Q 


hN: EF 
TY), f NY Ee 
© 









“a 


=WOHERHA M) f 
Ae A Sr 
‘= IDDMINGS COVE 


pa 
nl 
Ea 7 

i ad 






‘GRD 
oy 
GA OUCESTER 


o n e ee 
. 


1 ht ix 
= + 
Ls, 


SN 


NY 
Wi 


ss 


gS 


UNEMPLOYMENT 


JAN 1935 
DEC 1935 
JAN 1936 


o 
fy 











o ONE MILLION 


EACH SQUARE — 400,000 














KEY TO TOWNS 
O UPTO 10% 


© /0%7T015% 
D %%7T020% 


@ 20%7025% 
@ 25% ANDOVER 
DERCENTAGE f UNEMPE 
C Jo -15xZZisx-202 


CASTLE 
Neo SUNDERLAND 


oM OKA) vA 
NORTE 
£ wW THA 


LONDOR) Z 


— 
i i i ai EEE 


whe 
«* te 


r 
-~ P 
a” we 
ea 


London District: The in- 
clease in unemployment 
recorded all over the 
country was felt in greater 
London area in January 
where a rise of 1.894 took 
place. Trades chiefly 
affected were building and 
outdoor work. Factories 
continue to werk at pres- 
sure. Retail business is 
good. i 


E & S. E. Districts: 
Home market coal de- 
mand affecting Hull ex- 
port prices which are now 
high. Boot and shoe in- 
dustry and hosiery in 
Leicester, Northampton 
and district very busy. 
Factories working over- 
time. 


"Midlands : Steady ex- 
pansion hardware indus- 
try, Wolverhampton, and 
in hollow-ware, ironmon- 
gery, brass foundry. Same 
condition in  Birming- 
ham. Motor car factories 
throughout area heavily 
- employed. Birmingham 
light and heavy indus- 
tries still booming. Scarc- 
ity skilled labour. Much 
new factory building. 
Leeds light and Sheffield 
heavy trades prospering. 








W. & S. W. Districts: 
Tinplates demand im- 
proving at Swansea, 
makers exceeding export 
quotas.” Restrictions im- 
posed. Newport finding 
trade steady. Coal mar- 
ket very busy. Home de- 
mands heavy. Exports 
have been well above 






ne normal. Bristol factories 
O LUTON working overtime. Some 
= scarcity of skilled labour 


persists. 


N. E. District: Record de- 
mand for heavy materials 
of all classes. for 
semi-finished steel ex- 
ceeds productive capa- 
city. Structural and ship- 
building materials o in 
great demand. Pig-iron 
manufacturers find home 
market absorbing total 
outpyt at better prices. 
More furnaces being Te- 
kindled. Chartering at 
Newcastle is steady, coal 
orders being much above 
normal. 
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N. W. District: Price of 
American futures declined 
at Liverpool following 
Supreme Court decision 
that A.A.A. unconstitu- 
tional. Deliveries cotton 
to Lancs mills show 1m- 
provement. Manchester 
cloth inquiries normal. 
Nersey shipping con- 
ditions quiet. Grain, pro- 
visions market steady. 
Engineering, heavy trades 
very active. Factories 
working capacity, 
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too, are by no means at the end of their 
expansion phases. 

Finally, the more wheels turn in the 
capital industries the more wheels are 
set in motion in the consumer indus- 
tries. For all these reasons we cannot 
see why the present level of activity 
should not be maintained or increased 
in this country not merely in 1936 but 
also in 1937. 


World Trade IS 
Expanding 

t is true that world trade is not 

expanding very fast; but it is expand- 
ing. To-day the British Empire and 
the sterling area are sharing new oppor- 
tunities with Japan. So long as the 
sterling group is insulated, as it un- 
doubtedly is, from the worst shooks o 
currency and political disturbances 
the Continent, the failuré of world 
to improve faster does not d 
prices in that area and therefore 
not impair internal credit. W 
reason, therefore, to suppos 
demands of the home ma 
continue to expand in thg 
a couple of years -to 
there is no interrupti 

It must be reme 
speaking, the sterli 
to expand. It n 
practical purposes, 
land, Austria, Sou 
Yugoslavia, Rup, 
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speaking, buss 
countries impi 
result of deva 
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South Afri 
race for prosperity, on 
our best customers. 


Gold Bloc All 
Doing Badly ` 
here are now only five countries 


T which are still tied to gold—France, 
Holland, Switzerland, Poland and 
Lithuania. All of them are doing 
badly. Only France is an important 
customer of ours. Germany and Italy 
have increased employment and pro- 
duction of capital goods and armaments 
while actually reducing consumption 
behind the barrier of exchange restric- 
@ion, tariffs and credit curtailment. 


These Signs Indicate 
Continued Progress 


|2 short, there is every evidence that 
we can expect a continued slow 
expansion of British export trade 
during the coming year. 

Practically all parts of the Empire 
show a greatly improved situation in 
1935. In that year 48% of our exports 
went to the Empire areas, so that in 
addition to easier trading conditions 
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“We Turned This Surplus 


Product. into a ‘Best-Seller’ 





ince 1930 we have been engaged in 
building up the home market for 
the sale to farmers and stock- 
breeders in this country of White-Fish 
Meal for pigs and poultry feeding. So 
successful have we been in this that by 
1934 we were manufacturing and selling 
a near-to-maximum quantity in the 
home market and could afford to leave 
the export trade to other manufacturers 
who were not so fortunate, 

During 1934, however, the swing of 
international politics caused the export 
market, so far as it concerned our pro- 
duct, to begin drying up. This shrink- 
ing process continued until February, 
1935, when the market (Germany) was 
completely closed to the trade, with the 
inevitable result that the industry as a 
whole was left with a surplus of several 
thousands of tons, and the home market 
was in danger; competition became 
desperate, prices were reduced, and our 
own stock position became serious. 


We Did Not Want to Reduce 
Production 


We could, of course, have reduced 
our production, but that would have 
been a retrograde step, involyfhig tfe 
cutting of staff and the stopping of 
certain departments in our factory. As 
an expedient it was against our prin- 
ciples: we wanted to gowforward, not 
backward. 

Every member of our @rade was hit 
to some extent by this closure of the 
German market, and so through the 
National Association we approached the 
Government. The outcome was that an 
official deputation was sent to Germany 
with the object of persuading the 
authorities there—by an adjustment of 





its doors. 


Sia Planned Sales 
Five Years Ahead” 





By 
J. BEHARRELL 


Managing Director 
Hawker & Botwood Ltd. 





& For years a substantial surplus wat sold 
to a foreign market which suddenly closed 
Instead of cutting production, 


and so the surplus, this firm turned the 

product to a fresh use, created a new 

home market and is developing it into a 
primary line of business 


the sterling allocation—to reopen their 
market to our product. 

This was done, but only to a limited 
extent. The quota granted was of no 
real practical value to us, and the 
obvious and urgent alternative was to 
discover a new market for our surplus 
production. 

Now fish meal, whilst highly valuable 
as a feed for pigs and poultry, is also 
a wonderfully effective fertilizer for 
crops and plants of all kinds. Years 
ago it was, in fact, used for this purpose 
to a considerable extent in England and 
in America, but farmers and horticul- 
turists had gradually dropped it for 
chemical fertilizers. It had almost dis- 
chemical fertilizers. Fish meal was 
not, in fact, any longer available for 
use as a fertilizer, having been taken 
up entirely for feeding purposes. It 
had therefore practically disappeared 
from the market, at any rate, as a large 
sale product. 


This Abandoned Market Had 
New Potenttalities 


We said to ourselves, however: “‘Why 
not revive fish meal as a fertilizer?’’ 
We calculated that if the market could 
be awakened, even to a fraction of its 
potentiality, not only would our surplus 
production be ‘absorbed at once, but 
the way would become open for much 
bigger quantities. It would, as a fer- 
tilizer, become a prime necessity with a 


big definite market for it here at home. 

In May, 1935, therefore, we examined 
the value of fish meal as a fertilizer, and 
decided to market this product on a 
national scale. 

We were already in touch with the 
majority of farmers in this country, and 
so as to form an estimate of the market 
prospects sufficiently close to serve as 
a basis on which to compute the 
possible profitable outlet for fish fer- 
tilizer, we approached a wholesale dis- 
tributing merchant who was in personal 
touch with the entire market. 

Through him we addressed a ques- 
tionnaire to every merchant in the 
country, and our figures from this 
source showed clearly that the market 
was a large one and potentially very 
valuable. We decided, therefore, to go 
ahead, but purely as manufacturers. 
The entire distributing and selling 
arrangements were placed in the hands 
of this firm of merchants, who already 
had a high reputation amongst farmers 
throughout the United Kingdom. 

By the next month, June, we had 
completed arrangements and the scheme 
virtually started. 


Sales Quotas For Five Years 
Vigorously Planned 


It is here that our five-year planning 
of sales comes in. From our survey of 
the market we decided that in the whole 
of the first year we should concentrate 
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distributed free. We 


year: 


For the four succeeding years, how- 
T, we “Piauned to sell the following 


us o e e 5,000 tons 
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vigorous ee Probably it is, but 
the Pa are based on the poten- 


survey. The ee is, in fact, 
practically a virgin one. Fish fertilizer 
aving disappeared from the prominent 
lace it held at one time in the growers’ 
urriculum, its revival now puts it in 
position of being virtually a new 
product. 




























‘actory Planned to Keep Ahead 
of Schedule 


To ‘cope with these yearly increases 
output we are laying our factory 
plans with particular care, and every 
detail is being investigated to secure 
mi SIE costs with maximum effici- 





we are already producing a quan- 
tity, which we are switching over from 
the feeding meal business, our complete 
yutput for 1936 and 1937 is provided 
for, and in actual fact the capacity of 
our new factory is a year ahead of 
demand. 

We are planning to maintain this 
ondition right through. In 1937 we 
shall duplicate certain units of our 
machinery in readiness to cope with 
the demand for 10,000 tons in 1938, and 
oon. 

In this way we are avoiding commit- 
‘ing ourselves to the full capital outlay 
the beginning. Ald, the fact that 
plant becomes available twelve months 
beforé the full capacity of working is 
called upon gives us elasticity with 
hich to meet,increased demands if the 
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Many of the testing samples would be 














quickly 
have planned. 


should. develop” even 
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First Year Being Used for 
‘Educating’ and 

j , Testing 6 

At the moment we are in our first 

year, the year we have set aside for 


educating the grower back to the use 
of fish fertilizer, and incidentally we 


We had this educative booklet written by a 
well-known authority on the subject. Put up 
in the style of Government publications, well 
known to our prospects, it inspired confidence 
against ‘sales-pushing’ and is proving our 
most successful piece of propaganda 


ourselves are using this period as an 
experimental and testing time for the 
product itself. 
fertilizer was proved years ago, but we 
are experimenting and compiling data 
that we shall later issue as helpful 
information to the grower. 

It might be mentioned here that we 
are preparing our own testing ground 
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THS VOUCHER 6 
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ON ORDERS FOR 
t PALMER'S 
COMPOUND 
iS we FERTILISER 
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GQEetTGOsRER Hen 
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ai dann allowed on testing quantities bought were in the form of a ‘cheque’ issued by the sole selling agent. The ‘condition’ on the 
ver that the user. shail reper progress keeps his attention on that important matter—results, This was another effective 


wore 
than the rate for e which we 


but of getting them enthusiastic about 


educational matter for the prospective 





Its basic efficacy as a 


AVAILABLE ONLY ON ORDESS PLACED BETWEEN OCTOBER Hth AND WOWEMBER ict, 1933 









passed on to our ‘users. 

Incidentajly, we are also converting 
all the spare ground around our factory 
into garden plots or allotments. These 
we are giving’ to our workmen free of 
all cost for their own enjoyment and 
instruction. We are providing them — 
with the services of gardeners who will ~ 
give them help and advice. On these | 
plots the men will be encouraged to use ` 
our own fertilizers and to observe the 
results. We consider this a very good. 
way not only of helping our workpeople, 























the product they manufacture, apart 
from the beautifying of the factory, 
which in itself is an important part of : 
our policy. 











Restrained ‘Dress’ Makes this 
Booklet More Effective 


One of our most successful pieces of 














customer is proving to be a technical 
booklet dealing with the use of fish: 
fertilizer for agricultural and horticul- 
tural crops, written by one of the recog- 
nized authorities on the subject, and 
which we have produced in the style of | 
Government publications, well known _ 
to farmers and horticulturists. 

This style of publication induces con- 
fidence—it dispels any idea of sales- 
pushing. | 

Other publicity matter, leaflets, etc.,: 
which we are constantly issuing to the- 
merchants for distribution to the con- 
sumer, is all produced from the educa- 
tive point of view. There is no attempt 
to push sales. 

This publicity matter, by the way, 
though compiled and issued by us, the. 
manufacturers, bears the name of the. 
selling agent, to whom I have pre-. 
viously referred. 4 

Another item of our educative cam- 
paign is the offer to growers and 
gardeners of a free testing sample of 
fish fertilizer. It has, in fact, proved so 
efficacious that we are in considerable | 
danger of going far beyond the quan- © 
tities of the product which we originally | 
allotted for this purpose. It is, how- 
ever, fortunate that our factory is 
operated on a budget system so that 
we know our position almost from day 
to day. 























(Continued on page 39) 


$. 


introductory piece 








MARKETING - ADVERTISING - SELLING 
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They're Spending Money Here 





. MIDLANDS 


At Birmingham, W. & T. 
have just complete 
highest capacity weighbridge ever manu- 
factured in England. It will record 
weights up to 240 tons, the weight being 
shown on a self-indicating dial. 
+ 

Th Birmingham Railway Carriage & 

Wagon Co., Ltd., have secured con- 
tracts from the Argentine for a new type 
of Diesel-electric railcar. The orders cover 
30 Diesel railcars for the Central Argentine 
Railway, the Buenos Ayres Pacific Rail- 
way and the Entre Rios Railway: Two 
other railcars'incorporating several impor- 
tant new features have just been completed 


a 
Avery, Ltd., 
building the 


















+ 
y undertaking to erect a special pre- 
pressing track, Wright's Ropes, Ltd., 
ingham, have secured the most ım- 
ant wire-rope contract placed in this 
ry for many years. The ropes are 
new Chelsea bridge. The contract 
Wright’s busy for eight months, 
e special pre-pressing track is the 
f its kind in this country they 
able to produce pre-pressed 
previously could not be 


+ O” 

Co. are planning to step 
of cycles by 50-100,000 
ollows a successful expan- 
tion and sales during the 


l À actory for the production of 
electrical accessories is being erected 
at Wythenshawe, Manchester’s new garden 
‘suburb. The Manchester Corporation are 
advancing £3,300 as a Joan. Similar 
advances have been made to other light 
industries locating on the estate. 


+ 
Coa Laird & Co., Ltd., Birkenhead, 
have received another order from the 
Blue Star Line for-a 12,000-ton ship. This 
is the third order the yard has had from 
the Line in the past year.. 
+ 
` A nother big Merseyside contract has been 
placed by the Clan Line Steamship 
Co., Liverpool, for two 10,000-ton ships 
for their South African-Australian service. 


+ 
lackburn Savings Bank opened 5,000 
B new accounts last’ year and showed an 
increase in funds of £429,138. 
> .. . 
imilarly, good signs of returning pros- 
S perity are shown in South Lancashire, 
where the Warrington, Runcorn & District 
Savings Bank gained nearly 2,000 new 
accounts last year, and for the frst tne 
the turnover passed the {1,000900 mark. 


NORTH-EAST 


T Tyne and Wear shiẹbuilding yards 
are busy. The annual production of 
16,000 to 22,000 tonnagegby Tees yards 
during the past three years will be beaten 
in 1936. The flow of orders is already 
better than at any time in the recent past. 
+ ` 

At no time during the past 10 years has 

"\ the outlook been so cheery on the 
Tyne as to-day. Swan Hunters are con- 


for the Buenos Ayres Western Railway. . 


structing nine vessels, including two 
destroyers, @ passenger ship and the largest 
all-welded vessel, 2,087 tons, of its kind 
if the world. Hawthorn, deslie & Co., 
Ltd. have full order-books, andeVickers- 
Armstrong, Ltd., and Smith’s Dock Co. 
are; both very busy. 
| ° > 

Wt shipyards are building 2r new 

ships at the moment and fresh orders 
are coming in. Doxford & Sons, Ltd., of 
Pallion, have just signed a contract for 


two 9,000-ton vessels, while other yards 
are also getting new contracts. 
i 


i + 


The ‘lantern’ of this 
lighthouse has four, 
eight or more sec- 
tions each of which 
takes a product for 
display. After each 
revolution of the 
shutter a fresh sec- 
tion ts revealed. It 
is lit and operated 
electrically at a cost 
of about 1d. a week 
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Wor for 2,000 additional men for 18 
‘Y months results from a £1,500,000 


order for 227 locomotives placed by the 
LM S Railway with Armstrong-Whitworth 


21 


& Co. (Engineers), Ltd., Tyneside. This 
is the largest of such orders ever given in 
Great Britain. 


+ 


poo latest industry, a furniture 
manufactory, will start shortly at the 
old steel works once operated by Palmer 
& Co. At least 250 men will be employed 
at the start, with the number rising to 
over I,000. 


+ 
SCOTLAND 


H ighway and road construction in the 


Highlands during the next five years 
will exceed an expenditure of £4,000,000. 
This will open up the North to heavy and 
general motor traffic, and it is expected 
that swift business development will 


follow. 

A £40,000 order for the supply of 10 
cranes to the Lyttleton’ Harbour 

Board, New Zealand, has been obtained 


+ 


by the Clyde Crane & Engineering Co., 


Northend, Lanarkshire. This contract was 
obtained in face of keen world competition. 


+ 


Te Burntisland Shipbuilding Co., Ltd., 
Burntisland, have an order fqf a 4,400- 
ton steamer from Richard W. Jones & Co., 
Newport, Mon. It will be buit with a 
number of new features in design. The 
Burntisland Company set up a record for 
the Fife shipyards last year with nine 
vessels totalling 25,000 tons. At present 
the firm has on hand sufficient orders to 
keep ali workers busy for another year. 


+ 


Barclay, Curle & Co., Ltd., Clydeside 
shipbuilders, have an order for a 
7,500-ton cargo-boat from the 
Line, London. . 


Nourse 


mew Products for New Markets 





pate Equipment, Ltd., Tyneside, are 
imarketing a new type of clock. In- 
vented by F. Alderman, Newcastle, the 
clock shows at a glance the position of a 
bus on a route, the length which a flm 
has run, or similarly records stages of pro- 
gress from any fixed point. A Newcastle 
cinema has installed the first model. 


+ 


| 
Ghrinkage of cotton goods in laundering 

} has-been. eliminated by a new process 
known as Sanforizing introduced by the 
Bleachers’ Association, Ltd. Sanforizing 
machines enable thoroughly shrunk cloths 
to be produced and thus eliminate shrink- 
age of made-up articles and garments when 
laundered. ` i 


! > 
pores to a report in ‘‘British Indu- 
IX trial News”, a new process dealing 
with steelworks’ slag has resulted in the 
production of foamed slag. concrete. 
Special works have been built alongside 
Richard Thomas & Cq.’s steel plant in 
North Lincolnshire, and the process has 
proved so successful that further plants are 
to be built adjoining steelworks at Scun- 
thorpe. It is claimed that foamed slag 
concrete blocks are lighter and cheaper 
than those made from ordinary concrete. 
Their heat-incylcating properties make 
them especially suitable for building pur- 
poses. Until recently, steelworks’ slag was 
waste. 


, 
1 


A® invention which abolishes the weights 
on cotton-weaving looms—keeping the 
yarn at tension by gearing the warp beam 
——has been patented by two Preston men. 
It can be attached to existing looms. 
Twelve large Lancashire cotton mills are 
already using it. 


fter much research, seamless boots that 

resist the agtion of petrol, oil and 
acids have been produced by the Dunlop 
Footwear factory at Walton, Liverpool. 


+ 

A? advance on existing methods for pro- 
ducing smokeless fuel and oil from 
coal by low-temperature carbonization has 
been -perfected by Councillor F. Lloyd, a 
Sheffield engineer. After several years’ 
experimenting, he has constructed -a ‘full- 
scale unit yielding 16 cwts. of smokeless 
fuel and r4 gallons of crude tar for each 
ton of coal passed through the retort. The 
solid fuel produced has considerable free 

burning and smokeless qualities: o 
The inventor feels that the application 
of the process should mean the turning- 
point for the coal-mining industry in that 
the amount of coal required for household 
fuel would be increased by 25 per cent, 
the extra volume being paid for by the 
price obtained for the by-products, which 
are now wasted. He believes that plants 
should be attached to the collieries and that 
they could .be.run inexpénsively -on the 
gases which now run to waste in the pits. 
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This Idea 


Packs Your CATALOGUE with. 


Valuable NEW Data’. 


ti 


ne of the most valuable reference 

books we have in our organiza- 
.tion is an ‘annotated cata- 
logue’,” said the sales director of a 
well-known : manufacturing concern, 
who showed this idea to BUSINESS. 
The annotated catalogue is an 
ordinary catalogue to which is con- 
stantly added a wealth of notes and 
information which not only provide in- 
valuable: additional information during 
the life of the catalogue, but which also 
providə a wealth of new matter for 
insertion in the next issue. 

This firm manufactures a wide range 
of small engineering products. Just as 
a brief indication of how these annota- 
tions are made, we will quote the sales 
director® own words: ' 

“We. turn out a certain article in 
aluminium which has to have two holes 
drilled and screwed into it to install it. 
The buyer or his mechanic has to do 
this. I noted in a technical paper that 
one can drill and screw aluminium 
better if a little turpentine is applied. 
Hence that cutting is stuck in the page 


+ 


r 
t 


ce e ow O g -pY RN “ 
H x ki BE &; et ae 


Na 


bi 


REPEL AIET p 
Gat or Pi = 
i ty! Ree Ag 


E) 
a 


TRO mp an a aep aE n fm SE ya aea aa 


| GR SS HES y 
| SUR uals 


pea F7 
+ ogee Erra Bad do tet e” 


Tad) KOR, COPE ROE, OEE 
- i k 
< 


t ars fe” 





of my catalogue where the aluminium 
products are mentioned. It is sales 


elf YOU , 
MISS THE“POST 


Ik you cannot get back to the 
office after that late afternoon 
or evening Appointment and yet 
need to dispatch an important 
letter, so that it is sure of the first 
delivery to the addressee next 
morning, use the Night Telephone 
Letter Service. © 

Simply phone to the Head Post 
Office and dictate your letter, The 
fee is 1s. for 36 words or less» 





and id. for every additional 
3 words. 
You can, in fact, use this 


service up till midnight and still 
get your letter to its destination 
for thefirst delivery next morning. 
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THAT REMOVE SALES RESISTA 


By making the products easier to USE, these tins Ph att 3 


Everybody knows how the: pellets from a full box 
generally shot all over the place when the old type lid, 
especially a tight-fitting one, was opened. The trays in 
these new tins slide, and have only a small aperture through 
which single pellets can be dropped into the hand 





PACKAGES DESIGNED BY 
THE METAL BOX CO., LTD. 





Holds packets of 
razor blades and 
solves the ‘where 
to put the used 
ones’ problem. 
Arrow points to the 
slot in a’ receptacle 
made specially in 
the base of the tin 





Snap~-over cap 
delivers tooth pow- 
der with the same 
precision and con- 
venience as paste 
from a tube 
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that’s. the factor that builds Sales To-day ae 
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Now the ‘openers’ do not get lost, by this 
new method they are secured firmly, but 
are easily detached by the user 
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talk, it gives one a solid tip to hand on 
to buyers. You see the idea? 

“Every hint, no matter what, helps 
to make the catalogue more valuable to 
its user. eInstead of picking up any 
catalogue when going to speak to a 
prospect, ong always takes one’s own, 
and the little annotations give a greater 
mastery. 

“Consider again, we have a winch 
which will pull a certain load at a 
certain speed before stalling. A client 
wanted a slightly higher speed, which 
meant a little larger cylinder bore, and 
a little higher cost. I worked out the 
new figures in about an hour. The 
business was lost, but I had the figures 
gummed into my catalogue in the winch 
section. And when I got a similar 
inquiry afterwards, I had the whole 
figures immediately to hand. Š 

“The whole idea is to make the cata- 
logue a greater friend and of infinite 
more use by adding notes toit. At 
I did this alone with my own 
Since seeing the value of the idea 
ever, I have instructed other ex 
to do it, each building up an 
his copy in the same way. 

“The copies intended for 
to be treated in such a w, 
should have a distinc 
them. They are books 
value and should be s 
more closely than or 
reference works since, 
be practically impossibh 
accumulated informatio; 
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People like to see what they buy, glass- 
topped cans enable them to do this 


















PRODUCTION METHODS & EQUIPMENT 
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welve years ago an executive in a tor. , ‘hose girls have never. been so 
famous manufacturing concern in absorbed in their jobs as they are 
the United States picked up a bar- now: 
gain in the way of a portable radio set. There’s magic ‘in “music. Wasn't it 
He meant to take the set home, but music, the irresistible rhythm of drum 
instead he happened to leave it on the and /brass, that, time after time, won 
desk in his office for a few days. an impossible five further miles out of 
Naturally, half a dozen of his col- dog-tired troops marclting back from 
gues tried it at various odd times. the lines in France? ss 
en one day he came in from lunch Anyway, the ‘“‘borrowed’’ portable 
discovered that the set was gone. radio set was the start of an experi- 
r annoyed, he picked up the ment by this firm. The set never 
phone and asked several of his found its way to the executive’s home. 
what they knew about it. It was the forerunner of a radio and 
eventually reached the pro- gramophone broadcasting system which 
ctor, who laughed. ‘‘Sure,’’ was' eventually installed throughout 
“Tve got it; come over every department of this firm. 
Well, that was twelve years ago. 
he radio set perched on True, the idea has not since developed 
ewoman’s little glass into! universal practice, though it is a 
urning out hot rhythm wonder it hasn't. Those firms who do 
at its loudest, and 200 girls were slam- use tit as a work stimulus and as a 


ming into their work assembling toys, counter against fatigue definitely state: 


subconsciously speeding up, trying to that broadcast music of the right type 
swing along with the rhythm. has:a highly beneficial effect in both 
“See?” said the production direc- directions. os 


t 





About their new Factory Broadcasting 


Capt. J. Black - . 


Managing Director 
Standard Motor Co., Ltd. says 


e began this broadcasting of 
music idea only recently. As an 
experiment we tried it in our 
trimming department, a place where l 
there is comparatively little noise. We 
thought then that an absence of noise : 
was essential to the success of the plan. >» « 
For an hour each morning and after- 
noon music was broadcast to the 
‘‘trimmers”, and the effect was very 
carefully watched. The type of music 
was, of course, controlled, rhythm and 
melodious light music being selected. 


-—— =w we ae 





does not, however, piped 
the music ; that is done by 
Benefit was Seen at Ogce the production manager, the 


Almost immediately it becamé obvious choice being made to suit the 
that the idea was helpful. Not only kind lof work in hand. The 


: apparatus shown. here is a 
did the work go with a better swing, Marconiphone twin gramophone 


but the highest quality was maintained turntable with amplifier.” It 
and a brighter, happier atmosphere js one type of several that are 
was created amongst thg girls. This now [being made for factory 
last fact is a very important one: it is broadcasting or ‘Fatigue 
a strong counter against the depression Relief’, ", to use the correct 
that tends to creep in where work is Se P ee paur ts a of 
strictly confined to small, monotonous bal is from pall s SF ie pia 
jobs in a mass-production programme. 


latest firms to adopt the 
So beneficial, indeed, was the effect ie fii relief’ iden 
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= = i .'. . get less tired, too 


of music in e trimming department 
that we extended the plan and erected 
loudspeakers in all other departments 
except, of course, 
noises of heavy machinery, etc., made 
the idea obviously impossible. 

We found to our surprise that the 
music was welcomed by workers in 
sections where the noise of machinery, 
though not of the loudest and heaviest 
nature, was nevertheless sufficient, to 
our mind, to make the introduction of 
music impracticable. 
explained that actually they did not 


those where local 


These workers 


the clatter of the machinery, 


but that they could hear and 
music perfectly, so we put in 


$ 


Owing to the difficulty of guarantee- 
ing suitable radio music at the times 
we want it, we used mainly gramo- 
phone records for broadcasting. 
machine is an 8-record automatic-change - 


joy the 
e loud- 


The 


Officially, 

' Timekeeper ; 

the staff call him 
the “Musical Director’ 
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gramophone, with a 10-watt amplifier. 


This equipment is under the control of . 


the storekeeper. 

- The stock of gramophone records we 
-` supplied in the first place has been 
greatly supplemented by the work- 
people, many of whom bring their 
favourite records from home to be 
played at the ‘factory. 


Tunes are Always Fresh 


Perhaps the most convincing proof 
of’the popularity of our installation is 
the universal outcry that arises if by 
any chance the storekeeper fails to 
switch it on at the recognized hour. 

To keep the music always fresh and 
stimulating, we have now arranged 
with a local dealer to supply us with 


r 


, pany. 


a £s worth of fresh records a week. 

The cost of this broadcasting instal- 
lation and its maintenance is borfe by 
the Planning Department bf the com- 


As an offshoot of the guse af the 
music during official working hours,- I 
might mention that its use durtng 
lunch-times and other recreation 


‘periods is erformously enjoyed by the 


employees. We have extended loud- 
speakers to the recreatiog club-rooms, 
and much use is made of the music for 
impromptu dances and so on. 

After watching carefully the results 
of this broadcast music plan, we find 
that the effects are definitely good, 
both for the company and .personally 
for the individual workers. 


A . 


Having Used Music for several Years 


Geoffrey ‘Freeman 
Director 


Teofani & Co., Ltd. Says... 


gusic goes a long way to overcome 
the fatigue induced by the con- 
tinuous processes of cigarette and 
cigar making. Teofani’s found that 
they had to combat a strong tendency 
among the workers to mind-wandering. 
At .first an effort was made to stop 
talking, but this was unsuccessful. 


er 


Rhythm Stops Mind-wandering 
' Then an idea occurred when it was 
found that there was a growing ten- 
dency, ‘especially among the, girls and 
women, ‘to sing. Wasn’t this just’a 
subconscious recourse to the natural 
stimulus of-rhythm? Why not,- then, 
provide-rhythmic music? .So-a mains- 
driven .twin gramophone turntable was 
installed and loudspeakérs- were put up 
in the production departments. 

` ' 2 E “ a 
o 


Quality of Music MUST be Good 


That-was sevéral years “ago” ‘Teo? 
fani’s still use: the system; ‘they have 
found it.extrémely effective. Mr; Free-’ 
man -emphasizes,. however, that “the 
quality of music broadcast for this pur-' 
pose must be good. Harsh” ‘inferior 
reproduction .from -cheap or ‘badly 
adjusted .apparatus, he. maintains, 
would “entirely defeat its- object. Tn: 
spirational, rhythmic music with*repro- 
ductidn of good quality is essential. ` 

‘Téofani’s broadcast for four separate 
half-hours during the day? ‘The . time- 
keeper -has . charge .of- the apparatus, 
which ‘is lécdted”in~his dfficé.;* “Undet. 
instruction: from ‘thè production super- 
visor; - hé“ puts, on the! records and 
adjusts the speed so that thééworkér’’ 
hands can g keapapretty well in ` rhythm... 


Aa 
: 


‘usually employed. 


' This has a wonderful effect in checking 
the fall in output curve which other- 


wise occurs towards the ends of work- 


ing periods. 

This company states that not only 
has output been increased by the 
music, but fatigue lessened and pack- 
ing errors practically eliminated. 
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lf You Want to 
Sell Off Old Stock 


“This Plan May Help. 


m} 


ere is a simple, inexpensive but 
H" - effective selling scheme that could 
be adapted for ‘“‘clearing out” 
many lines. It is a calendar plan, but 
it works in a direction opposite to that 
It was tried out 
with excellent results by a well-known 


: lamp manufariuirmg firm. 


. The idea started when it was decided 
that thréé‘lines of sun-lamps were to be 
discontinued, and it became necessary 
to sell-out quickly the stock on hand. 


- To do? this the various sales areas were 


given a ‘proportionate quota to sell, the 
whole drive to be concluded in seven 
weeks. A price reduction was made; 
a'special “‘bargain’’ circular was issued 
to dealers, then the ‘‘quota calendar” 
was introduced to the Salesmen. 

This calendar was not like the ordi- 
-nary ‘type*used to determine dates. It 


BUSINESS for MARCH, 1936 


was a series of sheets, one for each week 
of the drive. The first sheet showed 
the full quota to be sold, then the sheets 
showed for each successive week the 
number of lamps to be sold, the num- 
ber dimin'shing each week and in the 
final sheet fading out to the last wnit. 

For example, suppose an area had a 
total quota of 7oo lamps apportioned 
to it to sell, the total sales in the area 
would have to be 100 lamps per week 
in order to get the whole disposed of 
within the scheduled seven weeks. Then 


- each week’s sheet would show a dimin- 


ishing balance to be sold until the 
seventh sheet would show only 100. 


Each sheet was headed: ‘‘Sun-lamp ` 
Quota” and the sales area ‘concerned 
named. On the top half of the sheet 
the total number of lamps to be sold 
was stated, and beneath that the sepa- 
rate number of lamps of each kind to 
be sold. On the lower half of eac} 
sheet was a similar list, but there w 
no numbers. In the blanks the 
ager for each district filled up a 
end of each week the actual nu 
lamps his district had still to 
the number of lamps sold.. 
the top of the first sheet s 
there was a quota of 700 
standing to be sold, the 
fill in at the end of the 
number remaining to b 
figure representing t 
proved to be 400 it we 
his district was well o\o} 
he had sold 300 lamps in% 
whereas the schedule callea d, yyd04 
of only 100. tO 




















aaea? 
Decreasing Quota Worked Bes ee 
than Rising One ee 


On the other hand, if the balance of “& 
stock outstanding was, say, 650, the x 
district would be 50 short of the quota. 

The chief benefit of this plan which 
the company found was the stimulating 
effect on their salesmen of seeing the 


- sales goal decreasing each week. The 


usual method of stressing the -progress 
of a sales drive is by showing the ‘total 
in an upward trend, with the salesmen 
striving toward an eas goal 
of so many sales. 

Where a job of work has to be 

“wiped out’’, as it were . . . reduced 
to zero, salesmen do feel that the end 
becomes increasingly easy to reach as 
progress goes on. Where the goal is 
for ever upward, however, the~ end 
seems to become increasingly difficult, 
more and more effort being demanded 
when energy and enthusiasm have 
already been fully drawn upon. 

The severity of this latter condition 
often makes otherwise good salesmen 
become dispirited at what they feel to 
be the elusiw remoteness of their goal. 

At any rate, this company gave it as 
their experi@ice that in many sales 
drives of the normal type the sales 
force often failed entirely to reach its 
high quota, or only just reached it 
within the time limit, this downward 
objective was achieved a full mee 
ahead of time. 
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How and when do you find your costs? 







+ 

Is it a big job af work, requiring much 
é 

clerical time and labour, to obtain eo pat TE 


figures which may be past history-vor a es 
; bane E 1 
do you use PARAMOUNT—th4 hand ; 


operated punched card methodfor Cost- [O-g|- m Rece Ž Ž Ž 


REMARKS 


ing, Stores and Production Control ? 























THE JOB CARD SHOWN COVERS 


° 9,999 Joh Numbers 9,999 Workers 
99 Operations 99 Machines 


No .machinery or skilled operators required. Cards are originals (not 
pecially created) and can be ay reasonable size or shape. e be 
ngle sheets or any copy of a multi-part set made out with a carbon. sheet 


i METHOD IS AS SIMPLE AS IT IS INEXPENSIVE AND AS EFFICIENT AS ANY 
' GOOD SYSTEM CAN BE 


UST HAVE A 198 CARD—WHY NOT A PARAMOUNT CARD 2 


If you are concerned with 
Factory organisation let us 
send yau a copy of “Up to 
è Costs” which 


right on top sf è 
in a Midlands 





COPELAND- .CHATTERSON ede: 
se CITY 2284- 
GE HOUSE, OLD CHANGE, LONDON, E.C.4 | (3 LINES) 
CUTIVE EVER HAS TO WAIT for dictation, where ` i 
fes are installed. Leading industrial organisations | | woes ' 


mmercial houses are turning to Ediphone gESPO 
ye-Writing because it gives execu- 
cives so much’ more time 
“fop productive 


work. l ND t 















FREE DEMONSTRATION 
ç AT YOUR DESK 
{h l Every responsible- execu- 
; a’ tive is invited to “sample” 
Ediphone Voice-Writing 
. without obligation. You 
buy nothing ‘until the 
Ediphone proves its 
advantages. _ 


Write for fulf particulars to ‘ 
f= eli, ip sho re) rt e. THOMAS A, EDISON LTD.,, 
j i Wictoria House, 


Balanced lee Mkaka Southampton Row, London, W.C.1 


BRANCHES AND DEALERS IN ALL PRINCIPAL CITIES Ò. 
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ACTIVITY FACTORS | ye 


Business Activity Index 
Steel Production 
tron Production 
Coal Production 
Imports (total value) 
Raw Material Imports 
Exports (total value) 
Building: (total value) 
Factories, etc. 
Employment 
Wholesale Prices: 
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Here is The Business Activity Index 


; PLUS 
è Scale. lanit + 4" 
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IRON and STEEL 
Notable Among 
Other 
Basic Output Rises 


The demand for all kinds of iron 
and steel continues despite the increase 
of foreign imports of those materials. 
ÀA general 8.7% advance in the price 
of iron and an 8.4% advance in steel 
prices reveals the healthy state of 
these basic industries and is indicative 
of the heavy working in all metal 
industries. Even the demand for 


shipbuilding steel is good. 

Although iron production shows a 
rise of 14.2% and steel 204% ove 
the corresponding month in 198 
plans are in hand for still further o 

ut, 
$ Employment, although dowg 
a month ago, shows a 2.8% 
a year ago and there is evy 
cation that conditions are 
Another encouraging fig 
6.2% rise in coal produc 
is to some extent the 9 
strike threat. 


Rail Traffics 
i Postal Receipts (net) 


Bank Turnover F 
































Shipping: Entrances 
/Clearances 


Rayon O tput 


Raw Gpiton 
Wool Text. Wages eres 8'3 Among other figure; 
AID ’ in commodity prices 
I Electricity Output 23-9 tion of tin and co 
BUHLER e. t02 the + ediate fu 
|] , . riny) r 
` Retail Sales p ee eoan ary 
§ or. fall in the ls 
- |} in January, 108 
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Motor Registrations WENT % 1 


i-t ; , 1985. 
New Capital issues 49 PLLA betes bee 
the figures of 





December, 1985. 





TAN-SAD 
CHAIRS — 

“coor 
COMFORT 
EFFICIENCY 


EASILY FIXED 
TO ANY WINDOW 
















This fellow geis plenty of 

exercise. Curved spine + 
and cramped lungs do not 
worry him. 


’ Send for full 
details of 





This fellow gets lite or no 
exercise, Curved spine and 
cramped lungs retard circula- 


e ced 1 ’ p 
Office Lee er a VEN 
Factory efficiency. ENTI , iat 





OFFICE, HOUSE OR’ 
BUSINESS PREMISES: itn 
Peet eer ain Oia v IA 


- and Canteen - 
Seating, and- also particulars 
of our unique Free Trial Plan. 
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This fied feels fit and 
keeps fit because his spinets 
stratghi, his lung capacity 
greater, andthevital organs 
of his body are permitted 
to function properly. 
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“Floors, walls’and lighting were modernized. Sound-proofing and up-to-date equipment were installed” 


\ : 
` A 4-Step Office Re-Shuffle 
THAT SAVED US £3,000 A YEA 


ot all .businesses have 
N exactly the same faults 

and problems as the one 
I am describing, but most 
have some—which are often 
hidden from the management. 
Many businesses are too de- 
centralized with a resultant 
expensive duplication of work, 
and still more fail to get the 
usable results which they 
should for the effort expended. 

No matter what the prob- 
lems and faults, and whether 
they are hidden or apparent, 
the methods of approach and 
of attacking them are basic. To that 
extent at least, the methods described 
in this article can be used by any com- 
pany in any line of business. 

The company in whose offices these 
betterments were made manufactures 
machinery, largely to special order. It 
has no repetitive, mass production, 
although many of the parts are 
standard and are used in several of 
the machines. 

The main factory and the admini- 
strative offices are in one town, let us 
say, X. We have a smaller branch 
plant 20 miles away in, let us say, Y. 
The total factory and office pay-roll is 
about {£300,000 a year at the pesen 
five-day a week rate of astivity. 
About 1,400 men are employed in the 
factories. 

In making the sweeping changes 
which were needed, personffl problems 
arose at the start—as usual. There 


were two or three old-tim®@rs who, on 
account of the attitude they adopted 
to the change, proved to be obstruc- 
tionists. Reluctantly, after using the 
greatest diplomacy and persuasiveness 
in an effort to change their attitudes, 
the management was forced to fet them 


By C. H. CROCKETT 


Scovell, Wellington and Company 


This is a story of one firm’s exper - 
ience, but just such an attack can be 
made anywhere on out-of-date equip- 
ment and methods that are running 
away with profits. 
spent £400 ; 


Mr. 


> 


vo. The savings in their salaries are 
not considered in this article, although 
their work was handled by those who 
remained. 

There were some office workers who 
were unprogressive or inefficient, but 
were retained for purely humanitarian 
reasons. They were put on jobs where 
they could do the least harm and the 
most good. Several well-equipped, 
intelligent, co-operative employees were 
put in key positions with chances for 
advancement and usually with pay 
increases. Several ordinary clerks were 
let out gradually as the new methods 
made them superfluous. In deciding 
on who should go, careful and sympa- 
thetic consideration was given not only 
to ability and brains, but to age, de- 
pendants, length of service and loyalty. 


This is Where the Four 
Steps were Taken 
When the obstructionists had been 
weeded out and the remaining em- 
ployees thoroughly sold on the pro- 
posed changes, the revamping of 
methods started. In general the 
changes consisted of (1) physical re- 
arrangement of the office; (2) con- 





Crockett 
this, plus some ideas 
and a little work, made the saving 


solidation of offices; (3) elim- 
inating duplicated and use- 
less effort and records; (4) 
modernizing and simplifying 
the accounting, cost and pro- 
duction planning methods. 

1. The office at X had, like 
so many others, grown over a 
long period of years without 
plan. Some of the equipment 
was antiquated and there was 
much stuff stored there that 
should have been discarded or 
stored elsewhere. In modern- 
izing the office physically, the 
first step was to clean it out, 
which resulted in moving away five 
truck-loads of obsolete equipment, old 
type desks, all stored equipment, 
clothes lockers, permanent files, files of 
drawings and old orders, wash-bowls, 
mirrors, toilet articles and the like. 
The floors were put into good condi- 
tion, the rooms® were painted and 
sound-proofed and supplied with ade- 
quate, well laid-out lighting fixtures. 
Modern desks and other equipment 
were installed and for the first time it 
was possible for the officeemanager to 
see from one end of the room to the 
other. 

Total cost for the physical revamp- 
ing—¥/ 300, 

2. Most of the office activities had 
been housed in physically separated 
offices, some of them far apart. The 
machine shop cost department was in 
the main office, the foundry cost de- 
partment in the foundry, the stock 
control clerks near the stock room 
and so on. This physical separation 
accounted to a large extent for dupli- 
cation of records and effort. 
the 


Into remodelled 


office were 
put the cost accounting for both 
machine shop and foundry, cost 


| 
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analysis, estimating, stock control, pro- 
duction control and order departments. 
This made certain basic records avail- 
able handily to all who needed them 
and eliminated all need for much of 
the former duplication, The concentra- 
tion and centralization also permitted 
more complete utilization of clerical 
time, better co-ordination and resultant 
savings in expense and improvement in 
control. 

The Y factory office had been doing 
its own general accounting, invoicing 
and collecting. There was no reason 
why this could not be done more 
effectively in X, so all those activities 
were transferred to the reorganized 
office. It required the addition to the 
X staff of two £3 a week clerks. The 
net saving was in excess of /1,700 a 
year. 


Saved 40 per cent of Total 
O ffice Costs 

All purchasing except for emergency 
orders was also concentrated at X— 
saving nearly {1,000 a year, 

Total savings from this centralization 
of branch work amounted to about 
{2,510 a year, or about 40% of the 
former total Y office expense. 

3. There would be no point in telling 
in detail all the changes that were 
made in routine. However, some of 
the faults are so common in principle 
as to warrant mention. 

It had been the practice to prepare 
one time-ticket in advance and four 
more in the shop. All these had 
eventually to be posted to production 
records. Now only a single ticket is 
made for the duration of any opera- 
tion and for as many men as are 
on that job. The tickets are 
now cleared monthly instead of 
daily. 

Again, in costing sales for stat- 
istical purposes, the routine had 
been to cost each invoice, to pre- 
pare a cost report for each, to 
make a hand-written list of these 


still later types? 
duplication occurs: 
little more? Have you followed processes from 


beginning to end to see if paper, forms, routing, 


in the cost office and another, also by 
hand, in the accounting depargment. 
The same procedure wag followed in 
the Y plant, after which he Y invoices 
were sent to the X office, whith made 
another listing. All this Gleric#l work 
was eliminated except for costing, the 
invoices 4nd drawing up a summary 
of sdles and cost of\ sales frin the 
invoices monthly. 

For some reason which nobody could 
explain, four reports of *defective cast- 
ings had been made, where one was 


enough. That type of duplication 
of reports is exceedingly common. 
Usually it starts with a temporary 


need or for a special purpose—which 
becomes routine because nobody hap 
pens to think to order its discontinu- 
ance nor to question its value. 

Stock control had been inadequate 
and somewhat ineffective because the 
records had been scattered through the 
plant. By concentrating them, by 
installing visible index cards, and by 
eliminating money balances from the 
cards and the detail work of reconcilia- 
tions, entering of invoices and so on, 
the work has been made more effective 
and less expensive. 

4. The costs were not tied into the 
general accounting system. As a re- 
sult there was constant danger that 
serious errors and losses might become 
buried from sight. There is now a 
proper connection between costs and 
the general books of account with 
resultant better control. 

Great savings were made in clerical 
work by revising the methods of 
gathering and allocating > overhead 
There had been 366 different 


expense. 

















As you read through these four steps that 
reduced expenses so substantially, ask yourself 
how your own company measures up. Is the 
office arrangement satisfactory; is its equipment 
modern, or could you not more profitably use 


Could you 


etc., could be simplified? 


Are there any points where 
‘centralize’ a 
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overhead rates in the factory—one for 
each machine. It was found on careful 
study that many of the rates for 
machines of similar type and size could 
properly be averaged and the same rate 
uséd for all. Thus where there had 
been 24 rates for lathes there are now 
8. For an®ther type of machine the 
number of rates was reduced from 36 
to 10; for another from 40 to 10. The 
total number of machine hour burden 
rates for the plant is now 102—a reduc- 
tion of 72%. This greatly reduces the 
clerical work of cost finding. 

Another improvement having the 
same result was to include all direct 
labour in the overhead, thus making 
it possible to eliminate entirely the 
clerical work of figuring labour cost on 
an operation. This including of direct 
labour in machine hour rates is, of 
course, not universally feasible, but j 
can often be done when the work isg 


on machines. , 


Increased the Accuracy of Costs 
and Control 

These two changes which so simpli- 
fied the cost finding did not affect the 
accuracy of the costs adversely. In 
fact, in many cases it resulted in more 
accurate costs. 

By eliminating the need for distribu- 
ting the labour cost éxcept as part of 
the burden, a direct clerical saving of 
{500 a year was effected. Formerly it 
had been felt necessagy to do consider- 
able checking to maké certain that the 
total amount paid out for labour bal- 
anced with the total amtount distributed. 
Even with this checking the difference 
frequently amounted to five shillings or 
more a week, 

Finally, under centralized 
control and using modern 
methods, it became possible 
to secure current, accurate 
cost reports which will make 
possible a better control of 
operations than had ever 
been possible before 
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Develop a ’Phone Technique 
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utive’s name is a small 
. When the light is on, the 
erator knows that he is out, 
callers accordingly. “The 

Firl”, says the writer of this 
article, “S¥rald always know the movements 
of the chief executives.” A signalling code 

helps her to keep in touch 


ne of the silliest ways in which an 
O individual can answer an in- 

coming telephone call is by 
announcing his or her number. At 
least, I think it is a silly, time-wasting 
way. 

About three times a week I make a 
phone call to a certain firm. Since we 
have been on the automatic system 
quite a lot of numbers are dialled by 
my secretary or myself direct from my 
private office. 


Forbid the Use of These Silly 
Answers 


I rarely remember actual telephone 
numbers. If I dial, my secretary gener- 
ally calls the number out to me each 
time. But the point is, by the time 
the whole dialling process has been 
gone through and time has elapsed for 


the contact to be made, I have for-? 


gotten precisely what number I dialled. 
Then, when I am through to® the 
“called” firm, the stupid operator, 
instead of announcing: ‘“‘Smith & 
Co.”, announces: ‘‘National-faif-four- 
three-two-one’’, or whatewer it is, 
Then, of course, I have to ask: "Is 
that Smith & Co?’’ because the num- 
ber doesn’t convey anything to me. 

I know another firm whose switch- 
board girl invariably answers with a 
long-drawn-out: “He-l-l-l-o-o?"’ her 
voice rising at the end in the form of 
a question. I have heard the voice so 
often that I know that that lazy drawl 





It pays to TRAIN staff to use the Telephone in 
‘ a goodwill-creating way. 


the ‘phone by Switchboard operators, yes, and 
e executives too, is the casse of more lost business 
annually than is generally recognised 


can be nobody else but Brown & Co., 
so I don’t have to ask. But strangers 
who ring up have to waste time inquir- 
ing the name. x 

Another annoying experience is the 
girl who announces: ‘‘Yes?’’ intoned 
as a question and spoken very abruptly, 
in a manner which suggests that the 
operator imagines she is smart and 
business-like, but which to me sounds 
merely snappy and ill-mannered. 

In our firm we take considerable 
pains, not only in training our switch- 
board operator to speak to callers help- 
fully and intelligently, but also in 
impressing upon all our employees the 
goodwill value of courteous and intelli- 
gent telephone replies and conversa- 
tions. 


Sw -chboard Operators Must Have 
These Abilities 


Ou answering announcement when 
a caller comes through is the firm's 
name, clearly spoken in a pleasant 
voice. Our switchboard operators are 
selected as much for their voice and 
charm of manner as for mechanical 
knowledge of the job. 

Another important point we insist on 


DICTATING MACHINES 
Help Routine Work 


t has been observed that a corres- 

pondence clerk, when dictating to 
a shorthand-typist, is conscious of 
his possible mistakes and therefore 
takes considerably longer in doing 
his job so that he will not be sub- 
ject to criticism from his typist. 

It is definite that there are indi- 
viduals who become embarrassed 
when dictating to a typist, this em- 
barrassment becoming an irritation 
which is reflected in the class of 


work and in reduced output, 

The dictating machine overcomes 
these irritations; a clerk can marshal 
his thoughts on the subject before 
him without being conseious of any 


criticism. He also has the advan- 
tage of his dictation being read back 
to him correctly without any doubt 
as to what he said, which frequently 
arises when a shorthand-typist has 
difficulty in reading back her notes. 


T. NABB 
of Joseph Lucas Ltd. 


from “Industry Illustrated’. 


From 
a Managing Director 


is that our operator shall know where 
all executives of the firm are at any 
time of the day. This enables her to 
reply at once with positive information 
to callers who ask for any individual. 

To this end executives must tell the 
operator where they can be found if 
they leave their office for any length of 
time. If one goes out of the building 
altogether he must depress a switch on 
his desk which operates a small red 
light opposite his name in a panel 
which faces the switchboard operator. 
When he returns, he must at once 
switch his light off, indicating that he 
is ‘‘in 


Make This Test of Your Own 
Office 

Every once in a while I make it a 
practice to ring up our office from some 
distant point just to see how I am 
dealt with as a telephone caller. 

This is not done in any spirit of 
‘““spying’’, no one is ever censured. It 
is just an idea to ensure that the 
system works to best effect and to dis- 
cover if any helpful, constructive 
criticism can be given that will improve 
even our previous best. 

Telephone technique is very easy to 
develop, and once developed it is a 
great builder of goodwill. 

On the other hand, it is a matter 
that is fatally easy to neglect, and 
when neglected it is a prolific source 
of annoyance and a very active enemy 
against those very things which, in 
other spheres, a firm does its best to 
build up. 


Indifferent handling of 
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Why Machine Accounting 
is the EASIEST Method 


he subject of mechanized account- 

ancy and mechanically produced 

statistics for various forms of con- 
trol is a vital one for the business man 
to consider to-day. It is, nevertheless, 
a subject that often fails to secure the 
serious attention of managing execu- 
tives in medium and the smaller size 
businesses because, for some reason or 
other, the idea has become rooted that 





This is where your facts begin as permanent 

_ records. The hand-punch puts them in 

place. Incidentally, this punching is t ` 
fastest known method of recording facts 





mechanized accountancy is compli- 
cated and warranted only in big organ 
izations where an expert personnel can 
be employed. 

Expert and technical writers on the 
subject have done nothing to dispel 
this illusion; rather the contrary. It 
is with the idea of doing something 
towards revealing the object of mech- 
anized accountancy and control in its 
true simplicity, therefore, that we have 
had this brief outlme of the Powers- 
Samas system written by a non-expert, 
a user of the system who has no know- 
ledge whatever of the professional side 
of accountancy. Let him give you the 
non-expert ‘view : 


Does not NEED Experts; It 
SUBSTITUTES Them 


“I first came to use the Powers- 
Samas system because I was convinced 
that it would not so much necessitate 
the services of human experts in my 
organization (which I could not afford, 
by the way) but because it was a 
substitute for human experts. 

“In non-technical language the basis 
of the system is this: you need to per- 
form your routine book-keeping accu- 
rately and speedily, and you require 
information quickly for comparative 
and control: purposes. It matters not 
what the information is. It can be 





sales per line of goods per area, per 
town or per salesinan; it can be sales 
per week per custe_1er; it can be a con- 
tinuous up-tc-the-hour record of stocks 
in a hundred branches or in a thousand 
lines; it can be a complete profit and 
loss account efor your business as a 
whole or separately for a number 
of branches; or it can be combinations 
of these and dozens of other things. 


A NON-TECHNICAL 
EXPLANATION 
written for 


‘BUSINESS’ by 


A USER 
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Whenever you need from your punched 

cards lists of selected facts, in a particular 

order, this machine, the Automatic Sorter, 

picks them out, at the rate of 24,000 an 
hour 





But whatever facts you want 
punched as holes in a small card. 

“In the Powers-Four battery this 
punching is done on the small hand- 
punching machine shown here. Inci- 
dentally, the punchitlg of the cards is 
the quickest-known method of writing 
basic information. 

‘The next question is: What facts 


are 





o 
do you need at a certain moment? 
Let us assume that you want the pre- 
cise quantities of your various lines 
sold to all trade users throughout the 
country last month, you want the lines 
shown separately and in alphabetical 
order of customers. You want this 
information within an hour. 

“You set your Automatic Sorter to 
select these facts, drop in the cards, 
and the selection is done for you at the 
extraordinary speed of 24,000 cards in 
an hour. 

“But these holes mean nothing t 
you: you need the actual figu 
Then drop the now-sorted cards j 
the Printing Tabulator, and this 1 
ine will reproduce on paper the 
figures, including respective to 
the names in order, repres 
the punched holes. Thus 
your quantities for com 
any previous data you li 

“Your punched card 
unchangeable record, 
transcription into figu 
at any time. 
















You can have 286 
One Smail 


“Here, I might mentior 
each one of your punched rds can 
carry a tremendous number of ‘punched 
facts’ at the same time (286 in fact), 
but any that you do not need for the 
moment can always be omitted from 
the reproduction merely by setting the 
Tabulator accordingly. 

“The utility of the Printing Tabu- 
lator is very wide. For instance, 
merely from the holes punched it will 


But your facts, now sorted, are still just 


punched holes; you want the actual 

names and figures that the holes represent. 

This machine, the Printing Tabulator, 

presents them to you, on plain paper, 

cards, statements, ledger sheets or what- 
ever is your need 
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translate not only straight figures and 
make sub or grand totals (in addition 
or subtraction), but it will also print 
names or words. Its capacity is four 
self-contained units, each capable of 
printing ten columns of figures or 
letters, and, what is remarkable, it 
will automatically print 80 complete 
lines per minute. 

“Ledgers can be posted and state- 
ments prepared on the Powers-Four 
Tabulator quicker than by any method 
of hand or machine posting. The 


_ special sheet-feed device which is avail- 


able enables sheets to be fed into the 
Tabulator, correctly positioned and 
ejected, while the machine is running 
without retarding its speed. 

“I think it is unnecessary, even if 


_ Space allowed, to go into any more de- 
“fail*here about the mechanical part of 


the machines. While there are, of 
course, larger Powers machines having 
capacities still wider than those I have 
mentioned, the ‘Powers-Four’ Battery, 
to which my remarks are confined, is 
designed specially for those ‘middle’ 


and smaller size businesses which want - 


a simple method of high-speed, accu- 
rate fact-presentation. It is. the 
‘Powers-Four™ that is used in my own 
organization. © 

‘The business man who wants to 
take advantage sof this system has not 
even to bothef thinking out how to 
get the facts he wants. He need only 
tell the Powers Company whai facts 
he wants or is likely to require. The 
company then plans the lay-out of the 
cards, and all the operator has to d 


Tabulator then automatically take care 
of the rest, 

“So far from being complicated it 
is thus easy to see that, at least where 
the user need be concerned, the process 
is of almost kindergarten simplicity.” 

The business man would, as a matter 
of fact, more readily grasp the import- 
ance of having this automatic, speedy, 
fact-presenting equipment if he were 
to put out of his mind the question of 
actual machinery. Let him consider 
that he is not buying machines but 
paying an extremely reasonable fee for 
a highly valuable service. 

He can pay for this service in one 
of three ways: (1) A complete sum of 
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A Statement produced by the Powers-Four Tabulator showing how the facts punched in 


the super-imposed card are printed on the fifth line of the Statement and how 


e machine 


has automatically segregated and totalled the Debit and Credit items and printed the 


balan 


money down (outright purchase of the 
machines); (2) the same sum of money 
spread over a stated period (instalment 
purchase); (3) an agreed fee for as 
long as he wants the equipment 
(rental). Whichever of the three 
methods the user adopts, the perfect 
maintenance of the actual equipment 


| + 


is punch the holes; the Sorter and t} ` 


Thoughtful Service 
That Built Sales 


y the introduction of a simple 
service the restaurant in one of 
Gloucester’s new departmental 

stores is building up a first-class reputa- 
tion. As each customer completes a 
course of his meal a watch is kept on 
his plate. If a customer leaves, say, a 
lot of fat meat, the waitress must 
report the matter to her supervisor, 
who, in turn, approaches the customer 
and offers to provide him with any dish 
on the menu if he has not been satisfied. 

No matter what a customer orders, if 
he leaves any of it, the supervisor calls 


PATENT NESTIN 
CHAIRS FOR SPAC 
ECONOMY * 
(Patent No, 344159) 
Please send for catalogue 
(Ref. B.) showing our com- 


plete range of tubular steel 
furniture for all purposes. 


| Geto RICHMOND RD. 
PUTNEY, S.W.15 


ce 


is undertaken by the Powers C8mpany. 

If, therefore, in this very brief refer- 
ence to mechanized accountancy or 
mechanized fact-presentation we have 
indicated the ease with which it can be 
employed by the average business we 
shall consider we have performed a 
useful service. 


+ 


at his table and inquires if he has been 
satisfied. There is no waiting for a 
customer to complain, and itecomes as 
a pleasant surprise to him when he is 
thus approached. ~ 

To make sure that no diner is over- 
looked in this service, the kitchen staff 
have also been instructed to report the 
presence of unwanted food on plates 
coming from the restaurant. This 
makes a double check. 

Since this idea was introduced the 
business of the restaurant has more 
than doubled. Most of this increase has 
been due, the management has dis- 
covered, to pers@nal recommendations. 
Customers have® confidence in the 
restaurant. 





vernment 


es ave net, those in brackets include 


postage. 


Import Duties Act 
Prelim- - 
(Part II) 


Inquiry, 1934. 


inary Report 
(Supplement to the Board of Trade 
Journal, 2oth February, 1936.) 


-© This part deals with the hosiery, 
lace, rope and twine, canvas, etc. 
trades. 6d. (7d.) 


Annual Subscription to the Board of 
Trade Journal, 30s. net, post free. 


Special Areas. | 
Second Reports of the 
Commissions 


Englang and Wales (Cmd. 5090) f 


Scotland (Cmd. 5089). 6d. (7d.) 

Present a summary account of the 
activities of the Special Commis- 
sioners during their first year’s work. 


A revised edition of Pamphlet No: 


“(Home Office) dealing with -th 
satin of E A and of 


Incentives : Some Experi- 
mental Studies 

In its scientific investigation of in- 
dustrial efficiency the Industrial 


Health Research Board has already ` 


nvestigated factors such as atmos- 
pheric and other environmental con- 
ditions, hours, and methods of work, 
etc. A new report-—-No. 72, now 
ready——continues the work already 
begun in the study of incentives to 
mprove performance? i in repetitive 


periments have been made in 
der to discover the standards of 
ffort which may reasonably be 
pected ofea worker during his 
rking day and how those stan- 

is may be attained while paying 
ue regard to the comfort and 
iciency of the worker and leaving 


mo sufficient energy to enjoy the 


uits of leisure. .1s. (1s. 2d.) 


mess men should not hesitate to 
ire at any of the following addresses 
> Government publications upon the 

ts which are of interest to them. 


. Stationery 


W. C.2:.Adastral ry Kingsway 
rgh a: 120 George Street j i 
rx: York Street 
_Andrew’s Crescent 
chester Street 
ookselle: 


| itself through all his occupations. 


| The power forge strikes harder, 
j automatic drill works faster, but they 
| do the same old tasks. 
-and microscope, 
"Xray; merely extend the field of vision. 

Chemistry ‘ 


| well as our Senses, 
or action, creating more useful services.» 


Office 


sats gh cea of the most- pa 
life.. The orderly arrangement of his 


s like a ray of light which darts 
But 
where no plan is laid, where the dis- 


posal of time is surrendered . merely to 


the. chance of accident, chaos: will s soon 


Un erstanding Machines 


‘intricate machines 


in up-to-date laboratories, 


T found in 
modern industrial plants, and the- 
precision. instruments used by scientists... 
are so in- th 


e ROBERT R. 
UPDEGRAFF 


terrifically important to be conten 
with facts and conditions and people 

they exist. New ideas make for pro 
gress, but only when they meet the 


practical test of ‘‘working’’. 


hat is your score ? F 
¿n American university has aaa gh i 


humanly efficient and complicated ae s 


most of us give up in despair the 


attempt to understand them. 


> Yet no machine or instrument yet in- 


vented does more than amplify the 
strength and the five senses of man. 
the 


The telescope 
the camera and the 


‘smells’ and “‘tastes’’ for 
us, and thermometers and scales and 
similar instruments are merely refine- 
ments of our native sense of touch. | 

The problem now is to create mach- 
ines that will translate our ideas, as 
into useful motion 


The Yesterday of To-morrow 


|t is a good plan to draw a mental 


picture of what you expect to do 
to-morrow and then get it out of the 


way by doing it to-day. That leaves.. 
to-morrow for the next day’s work in- - 


stead of for yesterday’s and keeps the 
road of progress open for a quick 
journey to one’s objectives. 


What so many people seem o fail to- 
realize is that Time is merely a series of 
To-days, and that if they are to make 


much progress for their businesses and 
themselves in the comparatively few 
years they are given in which to do 
their best work, they must make each 
day show definite accomplishment... 


The Practical Test 


ae highest form of research,’ ' says 
T. A. Boyd, “‘is not that which is 
concerned with things as they are but 
that which is aimed beyond existing 
things to something altogether new.’ 

I suppose that this idea is true in 
research and in all constructive work in 
a Smets when. we think 


is diamond- e oe 


Intellectual Honesty : 


Education : Gean in : chemis ry 
physics, mathematics, and 
English .. i wae ka 
Book Ability : Capacity to 
learn from books = T 
Creative Ability : Initiative, 
imagination, originality, resource- ` 
fulness, ability to see and sclve. 
problems sees 
Depe: ad 
ability, reliability 
Perseverance : 
persistency re ei kts 
Observation : Power to observe _ 
and record results accurately 


A pplication, 


Enthusiasm : Energy, interest. . 
put into work, enterprise... 
-Conduct : Co-operative attitude 

-toward others, consideration: ‘fo 
others 000...) na 
Character. 
Health 


Substitute training in economics ana 


“business for chemistry and physics in 


the first classification and you have a 
fairly accurate gauge of the character- 
istics required for success in the field of 
Wisiness. 


t o 
The Steel or the Drill ? 


T: story is told of a famous enginee 
that he asked a workman to drill oùt 
some borings®f a new type of steel, as 
he wished to have them analysed by a 
chemist. Af€er a while the workman 
returned, saying that the sample of 
steel was too hard. It turned the point 
of the drill. | 
“Did you try 
asked the engineer. 
No, the fellow had ist trie « 
Whe! 2 


a diamond | drill; t 








without moving from ti vir office desks 


The Ericsson Master Station on your¢ ` is your instantaneous 
link with your“ organization. You ‘press a switch, speak 
naturally into the instrument and your man answers—clear as a 
bell—as though on the other side of your desk. 

You can speak to one person—or fifteen—hold a simultaneous 
conference without moving from their offices. 


Here are the advantages :— 


1 Get through instantly to any 4 Hold a conference without 
* department without dialling, * any executive out of his de- 

calling a switchboard, holding partment. 

an earpiece or speaking into a 

mouthpiece. 5 If necessary loud speaker can 


* be switched off so that only 


Hear replies ALOUD you hear replies. 


* keeping hands free. 


Right - of - way over other . n over 
3 Wen adhe br iad 6. FULL SECRECY. 


Can you afford 
to be without 
these unique con - 
veniences and 
advantages? Why 
not get in touch 
with us? Ask 
for particulars of 
our moderate 
RENTAL 
MAINTENANCE 
or make an ap- 
pointment for 
free demonstra- 
* MASTER STATION tion AT YOUR 


ERICSSON TELEPHONES LTD. ADDRESS. 
67-73, KINGSWAY, LONDON, W.C.2 


Telephone ; e 
HOLborn 3271-2-3 
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CONFER IN 
COMFORT AT A 
TRUST HOUSE 


With a Trust House in every business 
centre and a completely modern 
service directed from our London 
Headquarters — no wonder tha? Trust 
Houses are so often the scene of 
important gatherings. For large 
conferences or informal business 
meetings a Trust House will provide 
quiet comfortable accommodation 
and — if desired — the excellent 
catering that is so often the prelude 
to weighty deliberations and wise 


decisions. 


Please write for full particulars. 


TRUST 
HOUSES 


LIMITED 
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FOR FACTORIES.. 


THAT LOWER PRODUCTION COSTS 


... in a modern town’ 
with first-class housing... 


25 MINUTES N 


FROM KINGS 


ORE and better production is possible in a place 
laid out and equipped specially for industry, with 
housing for management, staff and workers nearby in 


cheerful and healthy town surroundings. FACTORIES 


CROSS 


TO ORDER OR TO LET. 


Sites with Sidings. 


“ Factories in England” from Estate 


Manager, Howardsgate, WELWYN, Herts 





“Miss Smith! When did..?” 


When, How, Where, are frequent 
questions to which only your records 
can supply the answer. Your record- 
keeping system must þe efficient, easy 
to maintain and to refer to. 


The “Robin” Looseleaf Book 
System is simple, economical, compact, 
flexible. An record can be found in 
a few seconds. 


“Robin” Looseleaf Book on 
seven days’ approval, complete 
with A-Z index and 200 leaves 
5” x 8& ruled feint, cash or 
double ledger, 9/6 post free. 


Have you the illustrated Catalogue 
of “Robin” Looseleaf Books and Office 


Equipment? 


J. W. RUDDOCK & SONS 
Manufacturers of Looseleaf Books 


LINCOLN 
Also at 3 Old Jewry, London, E.C.2 








Tenth Edition 
OFFICE 
ORGANIZATION. 

AND MANAGEMENT 


| By L. R. Dicksee and Sir Herbert | 
E. Blain, C.B.E. Tenth Edition by | 
Stanley W. Roland, LL.B., F.C.A, | 

| This is the Revised Edition of 
a book that is a recognized 
standard guide to office and com- 
mercial practice and procedure. It 
is strongly recommended to all | 
business men in managing and 
executive positions, and for general 
study by all students of commerce, | 
310 pages. 7/6 net. 


PITMAN 


Parker Street, Kingsway, W.C.2 | 
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he was able to get the borings without 
trouble. 

Those with a speculative turn of mind 
will readily see a broader application of 
the moral eof this tale—that the steel 
was not too hard at all: it was the 
drill that was, too soft. 


* * a 


VYWyith all the talk of permanent unem- 

ployment it is well to remember 
that yesterday's luxuries are constantly 
becoming to-morrow’'s necessities. They 
will make jobs. 


4 > kd 


The first thing to do in trying to solve 
any problem is to get a clearly defined 
conception of what the problem is. 


* * k 
. 


Someone has well said that the cost 
of research may be of two kinds: first, 
the cost of doing it; second, the cost of 
not doing it. Sometimes the latter is 
far the greater cost. i 
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Central to All Markets is 
the EAST MIDLANDS 


(Continued from page 14) 


“Our chief market is in\ the fashion- 
able centres of shopping, Mr. Ham- 
burger pointed out. “That means the 
West End of London, chiefly. From 
here we are within easy reach of that 
market.” 

Mr. Hamburger did not think a 
location on the outskirts of London 
would be of any particular value to his 
firm as it would not bring about any 
marked improvement to the distributing 
problems and it would not be so well 
placed in relation to other considera- 
tions. It would not compare with 
Leicester, for example, as a centre of 
the hosiery trade. 

“Our business extends all over the 
country, therefore from here we are in 
as central a spot as we could find,” 
explained Mr. Grysouille. “This gives 
us the advantage of being near to all 
our markets.” 

Reasons similar to these were given 
by all the other firms interviewed. 
Mr. Inglis, of the Nottingham Thermo- 
meter Co, Ltd., pointed out that for a 
firm that dealt, as his firm did, with 
concerns in all areas of the country 
there was every advantage in the 
sajing of time and money in a Midland 
location, e 


LABOUR: Wide Experience Of 
Workess An Advantage 


There wasga general agreement as 
to the value of the diversity of experi- 
ence available among the labour pre- 
sent in the East Midlands. Two firms 
gave “‘labour’’ as the leading reason 
for their choice of a site in the district, 
and others mentioned it as a factor 
that was given consideration. 


-N ORTH EAST 
ENGLAND 


is the ‘best centre for new enterprise 


Geographically, because it offers unrivalled facilities for landing sea-borne 
raw materials and for the economical export of manufactures. Because of the 
excellence of its Rail, Road and River transport facilities. 


~- industrially, because the labour supply is plentiful and unusually adaptable. 
. Because the proximity of important coalfields and iron foundries and the 
_ existence of abundant and inexpensive supplies of water, gas and electricity 
make for economical production. 
it will pay ` you to investigate the other advantages for the establishment ot our own industriai 
| nterprise in the area embracing Northumberland, Durham and the North Sang of Yorkshire. 


Information will be giadiy given on ipalit to THE SECRETARY, 


NORTH EAST DEVELOPMENT BOARD 


Andrews House, Gallowgate, Newcastle-upon-Tyne 2 Telephone NEWCASTLE 20828 


or from the Secretaries of the following District Boards: Tyneside Industrial Development Board, Carliol House, 

< Neweastle-upon-Tyne ; Tees District Development Board, County Chambers, Marton Road, Middlesbrough ; 

~ Sunderland Industrial Development Board, 32 West Sunniside, Sunderland: South-west Durham Developmen: 
Board, Victoria Street, Bishop Auckland. Preliminary information is obtainable through the Travel and Industria! 
‘Development Association of Great Britain and Ireland, Kinnaird House, | Pall Mall East, London, $.W.1 : 24 Avenue 
ties Champs Elysees, Paris; British Empire Building, Rockefeller Center, New York. 


The WEAK Spots of your 
Business revealed INSTANTLY 
by Installing 


THE ALL-BRITISH 


VISIBLE CARD Once you've 


pee used an— 
AGABLOTTA 


Le you'll wonder how you | managed 
at | | without one, It becomes as essential 
a if. { a part of your desk equipment as 


your telephone or fountain pen. er: 


m ae E ] The AGABLOTTA supersedes every {| 4 
BLeAD | TAP other form of blotting. Handier and | 4% 
Fog Cees eaaeaee a | quicker, Presents a clean surface |  \ 
Pek ee eee at a touch. Carries a year’s supply _ 


of blotting paper in a single roll. ie p A kach showing te 
Sayes valuable minutes when time is | ternal working construction. ` 
at a premium —and lasts a lifetime. 


Post this Coupon: now pe obtain 
OTTA Jor. your desk 


(EA. G. STAN DARD C0 LT, sapane woms 


| Please send one AGA BLOTTA, 5/6 post tree. -f Telephone: CLERK. 2278 


HL part ticuld Su pon application t to 


PREM MOTEE EPO T EAE OREH EERE OD EET HE 
















Lancashire. 


BEN 


SHIP CANAL” HOUSE, 


— | Knowledge of Money 
: and Banking Principles 


This Book Imparts It 


oney, the basis of all business, needs understanding by 

every progressive business man . . . and here is the 
supreme book on the subject. In an absorbing and prac- 
tical manner Dr. Russell D. Kilborne, Ph.D.—an authority 
of international renown—draws aside the curtain, as it 
were, and takes you ‘‘behind the scenes’’ of money, ex- 
change and rency Q showing you the influences that 





affect the currency leading countries. 

Description is inadequate for this masterly survey, €x- 
tending to approximately six hundred pages: its possession 
and perusal will amply testify to its being a ‘‘solid’’ work, 
imparting just what one wants to know—’'The Principles 
of Money and Banking’’ is a message to every Business 
Man and to students of Accounting, Insurance, Banking 
or Economics. 

If you are concerned with the making, handling or 
investing of money, get “‘The Principles of Money and 
Banking’’, by Russell D. Kilborne—simply fill up and 
return the Coupon. 





Post The Coupon To-day 


SHAW PUBLISHING CO., LTD., © Carmelite St., London, E.C.4. 

Please send me one copy of “The Principles of Money and Banking’, 
by Russell D. Kilborne, Ph.D., and invoice at published price of 20/- 
—terms ten days. 


TTELLA ee eet eee 


Address............. 


ORDERS FROM ABROAD SHOULD BE ACCOMPANIED 
BY REMITTANCE M.B.M.36 
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LANCASHIRE 


It is essential to remember that there is Lancashire and there is Industrial 
There is a county of moorland and agriculture, of lakes and 
seaboard, of inland farms and coastal pleasure resorts. 
world of cultural as well as commercial life; and when you come to the 
commercial life you will find that cotton is only the beginning of it. 
The diversity of Lancashire is truly amazing. 


Modern factories to rent and an unequalled variety of cheap sites with every 
essential facility are available for industrial development, 


Inquiries invited in confidence to: J. BENNETT STOREY, General Manager : 


The Lancashire Industrial Development Council A 
KING STREET, : 


Preliminary information obtainable through: The Travel and Industrial Development Association of Great Britain and Ireland, Kinnaird House’ 
| Pall Mall East, London, S.W.1., British Empire Building, Rockefeller Center, New York, and 28 Avenue des Champs Elysées, Par. 
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Business Demands a FACTORIE 
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There is a whole 
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MANCHESTER, 2 


FOR ANY 
TRADE 


An exclusive register of excellent sites possessing the following 
advantages is available for inspection : 


wich, or adlecont es 
FACTORIES AND 
FACTORY SITES 





the Great Western 
Railway. 


* 
Low-priced land in 
low-rated districts. 

* 

Good labour supplies. 
Coal, coke, and raw 


materials within easy 
reach. 


E 7 | 


* 


Availability of 
shipping facilities at 
LONDON, BRISTOL, 
LIVERPOOL, CAR- 
DIFF, NEWPORT, 
SWANSEA and PLY- 
MOUTH. 


* 
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amaii: 


Cheap lighting and 
power. 


$ 
Ample water supply. 
* 


Adjacent to large 
centres of population 
and industrial areas. 


* 


Advice freely given as to the BEST LOCATION to suit YOUR particular 
requirements, including prospective transport charges, on application to: 


The Chief Goods Manager:— 
Development Department 


GREAT WESTERN RAILWAY 


PADDINGTON STATION, W.2 


(Tel.: Paddington 7000, extension 2465) 
Paddington Station, W.2. JAMES MILNE, General Manager. 













pir of the district, regarding it 
as one of the most air-minded places 
n the country,” he said. “We think 
Market Harborough turns out the best 
precision workers.” 

This company will have 200 men at 
work by the summer. ‚They will pro- 
duce not only aircraft components, but 
precision engineering work of all classes. 






Labour Quickly Became Expert on 
New Type Machines 





. 

The raising of tariffs caused Messrs. 
Grysouille & Van Goetham to take 
over a factory in England. Originally 
they manufactured in Belgium. 

“A 39%, duty made us come here as 
85% of cur sales were made in England,” 
Mr. Grys plained. “When we 
move our big trouble 

was to locaWf in an area where the 

workpeople co\ld handle our machines, 
which are very different from any 
used in this country. 

“It was because we had heard high 
opinions expressed of the workers in 
this district that we investigated and 
decided that the ‘seemed the most 
likely people / adapt themselves 
quickly to our™:/achines. We have 
found this to be so and our plant is 
working smoothly.” 

One adverse point Mr. Grysouille 
did make and that was—labour in the 
area is costly. 

Mr. Inglis pointed out that his firm’s 
business called for highly trained men 
of a specialist class and said that he 
had brought most of his labour with 
him. He had, however, found local 
labour adaptable and satisfactory. 

The British Schuster Finishing Co. 
found themselves in a position similar 
to that of Grysouille & Van Goetham. 

“Our machines are of a kind not 
hitherto used in England,” Mr. Freysz 
said, “but the labour has adapted itself 
well, as we thought it would. It was a 
point we had in mind when we located 
here.” 

—— tuer firms made similar statements. 
The only criticism that seemed to be 
forthcoming with regard to the labour 
situation throughout the area was 
that the wages rate was, in sorker 






high for both male and female worker 
e 


FACTORIES & LAND: A Magnet 
For Small Firms 


The existence of factory buildings for 
suitable partitioning off into small sec- 
tions has proved itself væuable as a 
means of attracting young industries. 
During this series we have seen instances 
of this development in many areas, parti- 
cularly on the new industrial estates 
where sectional factories are being 
built and in the North-East where 
old, big factories are being split up 






All the laborious and expensive 
copying and checking is done away 
with by the Remington Accounting 
Machine. This is effected by com- 
bining, into one operation, the 
preparation of the dividend voucher, 
dividend warrant and list, and at 
the same time automatically com- 
pleting all cross and vertical totals. 
As the last dividend warrant is 
completed, all the figure work is 
finished and accuracy proved. 

Saves time and labour. Ensures absolute 


accuracy. No mental adding. No endless 
calling back. No verifying. 


Many companies have installed Remington 
Accounting Machines for this purpose— 
and we shall be pleased to show you 
samples of the forms used. 


REMINGTON 


ACCOUNTING -MACHINES 


CALL OR WRITE FOR PARTICULARS 
DEPT. BBII, REMINGTON TYPEWRITER COMPANY LTD. 


“In future we’ll prepare our 
dividend warrants and lists 
this way! ”’ 


When not in use 


for dividend work, 
the Remington Ac- 
counting Machine 
cam serve you in 
likè manner for 
cheque writing 


with cash book, 
receipt “writing 
with cash book, 
and any analysis, 
statistical and 
Accounting Work. 





100 GRACECHURCH STREET, LONDON, E.C.3 


Branches in all principal cities 


Phone: MANsion House 3333 
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Where precisely are these losses 
occurring ? 


_ Rationalization; ‘“‘tightening up”; the 
increasing efficiency made essential by 
modern competition—all demand the use 
+ of the Dictograph. At a flick of the finger 
the Dictograph puts you in touch with 
every department of your ,business— 
instantly. At every moment of the day 





Weil-hnown users of the 
Dictograph include : 


you can be querying, checking, dictating, RALEI 
ordering—without leaving your desk. Save ppramegaiaegsa 

yourself and all your executives that ASSOC. PORTLAND 

precious ‘‘r hour in 5°. Wire from end CEMENT MFRS. Lid. 


to end ‘with the Dictograph Internal 
Telephone System. Write now for com- 
plete details. 


DICTOGRAPH 
TELEPHONES 


LIMITED 
Chief Sales Office: 
Abbey House, Westminster, S.W.1 


Head Office & Works; Croydon, Surrey 


Branches: Manchester, Glasgow, Birmingham, 
Leeds, Dublin, Brispl, Newcastle, Belfast 

















.... When they are saved and made productive by the 
G.B. system, adding materially to your profit. Many big 
firms have discovered that the “G.B.” saves its own cost 
within a few months, besides increasing efficiency and 
adding to profits. Renowned everywhere for its accuracy 
and reliability. Send for details. 


GLEDHILL— BROOK 
TIME RECORDERS’ LTD. 


38 EMPIRE WORKS HUDDERSFIELD 
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for the use of small and growing firms. 
The condition is similar in the East” 
Midlands. 

The Mountsorrel Elastics Ltd., the 
Nottingh#m Thermometer Co. Ltd., 
the British Schuster Finishing Co., to 
name but thgee of the firms visited, all 
gave some consideration to the avail- 
ability of factories to rent. 

“There are plenty around the dis- 
trict,’ Mr. Inglis mentioned, “and, 
naturally, it is often necessary for a 
small firm to find a suitable building 
already standing rather than build 
one.” 

If, however, there is need to build a 
special factory, as in the case of the 
Fine Gauge Silk Hosiery Co. Ltd., 
there is plenty of land available at 
reasonable rates. 

“We built our own factory here,” 
explained Mr. Hamburger, “as we h 
a special type of construction in 
fine work we do. For example, we 
to keep the temperature at a c 
level permanently, on “> ne 
use would be harmed 

Mr. Hamburger pikse Out that 
the cost of constructi 
reasonable as there are 
sites available, and lat 
premium. 










is not ata 


Reasonable Cost of Land 
in Leicester Area 


“Wes built our factory right here in 
the heart of Leicester at a reasonable 
cost,” MR. J. E. CROSS, Director of 
Art Pattern & Knife Co. “Our 
business is to supply blades used in 
the boot and printing trades and this 
location is an ideal situation.” 

The reasonable cost of land, rates 
and other charges made it possible for 
this company to locate in the heart 
of their business area. 

Water, light, power and gas are 
cheap and plentiful throughout the 
East Midlands. Leicester electricity 
department, for example, supplies cur- 
rent at rates as low as 0.209d. per unit. 
Both Nottingham and Lincoln have 
comparable charges, and for industrial 
purposes supply power at a fraction 
of a 1d. per unit. Water charges are 
attractively low. In Nottingham, for 
instance, industrial users can be sup- 
plied for as little as 9d. a thousand 
gallons. Large power consumers of 
gas can be supplied at 5.2d. per therm 
in both Leicester and Nottingham. 

Any manufacturer who wants to 


M nvestigate the possibilities for buying 
l N U T ES MAK E M 0 N EY d, building or renting a factory, 


will Be,helped by the city authorities. 
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MEN MATTER MOST | OFFICE PLANNING FOR YOUR BUSINESS 


(Continued from page 11) 
During their courses at the technical 


$ 
college these young men take the B.Sc.,- a 
External London University, and later ° @ a 
the course for the A.M.I Mech.E. e 
2. The university graduate who l _¢ ; 


undergoes a special two-years’ course 
throughout the -works, spending a 


considerable part of the time in the Boa d. G 
foundries, gear-cutting, research and r ro ma 


technical departments. BZ | fac sal aei "| 












3. The skilled employees in the 
works who show that they have the 
ability required in supervisory work. 
The graduate students and others 

who are later to take supervisory posts 
are given opportunities during their 
training course to learn the practical 
side of management, i.e., during their 
raining in different departments they 
are set tasks in conjunction with the 
Méthods department, e.g., the study of 
the ‘layout, routines or methods of 
work in the department. 

During holiday periods they are 
given some experience in relieving or 
helping while the heads of sections are 
away on holiday, and at the age of 25 
or so they are fted to Junior Super- 
visory posts. ‘These supervisory posts 
are thrown open to people recruited 
from all three sections, graduates who 





THE CONFERENCE SUITE 
Designed in quartered 





have taken their degree at the works, t able on request. Ta 
graduates from the university and the Es © 
works staff. In this way a healthy j There is an air of proud designed to any specification and in 
competitive spirit is developed and all ¿j distinction about Board- various woods and finishes. 
the employees feel that they have the ' room Furniture created by , 
same opportunity for promotion. Shannon. Finecraftsmanship, ofcourse A Shannon Office-planning expert is at 
.. and in addition, a mingling of your service at any time, to tender 
. 4> dignity and utility, in keeping with advice without obligation. We have 
modern business administration. Com- designed Boardrooms for many famous 
l We Turned This plete suites or separate pieces may be firms; may we plan for you? 


SURPLUS PRODUCT 


Into a ‘Best Seller’ 
(Continued from page 20) 





ma Neh. 


| . ERMIT ED- 
An item which has been very effective 


in” getting growers to buy sample lots O F f | Cc = P L ry N N : N G 


f ` . 
ee ee IMPERIAL HOUSE, 15/19, KINGSWAY, W.C.2 


BIRMINGHAM, BRISTOL, MANCHESTER, LIVERPOOL, 
Lt 15. roproduced hers: The chegue, it NEWCASTLE-ON-TYNE, GLASGOW, CAIRO 9 
will be seen, can be used as a credit. 


| ADDRESSING MADE EASY | noortssar: 


COMPANY HAVE 
. HAND, FOOT, AND 
VIA “THE LITTLE WONDER” ADDRESS- ELECTRICALLY 
















DRIVEN EQUIPMENT 
ALLOT which speedily and neatly addresses for MAJOR ADDRESS- 

ING PROBLEMS ... 
envelopes, postcards, statements, labels, etc. WHILST THE FULL 


RANGE GUARANTEES 


SOLUTION OF ANY 
A complete Card Index as well as an ADDRESSING PROBLEM 
2 





Addressing System. 


ADDRESSALL MACHINE 


COMPANY l 
266 HIGH HOLBORN, W.C.1 


(Holborn 3572-2} ‘Manchester, Glasgow & Birmingham 





“The ‘LITTLE WONDER’ 


Complete wilh 125 “AD D RESSA ILOT 
Stencils and A-Z 


Index ready io tise 















BKARDEX 


l on .. or just calling ? 
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Note also how the condition regarding 
a report on the fish fertilizer is designed 
to draw the grower’s attention to the 
important matter of results. 

Ld 
















































“The Managing Director 
asked me 4 questions. 


=l couldnt answer One. D:0,T. Helps Us to Plan New 


Export Markets 

In addition to the -planning for - big 
sales in our home market, we are mean- 
while carrying out careful experiments 
abroad and in the colonies, „with, the 
idea of developing markets ‘in those 
countries, In Zululand, for example, 
we are testing the effect of fish fertilizer 
in the sugar plantations; in Costa Rica 
it is being used in the coffee plantations, 
and in Cuba the cotton-growers are 
arranging extensive experiments. 


How many customers have not ordered 
for three months ? How many accounts 
show a diminishing turnover in Brown’s 
area ? How many new accounts were 
opened by Robinson last quarter, and 
how many did he lose.? At what point’ 
do you propose applying extra sales effort 
next month—and why ? 

| told him it would take a day or two 
to get the answers. He said, “That shows 
you have not a grip on your job—this 






product of this nature, it is, of course,’ 
necessary to have a tremendous amou ‘ 


of general data, such. as informati 






—~ VY about climatic conditions, the state of 
| arr a information should be a tap. | give you fo ee ee 
` < one month to put it right. and possible new markets, shipping and 
w | wasted no time in experiments but er areal E tose a Peo 
: a . arly advice as to individu oca 
a straightway consulted the Kardex people. wi on aa rai Go ee 
e G¥-of their ‘specialists made an analysis | Before we undertook our experiments 


in these countries, it waS not convenient. 
for us to go out and personally investi- 
gate these matters, although these tests 
will be followed up by a personal visit 
of an official of the company, to estab- 
lish and develop the export market. I 
should like to mention, however, that 
a tremendous amount of valuable assist- 
ance in securing these facts-has been 
rendered by the Department of Over- 
seas Trade. The officials in every de- 
partment have co-operated splendidly, 
utilizing for our benefit the excellent 
facilities which they have through their 
resident officials in the particular 
colonies and countries concerned. 

Our home market, for the time being, 
at any rate, will be our main concern. 
We are not only hopeful about its 


and prepared a plan. | had it before the 

a chief in four days. Ten days afterwards 

To all ambitious’ ex- the equipment and special forms were 

ecutives who know delivered—another seven days, with the 

that “things are not help of their expert installation service | 

right” weissueacordial had the customer control set up ready for 

invitation to do like- OUr staff to commence. — ; 

wise and’ consult the It is a revelation! For the first time | 

Kardex Research de- can see real daylight through the SALES 

problem. Expect the chief will tackle the 

buying and stores next—I’ll give Smith 
the tip ! 


partment —without 
obligation of course. 
Make an appointment 
orwrite for Booklet B.3. 


given, we are definitely assured about 
it. We have’ ascertained that the 
market does exist, and if we 'do not 
reach our schedule, or éven exceed it, 
the fault will lie within our own 
organization. 

fe LEADENHALL STREET,- LONDON, €E.C.3 

Phone: Mansion House 392] 

link, and if, through any circumstance 
| that we have not yet foreseen, the 
home market does fail to materialize as 
fully as we expect, well, our future 
orders from the colonies and abroad 
will go a long way towards filling any 
eficiency. 

Bué we are certainly not looking for 
our ovérseas trade to be relegated to the 
position of a stop-gap. We are plan- 
ning to develop it into a fine, vigorous 
department, of our business. 

This, then, is the outline of how a 
surplus of gne product has been ,con- 
verted into another product of primary 
importance in an entirely different field. 
It seems clear that the once apparent 
danger of our being unable to dispose 
of the surplus will be converted into an 
asset that will more than double our 
existing business. 








Pga - which do YOUR salesmen a ? 


The Pet ae salesmen cannot sell if buyer refuse to see han 


7 Direct Advertising opens the buyers’ doors to sales- 
men and makes it easier for them to obtain orders. 


Shall we tell you how you could use it most successfully ? 


J. WwW. RUDDOCK & SON S, Direct AT Consultants 


LINCOLN. © — Also at 3 Old Jewry, London, E.C.2 


development to the figures I have | 


Nevertheless, the development of 
overseas trade will be a valuable second - 


d 


; 


Before making experiments with a ee 


wt 


“4 





Idea That Saved 


10,000 CARBONS Better than an 





A Year 


new executive in the gra office 
A of a very large company noticed 
that at the end of the day a group 
of about 20 typists who were constantly 
employed on copying work discarded a 
considerable number of carbon sheets. 

The duty of these typists was to copy 
mainly the results of technical work, 
making usually six ‘carbon copies of 
each job. 

The new executive asked one of the 
girls why she threw away so many 
sheets of carbon. She replied that the 
standing instruction was to throw away 
a carbon as soon as it became worn. 

Now it is quite reasonable to discard 
carbons that are actually worn out by 


the’ action of the typewriter keys, but : D ID | IY U € 
examination of the rejected carbons E sacl the use of. | | U » 
showed*that only about one-third of 

ssa Fag Aegan ding Dy CONTINUOUS FO RM S 


machine was*most battered, number two 





less so, apn ep fonr, five and six | ~ . for by; their use elimination of such non- 
not badly damàged at all. ; TN l 
Operaco Kadi all ‘heen Jaira Ai productive’ operations as interleaving and re- 
condition of the’six carbons by the con- moval of carbon paper—inserting and removal of 
dition of the top and-second ones. As forms from the machine—are ‘effected. More» 


a result, when they changed to new 


carbons they changed all six, throwing time is left for actual typing and -greater accuracy 


away the six used ones. ; _ is secured. . 

When it was considered. that 20 =à 
typists thus scrapped an average of 60 = _ Primus Continuous Stationery for all kinds of 
carbons every day, the cost of this per recording. work is supplied by een cep k de 
year totalled up to quite a figure. : i i 
when “they changed their carbòn sets, a typewriter facilitates the smooth feèdin g of forms 
were asked. to put on one side carbons NE a3 to the hi dd 
kour hoe aad ie hese wre ion | machine and does not require to be 
given to the girls on ordinary corres- removed for ‘ordinary correspondence work. 


ondence work where single carbon 
Copies only were required: 8 f FOR FULLER PARTICULARS: WRITE 


These carbons, though part worn, 
were found to have still a considerable € AR g ER. D AVIS Lj it d 
‘life for this lighter work, so the prac- l m i e 
tice was adopted as standard. 


In an office the size of this one a con- 20, QUEEN ELIZABETH ST - S: E.e i 
siderable economy was thus introducéd. 
The life of about 10,000 serpons a year REONE EEEREN Telephone : : HOP 0204/5 
was trebled. 
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Ley. SAVES time, pencils, temper / 


THERE IS NOTHING TO BEAT OUR “BRITISH CROWN” 
ne 
BRITISH OUR “BRITISH EMPIRE” 





CROWN” OUR “NEW SOVEREIGN” 
THIS MODEL IS USED IN <BRITISH 
DeraRTMENts | EMPIRE” 
Takes ‘È PENCIL SHARPENER SNE WV 
G IG <“Sfandatd HIGHLY NICKELLED | SOVEREIGN”: 
Sized Takes 
Retail Pencils 10 ) Various SELF-FEED MODEL. . 
f 2! Sized Takes ` 
¥ ae MADE BY: i Retail Pencils | 5 la Various 
"FRANK . PITCHFORD & Co. Ltd. i _ Sized 
WELL HOUSE, WELL STREET, LONDON, E.C.1 l | Retail Pencils 
‘Phone: NATIONAL 0055 (4 lines) . y 


I 
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VALOR 


STEEL FILING CABINETS 


reduce risks of loss 
by fire or vermin 





Install “VALOR” 
Steel Filing Cabinets 
To-day 


HOUGH low in cost these 
Cabinets are made of best 
British materiale throughout 
and to the usual “VALOR” 
high standard of workmanship. 


“VALOR” Cabinets are easily 
handled and have none of the 
disadvantages of wooden Cabi- 
nets which are liable to warp or 
crack and do not offer complete 
protection against vermin. 


Theycan be supplied in quarto 
and foolscap sizes with from 1-5 
drawers, and are attractively 
finished in olive green stoved 
‘enamel. (Special finishes can 
be arranged for.) 


Write to-day for List 20/V.55 giving full 

particulars of these Cabinets, also Steel Cup- 

boards, Shelving, Clothes Lockers, etc., to meet 
all office requirements. 


Buy British Goods 


The VALOR CO. Ltd. 


BROMFORD, ERDINGTON 
BIRMINGHAM 


London: 120 Victoria Street, S.W.1 


Expand Your 
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Empire Trade 


Charges are ‘Very Low at Canada’s Greatest 


ow that Empire trade is expand- 
N ing, British industrialists are 

taking a keener interest in busi- 
ness opportunities presenting them- 
-selves in the Dominions and Colonies. 
The Dominion of Canada is one of the 
richest of these markets and, to some 
extent, the least exploited by British 
manufacturers. 

One of the best means of branching 
out or expanding trade in the 
Dominion is through the Canadian 
National Exhibition, held yearly in 
Toronto. Nearly two million people 
attend this exhibition each year during 
its 14 days’ operation. Although the 
exhibition is now in its 48th year and 
is the largest of its kind on the North 
American continent, it is only during 
the past 12 years that there has been 
a special British section, organized 
with the co-operation of the British 
Trade Branch of the Toronto Board of 
Trade and H.M. Commissioners in 
Canada. 

This section has been growing in 
importance yearly, and British manu- 
facturers who -wish to sell goods in 
Canada can now book space for the 
1936 exhibition’ which will be held 
from August 28 to September 12. 


All-In Space Rate is 3s. 3d. Per 
Square Foot 


The aim behind the exhibition is not 
profit, but the stimulation of trade, 
therefore charges are kept low. For 
the British section the space rate is 
3s. 3d. per square foot. This includes 
(a) rental of space and (b) provision of 
complete booth stand, painted and 
wired ready for the installation of the 


‘ ¿Exhibition ® 


exhibit. The minimum booth unit is 
roft. by rift. The charge for elec- 
trical energy consumed by a booth of 
this size during the period of the 
exhibition is £3. 

Direct retail sales can be carried out 
from any stand, a Sales Licence being 
issued at a fee of {25 for a single booth 
unit and {15 for each additional unit. 

Goods for sale and exhibit can be 
shipped at any time directly to the 
exhibition. A Customs Office is locate 
on the grounds and goods imported 3 
bond may be cleared there. 








Canadians WANT To Buy 


There are over 11,000,009” people in 
Canada, most of whom think in terms 
of Empire and who are more than 
favourably disposed towards British 
goods. In recent years’ this feeling has 
grown and there is a great and expand- 
ing market in Canada for British goods. 
Without doubt, one of the best means 
of making an entry into the Canadian 
market, for any type of product, is 
through this exhibition. 

As the allotment of space is made 
strictly in the order in which applica- 
tions are received, business men who 
are considering exhibiting should make 
their requirements known without 
delay. 

Plans of the exhibition section and 
all details can be obtained in this 
country from G. .H. Ward, special 
representative, British Columbia House, 
3 Regent Street, London, S.W.1, or 
from Elwood A. Hughes, general 
manager, Canadian National Exhibi- 
tion, Toronto, 2, Ontario, Canada. 


+ 


Try a “Dissatisfaction Session” 
It Keeps the Business “Alive” 


N ot long ago I attended a confer- 
ence of the top executives of a 
large company. The meeting was 
called, surprisingly enough, with no 
particular problem in mind. The chair- 
man stated that he had called the 
executives away from their immediate 
duties in order to discuss some of the 
broader problems of the business. He 
called it a ‘“Dissatisfaction Session’’ and 
selected a private room in a near by 
hotel, to get right away from the office 
atmosphere. He invited ail present to 
challenge any comparsy policy, method, 
product—in fact, anything concerned 
with the business. 
Then briefly he outlined the major 


trends affecting the business, as he saw 


ion was preparing to meet the inevit- 

able thanges that arise from changing 
public needs and wants and from 
scientific progress. 

It took a little time for the group to 
warm up to the discussion, but pre- 
sently these men were going after the 
business hemmer-and-tongs, excitedly 
interrupting’ one another with observa- 
tions and ideas. 

The Dissatisfaction Session proved 
stimulating to all present, and its bene- 
fits will be felt by the business for years 
to come. 


ior and asked whether the organiza- 


ROBERT R. UPDEGRAFF, 
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HERE ARE THE 


Se | GUARANTEED 
‘| 1936—1946 


o 
NATIONAL TRADES AND INDUSTRIAL EXHIBI- 
TION, BIRMINGHAM— 


perce Seer e Apply : eerie This TEN-YEAR GUARANTEE means a big saving in money to 
Street, Birmingham. . — those who look oi their fire equipment and increased safety 
MERSEYSIDE AND East LANCASHIRE INDUS- to those who don’t 
TRIES EXHIBITION, LIVERPOOL— ž Nuswlft has done away with the idea of extinguishers which 
S § o 5 APPS ass deteriorate. It has set a new standard of reliability and backed 
itions, . a G all, Deans- 
gate, Manchester. it with a clear guarantee. 


GROCERS’, BAKERS’ AND CONFECTIONERS’ 

EXHIBITION, GLASGOW-— 
March 18-28. Apply: Provincial 
Exhibitions, Ltd., City Hall, Deans- 
gate, Manchester. 

Daty Marr’ IDEAL HOME EXHIBITION —- 









NUSWIFT. FOR 
MODERN BUILDINGS 
PLANT & MACHINERY 


Consider the fallacy of depending on fire appliances 
of old-fashioned type to protect new buildings and 
equipment. 











March, Apl 4. Apply: National 
Industrial Development Council of: 
Wales and Monmouthshire, 17 Windsor 
Place, Cardiff. l 
INTERNATIONAL ` p TRADE EXHIBI- 
TION-— 
Royal Horticultural Hall, Westmin- 
ster, S.W-r. ) May 13-16. Apply: 
G. W. Martin, Esq., The Association 
of Dental Manufacturers and Traders 
-of the United Kingdom, 1-4 Regency 
mo Warwick Street, Regent Street, 
A 
MEDICAL EXHIBITION, LEEDS— 
May 18-22. Apply: ‘‘The British and 
Colonial Druggist’’, Ltd., 194-200 
Bishopsgate, London, E.C.2. 
FURNITURE EXHIBITION (TRADE ONLY), 
LIVERPOOL—— __ 
May 18-22. Apply: Provincial Ex- 


Nuswift extinguishers are modern, the product 
of recent scientific research. They have won the full 
approval of many of the leading Fire Brigades, 
Councils, Chemists, Industriallsts and Transport 
Operators because of their unique features and 
because they— 


DEPEND ON NO CORROSIVE ACIDS 
DO NOT. DETERIORATE 

ARE SIMPLE AND FOOLPROOF 
CONTAIN NO HAND PUMPS 

ARE FULLY GUARANTEED 





Nuswift extinguisheFs~not only satisfy regula- 


hibitions, Ltd., City Hall, Deansgate, ae Paani man tions, they give more reliable protection than 
Manchester. i has ever been known before. 
INTERNATIONAL CONGRESS AND EXHIBITION The latest machine 
OF ACETYLENE, Oxy-ACETYLENE WELD- for Offices, Show- TAKE NO MORE RISKS! 
ING AND ALLIED INDUSTRIES, LONDON- rooms, Stores, Pub- : 
June 8-13. Apply: British Acetylene lic Buildings, etc. it / Send at once for a copy of ‘‘Protection with a Ten- 
Association, x Albemarle Street, W.r. contains no corro- Year Guarantee” and free chart to check your present 
BRITISH CHEMICAL PLANT AND APPARATUS sive elements. equipment. 
EXHIBITION— 


Central Hall, Westminster, S.W.r. 
_ une azar: Apply: British Chemical | THE NUSWIFT ENGINEERING Co. Ltd. 
| / S 4 Boe rere SHOW, HEAD OFFICE AND WORKS — ELLAND, TORKS 


BristoL— 
June 30-July 4. Apply: Royal London Office: 134 CHURCH LANE, LONDON, S.W.17 
Beitord equate Vanden, Wea. (Phone: Streatham 4777) 


Royat SANITARY INSTITUTE HEALTH Ex- 
HIBITION AND CONGRESS, SOUTHPORT-—— 
July 6-rr. Apply: Secretary, Royal 
Sanitary Institute, 90 Wind 





è 
Palace Road, London, S.W.1. 
FURNITURE EXHIBITION (TRADE OỌnLYS 


Mind Your Money 
MANCHESTER —- 


August Je om eas with a “Monarch” Cash Register, and know for certain 
rovinci xhibitions, x i i i : 
Hall, Deansgate, Manchester. that every transaction is being accounted for. All modern 


features are incorporated to give you the full benefit of 
PERMANENT EXHIBITIONS. your trading. An all-British triumph ! 


Britiss Inpustries Housm—- 








Marble Arch, Oxford Street, W.t. A Send for full particulars, catalogue; etc. 
permanent display centre for British 

Goods. Interpreters provided for G. H. GLEDHILL & SONS LTD. 
overseas buyers. 50, Trinity ‘Vorks, HALIFAX 


THe BUILDING CENTRE— 
158 New Bond Street, W.r. A com- 
prehensive and permanent exhibition 
of buil ‘ng materials and equipment. 
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— OPPORTUNITY BECKONS. YOU- 


.—will you am or ignore it: 2o 


- 





fora a few minutes put ‘aside’ your business of ; money-making’ from your. 
usual business, and’ take a look at money manng from your pleasures. l 


THERE IS NO FIELD ÓF OPPORTUNITY QUITE: SO- LUCRATIVE AS - 
THAT OF THE FOOTBALL POOLS. TWO OF THESE POOLS PAY OUT. 
A SUM IN EXCESS OF £30,000 WEEKLY BETWEEN THEM. SURELY, œ- 
SUCH A SUM’ CANNOT BE BENEATH YOUR CONSIDERATION? l 


- Your station in life does not prevent you from entering these Pools. 
You need not fear publicity from your name being printed. in the prize 
lists. You need-not fear that your business! prestige will suffer: from / 
your pool- activities: 


FACILITIES ARE NOW PROVIDED FOR YOUR ENTRY: ‘INTO THE FOOTBALL 
POOLS BY MEANS OF A VERY CONFIDENTIAL AND HIGHLY EFFICI NT 
SERVICE WHICH NEITHER DISCLOSES YOUR IDENTITY NOR THE AMOUNT 
OF YOUR WINNINGS. 


and that is not all 


The Service alsov provides for the expert forecasting of results ; the 
marking of coupons—In fact, you have nothing to dö but sit back 
and, watch. pa 


The Service does the resi-äná does it very thoroughly. 
And above all; the terms are very reasonable, 


ts Why. not send for full particulars of ‘this service at once. There arè five. 
reasons why you should, viz.: -* ' : 


1.` Because you are just as entitled to enter the pools ‘as ‘men 
not in business. “so 

2: - Because you will gain a lot of pleasure out it of them. 

3. Becat/se there is «Big Money” to be made from them. 


R “de Becajise you stand an Excellent CTIE of getting Jow share oj at 
the “Big Money”. =- s l 
5. Because the investment will not hurt you. 


“Don’t put this on one side—you'll forget it if you do. Send off now whilst it is fresh. ` 
in your mind. Particulars will come to you under paa "A post. free. Pleáše-matk = - 
your envelope “ PRIVATE”. 


DUNCAN WRAYBURN 
SECURITIES 1930 


107 BROWNHILL ROAD, BLACKBURN,” LANCS, 
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È JIXED IDEAS 


THAT BRAKE 
THE WHEELS 
OF PROGRESS 





ld customs die hard. Most of us 
are reluctant to make changes. 


~——arrefeSiagin the average,man an 
inborn, conservatign that leads him to 
—or at least leaves yith—the com- 


fortable conviction that his way of 
doing anything—the way he has always 
done it—must be the best way. 

Yet the world moves on through the 
efforts of restless intellects who are in- 
cessantly seeking a better way of doing 
things. All human progress depends on 
the measure of ‘‘divine discontent’’ 
implanted in the mind of the pioneer. 
To such men there is always ‘‘some- 
thing hid behind the ranges’’. 


A new and revolutionary idea always 
comes with something of a shock and 
is usually stubbornly opposed. The 
wonderful objections raised to the type- 
writer when it was first introduced 
make us laugh to-day when the type- 
writer is in every office. Yet they were 
potent, and they very seriously delayed 
development. There was a fixed idea 
that letters must be written by hand, 
and the prejudice against the idea of 
writing them by a machine was incred- 
ibly strong. Years of intensive effort 

- gre necessary to break it down. It 
al a brake on the wheels of progress. 

Exactly the same thing has hap 
pened with scores of other labou 
saving devices that to-day are common- 
places of business life. The dictating 
machine is a good instance. The idea 
of dictating to a machine instead of to 
a girl, the idea of transcribing from a 
machine instead of from a note-book, 
¿ame as a shock in the e&rly days to 
both principals and their secretaries. 


It was all mere prejudice, of course, 
and gradually the dictating machine 
_ began to win its way more and more 
swiftly into the business world. More 
Dictaphones werg sold during 1935 than 
in any f evious year. 


By THOMAS DIXON 





“IS PREJUDICE AGAINST THE IDEA OF 
THE DICTATING MACHINE CAUSING 
ME TO DISSIPATE FRUITLESSLY VALU- 
ABLE HOURS WHICH COULD BE 
SPENT IN PRODUCTIVE WORK” 


That is a question every business 
man ought to put fairly and squarely 
to himself. For The Dictaphone, be- 
yond question, has “‘arrived’’. When 
big firms, as is frequently happening, 
are prepared, after a searching test, to 
spend up to £3,000 on a single order 
for Dictaphones, there is little room reft 
for doubt as to the value and efficiency 
of The Dictaphone system. Orders of 
this size are not given hastily. 

There are many firms in Great 
Britain whose Dictaphone equipment 
runs from 50 to 300 machines. It would 
however, be a great mistake to con- 
clude from this fact that the dictating 
macine is only for ‘“‘big’’ business. 
Thé biggest concern, after all, is made 
wp of small units, and thousands of 
Dictaphones are used in offices where 
the staff consists of the prineipal and 
She or two typists. 


In many respects it is if such offices 
that The Dictaphone is seen to the 
greatest advantage. The principal is 
usually a much-harassed man, loaded 
with a burden of detail work which in 
larger organizations does not fall on the 
executives at all. Such men find The 
Dictaphone of enormous value. It en- 
ables them to solve the problem of dele- 
gating work to their secretaries, who, 
relieved of the burden of taking notes 
in shorthand, can easily handle many 
routine matters for which under ordi- 
nary conditions they have no time. 


A two-fold benefit results: the prin- 
cipal is able to devote more time to real 
business-building efforts, while the sec- 
retary gets the chance to become a real 
executive, handling a far better class 
of work and becoming accordingly more 
valuable to her employer. 


More and more the fact is® being 
recognized that The Dictaphone is not 
a mere machine for writing letters but 
a highly developed instrument of execu- 
tive control. It takes care, easily and 
immediately, of all the multifarious de- 
tails that come daily to the executive 
desk. The ability instantly to dispose 
of any subject by a few words spoken 
to The Dictaphone facilitates the dis- 
patch of work to an extent that it is 
impossible to realize without practical 
experience and does very literally save 
at least an hour a day for the busy 
man. 


Beware in business of the fixed idea. 
You may think you cannot use The 
Dictaphone. You may think it would 
not suit your business. Do not let the 
fixed idea—in other words prejudice— 
prevent you giving The Dictaphone 
system a trial. 

You can do so at your own desk, in 
your own daily work, without obliga- 
tion and without the slightest interfer- 
ence with the dajly routine of your 
organization. 


Write to-day and let us show you. 
You risk nothing and you stand to gain 
a great deal. ‘ 
THE DICTAPHONE CO., 

(Thomas Dixon - Managing Director) 
Telephone: Holborn 4161-2-3-4 


KINGSWAY HOUSE, KINGSWAY 
LONDON, W.C.2 


LTD. 


And at Manchester, Birmingham, Glasgow, Liverpool, 
Leeds, Bristol, Newcastle-on-Tyne, Dublin, Belfast 


POST THIS COUPON 
THE DICTAPHONE Co., Ltd. 
Kingsway House, Kingsway, London, W.C.2 


Please send “Office Methods and Practice’’ free to 
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y E ae You flick a key, a second, a third... . immediately 

i eee you are in simultaneous touch with three depart- 
ments. All can speak to you, hear your replies, each 
other’s conversation and yours ... coming. sver crisp 
and clear. You hold an office conference /ithout any- 
body moving an inch from their desks. Isn’t that 
efficiency with comfort, convenience with economy of 
time and effort ? 





LOUD SPEAKING INTER-COM- 
MUNICATIO'NY TELEPHONES 


THE THREE JOLLY 
GOOD SALESMEN 






HERE ARE THE OUTSTANDING ADVANTAGES: 


1 You can get any department 4 Hear replies ALOUD— 
* without dialling, calling * keeping hand free for 

switchboard, holding earpiece desk work. 

or speaking into mouthpiece. 


Pa Hold conference without 5. If necessary, loud speaker 


single executive out of his can be switched off so that 
department. self only need hear replies. 


THREE’S ACROWD 


—but what a good crowd when 
i - i Right of way over other 
it comprises such valuable units as 3: Be AeA BS 6. FULL SECRECY. 


IDEAS - DRAWINGS - COPY CAN YOU AFFORD TO BE WITHOUT THESE 


- UNIQUE CONVENIENCES AND ADVANTAGES? 













Sn combination, they offer you a most 
efficient service for the production "e 
of sound advertising material of B 
every form. Recruit the Crichton 

Three to help you plan and prepare 

your advertising matter. 

BOOKLETS, LEAFLETS, SHOWCARDS, 


CUT-OUTS, POSTERS, PACKAGES, 
PRESS OR TRADE ADVERTISEMENTS. 


x WRITE for latest folder “CRICHTON ADMIRALS THREE”. 
The snappiest thing we've ever done! 


RIC H ON 


, 5.CHANCERY LANE LONDON MC? 





MASTER STATION 


Why not get in touch with us ¥ Ask for full particulars 
of our moderate RENTAL MAINTENANCE or make an 
appointment fora free demonstration at YOUR ADDRESS 


í ERICSSON TELEPHONES LTD. 


` 67/73 Kingsway - - London, W.C.2 
Telephone: Holborn 3271 -2 -3 
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COPE-CHAT VISIBLE SYSTEMS 


enable real control to be exercised with a minimum of 
valuable Executive time 


PURCHASES STORES PLANNING 
PROGRESS COSTING DELIVERY 
are all departments needing “planned” effort which 
Cope-Chat Visible Systems do so much to promote. 


Why not investigate Cope-Chat methods? If you are 
concerned with Works control we can interest you. 


Details gladly by return of post — 


THE COPELAND-CHATTERSON COMPANY, LTD. 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 
Telephone: CITY 2284 (3 lines) 
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NON-STOP TYPING! F 8 


Speed up the production of your roo routine form requiring 
carbon copies. . 












The SPEED-FEED Attachment fits any standard make of typewriter, Jo So mme] 
and by accommodating Continuous Fanfold or Interfold Stationery 
automatically interleaves, and withdraws the carbon sheets from, 
each set of forms. 


All unproductive operations and waste effort are avoided, 
thus enabling the operator to spend more time in actual 
typing, with greater accuracy and convenience. 


The SPEED-FEED can be unhooked at a moment's 
notice, allowing the typewriter to be used for 
ordinary purposes. 


EGRY MANIFOLDING 
REGISTERS 


EGRY Lrp. 


Speed up the production of handwritten 





records requiring carbon copies WARPLE WAY, ACTON, LONDON, W.3 
Details available on application Telephones : ATERN 
SHEPHERDS BUSH 3377 (3 lines). EGRYCOMPAK, EALUX, LONDON 





EASILY FIXED Z7 The WEAK Spots of your 
| TO ANY WINDOW f Business revealed INSTANTLY 


A A) by installing 











L 
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VISIBLE CARD 


SINGLE LINE 
RECORDING EQUIPMENTS 


OFFICE, ; a 
BUSINESS PREMISES ” 
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| THE CRITTALL VENTILA 


(BRANCH OF RICHARD ‘CRITTALL: & cree 


BUSH HOUSE, LONDON, Wee 


TELEPHONE: TEMP’ EBAR 7777; TELEGRAMS: CRITTALL, PHONE, LONDON 


Full particulars uppn application to 


SELDEX LIMITED 


SELDEX WORKS 
Hazelwell Lane, Stirchley, Birmingham 


Phone: Kings Norton 1618 
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FRANK PITCHFORD & Co. Ltd. 
Pons WELL HOUSE, WELL STREET, LONDON, E.C.1 
Phone: NATIONAL 0055 (4 lines) 


De Luxe Ford Saloon, £135. 





De Luxe Ford Double-Entrance Saloon, £145 


Efficiency, of Course, Economy, Also, 


are demanded from any car which is to be used mainly for business, but 


THE DE LRAAE Fie 


offers other merits almost as important—Comfort, roomi- 
ness, convenience of controls, simple, non-tiring driving, 
easy, noiseless gear-changing, lively acceleration, steering 
and brakes of real dependability, and a degree of finish, 
inside and out, in keeping with the responsibility and 
status of its user. 

Its low cost, taxation, insurance, running and mainten- 
ance charges point unerringly to it as an ideal car for 





(E7 10s. Tax) 


the service of those who motor to make money, as well 
as tO save time, to cover the maximum territory at the 
minimum expenditure. 

The local Ford Dealer will gladly demonstrate all this, will 
furnish concrete facts and figures of real informative- 
ness. He will also quote a re-purchase figure applying to 
this or any other Ford vehicle Literature on Request: 
All Prices at Works : Dealers Everywhere. 


Ford Cars & Trucks — Proved by the Past — Improved for the Future ! 


FORD MOTOR COMPANY LIMITED, DAGENHAM, ESSEX. LONDON SHOWROOMS: 88 REGENT STREET W.,1 
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We MAKE More 


n spite of the marked general reduc- 
tion in hours of work which has 

taken pace in British industry 
during the past generation, and 
especially since the war, no reason- 
able person can doubt that a still 
shorter working week is an objective 
well worth aiming at. 

After all, there is nothing specially 
sacrosanct about our present forty- 
eight hours, any more than there was 
about the fifty-four which were 
normal before the war, or the seventy 
which were worked by our grand- 
fathers in the nineteenth century. If 
forty-eight, why not forty-four or 
forty—or even fewer at some more 
distant date? So far we may all 
agree; but it is one thing to advocate 
shorter hours for their own sake, but 
quite another to suggest that they will 
provide a short cut to the solution of 
the unemployment problem. 

At a time when there are still nearly 
two million people out of work, it is 
only natural that any suggestion put 
forward in responsible quarters for 
reducing this number should receive 
the most careful consideration, par- 
ticularly when it has independent 
attractions on other grounds. But 
the very fact that it is attractive 
should make one doubly cautious 
before definitely accepting it as sound. 


Other Benefits Besides that of 
Unemployment Reduction 


However, the purpose of this article 
is not to examine the general case for 
shorter hours as a remedy for unem- 
ployment, about which it is only fair 
to say that the majority of economists 
and practical men Fike remain 
sceptical, but rather to describe cer- 
tain alternative schemes, also desir- 
able in themselves, which have 
proved perfectly feasible in practice, 
and of which it is at least certain 
that they have a mitigating effect on 
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EMPLOYMENT 


By this Three-Point Policy of Day 


Schools for Juniors 
Holidays for all 


by 


LAWRENCE J. CADBURY 
Cadbury Bros., Ltd., Bournville 


unemployment similar in character to 
that which is being so loudly claimed 
for the shorter working week. 

These schemes, which represent one 
phase of the welfare work at Bourn- 


ville, were introduced piecemeal over 


a long period, purely because they 
were felt to be valuable reforms, and 
not in the first place with any thought 
that the country would some day be 
faced by unemploy- 
ment on the pre- 
sent scale. But, like 
many of the social 
reforms which have 
been introduced by 
legislation, they 
have played their 
part, if a modest 
one, in diminishing 
unemployment in 
the neighbourhood 
where they have 
been in operation. 

The first, and 
perhaps the most 
distinctive of these 
schemes, is the 
Bournville Day 
Continuation 


; Longer Summer 


Earlier Pensions 


School, which celebrated 
its twenty-first anniver- 

sary in January, 1035. 
All the firm’s employees 
under the age of eighteen 
attend the school for one 
complete day in each 
week, as a condition of 
their employment, the 
time so lost being paid 
for- by the firm at 
standard rates, whilst 
provision is alSo made 
for promising students 
who wish to do more 
advanced work to remain at school for 
a further period after passing the age 
of compulsory attendance. 


Original Aim of Day School 
was Idealistic 
The original decision to found the 
school was based on the belief that it 
is wrong to he people enter- 
ing industry at 


ourteen or fifteen to 





Tt y it the gap betwe 
ool life and adult life could best 


dged by a system of continued part- Sé he 


te education, not in the form of 


tendance at evening schools, which- 


poses an undue burden on boys and 
ris who are still growing, but by 


dividing the day-time between school f 


id. industry. 
‘It is generally agreed 
by those familiar with 
he. results which have 
been. achieved that the 
faith in which the school 
as launched has been 
y justified. But there 
another aspect of the 
eme to which atten- 1. 
is well worth draw- 
ig; and which accounts 
ts being mentioned in 
: present article. | 
he Bournville Day 
ontinuation School has 
400 boys and girls 
attending for some eight 
and a quarter hours each 
per wegk. To make up 
or that time the firm 
obviously has to have 
more workers in the 
tory. On a purely 
1eoretical basis the time 
ent by those under 


ighteen at the Continuation School is- 
equal to a shortening of the ‘working year’s work than would otherwise be 
necessary, and that is another way of 
: L oé | 3. increasing the number of workers in 
because it is obviously impossible to say — 
what in the long run is the effect on- 
production of the whole scheme. But 


week for all employees by 1} hours. ©] 
say “on a purely theoretical © basi: 


as the same comment is valid when the 


Shorter Working week is itself under _ 


nsideration, I think we are entitled i But give Better Health and 


to make comparisons in terms of hours 
ind minutes. 
The school has to some extent 
increased the firm’s production costs, 
t this extent is relatively quite small. 
is impossible to give an all-round 
figure as the effect varies between one 
ne we turn out and another. For 
stance, it is likely to be more where 
an article is produced very largely by 
and, and less wheres as in the case of 
oa Or moulded cholate, production 
highly mechanized. 


Extra Cost Offset by These 
-Ifwo Factors 


There are, however, two very impor- 
int factors which go far to offset any 
uch extra costs. The training which 
he juniors get in the school makes them 
ore efficient at their jobs in our 

anization; also the school is an 
xcellent medium for revealing to the 
anagement any special talent which 

n be earmarked for promotion. á 
ixteen of our high executives came 

1 the school; fifteen members now 
th degrees attended the school in 

r. earlier days; twenty-two have 

d high technical qualifications and 
“six of our sales representatives 
ned their positions in competi- 

e best outsiders all came 


emploVee works about a week and a 
half less. each year than he would 
probably do elsewhere. This obviously. 
entails the maintenance of a rather 


"[ ‘he effect is to increase employment by 
shortening hours but these 3 plans are 

ALTERNATIVE to a straight ‘shorter week’ 

and have additional benefits of their own :— 


Day School absorbs 1,400 juniors 8} hrs. a week? 
increasing employment in the factory . . . but 
it also gives those juniors fine training and 


reveals talent for promotion. 


Three weeks’ holidays means each employee 
works 1} weeks less a year, necessitating larger 
staff... but it im 
absenteeism. 


Pensions at 60 instead of 65 ; firm has 285 pen- 
sioners under 65 ; means that 285 more people 
are employed . . . staff appreciate this plan 
keeps the way clear for quicker promotions. 


larger organization to get through the 


industry. We have, in fact, calculated 
that the extra length of our holidays is 


equivalent to a reduction of the working 


week by one hour and twenty minutgs. 


Less Absenteeism 


Here again it might be said that costs 
are increased. Perhaps they are, but — 
there are the offsetting factors of- 


much improved health among. the 


employees and the consequent reduction. 


of absenteeism. ; 


One section of our holiday scheme is 
definitely linked up with good time- 
keeping; undoubtedly it is partly due 
to this that absenteeism in this factory 
has been practically reduced to nil and 
time-keeping is extraordinarily good. 


Earlier Pensions: Further 
Reduction of 2} hours 


Lastly, there is the effect of em- © dae a 
ployees retiring under a pension scheme . P&TSONS . ses whom 1 Hea ily applied 
at 60 instead of the more normal 65, #94 of making a contribution—even - 


The fact that we have at the present 


moment 285 pensioners under 65 means 


ville who would not be there but for 
the Pension Fund. g 
estimate that the effect of the scheme 
on the volume of employment is equiva- 
lent to a reduction of 2} hours a week. 


Provides Opportunities for 
Quicker Promotions .. 
This scheme has a high. mor. 


on the whole staff. . The knowle 


proves health and reduces 


normal. 


Here again, we. 


O ortly a 
unity of promoti 


for dead men’s shoes”, which is oft 
the case in farge organizations. —— 
Taking these three schemes togethe 
we have a total effect on employme 
as great as would be produced by a re 
duction of hours of between 5 and. 
: weekly. In spite of th 
very strong. argument 
-which can be urged- 
favour of the. greate 
leisure which a straigh 
reduction of hours of thi 
magnitude would bring 
about, it may well.-b 
doubted whether such 
reduction would reall 
be as worth while gs 
would the wider adoptfo: 
in industry of educa 
tional, holiday ang retir 
ing schemes similar to 
those which € have 
briefly described. . 
This view. $ reinforced 
when one remembers 
that the Bournville 
schemes by no means 
exclude the possibility o 
working hours conside 
ably shorter than ar 
frequently regarded as 
In the factory the regular 
working week is 44 hours, whilst in 
the offices it barely exceeds 38. 
Further reductions there will no doubt 
some day be, but whether these 
should take the direct form of shorter 
hours or the indirect one of an exten- 
sion of the present holiday and other: 
schemes is a question which not all of 
us are likely to answer in the same way. 


Other Firms Could Partially 
Adopt These Plans 


Meanwhile it is evident what a radical 


change in the country’s employment 


position might result from a genera 
application of such schemes in -o 


principal industries. It would be quit 
The latter is particularly important. u 


unreasonable to expect industrialists to 
introduce in their entirety and with 

stroke of the pen the exact measures 
which over a longish period of years-it 
has been found practicable to work out 
for a particular industry. But it is 
certain that in some trades a start could 


be made to-day without undue incon- 
--wenience. Any such move would have 
the twofold advantage of conferring a 


direct and immediate benefit on the 


-a limited one—to the restoration of our 
o people to full employment. 


that 285 people are employed at Bourn- 


ithin reasonable limits let indivi- 
duals exercise a healthy initiative. 
Because a job has been done one way 


_for years, that does not necessarily make it 


the best way. Because you and your man- 
agers have carefully thought out that job 
it does not necessarily mean that between 
you you have found the best way. If an 


ne executive or a worker can show bette 
< results—and this must be proved—by d 


parting from precedent, let him, 
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Why,and How 
WEPLANNED THIS NEW BUSINESS 





Here is not only a new business but a new industry. 

Celluloid strip base for photographic films has 
never before been made here. NuroLtd. are now making 
both the base and the coating—the first film which is 


British from start to finish. 


[ne branded film market is highly competitive. 


This 


story tells how the firm is giving its product plus 
qualities and plans to ‘filter’ into the mass market 
more effectively and at less cost than by a direct assault. 


ough such a vast number of photo- 
graphic films are marketed in this 
untry every year, a great propor- 
poe es being apparently manu- 
factured here, I do not think that many 
people outside the trade know that not 
one yard of the celluloid film base has, 
up till now, been made in Britain. With 
this tremendous and still rapidly grow- 
ing home market right in her hands 
Britain has n entirely dependent 
upon foreign s es of supply for the 
vital basis of this important product. 

For many past I myself have 
been engaged inthe photographic trade 
and I regarded this dependence upon 
foreign Stee Sad from two points 
of view: I considered such a situation 
to be commercially unsound. If we 
already had a huge industry in this 
country engaged in coating films with 
the light-sensitive emulsion why should 
we not complete the whole process and 
make our own celluloid base? 





To Make Britain Independent of 
Foreign supplies 


Also I considered the prospect (not 
to be ignored at the present moment) of 
Britain’s position in case of an outbreak 
of hostilities. Photography to-day 
enters enormously into the field work 
of the fighting forces and also into their 
technical work on the ground. Glass 
photographic plates for this purpose 
have long since died. Britain, then, 
was completely dependent upon foreign 
sources for the supply of an item of vital 
need to her services. 

To change both these situations we 
decided to form a company to manu- 
facture the complete photographic film. 

One of the first things we had to 
remember was that we were breaking 
into an already crowded market. The 
great firms engaged in coatirf® and 
marketing films had had years In which 
to perfect their distributing organiza- 
tions and to establish their names firmly 
in what is by far the biggest section of 
the market—that of the amateur photo- 
grapher. e 

We realized that whatever underlying 
sense of patriotism the average English- 


Actually, the average Amateur photo- 
grapher knew that certain well-known 
brands of film that he was already buy- 
ing at least came from factories in this 
country. The fact that the base of these 


-films was imported from abroad was 


quite unknown to him. But even to 
bring this fact to his notice we knew 
would produce no effect since the factor 
he was most concerned with—the 
efficacy of the film in use—already gave 
him every satisfaction. 

We quite understood, therefore, that 
apart from anything else we were up 
against a pretty tough marketing pro- 
position. 

To offset this to some extent, how- 
ever, my Own past years’ experience in 
the distributive end of the trade had 
given mea sound establishment among 
the principal dealers in Britain and a 
thorough knowledge of the circum- 
stances under which they would accept 
a new branded film. In addition I had 


gained a considerable footing among 
Thus I 


leading distributors abroad. 


By 
F. BEAUMONT 
Managing Director 


Nuro Ltd., Biggleswade 


decided that our new company would 
be able to make a start with a good 


introduction at least into the dealer end 


of the distributive chain for business 
both in this country and abroad. 


Two Big Selling Points to 
Create Appeal 

Now it became a matter of deter- 
mining what extra selling points we 
could add to our new film that would 
appeal to the mass of users. The fact 
that ‘‘Nuro’’ could be advertiseg as the 
first and only all-British made film 
would not, as I say, be sufficient to win 
users from their allegiance to other 
proved makes. 

We decided, therefore, to give our 
film an even greater degree of ‘‘lati- 
tude’’ than that possessed by others. 
Latitude is the factor which saves 
amateurs from misjudgment of ex- 
posures, so this virtue could be guaran- 
teed to exercise the strongest form of 
sales appeal. Tens of thousands of 
amateurs, during their holidays*and at 
other times, take many snaps of sub- 
jects that will probably nevér present 
themselves again. Any film which 
offers greater chances of those snaps 












Every day a faults investigation committee strips and examines completed films. The ) 
committee consists of three or four operatives and three technical executives. Different 
operatives are sefected each day. The films they themselves work on are examined in 
their presence so they cannot pass blame on to other departments. The aim of the technical 
experts, however, is not to trap faulty workers but to get at the real source of faults and 
advise on their avoidance. For record purposes faults are marked on this chart against the 
operatives’ names. This plan urges everyone to exercise the utmost care 


man may have he is not generally 
inclined at once to throw over a pro- 
duct that he has already proved to him- 
self to be highly satisfactory in favour 
of a newcomer that simply claims an 
all-British origin. 


. 

















nost strongly. 

| losely’ associated with latitude i is ike 
uality of high sensitiveness to colours 
‘so that an exceptionally true mono- 
chrome rendering is given in the 
1egatives. This feature we also intro- 
juced into our film. 

In addition to these all-important 
actors we decided also to combine the 
uality of all-round perfection. Perfec- 
ion of course is not actually obtainable 
jut Our aim was to present a film that 
asa little nearer than any existing 
ones to that standard. 

‘o do this meant that our plant for 
manufacturing the celluloid base and 
or coating the film with light-sensitive 
emulsion must be the very finest obtain- 
ble and that we must have the services 
of the most expert technicians. 


there was no difficulty about the 
nt for film coating, already that is 
considerable industry in this country, 
it the machinery for celluloid base 
manufacture was a different matter. 
There was none in Britain so we had 
to import from abroad. 

‘We searched the continental conis 
whence *the bulk of film base has so 
far been imported by Britain until we 
discovered the makers of the finest 
achinery for this purpose. We then 
placed our order: for delivery into the 
new. factory which we have built at 
Biggleswade. 









































































To Start We Have to Employ 
Foreign Experts © 


-> our own operators the routine of the 
= some timè to superintend the work so 
class. right from the beginning. 


necessary before the long-term services 
< of these foreign technicians could be 
- secured. However, that is another 
. story. We did secure their services and 
they are now at work on our develop- 
ment. 
` Two points in our policy of near-to- 
perfect . film manufacture may be of 
interest because I believe they are 
unique in this particelar trade. 
‘Films, of course, are subject to all 
sorts of little accidents in the various 
processes through which they go; and 
it must be remembered that at almost 
very stage*they are handled by opera- 
tives working in heated rooms that are 
it only by a deep ruby ‘‘safe-light’’ 
that is but little better than complete 
“darkness. 
Tiny faults like bubbles, scratches, 
finger-marking, incorrect mounting of 
the light-proof paper backing and so 
on are likely to occur. In most factories 
where such process manufacture fs 
carried on, no matter if the products 
are films or anything else, inspection 
of othe finished goods is carried out. 
wers take out specimens here and 
re to check up for quality. 
Its # 














at the time: 


specific. 








processes and to remain with > us foro- 
P the: constant aim. 


As will be seen from the iustext on, 4 


that out t y f 
: Outpul coud be güaran eed Arsi a however, ‘marks are given against the 


Some very diplomatic negotiation was” 


If any 
aad the ope the batch reference is 











generally tto shift the blame 


way or another, and it is easy for them 


to do so because they are got tackled 
“The fault might be put- 
on to any one of a dozen or 1 
This ‘Test Committee’ mak§s* 
Workers Avoid Faults 

We have a plan which is much more 
Every afternoon we hold a 
“test committee’’. Three or four of the 
operatives are selected to sit at a round 
table conference with two or three of 
the technical executives. The opera-, 
tives bring with them batches of film 
on which they themselves have been 
actually engaged. 

These films are then stripped and 
examined in minute detail by the 
experts who can then point out any 
faults and give,advice on their avoid- 
ance in future. Opening up films in this 
way ruins them of course and it is ‘there 
fore an expensive business, but this i 
just one of the necessary tests to ensur 
the highest uniform quality. of our pro 
ducts. oS 

The great idea about having per 
tives in at such a conference as. this i 
that they cannot dodge responsibility 
The very films they handled are openec 
before their eyes. There is no questi 
of relying on a viewer’s report or © 
checking the workers of a batch num 
quoted by a disappointed customer whi 
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- -might write in perhaps weeks after the en E. 
= film was manufactured, : 


-It is not the idea of this sommes : 
‘to trap faulty workers but to kelp the finest plant and 


: Having secured the plant, o ; z workers to avoid errors. 
zwe needed expert technicians to teach — at is all constructive and encouraging, © 
A ToS recommendations among photographers 
O Ee perio nion- or tig P L aS only if our films peered live ap tc 


< the standard a excellence. that we claim 


The criticism 
of the experts is by no means carping, 


operatives for faults. These marks go 
down on a record sheet on which th 





no action is taken by the 1 management 
(except of course in cases of frequent 
incompetence) the very fact that such 
records are kept urges every worker to 
do his or her best at all times. ‘Tha 
is the result we want. e$ 


These Tests Prove Films under 
Users’ Conditions. 


Here is another test we continuously 
carry out. We have one professional 
photographer and three skilled ‘women 
amateurs actually taking photographs 
as a full-time job. These four ‘testers’: 
continuously make exposures under all 


kinds of lighting and weather ‘condi- K 


tions. All the films they exposë are 


then sent to a special permanent depart- - 
ment where they are developed: a 





printed. : . 
The results are ruthlessly” ‘scrutinized 


and any faults discovered or improve- 


ments noted are at once reported to the 
technical production departments. By 
carrying out these tests actually on the 


premises we get the quickest possible 


reports of the films under actual work- 
ing conditions. 


high quality « of our re : 


association, a close link-up with all the 


the hundreds of thousands. of “‘pre 
























‘othe finished films.” 









Well, the foregoing gives some s indica- 
„tion of how we are safeguarding the 






mass of. ‘amateur ‘photographers. V: 
are not aiming to crash right into a 
highly competitive market. 

As I have already indicated, 
company has 






this 
through my personal 


leading dealers. We propose to push 
our films gradually through these valu- 
able channels and by this means, 
coupled with carefully drawn-up pro- 
paganda in the trade and consumer 
photographic papers, get ourselves 
recognized for quality among the, seri 
amateurs. 7 


How We Shall ‘Filter’ into- | 
the Mass Market 


The serious amateur is a very. ‘diffe 
person (photographically speaking) ff 













the- button’ i users. The eri 







yong their 
e invariably <5 
ifs on photo- © 






taking’ stick great paint’ 
hy we are carry- 

ing out such a drastic. process of testing 
We know that we | 
shall get these. progressive personal. 











































ight, with. the ‘best plant and the mos ‘ 
killed ‘operatives, | we shall be“ well 
- launched towards our goal and that th 
heavy. financial, investments which W 


























tors, an o be out of all eoan pa to 
the high cost. 










i We: Shall Also Act as Suppliers 
of Celluloid Strip 


Another, and very important sphere 
of our trade will be in a different direc- 
tion. We shall probably develop a 
section of our business into one that- 
will supply the film-coating firms with ` 
their essential celluloid base. oot 
At presenthere is a duty on imported ` 
film base and it is probable that there 
will be big business in providing this —. 
raw material to the British film-coaters |= 
and so enabling them to avoid the. 
dutiable foreign product. We have not 
yet, however, fully investigated - this 
section of the trade. _ 
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QUALITY IS TO- 
DAY’S YARDSTICK 


he most important factor towards 

which management must direct 

every effort to-day: quality. Four 
or five years ago price was the domina- 
ting feature. Industry's chief appeal 
was a steady but continuous lowering 
of selling prices. Publicity and sales 
campaigns were short and intensive. 
Every new campaign had a fresh price 
reduction as its focus of appeal. 
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“INDIVIDUAL | 
PRODUCTION’ 


ee ee 


tomentose 

Peer I want the 1936 Berd Models to be oe 

> built to an entirely new standard of quality. We ‘X 

5 will spare neither time nor money in achieving et 

< this, Let me have your recommendations. 

bane NS I Fee ES a 
*Clipped from two national 
publicity campaigns running 
now for famous products. 
Note that ‘quality’ is the 

keynote of each 


So it went on, with gradually lessen- 
ing intensity, till to-day price has given 
way almost entirely to quality as pro- 
posal number one. 

You see it everywhere : 
cycles, foods, clothes, entertainments. 
“Something more, something new, 
better service for your money’’, that’s 
the basis of appeal. 

Research and experimental depart- 
ments are now linked with sales as the 
key departments of practically every 
business. The monied classes of cus- 
tomers are to-day more keenly critical 
of goods, more discriminating. The 
wider ranges of goods and the increase 
in mass-production have induced this. 

The one-time low wage classes, now 
enjoying a total wage increase of over 
{50,000,000 a year, are following this 
example of keen discrimination. Among 
the additional things that they can buy 
they pick out the best. 

I have talked with biscuit, radio, 
vacuum cleaner, jam and clothing 
manufacturers who all confirm this. 

The present time, therefore, Yemands 
that you find still more plus tactors for 
your products and your services. Those 
are the factors on which sales depend. 


cars, radio, 


EASIER TO MAKE GOODS 
THAN CUSTOMERS 


n Luton recently I was talking 
I summer trdde prospects with the 
head of a well-known firm there. 
This managing director had just told 
me of a {200 scheme his firm was at 
that moment starting for the purpose 








. 
. 
* 
. 


solely—so far as I could *weigh it up— 
of propagating goodwill. 

He was issuing a folder, well got up, 
outlining the history of the firm, and a 
beautiful little plated desk thermometer. 
The gift was being sent to all customers. 

Frankly, I criticized the idea; to my 
mind, it seemed expensive considering 
the intangible aim in view. The time 
did not coincide with any seasonal gift 


period. 

This managing director, however, 
hotly refuted my criticism. ‘‘Do you 
know,’ he said signifi@antly, ‘“we paid 


a dividend of 27 per cent last year, 
while for this year we've already 
exceeded the sales volume set for the 
first quarter? 


[This interview took place on 
March 2nd.—Ep. ] 


‘‘In this organization we pay even 
more attention to building customers 
than to making goods. 

“Yes, customers have to be made, 
and it costs money to make them. 
Many a manufacturer will sanction 
{1,000 for the purchase of better plant 
while he begrudges {£200 to his sales 
manager who wants to put over some 
special drive. 

“It is easier to make goods than 
customers, but too many goods and too 
few customers lead to bankruptcy. 
We cortentrate on customers: our 
attention is required more urgently and 
more constantly there than in the 
works.” Quite a hint to those manu- 
facturers whose A BC is production. 


TRUMPING COM- 
PETITORS’ ACES 


was talking the other day to a 

manufacturer—on a not very large 

scale—who was jubilant at having 
succeeded in ‘‘trumping his big com- 
petitors’ aces”, as he put it. 

Apparently this manufacturer, with 
comparatively small resources, butted 
into a market that most people would 
consider the monopoly of half a dozen 
mass-production giants. 

“Yes,’’ explained this optimist, ‘‘at 
least one business friend prophesied my 
early bankruptcy, but after a long look 
at the market, I knew I could get in 
successfully. 

‘The mass-production giants,” he 
said, “‘don’t really squeeze the small 
man out; on the contrary, they create 
a new market for him. But the small 
man must be able to see the precise 
shape of the opening and fit his product 
accordingly. I saw mine. 

“The manufacturing giant, geared to 
a mass-production schedule, is limited 
all the way found. His goods must 
appeal to the ‘average’ taste and the 
‘average’ pocket; he gets the bulk. His 
colossal propaganda and selling cam- 
paigns, however, win the masses to the 


a 


By 
THE EDITOR 


idea of the goods. Then the small man 
(like myself) comes along. This small 
man, if he knows what he is about, 
realizes that in every great mass of pur- 
chasers there is a percentage that is 
‘different’. There are those who, while 
they will accept the ‘average’ article if 
nothing else is put up to them, will 
nevertheless prefer one a little better if 
it is offered. 

“I therefore came along with an 
article that was most carefully planned, 
having two or three ‘plus’ features that 
lifted it quite out of the mass class. I 
had made my plans so that my article, 
though better and ‘different’, involved 
no elaborate manufacture that would 
run my costs sky high. My price and 
my quality were exactly that little bit 
higher which appealed to the customer 
who liked to select his goods. 

“I have been running for a gear now 
and am doing magnificently. The giants 
continue to create my market and I 
skim the cream. I can add to or alter 
my product far quicker than they can, 
thus I can always keep ahead of them 
in the matter of ideas.” 


+ 


LOOSEN UP THAT 
LAZY MONEY 


ne of the points of control to which 
progressive businesses are paying 
particular attention just now is 
the figure representing inactive assets. 
In many organizations this- figure 
tends to increase unduly because chang- 
ing markets are compelling compara- 
tively rapid developments in all kinds 
of production equipment. 





*What's that machine cost- 
ing per hour or per job? 
Is it pulling its full weight 
in the tight-up production 


schedule? If not... apply 
the proper remedy 


When a new machine is put into the 
factory or a piece of new equipment 
into the office, the old types are not 
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always traded out. They are often 
kept ‘‘because they’ll come in handy 
for something’ ’. 

This hanging on to old stuff becomes 
a mania with some people. It rarely, 
if ever, ‘‘comes in handy”’ for anything. 
It simply becomes both less usable as 
time goes on and less valuable for 
second-hand sale. 

Keep an eagle eye, therefore, on 
inactive assets. Plant, equipment, 
buildings and stocks all need watching 
for this purpose. 

It took a fire and the subsequent 
reorganization to show a 
Birmingham firm that for twenty years 
it had carried about £5,000 worth too 
much stock of old products that 
“might'' have been asked for, and 
several big machines that hadn't earned 
more than chicken feed for three years 
or more. 
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WHY COLLECTIONS ARE 
HARD JUST NOW 


t a time when we see firms every- 

where extending their business 

~ and breaking their own previous 

best-selling records, it seems paradoxical 

that the difficulty of getting in trade 
collections should be a wide one. 

Now there are two conditions which 
tend to delay the payment of accounts. 
One is a slump, the other is the begin- 
ning of a cycle of prosperity. 


*Collections are ‘Sticky’ when 


prosperity curve is rising. 

Big money going out to finance 

orders coming in. That’s the 

position now. As curve 

steadies collections will be- 
come easier 


On the first we need not comment, 


the reasons for holding on to cash 


money are obvious. But the other is a 
very different matter. We are experi- 
encing it now. 

_ The start of a new prosperity cycle 
makes demands on a manufacturer for 
heavier cash and credit investments. 
He must extend his plant and buildings 
to meet the bigger orders coming in for 


-~ goods, he must increase his staff, and 
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he must buy greater quantities of raw 
materials and buy them farther ahead. 
He must increase his insuran@es, adver- 
tising, transport, consumptiok& of heat, 
light, power, in fact, all his compit- 
ments. G 

Under, such conditions the man 
turer instinctwely takes the longest 
credit he can get. Much is going out, 
and his customers, being similarly 
placed, are taking longer to pay him, 
so extended credit becomes of greater 
importance than discounts for quick 
payments. 

This condition goes on for quite a 
time, until the crest of the wave flattens 
out a bit. It has not yet done this. 

Collections become much better when 
the balance is reached, or even when a 
slight decline sets in. A decline, or 
threat of one, puts a snap into transac- 
tions. I don’t mean anything like a 
panic, but it just livens things up. 
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These Salespeople are Told ! 
WHY They Can Sell More 


The sales staff of any business work 
better when they KNOW customers 


c- 
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CASH FOR YOUR 
REBUILDING 


housands of small businesses buy 

their office and factory buildings on 

mortgage., One small firm which I 
visited last month had a useful exten- 
sion of this plan. Having paid off the 
mortgage, the firm had arranged with 
the Building Society for a modest sink- 
ing fund reserve against depreciation 
and eventual remodernization. 

The proprietor told me that, having 
become so used to making regular mort- 
gage repayments, he found the smaller 
sinking fund payments very easy to 
arrange for. ‘‘When the time comes 
for us to use the fund,” he said, “‘it 
will be an enormous help to find that 
we shall not have to draw on capital.”’ 

Incidentally, why haven't the Buikl- 
ing Societies popularized such a scheme 
for small businesses? 
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have more money to spend. This 


plan spreads the news 


when freer 


, Spending becomes possible locally 


by J. B. TAINSH, Director, E. Tainsh & Co., Glasgow 


ne of the most effective ideas we 

have used for stimulating the in- 

terest of our sales staff is a weekly 
trade improvement bulletin which we 
issue to the personnel of the retail 
branches of our subsidiary company, 
E. Tainsh & Sons, Ltd. 

We launched this idea several years 
ago, in the depths of the slump. It 
worked moderately well then, and has 
been steadily increasing in effect ever 
since. 

The object of the bulletin was to 
show the staff in the shops the good 
points about trade in Scotland, particu- 
larly in the area in which they were 
located. We selected the points which 
showed improvement. For instance, if 
the retail sales rose, then we stressed 
the importance of such a rise. Here 
is an example of a paragraph we used 
in one of the bulletins: 


The Information We Give 
is Authentic 


“Government figures show that re- 
tail sales are expanding rapidly: 
people are spending emore money. 
We ourselves are having a share of 
this, but we can do better. The big 
‘industries in Glasgow are getting 
busy now; that means still more 


money our customer 
spend; a e \ 


to 


This is typical of the type of matter 
we use, linking it up with local condi- 
tions. Notice that it is serious, authori- 
tative stuff, not high-pressure ‘‘pep’’ 
talk. 


Branch Manager Prepares 
the Bulletin 


We do not prepare an elaborate 
bulletin. It is merely typed out with 
carbon copies and sent each week to 
each shop. The actual compilation of 
the material is part of the work of the 
manager of our branches, a man who 
is in a position to pick up many signifi- 
cant bits of information regarding trade 
advance. His sources of information 
are his many trade friends and various 
periodicals. All the principals of our 
firm also contribute. 

With such material and the facts and 
figures published by the Board of Trade 
and other offgial organizations he is 
able to piece together an interesting 
and highly informative bulletin each 
week. 

The bulletin does improve sales by 
showing how more sales are logically 
possible. I am glad to say that the 
hopes we first had about the idea have 
fully materialized. 
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e second article of this series 

USINESS for February, page 9) we 

saw how the master budget must be 
formulated on planned sales. 

The planned (as opposed to ‘‘ex- 
pected’’) sales gives a reasonably close 
indication of the volume of business 
that a firm will have coming in. From 
this, therefore, the balanced expense 
for securing it must be made up in the 

_ form of supplementary budgets for each 


de ent. 
In all that I am going to say now 
b I am taking it for granted that the 


whole of the staff, from chairman to 
office boy, is thoroughly ‘‘sold’’ on the 
P budget idea and that everybody knows 
the essentials of its technique. The 
chances are very much against a 
budget's success where this staff co- 


} operation has not been secured before- 

4 hand. 

PA (In March, 1931, Mr. S. W. 

i Levers, then head of the Dennison 

: Manufacturing Co., Ltd., in an 
article in Busryess said: ‘‘That 


every employee should have the 
will to budget is more vital than 
m the technique of the budget 
upd itself.’’—Ep.) 

From the master sales budget the 
effort needed from all departments can 
be roughly computed. Every depart- 
ment head is therefore asked to draw 

_ up for his own section, in detail, the 
= quota of expense which he considers 
. will be necessary in order to reach his 
=_= part of the increased goal for the 
budget year. ° 




















_ Controller Must Fit Deptl. Budgets 
ag Into Main Plan 

_ When all the departmental, or 
supplementary, budgets have been 
made out, they should “be sent to the 
budget controller, who will vet them 
and see if they fit into a well-balanced 
whole, profitably leading up to the 
objective set out in the master budget. 
Wi this condition is satisfied the 


ine 
Ss 


are reissued in standard form, 
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The third and oncla eee on 
Budgetary Control for the medium- 
size business. The preceding articles 
` on how to instal a Budget appeared 
in January and February issues 


JOHN DOMMETT š 
Business Administration Consultant 
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The BUDGET in ACTION 


mentary budgets is for the 
Budget Council, or Budget 


Controller himself, to 

make the departmental a 
quotas, merely sending =2 
these figures to the depart- a 
ment heads for their O.K. =! 


or suggestions. 

is way, however, al- 
though it may be quicker, 
introduces a very’ strong 
unfavourable influenc 
The responsible head of ; 
active department, if he s 
a rightly constituted man, 
will, in nine cases out of 
ten, strongly object to the 
arbitrary imposition of 
such figures. The whole 
plan, if it is conducted in this way, kills 
initiative and destroys that invaluable 
feeling among the staff that they are 
intelligently co-operating to build a 
profitable business. 


Budget Develops Your Reserves 
of Executive Men 


To be successful a business must 
have in its front and second executive 
lines men who can carry responsibility 
and use initiative. The first method of 
budget-building develops men like this, 
the second destroys them. 

Now that the budgets have been 
finally adjusted into a properly 
balanced plan by the Budget Con- 
troller, approved by the supreme act- 
ing head of the firm, and reissued for 
action, the real work begins. 

For whatever period your budget is 
set, a quarter, half-year, or year, super- 
vision from this point must be con- 
tinuous. The one thing a budget will 
not do is ‘‘run. itself’’. 

To take a typical case, an engineer- 
ing concern in which I installed a 
budget system two years ago: 

This firm realizes that budgets should 
be elastic, not, rigid. In addition, there- 
fore, to fo y reviewing the budgets 
(they are 12-monthly) every quarter, 
the Secretary-Accountant (budget con- 
troller) has a short review meeting with 
all section heads each week. 
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Control. No matter 


t enables management easily to 
take correct action r 


- 


Even so, at any intermediate moment _ 
the budget controller can, if he spots 
any too-soaring expense, at once check 
up with the executive responsible and — 
bring the matter back to the managing 
director for a decision. No time is 
wasted in waiting for the next routine 
budget meeting. Business is never held 
up, the budget is not allowed to — 
‘freeze’ operations. 

This firm regards the budget as a 
tool which facilitates management on 
the ‘‘exception’’ principle. If the 
budget is to be overspent, the initiative 
in bringing the matter to the attention ; 
of the management musf be taken by 
the person who is to do the overspend- _ 
ing. 


Judgment by Results Makes 
Careful Expenditures 
But no executive can overspend his 


budget allowance without definite per- 
mission from the managing director. 


Each executive has freedom to handle 


his budget in any way he likes, he is 
not told how he must spend it, but 
since he knows that his efficiency will 
be inevitably revealed by the final — 
results of his department, he naturally 
bends his most conscientious efforts to 
the job. 

In a well-run budget the expense 
figures are really the predetermined 
standard costs for every expense item 





. 


Ti eo 


in the business. 

poses this firm has 

expenditures : 

1. The investment type for which 
they decide beforehand how much 
to spend and then try to get 
whatever revenues (or other form 


For budgeting pur- 
two types of 


they can from the 
This includes 


of return) 
given expenditure. 
expenditure on plant, buildings, 
depreciation, insurances, rents, 
advertising, research, salesmen’s 
salaries, travelling expenses and 
general administration expenses. 


2. The service type where there is no 
direct control over the amount of 
work to be done, but only over the 
cost per unit of service required. 
This type includes cost of manu- 
facture and dispatch, also clerical 
work and handling of orders. 


Standard costs can be set up for both 
types of expenditure. This firm’s 
policy has been to control the invest- 
ment type of expenditure by definite 
appropriations and the service type by 
standard costs per unit of performance. 

Indire@t costs in manufacturing and 
order-filling are controlled by a ‘‘vari- 
able” budget. The budget shows what 
the total expense for each department 
should be for various volumes of busi- 
ness. After the volume of business is 
known, the department is credited with 
the budget for the volume of business 
to be done. 

The indirect cost for the product is 
figured per unit of product according 
to the amount of business budgeted. 
(If the budget is revised, the product 
cost is revised or the difference is 
charged to a special account.) 

The différence between budget and 
actual expense is considered as a profit 
or loss to the department. The differ- 
ence between the variable budget and 
the amount charged against the pro- 
duct is considered as a gain or loss due 
to the variation between the actual and 
the budget volume of business. The 
latter is credited or charged to the 
department responsible for the amount 
of orders placed, usually the sales 
department. ° 
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The head of this concern says that 
one of the chief benefits of the budget 
has been to give a better understanding 
of the way in which profit react to 
fluctuations.in the volume of ig 


Control 
by Budget Assures 


Gradual and Effective Re- 
organization 


Co-ordination of all Depts. 
Reduction of Operating Costs 


Prevention of Waste 

Regular Departmental Reports 
Forceful Sales Promotion 
Careful Selection of Employees 
Promotions on Merit 

Better, Morale 





Heaviest Costs: Preparing to 
Handle Future Business 


To-day, a considerable proportion of 
the cost represents not so much the 
cost of business actue ‘done as the 
cost of providing the ce jcity to handle 
the business for which plans are laid 
ahead. Also, in many cases, this 
capacity must be judged not by the 
average, but by peak loads. 

When actual business declines, this 
cost of providing capacity cannot be 
reduced as rapidly, and not as much, 
as sales. This is because part of the 
capacity is in the form of permanent 
investment and the remainder in the 
form of an organization which would 
be terribly expensive to rebuild. 
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getary control only a year ago said: 


Budget 
Teaches Responsibility 


“i 2ke the man responsible and 
let him alone’’, is the man- 
aging director’s policy towards 
the executives of Weybridge Auto- 
mobiles, Ltd. It is a policy which 
has, in a remarkably few years, 
built up one of the biggest motor- 
car distributing businesses in the 
South of England. 


The head of a firm of electrical 
manufacturers who adopted bud- 
‘‘One thing I have been 


able to do through the budget and that is leave my departmental 


heads to make good on their own account. 
able to the board only for results. 


They are now answer- 
So far our business is 25 per cent 


up on the same quarter of last year.’’ 
' Definitely it pays to leave men alone — if you’ve got the right men. 
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Why Initial Sales Forecast 
MUST be Accurate 


This point proves, therefore, how 
vitally important it is to take the 
widest possible factors into accurate 
consideration when planning the sales 
—the master—budget for the year. If 
the sales budget is eventually thrown 
seriously out by the arrival of a factor 
that should have been foreseen, then 
the firm is in a bad mess indeed, for, 
on the basis of projected sales, it has 
probably committed itself to goodness 
knows what supplementary (and per- 
haps permanent) cash investments. 

I should like now to offer a word of 
caution to over-zealous budgeteers: 


WRONG Way: This isYNot 
Budgeting, It’s Suicide * 


By all means work out economie 
but be sure that the economies 
veal, not merely book-keeping sav] 
Many of the benefits obtained 
any year are the results 
expenditure during past years. 

Similarly, many expenditures during 
the present year will return benefits — 
that will be much appreciated when 
they arrive in the future. 

Unfortunately, no system of account- 
ing is yet in general use for the purpose 
of reflecting these facts. 

By the way many accounts are now 
kept, considerable apparent savings can 
usually be made at the expense of the 
future. Expenditures on plant and 
modern equipment of all kinds can be 
skimped. You can ‘‘make do’’. Little 
bits can be cut here and clipped there; 
the morale of staff can be allowed to 
run down through neglect of training, 
avoidance of adequate promotions and 
wage increases. 

An organization can be milked in 
this way ... for a time. Sometimes 
the present is indeed so precarious that 
present dividends must be made at the 
expense of the future. It does not, 
however, need me to point out that 
this is nothing less than business 
suicide. 

The trouble in such cases of false 
economy is not too much budgeting, 
but not enough. 

Thoughtless slashing of expenses is 
not management, it is panic. 

The whole idea of the budget system 
is to prolong our vision and our plan- 
ning into the future: to build for the 
future, not to take pot-l:ick from the 
elusive present. Budgeting, in fact, is 
business. No other sort of commercial 
enterprise can ever be called by that 
name. 
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Bring Out 
The Thinking Power 


any pro@ressive firms have a room 
M set apart for quiet, creative think- 
ing. Thinking, the kind that leads 

to profitable action, is the whole basis of 
progress. Executives, junior, as well as 
senior, who are really capable of it in high 
degree, are difficult to obtain, Take every 
step, therefore, to provide conditions that 
will bring out all the ‘‘thinking power’’ 
with which your workpeople are endowed. 
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BROADER VIEW 


Training School for Executives 


Gelling is generally regarded as a 

means of earning a living, but it is 
a good deal more than that. Selling 
is an art the successful pursuit of which 
demands and develops the strongest 
and finest qualities of mind and heart. 
It is also a science, controlled by cer- 
tain universal principles that have been 
discovered and tested by years of 
experience. 

The practice of selling gives the sales- 
mart an ability that will serve him in 
any walk of life, for it develops power, 
resgurcefulness, efficiency and an under- 
standing of human nature. I am al- 
most of the opinion that every young 
man who is a potential executive 
should start his business career as a 
salesman. 


Talking It Over With 
Your Staff—in Print 


| ewes: are many things that can be 

said verbally which would be in- 
appropriate or unwise if printed. The 
converse is likewise true—the printed 
word can sometimes be used to advan- 
tage where the spoken word would be 
out of place. 

For instance, many businesses are 
discovering that employees can be edu- 
cated through impersonal bulletins or 
pamphlets in the matter of cleanliness 
and dress, whereas it would be embar- 
rassing to both employer and employee 
to discuss personal appearance in a 
face-to-face interview. 

Another use for the printed word is 
a book of instructions to be issued 
automatically to new employees. The 
conditions of work and personal con- 
duct should be stated clearly, and the 
policies of the house outlined, so that 
the responsibility for carrying them out 
is put squarely up to the employee. 

Here, too, a short essay on the busi- 
ness and its potentialities would not be 
out of place. 

This method has proved effective in 
some organizations. It relieves embar- 
rassment and requires less valuable 
executive time. 


A Technique for Anticipating 
Breakdowns and Complaints 


A factory manager, having many 

identical machines to keep in prime 
condition, hit upon an interesting tech- 
nique. Instead of having a skilled 
mechanic ready to repair a machine 
when it broke down, he kéeps a mech- 
anic inspecting and repairing the rows 
of machines, one part at a time, to 
anticipate breakdowns. If it is a bolt 
this man is checking up, he carries a 
wrench and a small bucket of these 
bolts with him and renews this bolt 


‘wherever it is needed; otherwise he 


tightens it. If it is a machine part he 
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is checking, he carries several of this 
part with him and replaces any that 
arẹ broken or seem worn. This pro- 
cedure is gone through, one part at a 
time, until every part of every machine 
has been checked. Then he starts all 
over with the first bolt or part. 

This method, in effect, repairs the 
machines automatically before they 
need repair, and breakdowns have been 
greatly reduced. 

Some weeks ago I told this story to 
an hotel manager. He quickly saw its 
possibilities. He sent a boy from room 
to room all through his hotel, checking 
electric light bulbs and replacing them 
where necessary from a basket of bulbs 
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he carried with him. The boy next 
went through the house, examining 
curtain cords, casters under furniture, 
and other small items. 

I suspect that many a business could 
adopt this simple idea of checking one 
thing at a time, and correcting the 
fault before it causes trouble or results 
in a complaint from some patron. In 
the end it would save both time and 
money. 


Sharp Pencils 


Q the desk of a certain buyer of my 

acquaintance are to be found, any 
time one calls on him, several very 
sharp lead pencils. No reference is 
ever made to them, but there they lie, 
suggesting to the salesman or caller 
that this buyer figures with an exceed- 
ingly sharp pencil and that one had 
better shave one’s price to the quick 
before venturing to submit a quotation. 

Silent but eloquent! 


+ 


GOOD HUMOUR à 
Is A Powerful Sales Force 


his illustration represents the front 

cover (actually about 8} by 12 
inches) of a booklet. Can you gather 
from it any idea of the contents? 
Probably not; you are not supposed to 
be able to, anyway. 

The idea is that it shall prompt you 
to satisfy your natural curiosity in the 
légical way. When you >», you meet 
the little figures in a varie ` of amusing 
situations. 

A booklet referred to in Business is 
generally about business. This one is 
no exception. It is issued to do a job 
of selling. It is a pity the inside pages 
cannot also be shown because they do 
their work remarkably well . . . sell- 
ing the services of Brockie, Haslam & 
Co., Advertising Agents. 

It is much harder to sell, through 
print, the services of an advertising 
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agency than to sell, say, pleasure 
cruises or chemical manure. Any 
agency that attempts it must, I sug- 
gest, have the brains and the apparatus 
with which to turn out a superb job, 
for the simple reason that it reacts as 
an inexorable yardstick in the hands of 
many would-be clients who receive it. 

I think the world agrees that the 
average human responds more readily 
and favourably to good hurgour than 
to any other stimulus. Most facts can 
be put over more lastingly in light vein, 
if it is really clever. I insist that it 
must be clever, or the whole attempt 
becomes farcical and repellent. 

Brockie, Haslam's artist, D. Farmer 
Hall, has marshalled his little folk— 
they are all amusingly libellous carica- 
tures of the real people—to represent 
the agency's staff at work producing 
marketing schemes for their clients. 
His humour is of a high order . . . of 
anew type. Theefigures themselves are 
funny, because thfough their grotesque- 
ness you can recognize the traits of the 
originals. But just as funny is the 
meticulous accuracy with which he 
adds fashionable detail tothe mildly 
outraged human forms. 

Many of Farmer Hall’s figures have 
already created famous personalities for 
nationally advertised products. Recall 
Mrs. Watsername and Mr. Oosit? 

The text of the booklet is happily 
free from hard-boiled -insistence that 
B.H. is the name on the only lifeboat 
within reach of your sales that are just 
coming up for the third time. 

Instead, it charms you into a quite 
non-committal speculation as to what 
sort of an irresistible ‘‘guy’’ Hall might 
devise for your products. 

Send for a copy of the booklet; there 
is no charge, no obligation. If you get 
a little fun out of it B.H. will be happy 
too. The address is 23-28, Fleet Street, 
London, E.C.4. 

FE .. £2. 
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A Monthty Review And Forecast 
Of Business Conditions 








eee ee 
-_—_-_ eo M IŅMŘŘħŇ Imaal ņa m S 


— M  ——— n 
———————_ $$ mem 





3 Distinct Trends Å pparent 


Sie 1929 business has been travelling 


a rough road. Apart from the world: 


slump, political shocks and eco- 
nomic jolts have been the order of the 
day. But 1936 bids fair to beat the 
record in this direction. Its first few 
days brought the death of the King, 
there followed a second crisis with Italy, 
next a threatened coal stoppage. Now 
comes the German march into the 
Rhineland, swiftly followed by the 
devastating floods in the north-eastern 
States of America. 

It say? something for the strength of 
the internal situation that business at 
home has suffered so little from these 
repeated jars to the financial and 
industrial systems. Even the Rhineland 
coup failed seriously to shake the Stock 
Exchange or to disturb business. The 
American floods will necessarily affect 
that nation’s purchasing power a year 
hence, but their immediate and tempor- 
ary effect may be to increase spending. 


Rising Price >» 
Danger 
fp ors these distractions three new 
trends became clearly discernible in 
March. The first was the rise in prices. 
The retail index is now 6 points up on a 
year ago at 147. This rise is due to the 
rise in world prices of foodstuffs, and 
more particularly of raw materials for 
armaments. How far tariffs and the 
Ottawa agreements have contributed, it 
is impossible to say. But a rise of 
around 34% in 12 months is significant. 
For as surely as it shows the extent of 
world revival, it points the danger of 
our price level rising above the world 
price level. 


Exports Tending 
To Fall ` 


he second new trend is the fall of 
exports relative to imports. In other 
words, both in January and February 
the daily average of imports was higher 


while the daily ave ge of exports was 
lower than a year azo. In February 
imports were up by 10.4%, while ex- 
ports increased by only 2.9%. Part of 
the increase in imports, however, is due 
to higher prices, the rest largely to 
heavier buying of raw wool and rags, 
a pointer to increased Yorkshire pros- 
perity. 


Investors More 
Speculative 


third new portent is the slight 

tendency for the price of money 
to harden. Is this merely due to the 
banks buying less Gilt-edged securities 
or is the investor finding industrials 
more attractive? We favour the latter 
and simpler alternative. It merely 
means that the revival is following its 
usual course. The implication for 
holders of Gilt-edged is obvious: they 
should sell at least a part of their 
holdings. 

When the Economist shows that the 
profits of 2,000 companies have in- 
creased by {52,000,000 in two years, 
something is certain to happen to Gilt- 
edged prices, for the public eventually 
rebels against its sparse Treasury diet 
of 3% and takes to richer (and riskier) 
foods. 

The danger is that hjgher money rates 
may help to increase prices dispropor- 
tionately. Taken in conjunction with 
tariffs and rising world prices, they 
would increase the danger. However, 
as these three new influences are inevit- 





able results of revival as well as the 
causes of ultimate recession, they are 
rather matter for warning than wailing. 


These Indices 
All Good 


therwise the revival proceeds apace. 

The Activity Index is 4.5 points 
above 1935; steel production was up by 
22.2% over last year in February, iron 
prodtttion by 21.2%, employment by 
3.7%, fail traffics by 2.1%, bank turn- 
over by 4.3%, shipping entrances by no 
less than 14.9%, electricity output by 
23.4%, motor registrations by 6.8% and 
new capital issues by 83.3%. 

These figyres are astonishingly good. 
For they mean that the improvement of 
last year is being maintained. How far 
the Spring revival will go remains to be 
seen. But it is clear that building re- 
mains at about the same level as last 
year: the rise in building prices is offset 
by the actual increase in plans passed. 
The steel industry predicts a continua- 
tion of its present high output. 
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New Influences At Work... How will A 
they affect business ? ff 
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The Business Trend | 


Motors Now 
. Third Industry 


T motor industry, however, expects 
to do even better than last year. 
Motors are now our third industry in 
importance. Directly and directly the 
trade employs 1,250,000 people. In 
1935 output went up by about 25% all 
round. At the same time exports were 
up by 24.2%, Australia and New 
Zealand taking 17,300 additional cars 
between them, South Africa taking 
7,000 and British India nearly 6,000. 

Unfortunately the rise in the output 
,of coal in February is fictitious. It 
arises from the special slump figures of 
‘last February. Actually the number of 
wage earners was less by 7,000 than a 
year ago. Otherwise the employment 

gures show a considerable improve- 

ent over January, but the underlying 
trend will not be clear until we see the 
March figures. 

We have no employment figure for 
the cinema industry, but it must have 
absorbed\a large number of additional 
workers last year. The number of films 
made rose from 277 in 1934 to 343, 
while the footage shot also showed a 
considerable rise. 

‘One further evidence that the revival 
will be maintained, if not increased this 
Spring is the surprising increase in shop 
sales in January by 10.8% over a year 
ago. 


France is 
Recovering 


broad the picture is less favourable, 
‘but there are significant improve- 
ments in certain members of the gold 
group. At last France is recovering. 
Wholesale and retail prices are rising, 
‘because agricultural prices have im- 
proved. The general index of produc- 
tion is now 4 points up on a year ago; 
there has been a wide re-stocking move- 
ment, partly due to the expectation of 
devaluation; imports are rising; hoard- 
ing is on the wane; the railways are 
doing better; in a word the corner has 
been turned. Only political stability is 
required to put France on the highroad 
to reasonable prosperity again. 


- Germany Can’t Help | 
European Revival 


he severe winter has done little to 
increase unemployment in Germany; 
- internal inflation continues apace. An 
export surplus has again been secured. 
The financial situation of the country 
is another matter, since the rearmament 
debt is not reported by the Goverrfinent. 
_Germany’s foreign trade continues to 
. be strangled through lack of exchange. 
It is estimated that already 80% of 
Germany's trade is being done by barter 
or semi-barter terms. In such circum- 
stances we cannot look togGermany to 
“assist in any European revival. 


Empire's Posi- 
tion Sound 


[= most parts of the Empire, however, 
the situation .continues to be very 
good. South Africa will almost certainly 


- Gloucester unemployment 


reduce her tariffs with the present 
budget. Already South Africa takes 
48.6% of her total imports from this 
country andj 57% from Empire coun- 
tries. But.the cost of living is rising: 
we may find South Africa more critical 
of the’ Ottawa agreements if they are 
thought to affect the cost of,living’ For 
on the cost of living level depends the 
cost of gold mining and the possibility 
of exploiting low grade ore. Happily 
the extraordinary prosperity of the 
country makes any large decrease in 
her imports from us highly unlikely. 


. HERE 


London District : Docks 
and distribution trades 
have been very active. 
Further improvement in 
employed figures gener- 
ally. Retail trade brisk. 
Plenty of building con- 
tinues on factory estates 
in and around London. 
Troubled political situa- 
tion failed to affect trade. 
Factory output running 
high. 
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E. & 5. E. Districts : 
Farm, work delayed by 
bad weather but 
making progress 
landings at Grimsby / 
Hull above last year's 
level in quantity and ay 
price. Timber trade 
affected by breakdown 
of negotiations between 
Russian exporters and 
Timber Distributors, Ltd. 
Timber to be sold on 
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open market. 


Midlands : 

footwear trade 
Bigger hosiery sales. 
Leeds - clothing, textile 
mills working at pressure. 
Engineering busy. Motor/ 
aircraft industry working 
capacity at Coventry, 
Wolverhampton, Rugby, 
Birmingham, Derby. Bır- 
mingham industries gen- 
Order 


Leicester 
uneven, 


‘erally very busy. 
books full. 


W. & S. W. 
Foreign demand 
Welsh coal declined. 
di mines employ- 
ment, rdiff shipping in 
bad state as result. Swan- 
sea Steel/iron trade good. 
Steady tinplate market. 
Canada beginning to take 
small coal. . Bristol/ 


Districts : 


down. 


N.E. District : Continued 
home demand for coal at 
Newcastle. Shipping out- 
look bright. Tyne yards 
active, chiefly with tan- 
kers. Big improvement 
over year ago for month’s 
shipbuilding. Only 88 
ships laid up in Tyne 
compared 68 year ago. 
Middlesbro’ pig-iron trade 
stil working capacity, 
output sold for months 
ahead. Sunderland coal 
trade steady. Ship- 
building on Wear increas- 
ing. Outlook promising. 


N. W. District: En- FEB. /935 
gineering in Manchester 

brisk. Plant expansion @GAW/930 F 
tele i u m 

chinis usy. agon 

coach builders worlging FEB. 1936 
capacity. Timber trade 0 


weakened by bad weather. 
Yarns, piece-goods market 
quiet. Liverpool cotton 
business. poor. . Grain 
business dull. 
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New Markets 
in India 
men position continues to improve. 
Sir Alfred Watson -believes the situa- 
tion is one for optimism and not 
anxiety. Even to-day India takes 9% 
of our total exports. The Eastern 
economic blizzard, which hit her so 
hard in 1929, has now blown itself 
out. But it is not to Lancashire that 
India offers the greatest future. The 
output of the Indian mills now exceeds 
India’s entire imports from Lancashire 


IS THE SITUATION. THIS MONTH 
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in 1913-4, and she is building more. apparatus and films all enjoy a prefer- Thirty per cent o 1a’ 
= is the 60,000 miles of metalled ence under the Ottawa aes ; our to the o this ae faut whit 
ee s which offer the British manufac- ‘share of the trade rises ubstantially; gives British manufacturers a preference 
rer the greatest opportunity. Motors, but an immense market id still open to in the eyes of the Indian. In other 
tyres, cycles, hardware, instruments and us. words, given continued prosperity in 


l š India, we may still look to increase our 
° l exports thére in the coming year. 
Canadian, Australian and New Zealand 


Y p l M PO RTS =e WU p reports are also favourable. 
S 5o We Want No 


Tax Increases 


n contrast to all these favourable con- 
ditions, there is one serious possibility 
—war being now ruled out. It is clear 
that Mr. Chamberlain will have to find 

. about £4I1,000,000 additional revenue 
next year. Ata pinch he may do this 
without increasing the income-tax. But 


RAILWAY PROV. BANK ao oe 
TRAFFICS oe oP CLEARINGS am UP a special loan. 


souneyauns It is to be hoped that the Chancellor 

(AVERAGE PER WORKING DAY. ) will give his deas on on how the money 
-054 mLa j for rearmament is to be raised. during 
i the budget debate a fortnight hence. 

The heavy burden of rearmament is 


* 
. 





EXPORTS- 





9 

DEC 
a JAN 

FER 


a pe 






2 being undertaken as much for the future 
aN G 4-8 as for the present generation. It would 
YSN ee therefore seem reasonable that that 
Cw J46 \\ Š = generation should bear a part of it. A 

WA “4.4 Z% E 5/- income-tax would be a serious 


obstacle to businesses now requiring 
every penny of their current profits to 
put into expansion and the carrying out 
of long-postponed improvements or in 
improvement plans now in the vital 
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A ‘CLOCK’ THAT COUNTS 
PRODUCTION 


actory production figures minute by 
minute throughout the day without 
moving from his desk, is the attain- 
ment of the head executive of a large 
electrical products firm in Hollinwood. 
At any moment when the factory is 
operating he can tell exactly how many 
completed and passed goods have been 
produced at that point in the day’s 
a a work. : 
ome 6 A NS NS RA A S E a ae.” E This is done by means of a photo- 


electrical apparatus fixed at a point in | 


COMMODITY PRICES- UP COST OF © | the factory where all completed goods 


PREVIOUS YEAR: 





LIVING = of any particular line are carried past 
on a conveyor belt. An invisible light- 
ray from the apparatus is thrown across 





100 5 100 1930 =100} 100 the conveyor, and, as each object . 
passes, the ray is broken and thus a 
o recording is made on a dial similar to 
Cry that registering the mileage on a car. 
95 Q 95 95 This dial is wired and fixed at the 
x . managing director’s desk so that he bas 
H f < no need even to move in order to know 

u, W how production is going. 

90 = 5 90 90 | In In practice this method is simple and 
Wie WRN VUNG could be applied in almost any factory. 
HNN NS This particular executive has saved 

N PANY a; himself and ‘his assistants hours a ‘week, * 
85 ZZ 85 ZZ 85 ZNAS YI. as he never has to trouble now to call 
tie fe A, a pce for the routine reports of progress or 
AN LIAN IWS PNN send assistants round the factory to get 


DIN LEE. WANN special reports. 
s If any hitch arises, he knows the 


moment it occurs and can keep his eye 
on what is happening. 
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Why We Use 


"PLANE BANNER Advertising 


By LOUIS RUMP 
Publicity Manager 


Great Yarmouth} & Gorleston-on-Sea 


Town Council 


he recent reintroduction and widen- 
ing use of ’plane or aerial publicity 
as an effective medium has surprised 
ny experienced authorities. 

ince i924 when a well-known 
nal ‘‘daily’’ flew the first banner 
n aeroplane over the Derby 
e value of the sky as an 
site has been apparent, but 
many technical difficulties prevented 
its inclusion in a well-planned cam- 
paign. 

The great strides made in the last 
twelve months in the presentation of 
the ‘‘copy’’ to the public were quickly 
appreciated by many national adver- 
tisers. Last year established a medium 
both attractive and reliable to reach 
the gigantic public. 










Formerly, ‘Reader-Potentiality’ 
Could Not be Gauged } 


There was still, however, a drawback 
from the advertiser’s point of view. 
Any well conceived advertising plan 
ensures that its appeal is directed to 
those classes known to be able to afford 
the product or service offered. Whilst, 
therefore, an aerial site could be read 
by possibly millions over a very wide 
area, it was impossible for the adver- 
tiser to ascertain what section of that 
public actually represented his particu- 
lar market. 

Such a position called for the collect- 
ing of statistical data as to the habits, 
earning capacity and movements of the 
public so that the circulation or cover- 
age offered should be applied with 
consideration to these facts. 


Statistics Now Reveal the ‘Value’ 
of Areas 


Given this all-essential service, 
became possible to offer coverage on a 
campaign which, although it must of 
necessity cover thousands of now-effec- 
tive readers from a sales point Of view, 
did most certainly reach in the main a 
sufficient number of effective readers to 
make the medium well worth consider- 
mg. 

I have watched very, closely the 
growth of this medium from an external 
angle and I decided in making my 
Council’s plans for 1936 to examine the 
possibilities of the medium to advertise 
Great Yarmouth and Gorleston-on-Sea 
as a holiday resort. It should be 
remembered that in the main the resort 
I represent draws its holiday trade 
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Plane in action over Central London showing the 
legibility of the message if displayed horizontally 





principally from London and greater 
London areas. 

Whilst our campaign includes, as in 
the past, press and poster appropria- 
tions, I felt that further coverage of this 
area would be necessary. 

{ examined the two methods of aerial 
publicity, bearing in mind: (1) that the 
coverage was required over densely 
populated areas, (2) that a fairly 
comprehensive and therefore lengthy 
message was needed, (3) that in spite 
of the fairly lengthy wording the 
message had to be read at the regulation 
height over densely populated areas, 
and (4) that a complete statistical and 
research service was necessary in order 
to apply this medium to my particular 
problems. 

An examination of the areas to be 
covered was made: the habits and 
characteristics of their various popula- 
tions, their earning power, etc. The 
whole of London and suburbs was 
divided into districts for the purpose of 
the display, and the routes to and 
from these various objectives were so 
arranged that every district was covered 
twice. The flights were timed to 
coincide with the greatest number of 
the population out of doors at any one 
time, according to the conditions obtain- 
ing to each area. 

Next, particulars of the medium itself 
were gone into. The banner used, 
giving a lettering area of 1,800 square 


feet, permitted a message in letters 
twelve feet high, which would ensure 
perfect visibility under any weather 
conditions. The size of the letter was 
found to be more than twice that 
usually employed with the vertical 
system, but one of the factors which 
guided our choice was the absence of 
any ‘‘blind’’ spots during the display, 
and the possibility of following closely 
the direction of the main streets which 
had to be covered. With banner 
advertising, the *message being dis- 
played horizontaRy, the machine is 
nearest to the onlooker when immedi- 
ately overhead; the field of vision is 
not obstructed in any way by high 
buildings. Furthermore, thg display is 
equally visible from both sides of the 
street at the same time. 


Results are Proving the Cam- 
paign’s Efficacy 

In using banner advertising my 
Corporation was the first seaside resort 
to employ this medium to bring their 
name before the general public, and I 
am pleased to say that although the 
campaign is only just reaching its com- 
pletion I have had ample evidence of 
its efficacy. A number of correspon- 
dents in their inquiries have mentioned 
the medium employed, and stated that 
their inquiries were due to the impres- 
sion the aerial advertising display had 
made. 
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We RAISED SALES by Making 


We Call For 


No 


References, 


Guarantors, or Investigations 


Pitusa 
is 


pa 
<a 
t 
ae 
g 


h a > 
vÈ, 7 
aa 
ae 
> 
z% 
^ an 
ai 
A 
a) 
aa 
= 
f, 
7 


~- 
> 





nder to-day’s conditions, with so 

many lines of attractive goods 

and services competing for the 
customer’s £, the seller must, .if he 
wants to get a profitable share of the 
available £’s, make it easy, as well as 
advantageous, for the customer to spend 
with him. 


Why We Handle Our Own 
H.P. Finance 


When we devised our hire-purchase 
‘scheme that was the consideration 
which was in our minds. It was one 
of the leading factors, too, which made 
us decide to handle our own hire-pur- 
chase finance instead of placing it, as 
many selling houses do, with one or 
other of the special @nance houses. 

After going carefully into all the pros 
and cons we decided that by handling 
the hire-purchase business ourselves 
we could at once introduce two big 
advaritages : 

1. We cona simplify the transac- 
tions between customers and our- 
selves, thereby enabling them to 
avoid the ‘‘officialdom’’ with which 
many people associate the finance 
hotses. 

2. We could keep our own contacts 
closer with customers, thus increas- 
ing our goodwill with them. When 
accounts are handed over to a differ- 
ent company the customer often be- 
comes estranged from the original 
firm, if not lost to it entirely for 
future business. 

It is our experience that all of our 
users now are direct and personal cus- 
tomers. They not only continue to call 
upon us for service in connection with 


Says 
J. T. URBAN 
Managing Director 
Airway Limited 
(Suction Cleaners) 


the suction cleaners they first bought 
but are profitable buyers of accessories 
from time to time. Moreover, by keep- 
ing contact with customers in this way, 
we can tell at once when any of them 
are likely to come into the market again 
as purchasers of a new model. 


When transactions are relegated to a. 


finance house this potential for new 
purchases is in danger of being lost—in 
danger to some extent at any rate. 


Only One Signature On One 
Simple Form 


In addition to simplifying hire pur- 
chase for the customer by handling all 
negotiations ourselves, we have also so 
stripped this kind of transaction of for- 
mality that we believe our terms are the 
simplest to use of any in this country. 

The only paper 
on which we need 
a hire-purchase 
customer to place . 
his signature is 
the simple form, 
a part of which is 
reproduced here. 
Notice the ex- 
treme simplicity 
in which our con- 
ditions (marked 
with a x) are 
stated. The rest 
of the form,’ be- 
low the torn line, 
is merely for 
office record pur- 
poses and does 


x he 


or order, the sum of £ 


not affect’ the 
purchaser. 4. due and payable. 
At, the foot : 


of the form we 

do provide a 

Banker’s Order 

blank. Many cus- 

tomers like. to 

relegate the pay- 

ment of their in- 

stalments in this | 
convenient way, 

but we do not in- 

‘sist on its use: it 

is put there en- 

tirely for the con- 
venience: of pur- 

chasers who want it, 
it. 


Initial Payet a : 
Discount for instalment of {3/62 ‘ 
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As this form of payment is naturally 
most satisfa@tory to us we do encourage 
it by offering a special 5/- discount. 
Also we give salesmen a 2/- bonus for 
every customer persuaded to adopt this 
method of payment. More and more 
customers are using the banker’s order 
plan; to-day 62.67% of all our h.p. 
purchasers do so. 

Another feature of our hire-purchase 
policy is that we do not require pur- 
chasers to give any references or provide 
any guarantors. Nor do we ourselves 
make any secret investigations as to 
purchasers’ rating. I think this is also 
unique in this business, especially as our, 
vacuum cleaners are in the high quali 
field, selling at 26 guineas. 

Thus the formality of entering a 
purchase contract with us is red 
absolute minimum; the sales r 
which many people instincti 
for it is banished. 

Some business men have criticized our 
complete lack of formality and the 
apparent lack of safeguards against 
being landed with a lot of bad debts. 


These Collections Fully Substan- 
tiate our Policy 


To all those critics I invariably reply 
by quoting the results of our policy, 
and these results have never failed to 
create surprise. Out of many thousands 
of accounts : 

94% of all our h.p. customers made 

a payment within the last 30 days. 


For value. recevo Ifve promise to pay to ATR-Way Lrp., LONDON, 


one month from date hereof, and the same amount on the same day ey 
each succeeding month until the whole of the said sum has been fully 

in the event of any payment not being made on its due date, such de aa 
at the option of the holder hereof, shai render all the unpaid balance 


` 


Siguature, State Mr., Mrs., or biiss 
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RECORD OF TRANSACTION 


ws oalitary System Å 





Our h.p. customers sign only o one form in which conditions 

(marked x) are reduced to their simplest. 

Banker's Order blank is provided. The customer is under no 

obligation to use it, though we offer a cash discount induce- 

ment for him to do so, and a bonus to salesmen for securing 

To-day 62.67% of all our h.p. accounts use it, and the 
percentage is rising 


At the foot a 


~ 
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Hire Purchase Buying EASIER 


Only 14.55% of payments are from 

I to 24 hours late. 
Only 1.98% of all accounts are in 
the ‘‘danger zone’’; i.e., three months 
overdue, even though it may be the 

last one or two instalments owing. 
Our past due money on all 
‘accounts, even those customers only 
one day or more late in making a 

payment, is under 2%. 


I think that kind of record satisfac- 
torily disposes of any scepticism as to 
our policy. In addition to proving 
highly satisfactory from the point of 
view of collections, this ‘‘free from for- 
mality’’ policy also operates, as we de- 
ġgned it should, as a powerful sales in- 
tive. Our third sales period of 1936 
on March 31st, and it revealed 
est volume of sales for any third 
the history of our company. 


Even the Collection Department 
Makes a Profit 


To handle the collection. of our great 
number of h.p. accounts we have a 
special department at head office. This 
department, however, also handles ser- 
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Less Formality 


vice and the sale of accessories. It 
handles this latter activity*in guch a 
way as to make a substaftial trading 
profit, so that as a collection depart- 
ment it actually works for nothing! In 
fact, even after charging against it all 
collection expenses, a very usable profit 
still remains. 

Referring back for a moment to the 
customers’ payment of instalments, we 
provide a very useful incentive to those 
who do not make use of the bankers’ 
order. i 

We issue, free, to each customer a small 
home safe. This safe registers the total 
amount enclosed withineit as each coin 
is inserted. The salesman explains to 
the customer just what coins to insert 
each week, but these are calculated so 
that when the month’s total is inserted 
the amount enclosed slightly exceeds 
the sum required by the instalment. I 
will show the reason for this directly. 

When the safe has its complement for 
the month all the customer has to do 
is to take it to any branch of any bank, 
hand it in and ask the cashier to 
make the payment to Airway Ltd. It 
is no more trouble than that; just 
another point where we have made 


+ + + 


For Customers 


Without Jeopardizing the Dealer 


Says 
B. S. SCOTT 


Finance Controller 
Philco Radio Corporation 


he growth of hire-purchase systems 
Taa instalment-buying plans during 

the past few years has brought in 
its train a host of problems, many of 
which have been solved and some of 
which are in the process of being 
solved. 

Such points as security for the manu- 
facturer and the retailer against loss of 
money and goods are of course basic, 
but any credit scheme in which they 
are over-emphasized is apt to have, by 
reason of complex formality, a restric- 
tive influence on sales. This, of course, 
can be disastrous to-day, when the 
public have become accustomed to 
long-term credit trading. 


A Finance House Handles Our 
H.P. Accounts 


Our hire-purchase plan was devised 
with these fundamentals in mind, and 
it has been very successful. We set 
out to give ourselves and our dealers 
adequate protection and, at the. same 
time, make the’'terms to our customers 
attractive by being free from annoying 
conditions. The actual finance of our 





H.P. service is not carried by this com- 
pany, but by one of the well-known 
finance houses specializing in this 
business. 

We do not claim that there is any- 


thing of a radical nature about our 


H.P. system, but it does reduce all the 
essentials to their most simple form. 
This has resulted in five outstanding 
points in our plan: (r) A confidential 
but effective method of inquiry on the 


` 


- These 


the transaction easy for the user. 
Now when the bank cashier opens the 
safe he finds there is a small surplus, 
as I have just indicated. This surplus 
is handed back in cash to the customer. 
The psychological point is that any- 
body, no matter who they are, likes to 
have a cash refund. They have not 
noticed the saving-up in small amounts, 
but they do appreciate getting some- 
thing back. Many a woman user that 
we have heard of uses this as a “free” 
payment to the pictures; or she may put 
it back into the safe as a good start for 
the next month. - But, however it is 
regarded, the home safe plan works. 
Long after the cleaner has been paid 
for we have known many of our cus- 
tomers continue to use the safe as a 
means to save up for a new radio, for 
holidays, and so on. ʻi l 
From this brief outline I hope I have 
indicated that there is everything to be 
gained by making hire-purchase buying 
as simple and as free from conditions 
as possible. Sales resistance is great 
enough in the ordinary way, so that 
where some of it is removable I consider 
managements should direct every effort 
to get it removed. - | Bet 
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standing of a customer; (2) elimination 
of all legal jargon from our agreements 
and other forms; (3) a system of pay- 
ment by the customer which is very 
easy and which entails ne expense 
beyond the amount due; (4) minimizing 
the risk of bad debts all over the 
country and thus giving aid to the 
dealer; (5) allowing the dealer to retain! 
the „initial amount collected as a! 
deposit as a part of his profit. 

Before going on to amplify these 
points, I must first explain that we 
have a limited number of dealers— 
2,500—each of whom has satisfied -us 
as to his character and standing before 
he is allowed to handle Philco sets., 
2,500 déalers, however, are 
divided broadly into two groups: (1) 
Those with whom we deal direct; (2) 
those who handle their business exclu- 
sively through a number of specially 
selected large-scale distributors... These 
distributors are “key”. men, each has 
his own ‘‘closed’’ territory and each 
runs his own organization, and gener- 
ally his own „hire-purchase system, 
which we stipulate must be equivalent 
to ours so far as it concerns terms to 
the customer. _ s 

All retailers within these closed terri- 
tories do not therefore come under our 
control for hire-purchase business. Our 
scheme applies only to dealers in the 
“open” territories and with whom we 
do business direct, and, of course, to 
dealers within any closed territory that 
happens to be under the control of a 
key-distributor who does not run his 
own hire-purchase plan. | 

Dealers who make use of the hire- 
purchase facilities offered by us sign an 
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agreement with us iwi stipulates the 
conditions under which they can use 
our terms. 


These Conditions Ensure the 
Dealer’s Co-operation 


When a retailer approaches us to 
help him secure orders by- granting 
long-term credit, we say: ‘‘Very well, 
Mr. So-and-So, we will help you, but 
in return you must sign an undertaking 
to conduct these credit sales in the way 
we lay down.” 

We then produce an agreement for 
him to sign in which he guarantees to 
observe these four points: (1) that he 
will render’ the normal and proper 
amount of service to sets sold on the 
H.P. system; (2) he will not vary to 
any customer the fixed charges laid 
down; (3) he will not accept payments 
from customers; (4) that, being notified 
of a default, he will either (a) pay us 
in cash the balance outstanding in the 
transaction, or (b) he will rettirn the 
set and refund in cash a proportion of 
the profit he received from .the sale. 


o a 
Dealer’s Loss Limited in Cases 
of Default 


Thus, if a defaulting customer is under 
a 12-monthly agreement and has paid 
only three months’ money, the dealer 
will reclaim the set and return it to us 
plus three-quarters of his profit on the 
full transaction. On the other hand, 
if nine months’ payments have been 
made, he-will return the set plus a 
quarter of his profit, and so on. 

Actually, in practice, when a set is 
returned we cover this by issuing-a 
debit. This entry to the dealer’s 
account may subsequently be set off 
by a new H.P. Proposal. 


Let us take an actual example: If a 
dealer can make a hire-purchase trans- 
action it counts at once, , accept- 
ance by us and the finance company, 


‘as a full sale, and he is immediately 


credited with his profit. This is*an 
inducemen to him to make as many 
sales of this‘ kind as he can,. when he 
can’t get cash. But if he stood to lose 
nothing by the defaulting of a cus- 
tomer, he would probably soon run us 
into bad debts. Our agreement, there- 


fore, acts as a check on granting H.P. 


terms and becomes our first line of 
defence against defaulters. The dealer 
knows that if he does not take reason- 
able care he will place both himself and 
us in an awkward position. Indeed, the 
onus finally rests on him in deciding 
which of his .customers are good 

“‘risks’’, because in the case of a bad 


‘debt he has to contribute considerably 


towards.making good the loss. 


Our saving clause to the dealer is our 
willingness to take back unpaid-~for 
sets. This is a valuable help to the 
retailer as, apart from the ‘time and 
trouble, his loss is no more than part 
of his profit in the proportions I have 
mentioned. 


v 


`” A good instance of how this works 
is to be found in, say, an industrial 
town. Our experience is that the chief 
cause of defaults is unemployment. A 
dealer, then, in an industrial centre, 
may find suddenly that a strike has 
been called and that payments on sets 
cease. If he had.to make good all 
those payments, irrespective of regain- 
ing possession of the sets, he might well 
be ruined. The debit note system, 


` however, not only eliminates his need 


to pay back even a penny in cash, but 
gives him a chance to off-set the 
account by getting new H.P. Proposa 


BOTH THESE SCHEMES 


2 far in simplifying hire-purchase buying for the customer, 
but they differ considerably in detail 


AIRWAY 


Sell direct to users. 


- Handle own H.P. finance through- 
out. 


* 


Thus keeps’ close contact with 
customers. 


Make no ‘‘ 


Use Banker’s Orders and kome 
safes for collections. 


credit investigations”. 


Say instalment arrears are few; 
bad debts a negligible fraction; 
_last sales period a record. 


This point is one of the big four that 


PHILCO 


Sell through dealers. 


Outside finance house handles all 
H.P. accounts. 


To safeguard themselves dealers 
must judge beforehand their H.P. 
prospects. Inquiry agency then 
makes maepenoent investigations. 


If customer defaults dealers forfeit 
only profit on unpaid balance. 


Say bad debts less than 1%; large 
sales increases; os like ‘the 
plan. 





When a dealer has signed the under- 
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H.P. customer. We can then follow 
through what happens. 

In the first instance, the customer is 
invited to fill up and sign the agree- 
ment form. This is laid out clearly and 
printed in the most simple language. 
It contains no legal language to confuse 
or frighten the customer. Details of 
the terms of hiring the set are put in 
plain English, making it quite clear as 
to what happens in the transaction, 
how the finance company will take over 
the debt and make monthly demands 
for payments, and so on. The actual 
figures are filled in, showing that the 
terms are 10% deposit on 12 monthly 
payments and 15% on 18 monthly pay- 


ments, plus the proportionate charge ~ : 
for granting credit terms. 


There is nothing in this agreement 
that the most ordinary man cafinot 


between a sale or otherwise. 
honest people usually have a de 
picion of legal documents 
asked to sign, and we have a 
semblance of that. We don 
references, nor are any stamps affixed 
on agreements. 
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Why We Do Not Stamp 
Agreements . 


This is a small but important point. 
The fact that neither the dealer nor the 
customer is troubled by this item is 
often the means of obtaining a sale 
that might be lost. In isolated districts, 
for example, it has been known for a 
sale to fall through simply because the 
post ‘office was not handy and no one 
in the vicinity had stamps in their 
possession. 

We overcame this irritating necessity 
by getting the finance company to deal 
with all accepted agreements at Somer- 
set. House. Forms are franked there 
in batches. In cases of minors, married 
women and such-like, we do require 
guarantors. In the normal way, the 


agreement is witnessed and that is all 


the customer worries about, or is wor- 
ried with, after paying the deposit. 
When the customer has gone, the 
dealer fills up an inquiry form. On this 
he states the name and address, the 
amount involved and the period over 
which the payments’ are to be made. 
He then posts this form to our nearest 


inquiry agent. 


These Inquiries are Carried 
Out in Secret 


We ‘hgve engaged a firm of inquiry 
agents for this work and they have 
centres all over the country from which 
they can operate in any particular dis- 
trict. Each of our retailers is given the 
address of the centre to which he must 
forward' his imquiries. 

Once our agents have the dealer’s 
form, they set about their work and 
find out unobtrusively those factors 
‘that throw light on the standing of any 
customer. They discover, for instance, 










taking we have examined, he is given 
our list of H.P. terms, agreements and 
inquiry forms. 

. Let us suppose a dealer gets his first 


I mentioned at the beginning of this 
article." It enables us to reduce risks 
of bad debts all over the country and 
it helps the dealer. 


how he stands with local trades- 
people, whether his employment is of a 


(Continued on page 40) 
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DRAWER CABINETS. 
Recommended where large numbers ; . 
of cards are necestary. Made in g 
various sizes, and enable records to ° 
be kept under lock and key, free - : 
WITH ALL THESE POINTS: 
ə 


from dust. 

1 The principle of the system is sound. It shows a definite 
saving of time over other recording methods as you 
actually SEE up to 320 records at the same time. 






















2 Systems give instant CONTROL over vital facts 
concerning orders, credit, stocks, sales, purchases, etc., 
and indicate when important matters need attention. 


3 Records lie closer to give maximum capacity. 


4 Models for every requirement ...for any size card .. 
for the executive’s desk or for large installations in 
general offices or factories. 


-K Send for a copy of “BUSINESS PLANNING” 


Q a, 
TEYA a es ESET IAW A Cod ee 


The spring-wire card-holder is 
simple, inexpensive, lasting, 
gives unvarying visibility. New 
records inserted and old ones 
removed without handling other 
cards. The whole of she 


record is available for entry or 
reference without removal 


from the holder. 

























STEEL BOOKS. Onse of 
the handiest methods of visible 
system keeping . . . economical, 
portable and efficient. 













STEEL BOOK CABINETS 
for housing Art Metal Visible 
Books. One or more steel books 
may be removed, leaving the 
others free for entry or reference. 
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THE RAPID STACK. i 
The. quickest af oll. visible Offices and Factory—201 Buckingham Palace Road, London, S.W.i 


systems. ' It occupies the . : Showrooms-—31 Kingsway, London, W.C.2 
minimum desk space. TELEPHONE—SLOANE 5201 (6 lines) 





VISIBLE SYSTEMS 
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THE PROGRESS OF 


POWERS. 


PUNCHED CARD ` 


ACCOUNTING 


Ún 
Ar A Boy 


WHY POWERS PUNCHED CARD ACCOUNTING PROGRESSES 


I. FUNDAM ENTALLY: SOUND. 


By working from the document of original entry, it. 


embodies the fundamental principles of true accountancy 
in a mechanised accounting system. 


2. SPEED. 
It employs the fastest known method of recording— 
punching holes in cards. 


3. ACCURACY. 
Punched records are classified and tabulated at machine 


speed—eliminating the human error factor. 


4. FLEXIBILITY. = 
:The Powers System 4s equally suitable for all eae of 


Accounting—Costing, Payroll, Billing, Stock Control, 
Stores Records, Sales Control, General cubes 


5. ECONOMY. Roe 
With the Powers System ‘all’ accounting may: if desired, 
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be centralised. One Powers installation will handle ALL 
the accounting work of any organisation. 


6. ASSISTS MANAGEMENT CONTROL. 


The Powers System provides as a part of the accounting ° 
procedure all the vital statistics—essential to efficient ' 
management—-which are unobtainable by other methods 
except at a prohibitive cost. 


7. AFTER-SALES SERVICE. 
The Powers After-Sales Service is second to none. All 


Powers machines are guaranteed for seven years—many 
are still giving good service after more than ten years’ use. 


8 RELIABILITY. - ’ 

The steady and continuous increase’ in the number of 
Powers users is sufficient proof of the reliability of the 
machines. If further proof is needed, ask any Powers 
user. 


} 


Why not investigate the potentialities of Powers Accounting Machines in your 


business? It will cost you nothing. 


A complete- demonstration awaits you at the address below- or at any of our Branch 


Offices. Meanwhile, send for our. 


illustrated booklet, “Accounting for Management 


Control”, which fully describes Powers Punched Card Accounting Machines and methods. 


tot bw 
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POWERS- SAMAS ACCOUNTING MACHINES, LTD. 


ALDWYCH HOUSE, ALDWYCH, LONDON, W.C.2 
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PERSONAL CONTACT V WITH 
150,000- CUSTOMERS 


A million and a quarter pieces of printed 
matter a year for direct mailing. Bulk of 
this printing done on our own office printing 


machines. How we plan the work to make 
these machines pay for themselves and save 
. | 50% of normal printing costs - 
bS by 
N A. C. ROOD 


Assist. Advertising Manager: Rothmans Ltd. 


e have a problem of keeping in 
touch with 150,000 regular cus- 
tomers, and some thousands of 
casual customers, by letter and other 
direct-mail printed media, The enor- 
mous output.of matter for this task— 
over a million and a quarter pieces a 
year—is produced on three office print- 
ing machines inside our own offices. 
This fact surprises many people; and 
they are usually more surprised when 
they see the high quality of the work 
and are told the low cost per thousand 
of the many different kinds of printed 
matter we turn out. 5 
Last year our output totalled 
. 1,259,750 pieces of printed matter, 
and the cost was considerably less than 
that charged by the normal printer. 
In doing this work we have no 
peculiar advantages. We have exactly 
the same type of equipment—power- 
operated machines supplied by the 
well-known office equipment companies 
-—-but it is the way in which we use 
them and our methods generally that 
make the difference. 
We look on office equipment in the 


same way as we look on factory equip- - 


ment. We expect the machines to pay 
for themselves. To do that they must 
be constantly at work, controlled by a 
proper system of costing. All the facts 
and figures that go into successful 
factory operation must go into the office 
printing equipment, if it is to be 
successful. 


e 
Three Major Factors That 
Control Our ‘Costs 


There is a tendency in many offices to 
use the printing equipment on jobs as 
they occur. There is no budgeted plan 
for the complete printing @equirements 
of the firm asa whole. Naturally, such 
a haphazard policy will never show 
` profitable results. Planning is needed, 
a wide and ail-embracing consideration 
of every factor that influences the use 
of the machines before one can hope to 
put the department on a sare paying 
footing. 


Our way of tackling the problem in- 


volves three major points: 


(1) A costing system which 
‘enables us to see how much each 
job actually costs ; 


. (2) The buying of all supplies 
and materials in bulk and doing 
the maximum quantity of printing 
at one time. 


(3) A system of. stock-keeping 
so that production is never let 
down. 


Let us deal with these three major 
factors in turn. The first is an important 
item in all our work because, all other 
factors being equal, unless we know 
that we can do a job cheaper than a 
printer can, we do not attempt it. 


We Must KNOW The Cost 
Before We Start 


Our work falls roughly into five 
divisions: (x) internal jobs for factory 
departments; (2) printed matter for our 
retail shops; (3) work for our overseas 


agents; .(4) direct mail matter; (5) in- 
voices, statements and, general oce 
printing. 


All this work entails kdes of 


different jobs from register colour work 


for advertising folders, etc., down to 
labels, tickets and simple office forms. 
None of these jobs are done just because 
we happen to have the equipment for 
doing them. They must absorb all costs 
and still show a lower price than any 
outside quotation. 


For example, when the factory need, 


progress sheets they ask the office print- 
ing department for a quotation; at the 
same time they get a quotation from am 
outside printer. Unless our price is 
lower the job goes outside. Of course, 
once we have quoted on work and our 
price is lower all subsequent orders will 
be’ passed to us. 

We do not attempt to make a profit 
out of these internal transactions. We 


‘all work for the year. 





The difference 


charge them at cost. 
between our price and the price of the 
printer shows the amount we are able 
to save—usually over 50%. 

To do this we must have a system 
that ensures our getting at the veal 
figures which show how much any par- 


ticular job will cost. We calculate the 
following costs: (1) operators’ wages; 
(2) equipment cost; (3) cost of materials; 
(4) cost of sundries; (5) depreciation 


charges; (6) maintenance costs; (7) 
power, light and other overhead 
charges. 


Certain of these costs will naturally 
vary according tothe extent of the job. 
The first item, fot instance, will vary 
greatly between the printing of 50,000 
one-colour leaflets and an equal number 
of two-colour leaflets of the same size. 
The latter job will take twice as long 
as the former and, therefore, the wage 
charge must be made accordingly. ' 

The cost of materials, such as the 
paper, will also vary with the type of 
work. Light and power, too, will de- 
pend on such factors as the time taken 
to do the work, so will the sundries 
which, if you like, can be included with 
the materials. 

Items 2,.5 arid 6 can be settled for 
Our way of doing 
this is to add up the costs for each of 


- these items, subtract the expected ex- 
‘change value of the machine at the end 


of its “life” and ‘then divide the answer 
by the thousands” of „pieces of printed 
matter (reduced to a one-colour basis) 
that are turned out in a Year. 

‘Here is an example (the figures are 
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not necessarily true of any specific 
case) : 
First cost (that £ -~ 
of machine) . . 200 
Estimated cost 
of 5 years’ main- ` 
tenance. . . . 75 





275 
Less expected 
exchange value of 
machine at end of 
5 years life . . 5 
Divide by 5 to 
spread over 5 
years . 270 equals £54 p.a. 
Output per year—5oo,ooo pieces of 
printed matter (one colour) therefore 
- divide 500 into £54. 
This gives 2.2d.—the charge for 
depreciation, etc., per 1,000 run (one 
colour) of any work turned out. 


There we have a basic cost of 2.2d. 
per 1,000 (one colour) to which must 
be added for each job the cost of items 
I, 3, 4 and 7—that is, wages, materials 
and sufidries, light and power. 

In a case where we are installing 
equipment for the first time our know- 
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ledge of output must be based on an 
estimate. The figure given above was 
supposed to be based on tige actual out- 
put of the previous year. amis 
If, for example, we were working on 
the above, figures precisely as they? are 
and feund that during the year our out- 
put rose to 750,000 pieces of one-colour 
printed matter, we should, at the end 
of the year, divide 750 into £54. The 
new price, which would be 1s. 54d., 
would be the basic cost per 1,000 to be 
added to each job for the following year. 
Through this method we get an even 
spread of real working costs over the five 
years, which is taken as the working life 
of the machine. By approaching the 
problem in this way we shall have done 
three things: (a) absorbed all the money 
we have actually paid out; (b) all the 
money. we shall spend, including wages 
and other items mentioned which are 
added for each job; (c) taken away the 
money we shall get back at the end of 
five years in exchange on the machine. 


Buying and Printing: Cutting 
Costs By Taking Quantities 

There are more things than getting 
exact printing costs in running office 
equipment economically. The methods 
of buying materials and the 
actual printing can make suc- 
cess or failure.” 

Everyone may not be in the 
position to buy such quantities 
of materials as we do, but it 
is nearly always possible to buy 
ahead. When we give orders 
for paper, for example, ‘we buy 
tons at a time, and thus make 
a substantial saving in price. 

To do this we must look 
months ahead. For instance, 
we know that 60% of.all our 
printed matter consists of 
letter headings, therefore we 
can estimate almost precisely 





Here are a few of the many pieces 
of printed matter which Rothmans 
produce, and one of the three office 
printing machines which they; use 
atie welkprgani aa plan described 
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how much letter paper we shall want 
for a yéar and our order is made up 
accordingly. All other paper require- 
ments are treated in the same way, so 
are other materials and sundries, such 
as ink, ribbens, plates, etc. 

Similarly, when we carry out a print- 
ing job we do as big a run as we can. 
Normally we do not turn out less than 
25,000 leaflets, letters or other printed 
matter ata time. There are, of course, 
a ‘lot of smaller jobs that must be done, 
a few odd thousands of this and that, 
but in each case we finish a job without 
a break. 

This is another factor in saving 
money. If we were to take the jobs 
as they came along we should soon be 
in confusion with our machines work- 
ing day and night at some periods and 
idle at others. In turning out ohe of 
our form letters, if we ran off only 
10,000 at a time the costs would go up 
enormously because it would necessitate 
doing several jobs over and over again, 
where, by running off say 50,000, we 
should have only one setting up. 


Keeping a Check on Quantities 

is Vital 

Now we come to the third of our 
major factors, that of checking stocks. 
We have a ‘card index system listing 
every item in stock: labels, tickets, 
letters, forms, sheets, invoices, state- 
ments, leaflets, folders, down to the 
smallest piece of printed matter that 
we handle. 

When any demand is made on stock 
a requisition is signed by the depart- 
mental head, and that comes through 
to my storekeeper. She makes a note 
of the withdrawal on the stock record 
card. On this card is marked the 
minimum amount of the particular line 
that must always be on hand. If, when 
she marks the withdrawal, she sees that 
the minimum is reached she automatic- 
ally makes out a fresh order which goes 
direct to the office equipment depart- 
ment. Thus there is a constant check 
on the quantity of any line in stock 
at any time. 

Should there be a heavy demand on 
the machines at the moment a stock 
renewal order comes through there is 
still ample stock on hand to cover it, 
we calculate our ‘‘minimum’’ figures so 
that such a contingency is always met. 
This gives plenty of leeway and allows 
the work to be spread on a daily basis, 
enabling the machines to be constantly 
busy. 


eMachines Used This Way 
* Save Hours of Time 


Most firms have had experience of 
printers’ promises of delivery and realize 
how difficult it is to get through a print- 
ing job in a rush. In any case, if such 
fast work # carried out special prices 
are usually charged. Our office printing 
organization has overcome these restric- 
tive factors. : 

Because of the special nature of our 
business we are placed in a more pre- 
carious position than most firms. We 
must rely on some printing service for 


(Continued on page 44) 
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This ‘Pay-for-What-you-Use’ Office 
Service Cuts Your Overheads 


. 
here are many conditions in which 
Va business man finds himself very 
much in need of a well-organized 
London office, while at the same time 
he cannot afford the normal expense. 
To meet this wide variety of condi- 
tions Speedwriting Limited have intro- 
duced a special ‘‘pay only for what you 
use” service. This service, broadly, 
appeals to three types of business men: 


(x1) The person starting on his own 
account. f 


(2) The firm established in the pro- 

incés or abroad which could, with 
advantage, have a London office, but 
does not want to undertake the over- 
heads which it entails. 


(3) The business which for any reason 
wants to reduce its expenses on a 
London office. 


Few people starting business in a 
small way on their own account realize 
how expenses can mount up in estab- 
lishing and maintaining an office. Rent, 
lighting, heating, services, furniture, 
equipment and salaries combine to 
make a heavy figure. 

Firms in the provinces and abroad 
have a good idea of these expenses, 
therefore, even though the potential 
advantages of having a London office 
are appreciated, they sometimes hesitate 
about setting one up. 

There are other firms, too, which 
would be glad to reduce their office over- 
heads if they could do so without loss 
of standing. 


These are the Advantages which 
are Offered 


For business men in the above cate- 
gories, and for others who need casual 
accommodation and service from time 
to time, the new Service offers the 
following advantages : 

Comfortable, well-equipped offices 
are available alongside St. James’s 
Park Station in the West End. A staff 
of expert stenographers and clerks is 
ready to give whatever assistance may 
be required by business men who can 
come in to conduct their affairs as and 
when it is convenient to them. The 
art of dove-tailing the requirements of 
various users has been carefully studied 
so that accommodation and staff are 
used to a reasonable capacity® thus 
spreading the overheads and “making 
their incidence on individual users very 
light,’ 

The Service is in charge of experi- 
enced business people, whose assistance 
in other circumstances would entail 
considerable cost. 

Tf users want to deal with their 
correspondence at once, a stenographer 
will be ready to take their letters, type 
them and have them quickly ready for 
signature. If their work entails dupli- 
cated or facsimile matter, this can be 
prepared on the premises. 


If, while users are out of, town? they 
wish action to be taken in any matter, 
their instructions‘ are observed and 
carried out. 

Some business men may.simply want 
an address to which letters, messages 
or orders may be sent, either to be for- 
warded or to await collection and atten- 
tion. This service is available at a 
small charge. 

In fact, whatever service a business 
man could get in his own office it is 
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NEW LOOSE LEAF BINDER 


Features are extreme simplicity and 
low price. Closed, by swivelling the 
clip-levers into place, it is as fast as a 
stitched book. To open for the removal 
or insertion of sheets move the levers 
and compress as shown. Made in many 
sizes and materials from manilla to 
3-ply birch or mahogany. Prices from 
sixpence. Obtainable from White Cable 
Ltd., 40 Great Russell Street, W.C.x 





the aim of this new service to supply. 
The difference is that of cost, which is 
much less than if the client bad his 
own organization. 

The actual cost, of course, varies; it 
depends on the type of accommodation, 
the time during which it is required, 
and the amount of assistance needed. 
But because of the spread of overheads, 
the basis of all charges is reasonable, 
and as it is a case of no work, no charge, 
users pay only for the service they use. 


a 


A Typewriter Tip 


ast week I walked into the suite of 
offices run by the managing direc- 

tor of one of the leading stores in 
London. As I did so one of the typists 
completed the work in her machine, 
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tipped her machine forward until it 
stood on its back, and then settled 
down to ordinary desk work. 

‘Why do you do that?” I asked, 
indicating the typewriter which now 
stood with its keys in the air. 

‘‘Oh, that saves space,” she an- 
swered. ‘‘You see, the machine is in 
the way when we want to do ordinary 
work on the desk. If you push the 
machine out of your way, you might 
push it a bit too far and have it crash- 
ing on the floor. By merely tipping 
it up we are able to get ample room for 
working. Besides, it’s much easier to 
just tip the typewriter forward than to 
push or lift it.’’ 

All the typists in the store concerned 
use this idea. It saves time and trouble 
and, incidentally, helps to keep the 
typewriters in good running condition. 


+ 


Quicker and Better 
Understanding of Reports 


n London’s East End there is an old- 
| established manufacturing @oncern 

whose products had been gradually 
falling into obscurity until, by 1934, 
they were practically unknown in the 
homes of to-day. Then a reorganizer 
was putin. This man, who has several 
notable business successes to his credit, 
drew up a fresh basic plan and installed 
four or five new key men as executives 
to put the proposition into working 
order. 

Now this brilliant organizer has a 


-peculiar method of working. Natur- 


ally he has a lot to do with long reports 
and typed suggestions put forward by 
his active executives. But he has real- 
ized a truth that many a business man 
has not yet grasped: the full signifi- 
cance of a long, written report or 
proposition is exceedingly difficult to 
grasp. 

Whenever this man receives a report, 
therefore, he reads it through once. 
Then he picks up the transmitter of 
his dictating machine and re-dictates 
the whole thing. 

In this way, he says, he gets an 
understanding of any situation in less 
time and with far greater accuracy than 
he would by merely reading or even 
closely studying the documents. 


+ p 
Quick Check Mark 


ntil recently sales tickets of a retail 

U store in the provinces were indi- 

vidually stamped as the calculat- 

ing machine operator added each batch 
of 50. This is the system now. 

As she completes the series she turns 
them back with her thumb without 
taking her hand from them. This act 
“fans” them out. With her right hand 
holding a coloured pencil, she draws a 
thick line over the spread edges of the 
tickets. This leaves a prominent mark 
on the back of each ticket. It indi- 
cates that they have been totalled or 
verified or posted. 
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“THE BEST WORKERS 





IN THE WORLD ARE IN LANCASHIRE” 


‘That’s Why We Located There’ 


Say These Managing Directors 


N a quiet manner there is an industrial 
| revolution taking place in the grey 
towns and cities of Lancashire, and 


with it comes an opportunity for the ` 


leaders of new light and medium indus- 
tries to.employ men and women whose 
labour is “the best in the world”. 

Let me explain; The superlative is 
not the prejudiced opinion of a taciturn 
northerner, but the ungrudging state- 
ment of all manner of business men 
—Englishmen from the south, Germans, 
Swiss and other nationalities. They do 
not say it of one part of Lancashire, — 
but of all the county; nor of any 
one class of Lancastrians, but of them 
generally: It comes unstintingly, from 
the director of a great firm, based on 
4o years’ experience of Lancashire 
labour, and from foreign business men 
who have started manufacturing in 
England since tariffs stopped the imports 
of their goods from the continent. 

In days when skill, integrity and 
loyalty of workers weigh heavily in 
the success or failure of a business the 
Lancashire workers have proved their 
worth in a hundred different industries 
and have provided a compelling reason 
why more factories,should, burst into 
life in the north-west. 


Lancashire Turns Keenly to ` 
Technical Research 

Thus, the workpeople of Lancashire 
are playing their part in the new 
industrial revolution which is gradu- 
ally changing the face of the county. 
. But the labour phase of this change, 
although important, is only one part. 

In the prosperous days of, the past, 
Lancashire business men were noted 
for being hard-headed and practical. 
‘They are still so to-day, but with a 
difference. It has taken a long time 
for them to change, but now it has 
happened they are going about the 
business with the determination charac- 
teristic of them. 

It took some time before research in 
industry established itself in this 
country. Lancashire, as much and 
perhaps more than others, was sceptical. 


By . 
C. E. DA 


Her hard-headed citizens wanted to 
see results that were not always avail- 
able. To-day, all that is changed. 

“There is an enormous amount of 
research going on in all industries in 
Lancashire,” said MR. J. BENNETT 
STOREY, General Manager of the 
Lancashire Industrial Development 
Council. 

If you watch the list of discoveries 
and improvements in all kinds of 
industry, you will see that Mr. Storey’s 


remark has deep significance to the. 


industrial life of the county. It is 
expanding and developing rapidly. 
That is point number two of the 
revolution—first, Labour; second, Re- 
search. The third point concerns the 
shrinkage of the textile industries, a 
shrinkage which released (a) a wealth 
of good buildings and (b) a vast army 
of skilled and intelligent men and 
women. These are two vital factors 
in broadening the base on which rests 


=— OPINION === 


Among employers with 40 years’ 
experience in Lancashire ; among 
executives in new industries there 
among foreign business men 
located there from other manu- 
facturing lands 


CONFIRMS THIS SUPREMACY. 
OF THE LABOUR IN 
LANCASHIRE 


This is Attraction No. Í that 
is drawing hundreds. of new 
businesses, small as well as 
large, into Lantashire’s in- 
dustrial towns 
















the industrial recovery and prosperity 
of the county. l 


Cotton and Coal Decline: 
New Industries Expand 
Time was when coal and cotton stood 
for Lancashire. The black king and 
his white queen, so long the ruling 
dynasty of the kingdom of mills, mines, 
clogs and cobbles, have now lost their 
absolute sway.- Lancastrians will tell 


‘you that they never. had it, but the 


world believes otherwise. Be that as it 
may, those two great rulers now sit on 
a tarnished and uncertain throne. A 
more democratic kingdom of industry 
is coming into being. Go into any 
part of industrial Lancashire, and you 
will find more than one old-time 
cotton mill housing a business as modern 
as chromium-plated furniture. One old 
mill at Blackburn, for instance, is 
now the home of a thriving vacuum 
cleaner factory, a producer of electrical 
goods, and two other small industries. | 
This instance can be multiplied by as ` 
many times as there are-towns in 
Lancashire, in some cases giving new em- 
ployment to a mere handful of people, in 
others giving work toscoresand hundreds. 
So much has been said and written . 
about the cotton and textile industries 
of Lancashire, that even business men 
are apt to overlook the wealth of 
possibilities of the county as a home 
for any other kind of industry. But 
before we deal with those possibilities 
and examine the statements of business 
men ewho have found an, unrivalled 
Jocation for their factories in Lan- 
cashire, let us take a wider view and 
go into a few more generalities. i 
This article is not intended to be a 
paean in praise of the Lancashire 
workman, but the comments of ,the 
industrialists interviewed certainly 
bring the writer near to that state. 
The mill towns of the county are the 
home of many thousands who are 
gradually getting a chance to show 
their worth in a wide range of industries, 
and .they are taking it. They realize 
(Continued on page 31) 
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This amazing offer of a limited 
number of fine, pedestal writ- 
ing-desks follows our recent 
purchase of a consignment of 
high-grade furniture. 

These desks ordinarily should 
should sell at £12.12.0, but-we 
are offering the lot to clear at 


£6 to £7.7.0, according to size. 
We pay carriage in England. 


we 






CLEARING 


-AT | 
“6 | 
each 


» Gx da £7 70 England They are solidly built in Real 

Scotland and Ireland Normally £11 18 6 Oak, with panelled drawer 

a 5l- extra fronts, and fitted with six 
ee PR Te Re ER Pe ete ae Ue, aly Ae a ae hd | drawers (5 drawers and one filing drawer). Automatic 
Also 500 Oak locks, etc. Polished in three shades-—Light, Medium, 


Here is a chance to grasp. We have 


bought for cash a stock of REAL OAK 


‘Office Chairs 







or Dark Oak, to individual taste. 
Judge this splendid value for yourself and order a 


desk on 
95 Oak 7 DAYS’ FREE TRIAL 
Filin Satisfaction ıs guaranteed. Included in this huge pur- 
g reek are many other bargains in cabinets, typists’ 
e esks, chairs, etc.: all high-grade furniture and un- 
Cabinets beatable value. . 
| at Your address scribbled across this advertisement will 
70 bring our Sale List at once. 
= ™ ea. 


OSDA **: 53 ota Bailey 


Rol! Curtain Cabinets, each with 9 These chairs are splendid for enai . 
sliding trays, 16 x 18 x 8łin. Lock home, offices, etc.—upholstered in good aio 
secures all 9 trays. Ideal for Office, Leatherette, and polished dark Golid LONDON, E.C.4. oe 


and much used for music, records, etc. 
(Mahogany Finish 7/6 extra.) 


DRDER WOW. Carr. Frea. State Light or Dark Polish. 


oak), The desks are in light, dark or 
medium finish, but we can polish them 
other shades for 2/6 extra, 


Also at; 16-18, St. Mary’s Parsonage, MANCHESTER -Blackfriars 6345) 
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TAN-SAD 
CHAIRS — 


HEALTH 























SPEED & COMFORT 
EASE EFFICIENCY 
COMPACT x 
; CONTROL sum Tiira z 
z ACCURACY Aa a Cae thine : 
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The priceless boon of. 


QUIET COMPUTATION 


Send for full 
details of 





This fellow gets litile or no 
exercise. Curved spine and 
cramped lungs retard circula- 













° ton eed fatigue, 
@ Your desire for efficienc lus quick Office, dangering "hs ‘health and 
i i efficiency. 
Re areal Factory 





smooth and pleasant operation justifies our 
only request, which is that you at least 
investigate the Model “D” before deciding. 


and Canteen 
Seating, and also particulars 
| of our unique Free Trial Plan. 


This fellow feels fi and 

keeps fit because his spinets 

straight, his lung capacity 

-preater, andthe vital organs 

~ of his body are permitted 
to function properly. 


THE TAN-SAD CHAIR «5i. 


d7 AVERY HOUSE CLERKENWELL GREEN 
LONDON, E.C.l ~ Phone: CLERK. 3092-93 , 


AUTOMATIC AND POWER DRIVEN 


ARHANT 


- SILENT SPEED CALCULATOR 





LC SMITH & CORONA 
TYPEWRITERS LTD 
MELBOURNE HOUSE” 


ALDWYCH LONDON 
- .WC2 s 
Phone: TEMple Bar 2531 
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New One-Cheque Payment Plan for 


Retail Accounts 





Clearing House which will 


Save Cheques and Stamps, 


Reducing the Cost of Handling Small Accounts 





o give the retailer a service which 

will enable him to settle all his 

weekly and monthly accounts with 
a single cheque is the purpose of the 
newly formed Commercial Clearing 
House Ltd., of which Sir George 
Hamilton, M.P., is Chairman. This 
clearing-house, which already has the 
support of large numbers of retailers 
and wholesalers, will come into opera- 
tion on June rst. i 

At present hundreds of thousands of 
retailers, big and small, get their sup- 
plies ffom a variety of wholesalers, and 
pay each separately. Each payment 
costs them 34d., 2d. for the cheque, 
and 14d. for postage. By means of the 
new clearing-house one single cheque 
will settle each retailer’s accounts, the 
clearing-house undertaking to distribute 
the various payments due to the whole- 
salers. 


To cover the costs of the clearing- 
house, the retailer, on joining, has to 
pay an annual fee varying from Ios. 6d. 
in the case of those with an average of 
fifteen accoupts a month to three 
guineas for those with a hundred 
accounts a month. In addition, he pays 
rd. for each account the clearing-house 
settles for him. 


How the Clearing- 


House Works 


Retail traders on becoming clearing- 
house members are supplied with pay- 
ment sheets on which they list the 
accounts they wish to pay. After 
deducting any discount they enter the 
amount due to each supplier. They 





then total up the sheets, add id. for 
each account to be paid and draw one 
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cheque in favour of the clearing-house. 
In return they receive a receipt in 
acknowledgment of their payments. 
That receipt takes the place of the mass 
of receipts they at present receive. 

The payment sheets received from the 
retailer are then dissected by the clear- 
ing-house and the payments grouped in 
favour of the various suppliers named 
in them. 

Cheques embodying all the payments 
due to each individual supplier are then 
made out by the clearing-house and 
despatched to the ‘suppliers concerned, 
together with a schedule showing in 
detail the retailers from whom the 
money has been received. The clearing- 
house receives from each supplier one 
receipt in full discharge of the various 
accounts. o ii 

A similar procedure will be followed, 
in the case of wholesalers paying 
accounts to manufacturers. ` 

By the clearing-house method, an. 
annual cash saving is effected of over 
50 per cent, excluding the saving in 
time, labour and stationery, which often 
is greater in value than the actual cash. 

When the scheme is established it is. 
proposed to form a committee of traders 
to advise the Board on the services and 
needs of retail traders. 

On the Board of the Clearing House, 
in addition to Sir George Hamilton, 
M.P., are Sir Arnold Wilson, M.P., Sir 
Louis Stanley Johnson, Sir Christopher 
Robinson, Mr. Donald Strange and Mr. 
Edmund D. Button. 
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NEW OAK PEDESTAL DESKS FROM £5:0:0 


STEEL & WOODEN OFFICE FURNITURE 


UIPMENT 


Vf 
UEIF DEt 










Contractors to 
H. M. GOVERNMENT 


New Steel 


VERTICAL 
FILING CABINETS 


Constructed throughout 
from high-grade white 
furniture steel sheets, 
solid bronze drawer pulls 
and label holders, bal- 
bearing drawer suspen- 
sions with 

rubber stops. 


INCLUDING NEW & SECONDHAND CUPBOARDS, DESKS, CHAIRS, 


CARD INDEX -CABINETS, TABLES, FILING CABINETS, SAFES, Etc. Etc. 


Write for Illustrated Catalogue of New and Secondhand Bargains to :— 


THE MISCELLANEOUS TRADING CO. LTD. | 


13 NEW OXFORD STREET, LONDON, W.C.1: 





automa tic 














RB 4.Drawer Quarto.—Overall 51%” high, 254° 
| deep, [54° wide. Inside drawers, [03° high, 
12%" wide, 234” deep. Price £4 10 0 


4.Drawer Foolscap. — Overall 514” high, 
254” deep, 183” wide. Inside drawers, 104” 
high, 15,8,” wide, 234” deep. Price £5 10 0 


Extra f@r Automatic Locking, Price 15/- 
Carriage Paid to any address in Great Britain 


WORKS :* AMERSHAM 


Telephone: HOLBORN 4894 


í (Continued from page 28) | 

that the textile mills and the coal 
mines can produce more, although 
employing less people, and that even 
if those two mainstays of the past 
were to be busy day and night in all 
departments there would fot be work 
enough to re-engage the idle thousands. 
Thus, new industries are favourably 
placed to take over this surplus of 
labour, men and women with nimble 
hands and an intelligent understanding 
of mechanical processes. 

There are few parts of this country 
which have been worse hit by the 
decline of major industries than Lan- 
cashire. The raw winds of depression 
bit into her soul, but they failed to 
destroy it. The whir of industry 
_might die into a frozen silence but the 
Lancashire people knew that the indus- 
trial winter which gripped them would 
pass and out of its rigours would emerge 
a Trevigorated industry. 

To-day, this is coming to pass. On 
every hand there are signs of an 
industrial spring, a bursting new life 
which will cover up the scars of the 
past. True, those two old industries, 
cotton and coal, that were once so 
predominant, no longer hold unrivalled 
place, but they also have a new growth. 
Pruned of their top-heaviness, they are 
beginning to bloom afresh. 


Do not look for these things in , 


obvious places. The main streets of 
Manchester, for example, will tell you 
nothing much except that the city is 
busy, that much building is going on 
and that people seem prosperous and 
happy. But go to places like Darwen, 
Blackburn, Preston, Burnley, Oldham, 
Wigan, St. Helens and a hundred small 
towns and villages. Search out the 
mills that have long been closed down 
and there you will find the new indus- 
tries. The Lancashire way is still to 
get on with the job without much to 
say or much display. One of the 
most thriving factories in Manchester 
is to-day tucked away in a lot of old 
houses which the casual visitor would 
pass without a thought. 


LABOUR 


Local Authorities Help You 
Secure The Right Types 
It is not surprising to find that of 
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the number of attractions Lancashire 
offers the industrialist as a location 
for a factory, labour heads the list. 
Without excbption, all the executives 
visited placed it high, if not first, in 
the ¿list of reasons why they chose 


Lancashire. 


As for the other reasonse it is* diffi- 
cult to assess their value in a general 
way as the places awarded them by 
different business men vary. Still, 
some factors stand out head and 
shoulders in the wide range cited, 
notably the first three: (1) Availability 
of all kinds of labour; (2) Presence of 
suitable factory buildings; (3) First- 
rate transportation facilities. 

After these three come such reasons 
as (a) the presence of industries that 


READY - TO - ENTER 
FACTORIES 


Mills and factories, left vacant by 
changing phases in Lancashire’s 
textile trades, offer fine ready- 
for-occupation premises for new, 


expanding trades. Almost any- 

where in the towns these buildings 

are available at low rates. Coupled 

with good water, road and rail 

transport facilities this offers a 

powerful attraction to these famous 
locations. 


absorb the output of the factory, 
(b) cheap power and other services, 
(c) the helpful attitude adopted by the 
Development Boards and other local 
authorities, (d) the availability of cheap 
land for extensions. ; 

In the opinion of MR. E. G. WER- 
THEIMER, Managing Director, Uni- 
versal Metal Products Ltd., Salford, 
labour conditions in the county are 
easier all round. 

“The chief reason why we came here,” 
said Mr. Wertheimer, “was because 
of the excellent labour available. The 
people are efficient and conscientious. 
They learn quickly and can be trusted 
to work on their own.” 

Mr. Wertheimer, who has employed 
labour in many parts of the world, 





PATENT NESTING 
CHAIRS FOR SPACE 
ECONOMY 
(Parent No. 344.159) 
Please send for catalogue 
(Ref. B.) showing our com- 


plete range of tubular steel 
furniture for all purposes. 


OWER RICHMOND RD. 
PUTNEY, S.W.15 


31 


was unstinted in his praise of the 
Lancashire workmen. 

“It is not only the fact that there is 
abundant and good labour available,” 
he said, “but the authorities are all 
out to give one every help. The 
Lancashire Industrial Development 
Council gave us all kinds of help and 
advice when we were looking for a site, 
and since. The local Labour Exchange 
has sent a special representative to 
investigate our needs and they help 
supply us with just the right type of 
labour. They are able to send us as 
many as six suitable people for one 
job when we apply to them.”’ 

Similar expressions of satisfaction 
with the local labour were voiced by 
MR. J. H. G. WEISTERS, Director, 
Lancashire Silk Mills Ltd., Darwen, 
who pointed out that his firm’s type of 
manufacturing was entirely new to this 
country and, therefore required the 
training of employees. 

“It is true that the knowledge of 
people here acts as a basis for the work 
we do,” Mr. Weisters said, “but even 
so, we have found the staff all quick to 
adapt themselves.” 

One curious feature of the “labour 
problem pointed out by Mr. Weisters 
was that in many instances the people 
employed now in the factory had been 
nurses, typists and office workers. 
Notwithstanding, they had learned the 
new work in very short time and had 
provided an excellent staff. 

Perhaps the most striking instance of 
the importance of labour in Lancashire 
is provided by FERRANTI LTD., 
Hollinwood, who located at their pre- 
sent site in 1897. Of course they 
have expanded enormously and have 
built new factories in the locality and 
to-day employ over 8,500 people during 
the greater part of the year, but as 
Mr. Hebbert, General Sales 
Manager, pointed out, they still find 
the labour market maintains that high 
standard that first induced the late 
Dr. Ferranti to place his original works 
there. 

“The labour here is an unusual 
type,” Mr. Hebbert said, “they are 
people who do not say much. In fact, 
you may wonder at times whether a 
man has anything in him at all and 


(Continued on page 36) 
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HIS contributor claims that the ordinary type suggestion 

scheme prompts suggestors to race for the money awards, 

submitting their ideas in half-baked form with little attempt 

at further constructive thinking. Without the formality of a 

‘system’ he says suggestors use their brains to develop an idea 

before submitting it, thus increasing their own knowledge and 
saving the firm’s time. 


here are several recognized systems 

for getting more ideas and sugges- 

tions from the staff, but some firms 
appear to spend more time running the 
routine of these systems than I should 
consider worth while. Still, each to his 
taste: mine is simplicity. 

We employ something over 300 men 
and women and they give us sugges- 
tions galore. Yet as far as schemes go, 
such as the printing of special forms, 
provision of ‘‘suggestion boxes’’, special 
awards and so forth, we do nothing. 
We haven’t a real scheme, as such 
things are recognized. 


No Awards are Actually 
Promised for any Idea 


We want all the good ideas we can 
get, but this is how we go about it. 
We tell each employee two things when 
they come into our factory: (1) We 
are anxious to get suggestions and ideas 


for bettering production, making the - 


work more pleasant and less tiring, 
increasing sales, etc.; (2) we do not 
promise any award of any ‘kind for sug- 
gestions offered, whether accepted or 
not. That matter is entirely up to our 
judgment. 

Why do we-adopt such a blunt and 
straightforward attitude? Well, behind 
it are several sound reasons. We pay 
good wages, for instance, and we do 
everything possible to encourage our 
workpeople to increase their earning 
power by developing a self-reliance that 
reduces the necessity of constant super- 
vision. Again; we know that lots of 
ideas and suggestions that come from 
them are either-the result of sheer luck 
or a sudden brainwave. It is rarely 


that they are the outcome of straight, 
hard thinking or. concentration on a 
problem. | 

` There we come to the heart of the 
matter. An attractive suggestion plan, 
where the money prizes are the central 
factor, brings up a crop of silly ideas. 
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Our Workers Give Us Better Ideas 
wee Without A Set E 
| SUGGESTION SYSTEM 


From the 


MANAGING DIRECTOR 


of a Lancashire Manufacturing Firm 


That, at least, has been my personal 
experience in many years as an em- 
ployer. And I have found that after 
a first crop of ideas has proved little 
or no good, the staff grow discouraged 
and become indifferent. 

Another disadvantage about a set 
scheme is that it stunts the growth of 
a good man. It makes him too anxious 
to get his idea .quickly before the 
management. It prevents him stopping 
to think it through. The result is that 
he gets into the habit of putting up 
half-baked ideas. 


We Find the Real Talent Among 

. Machine Hands 

To my mind, the great thing in 
favour of our way of looking. at the 
suggestion question is that it does 
definitely encourage’ a man to think 
things out constructively. It is so 
unusual to discover a man really 
capable of thinking an idea or suggestion 








We Have No Difficulties 
With Our Suggestion System 


n view of the difficulties which Mr. 
| J. T. Morton came up against when 
running his suggestion system as 
described in his article on page 27 of 
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SIMMS MOTOR UNITS LTD. 


OFFICE, SHOP, 
DEPT ot DEPOT. 


CLOCK NO meee DATE nn L aa 


NAME 

OCCUPATION 
Tha portion. will he detached by the Seetetary before the saggetiied ms sent forward for 
comeldecation by the Department conzermed The name of tbe smpluyee rozking the 
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the February Busness, it may be of 
interest to your readers to know the 
system in force in my company, which, 
I think, answers all the objections 
which Mr. Morton experienced. 

We supply special forms, a specimen 
of which I enclose. The man’s name 
and private address is on the top part 
of the form, and is separated from the 
actual suggestion by a perforation. The 
form is enclosed in a special envelope 
addregsed to me as secretary of the 
company; I allot to it a number (the 
Same number agreeing with the two 
parts of the form). The name is then 
detached and the original suggestion is 
typewritten and forwarded to the 
department concerned. 

In this wẹ no one but myself knows 
who has made the suggestion, and there 
can be no victimization or other conse- 
quences reflecting on the author. 


W. E. ROBERTS, Secretary, 
Simms Motor Units, Ltd.; 
Gresse Place, Rathbone St., 

London, W.1r. * 
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Howand when do you find yourc 
ARENSE 


Is it a big job of Work, requiring much 





clerical time and, Jabour, to obtain fo) |. 7623 

figures which may be past history—or "dice 
-RV n A e 

do you use PARAMOUNT—the hand an 

operated punched card method for Cost- m hace oo 

ing, Stores and Production Control PAFO EEEE 

° l f THE IDB CARD SHOWN ‘COVERS 

9,999 Job Numbers 9,999 Workers if you are concerned with 

99 Operations _99 Machines 


; 7 ae Factory organisation let us 
No machinery or skilled operators required. Cards are originals (not abe: 


specially created) and can be any reasonable size or shape. They can be 
single sheets or any copy of a multi-part set made out with a carbon sheet 


THE METHOD IS AS SIMPLE AS IT IS INEXPENSIVE AND AS EFFICIENT AS ANY ; 
GOOD SYSTEM CAN BE. hours a week—keeps 


YOU MUST HAVE A JOB CARD—WHY NOT A PARAMOUNT CARD? = ff “sht on top of every job 
in ‘a Midlands factory 


THE COPELAND- CHATTERSON “m 


CÒ. LTD. CITY 2284 
‘EXCHANGE HOUSE. OLD CHANGE, LONDON, E.C.4 (3 LINES) 


send you a copy of “Up to 
the Minute Costs” which 
tells how a junior—in five 
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One Machine does the work of Two 


Continuous Form Billing in addition to regular typing 





“VISIBLE SYSTEMS” save time and money Your typewriter actually does the work of two machines 


: when used with “‘Fanfold” Continuous Form Adapter, because 
because they keep vital facts constantly at the the many time- and money-saving methods of the Continuous 


' finger-tips of those who require them. How Form Billing Machine are added to all the advantages of 


‘long does it take your stæ and executives to regular Typing: 
8 -d eae > P l if d ; “Fanfold” Continuous Forms typed over our Attachment effect 
make and extract data ar too long--i you do _ savings in Billing time, and costs, ranging from 17% to 78% 
not use “Visible Systems” for STOCK RECORDS without affecting the operation of the typewriter for regular 


correspondence and other purposes. 


— SALES RECORDS — HIRE PURCHASE 
` “Fanfold” t l t hat th 
RECORDS—COUNTING HOUSE RECORDS. o a i techie of the very. simplicity o o 


and operation there is nothing to get out of order. 
< VISIBLE. SYSTEMS ”| F 


Write or telephone for full particulars to:— l anfof 
CARTER-PARRATT LD. NAAN 


{P. . Carter Eve, Managing Director) 
NORTH CIRCULAR ROAD, LONDON, N.W.2 
316 Abbey House, Victoria Street, London, S.W.]. Telephone : GLAdstone 5477 (3 lines) 


Telephone : Abbey 3675 
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VALOR 


STEEL FILING CABINETS 


reduce risks of loss 
by fire or vermin 





Install “VALOR” 
Steel Filing Cabinets 
To-day 


HOUGH low in cost these 
Cabinets are made of best 
Britishe materials throughout 
and to the usual “VALOR” 
high standard of workmanship. 


“VALOR” Cabinets are easily 
handled and have none of the 
disadvantages of wooden Cabi- 


nets which are liable to warp or 


crack and do not offer complete 
protection against wermin. 
e 


Theycan be supplied inquarto 


and foolscap sizes with from 1-5 
drawers, and are attractively 
finished in olive green stoved 
(Special finishes can 
be arranged tor.) | 


Write to-day for List 29/V.65 giving full - 


particulars of these Cabinets, also Steel Cup- 
beards, Shelving, Clothes Lockers, elc., to meet 
all office requirements. . 


Buy British Goods 


| The VALOR CO. Ltd. 


BROMFORD, ERDINGTON 
BIRMINGHAM. 
120 Victorta Street, S.W.1 
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through to its end that we do everything 
possible to develop such a man when we 
do find him in our midst. 

Through our blunt attitude on sug- 
gestions we have been able to find three 
or four valuable men. Because there 
was yo award specified they ‘kept their 
ideas to thémselves until they had had 
time to develop them. Then they came 
to the management and laid clear-cut 
and reasoned plans before us. 

For instance, one of our machine 
hands was struck by the fact that cer- 
tain small machines were being fed by 
hand. He considered that an automatic 
feed would step up production by a big 
margin and at the same time allow one 
girl to look after three machines instead 
of onlyone. 

Now, if we had promised attractive 
money prizes fot ideas along the stan- 
dard lines, this man would have rushed 
right in and put up an embryo idea for 
consideration. By the time judgment 
had been passed on its possibilities and 
investigations and experiments carried 
out, months would probably have 
passed., Instead,- our man worked on 
his idea at home; he pegged away until 


he had produced an automatic feed 


> 
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system that would work on that actual 
machine. 

Within a month hé had everything 
cut and dried and one day he asked to 
see me. When he came in he laid his 
drawings anl even some parts roughly 
modelled on my désk and explained 
how he had brought his idea down to 
a practical basis. 

We were able to install the auto- 
matic feed he had invented within a 
week. Needless to say, that man is 
now holding an executive job in the 
factory. Of course, we’made him a 
substantial money award as well as 
promoting him. In practice, we always 
give a good award for-a suggestion that 
shows its value after testing, but the 
particular point I wish to make is that 
there is all the difference in the world 
between a mere suggestion put up by 
an employee and a cut-and-dried plan 
put up as that automatic feed was. 

We get suggestions every week and 
we take them up and look into them, 
but we.don’t often get the’ type of 
effort I have described. It is my firm 
conviction that we should get even less 
of it if we organized one of those real 
suggestion plans. : 


4 


Short Cuts That Save. Time 
-~ in Busy Factories 


STANDARD ‘LOADS MEANT 
EASIER CARRYING 


furniture manufacturing firm in 


Manchester has made an all-round 

saving through a study of pre- 
cisely how many completed products a 
workman should move ata time. This 
applies to the small pieces of furniture 
or sections that allow a number to be 
handled by one’ man when -they must 
be moved from benches to trolleys and 


„from trolleys to stockrooms or packing 


department. 

Chairs, for example, are carried in 
half-dozens, as tests revealed that six 
chairs could be arranged to interlock 
so that one man could carry them con- 
veniently. Before this standard for 
carrying odd things was set the men 
would seize seven or eight chairs and 
attempt to carry them. More often 
than not, the load became unmanage- 
able, the man’s time was wasted in 
juggling with it and accidents or 
damaged chairs were frequent. 

The new standard also prevents 
under-loading by those men who made 
a habit of seizing a chair in-each hand 
and thus taking three times the amount 
of time actually required to do a job. 

In this factory to-day there is now 
a standardized rule for carrying ali 
articles, resulting in an average 30% 
speeding up of this work. 

| r 
COLOURED STICKERS 
IDENTIFY STOCKS’ 


he trouble of findiag odds and ends 
To any day’s production left over in 
the warehouse has been eliminated 


by a Trafford Park firm through a 
simple system of coloured stickers. 

This firm has a rule that each day’s 
production must go out in strict rota- 
tion. As all the goods produced in this 
factory cannot be stored on movable 
racks and certainly cannot be shifted 
forward at the end of each day, the 
coloured stickers solve the problem. 

When goods come out of the factory 
to receive their final inspection before 
passing into stock, they are labelled. 
For each day of the week there is a 
distinct colour, thus Monday’s label is 
red, Tuesday’s blue, Wednesday’s 
yellow, and so on. 

At the beginning of each day inspec- 


.tors make their rounds of the stock- 


rooms and pick out the goods according 
to the labels. Thus, if Monday’s pro- 
duction should have been cleared out 
the day before and there are still some 
odd Monday quantities left, these are 
picked out for. ae the first i 
of the day. 


Eliminates The Waste 
Due to Spoilage 


This scheme was put into operation 
more than a year ago, when it was dis- 
covered that the natural tendency was 
to pick up the first goods that came to 
hand when filling an order. As the 
weeks went by the old goods got less 
chance of being ‘sent and quickly 
deteriorated in stock. Retouching and 
repolishing often became necessary. 
The present system has eliminated this 
waste and has made a considérableé- 
saving in the year’s costs. 


35 


DO KEY MEN EARN THEIR MONEY ? 


Highly paid men who are their firm’s biggest time-wasters 


EFFICIENT 
A 


JT is so obvious a fact that the highest- 

paid men are the lynch-pins of any 
organisation that it is somewhat surpris- 
ing to note that they are often their firm’s 
| biggest time-wasters! Not in the sense 
that they are lazy, but in the sense that 
their services are not used to the fullest 
extent. 


It is not the big things of business which- 


place executives in the unenviable position 
of being “‘up to the eyes” in it. Itis the 
little niggling details that eat up time 
. those little five-minute jobs which, 
somehow, always take half an hour to 
complete. Commonest among this type of 
job is that necessitating the obtaining of 
data from a number of departments. ... 
And it is to relieve this trouble that an 
efficient method of inter-departmental 
communication becomes vital. 
Dictograph Internal Telephones offer -a 
fool-proof means of establishing instan- 
.taneous contact with every department. 
Indeed, the slogan of “‘just a flick does the 
trick” seems to hold a greater content of 











truth than many slogans, for a touch on 
the key is all that is required to place the 
caller in immediate communication. Actual 
statistics of time saved to executives would 
make very enlightening seading. Some 
rough idea can be formed, however, by the 
mere contemplation of the fact of being 
always in touch with the business as a 
whole. When a client ‘phones for details 
of an order, a despatching, a price... 
the information is forthcoming in a flash. 
Incidentally, both hands are left free, as 
all Master Stations on the Dictograph 
system employ loud-speakers. 

Moreover, since no switchboard is em- 
ployed in the Dictograph System, there 
can never be any congestion. The Master 
Station can always see who is calling . 


“jf the executive does not wish to be dis- 


turbed at that moment, he can indicaté 


-that he is engaged simply by turning a 


small switch. Again, if it is undesirable 
for an answer to be heard by anyone else 
who may be present, an earpiece can be 
used, giving privacy. On the other hand, 
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INTER - DEPARTMENTAL COMMUNICATION 
SOLUTION OF THE PROBLEM 


all stations can be received.at once if 
desired, each within the hearing of every 
other caller. By this means it is possible 
to hold ‘‘round table” discussions without 
the necessity for executives leaving their 
departments unattended. 

On all sub-stations, pilot lights come into 
Operation when a. Master Station calls, 
enabling the sub-station to cut off any 
conversation in progress and give pre- 
ference to the executives’ call, 

A further advantage of the Dictograph 
System is that it leaves your telephone 
switch-board clear of inter-departnjental 
calls to perform its proper function of 
dealing with incoming and outgoing 
exchange calls. 

From the brief details herewith a few of 
the advantages of the Dictograph System 
can be realised. Further explanatory 
matter will be sent on application to the 
Dictograph Telephones Ltd., Aurelia Rd., 
Croydon. (Telephone: Thornton Heath 
2240). Local branches throughout U.K. 
and Overseas. 


LANCASHIRE 


lt is essential to remember that there is Lancashire and there is [ndustriai 


Lancashire. 


seaboard, of inland farms and coastal pleasure resorts. 
world of cultural as well as commercial life; 


There is a county of moorland and agriculture, of lakes and 


There is a whole 


and when you come to the 


commercial life you will find that cotton is only the beginning of 
The diversity of Lancashire is truly amazing. 


Modern factories to rent and an unequalled variety of cheap sites with every 
essential facility, dre available for industrial development. 


Hr 
Mi 
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Inquiries invited in confidence to : J. BENNETT STOREY, General Manager : 
The Lancashire Industrial Development Council 


. SHIP CANAL HOUSE, 


information obtainable through: The Travel and Industrial Development Association of Great Britain and Ireland, Kinnaird House, 
British smpieg Building, Rockefeller Center, New York, and 28 Avenue des Champs Elysées, Paris 


Frelimina 
I Pall Mail East, London, S.W.]., 


KING STREET, 


MANCHESTER, 2 





J 


‘Photo Printing 


36 


=v a * > 
- 
~ 
- * 
` z 
A - 
. * i 
* : + r > 
é = 
aS >: 
~ a > 
Py * 
r t 
$ a ` 
y s - 7 E E 


THAT LOWER PRODUCTION COSTS 


7. «. in a modern town 
with first-class housing gaa 


25 MINUTES 
FROM-KINGS 


Met. and better production is possible in a place 
laid out and equipped specially for industry, with 
housing for management, staff and workers nearby in 


cheerful and healthy town surroundings. FACTORIES 


CROSS 


TO ORDER OR TO LET. 


Sites with Sidings. 


“ Factories in England” from Estate 
Manager, Howardsgate, WELWYN, Herts 
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A Flint to 
Staff Managers 


Two Books that lead to the efficiency 
in the? ‘{ypists’ Room. 


By MAXWELL CROOKS 
Finc.T.T., F.1.P.S. (Typists’ Section). 


THE BOOK OF THE 
REMINGTON TYPEWRITER 


A complete handbook dealing with the 
various models of the Remington machine, 
with thelr mechanical detalis, general 
care, operation‘and adRistment, 2/6 net. 


THE BOOK OF THE ; 
UNDERWOOD TYPEWRITER 


A companion volume for Underwood 
typists, dealing in the same way with 

all points that lead to efficiency In oper- 
ation art’ long life for the machine. 2/énet.” 


Of a bookseller or direc from:— 
PITMAN, Parker St.,Kingsway, W.C.2. 
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14724 BRITANNIA ST., KING’S CROSS, W.C.! 
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WHICH IS THE BEST 


RECORD-KEEPING SYSTEM ? 


One which 
gives real simplicity and ease 


of reference 


is compact and flexible 
is durable and economical ? 


Thats it. And that’s the “Robin” 
Looseleaf Book System — which 
has the additional advantage of 
being British throughout. 


Investigate its merits by sending 
for “Robin” Looseleaf Book, 
complete with A-Z index and 
200 leaves 5” x 8’ ruled feint, 
cash or double ledger, for 9/6 
post free. Seven days’ approval. 


Have you our 66-page illustrated 
Catalogue of Looseleaf Books and 
Office Equipment? 


|J. W. RUDDOCK & SONS 


Looseleaf Book Makers 
LINCOLN 
Also at 3 Old Jewry, London, E.C.2 
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Why we Located in 
Lancashire 
(Continued from page 31) 


then he will surprise you by some 
action in his work which shows how 
competent and far-thinking he is. 
The more you see of these people, the 
more you are impressed. ` 

“It is not a case of obtaining the 
nucleus of a good staff here as in 
other places. You feel you have a 
good staff throughout. In short, this 
is the best labour market in the world.”’ 

Similar remarks on the vital import- 
ance of labour as an attraction to a 
Lancashire industrial site were made 
by R. F. -S. Turnery Ltd., Massey- 
Harris, Ltd., and Universal "Furniture 
Products (Wembley) Ltd., all of Trafford 
Park, Manchester, Brookes Biscuit Co.. 


Ltd., Wythenshawe, and others. 


SUITABLE BUILDINGS 


There Are Plenty All Ready. . 
For Moving Into . 


On one point all the established 
industrial areas ‘score heavily to-day, 
and that is in having a variety of 
standing buildings that can be taken 
over bit by bit by.a young company 
as it expands. 

There are several instances in Lan- 
cashire of firms that employ over a 
thousand people who have been chiefly 
swayed in choosing their site by the 
availability of a large and suitable 
type of building. To small firms, of 
course, such buildings are ideal, especi- 
ally as the rent or purchase price is low. 

A typical example of an industry 
locating in Lancashire in preference to 
the south is found in the Lancashire 
Silk Mills Ltd. 

“We tried to find a suitable building 
in the South before we came to Darwen,”’ 
Mr. Weisters explained. “We wanted 
to start quickly and a standing building 
was essential. After we searched the 
London district we came north and saw 
Mr. Bennett Storey, of the Lancashire 
Industrial Development Council, who 
helped us in many ways. He gave us 
a list of available places and we inspected 
them. This mill at Darwen, we found 
ideal. ‘It. had been .empty for three 
years but we were able to take pos- 
session right away and get on with the 
jo ob. a5 

The mill was big enough to allow 
room for expansion, an important con- 
sideration for a firm such as the Lan- 
cashire Silk Mills Ltd., who have grown 
much since they started, and are still 
expanding. 


The Old Mills Are Ideal 
Fæ New Trades 


Another firm which placed the factor 
of a standing building high in the list 
of reasons why they located in Lan- 
cashire was UNIVERSAL FURNI- 
TURE PRODUCTS (WEMBLEY) 
LTD., who took over the old Ford 
works at Trafford Park just over three 
and a half years ago. ` ~ 
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Business Demands a FACTORIE 


Knowledge of Money 
and Banking Principles 
This Book Imparts It 


Morey: the basis of all business, needs understanding by 
every progressive business man .. . and here is the 
supreme book on the subject. In an absorbing and prac- 
tical manner Dr. Russell D. Kilborne,,Ph.D.--an authority 
of international renown—draws aside the curtain, as it 
were, and takes you ‘‘behind the scenes’’ of money, ex- 
change and banking; showing you the influences that 
affect the currency of leading countries. : 

Description is inadequate for this masterly sutvey, ex- 
tending to approximately six hundred pages: its possession 
and perusal will amply testify to its being a ‘‘solid’’ work, 
imparting just what one wants to know—'‘'The Principles 
of Money and Banking’’ is a message to every Business 


Man and to students of Accounting, Insurance, Banking _ 


or Economics. 

If you are concerned with the making, handling or 
investing of money, get “The Principles of Money and 
Banking’, by Russell D. Kilb@ne—simply fill up and 
return the Coupon. = = ni 





Post The Coupon To-day 


SHAW PUBLISHING CO., LTD., 6 Carmelite Si, London, E.C 4, 

Please send me one copy of “The Principles of Money and Banking”, 
by Russell D. Kilborne, Ph.D., and invoice at published price of 20/- 
—terms ten days. @ 
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ORDERS FROM ABROAD SHOULD BE ACCOMPANIED 
BY REMITTANCE M.B.A.36 
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BUSH HOUSE 
LONDON, W.C.2 





FOR ANY 
TRADE 





An exclusive register of excellent sites possessing the following 
advantages is available for inspection : 


GI Capable of connection 


with, or adjacent to 
the Great Western: 
Rallway. 

* 
Low-priced land in 
low-rated districts. 


* 


Good labour supplies. 
Coal, coke, and raw 
matertals within easy 
reach. 


* 


Availability of 
shipping facilities at 
LONDON, BRISTOL, 
LIVERPOOL, CAR. 
DIFF, NEWPORT, 
SWANSEA and PLY- 
MOUTH. 


$ 


Cheap lighting and 


power. 
Ga 

Ample water supply. 
$ 

Adjacent to large 


centres of population 
and industrial areas. 


$ 
Advice freely given as 


FACTORIES AND 
FACTORY SITES 


ARENAN 





to the BEST LOCATION to suit YOUR particular 


requirements, Including prospective transport charges, on application to: 


The Chief Goods Manager: ~ 
Development Department 


GREAT WESTERN RAILWAY 


PADDINGTON STATION, W.2 
(Tel.: Paddington 7000, extension 2465) 


Paddington Station, W.2., 


JAMES MILNE, General Manager. 
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COLLECTION 
OF ACCOUNTS 
BY DELIVERY MEN 


* 


The collection of small accounts at- the door 
is the obvious solution of a difficulty of ‘retail 
trading, providing there is available a speedy and 
safe method by which this can be carried on. 





re 


The system of collection would need to be 
of a simple nature, so that it cam be entrusted 
= to persons of little education and ‘be proof 
against fraud or attempts: to break it down. 


The cash collection system should provide 
infallible records of the sales in a form suitable 
for speedy and inexpensive analysis. 


ERA oy 


The portable Automaticket System has all 
these qualifications and is proving of inestimable 
value in many Enterprises. Perhaps it can be 
of similar service to you? Let your Secretary 
send for particulars to 


BELL PUNCH COMPANY LIMITED |} 


| goods from the ship canal by the estate 


39 ST. JAMES’S STREET 
LONDON, S.W.1 


The largest manufacturers in the world of systems 
¢ for the safe conduct of cash. 
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Control and check t 
with a “NATIONAL” Master 
Electric Clock & Time Recorder 


Manufacturers of TIME STAMPS, 
RADIAL, AUTOGRAPH & COSTING 
‘RECORDERS, also ELECTRIC DIALS 










British Manufacturers and Patentees ee 
“NATIONAL TIME RECORDER Co. Ltd. 4E 


Aquinas Street, Stamford Street - S.E.1 
Telephone: Waterloo 6641 





Telegraphic: Natrecord, London 
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“We are in a rather different position 
from most firms,’ MR. RONALD 
JARVIS, Assistant to the Managing 
Director pointed out. “‘Our parent comp- 
any was already located in Manchester, 


a | that was thg main reason why we came 


here. But next to that we place the 
fact that here there was a big, suitable 
building already standing. 

Throughout the towns of Lancashire 
can be found this distinct advantage 
of large and small buildings standing 
and ready for taking over by new 
firms. The closed down, older mills 
are providing for the entry of scores of 
new industries into the county. During 
the past four years or so over 200 
instances of this adaptation of old mill 


buildings to new light industries have , 


been officially recorded. In many cases, 
two, three and four young busirtesses 
are flourishing in one big mill. 

Trafford Park, the home of some of 
the world’s biggest factories where 40,000 
to 50,000 men and women work each 
day, compresses within a comparatively 
small area an excellent example of the 
diversity of Lancashire industry. It 
is typical that in the Park there exist 
tiny firms employing a mere handful 
of men and factories that give work to 
over 10,000, 


|| TRANSPORT & DISTRIBUTION 


“Saving In Transport Costs 
Pays Our Rent” 


One of these small firms, R. F. S. 


-TURNERY LTD., provides an ex- 


cellent example of what Lancashire can 
offer in transport and distribution. 
“Qur site in Trafford Park enables 
us to bring our raw materials right to 
our factory ‘by rail,” said MR. N. O. 
SCHOFIELD, Managing Director of 
the company. “The cost of bringing 


railway is very low. I have calculated 
that compared to most other sites we 


save enough on transport costs to pay 
i | for the rent of the factory.” 


Universal Furniture Products 
(Wembley) Ltd., is another firm that 
uses wood, hundreds of thousands of 
feet a year, as a raw material. Mr. 
Jarvis said that the low cost of bring- 
ing in these enormous quantities was 
a big consideration in choosing the site. 

“The fact that the ship canal adjoins 


| us, thus enabling the wood from over- 


seas to be brought right to our door, 
is a big factor in cutting costs,” Mr. 


| Jarvig pointed out. 


Good Shipping Facilities 
For Empire Trade 


Mr. Wertheimer, of Universal Metal 
said that the easy 
access to the port of Manchester from 
his factory at Salford was one of the 
points his company considered ‘before 
taking the factory. 

“Tt would be difficult to find a more 
favourable spot for 
any part of this country and overseas,” 
he said. 


distribution to. 


~ 


Small Orders can be Distributed 
Very Quickly 


The famous farm machinery firm, 
MASSEY-HARRIS LTD,., have a big 
plant in Trafford Park. There are two 
big reasons why it is thdéte and they 
are both bound up in transportation. 
The first is that shipmefits from the 
head’ plant in Canada can come direct 
to the factory via the Manchester ship 
canal, thus saving in costs. . The second 
reason is that the excellent postal and 
other services, plus the central position 
of Lancashire in relation to the whole 
of Great Britain, enables the company 
to take care of a special distribution 
problem. 
“We have to send out about 500 

small orders a day to all parts of the 
country ‘in the rush season,” MR. 
BAILEY, Transport 1 Manager of.-the 
company said. “There can be no 
hold-up or we inconvenience countless 
farmers. We found the facilities here 
are such that we are able to despatch 
all these small parcels each day with 
the utmost efficiency.” 


OTHER FACTORS 


Advantage as a New Industry. 
in the District 


There are a number of secondary con- 
siderations that influence the choice of 
factory sites in Lancashire. One of the 
outstanding of these is the fact that the 
firm established is the only one of its kind 
in the area. This reason splits in two, 
(a) the simple advantage of being alone 
in the market for the general public and 
(b) being in a unique position to supply 
to the trade. 

“We have the advantage of being the 
only trade moulders of bakelite in Lan- 
cashire,” pointed out Mr. Wertheimer, of 
Universal Metal Products Ltd. ‘‘All our 
competition comes from the South, there- 
fore we have a distinct advantage, par- 
ticularly with all customers in the pro- 
vinces, We can do much of our business 
by telephone, whereds our competitors 
have to use the ‘post. The big users of 


bakelite products are in the North and, 


Midlands, so. with quick and direct road 


service available, we can reach them in a, 
i 


few hours,” 


Presence of Cheap Land Another 
Big Factor 
ł 


On some of the new industrial estates’ 
in Lancashire there are new types of 
factories being built for modern light, 
industries. One of the best examples is’ 
to be found in the BROOKES BISCUIT. 
COMPANY LTD., Wythenshawe.. 

“We built our new factory on the 
estate, because we needed plenty of land 
on which to build and extend if” said 
MR. C. B. BROOKES, Managing Director 
of the company. .“ ‘We were. attempting 


something that had never been done |. 


- before, a ‘straight 500-ft. line of machines.” 
This remarkable building is 700 ft. in 
‘length and contains. the longest’ line of 
biscuit-making plant in ‘the country. In 
order to build the plant, a big area of land 
was needed. Wythenshawe provided the 
ideal spot, being central, thus permitting 
rapid distribution ‘of products over the 
whole country. -In addition, not only was 
sufficient Jand available at-the right price 
but there was land to be bought for future 
extensions. Mr. Brookes stated that his 
company could extend the new plant at 
least ten times if necessary. 


That’s better! 


i Yesterday’s analysis 
figures in front of- 


‘us . to-day” 


REMINGTON 
ACCOUNTING 
MACHINES 

/ ARE ELASTIC 
A single machine can be 


applied to one or more of. 


the following operations :. 


ADDING AND LISTING 
INVOICE AND DAY BOOK 
SALES LEDGER AND 
STATEMENTS 
BOUGHT LEDGER 
HIRE PURCHASE LEDGER 


‘RECEIPTS AND CASH BOOK 


CHEQUES AND CASH BOOK 
PURCHASING ORDER SETS 
‘STORES ACCOUNTS 
STATISTICAL ANALYSIS .. 

- WAGES .. 
‘AND ANY SPECIALISED AC- 
COUNTING APPLICATIONS 









“Here they are—fully analysed, balanced 
and accurate. This gives us the up-to-the- 
minute position of every department 
of our business—stocks, sales, purchases, 
wages— everything. It used to take us 


= two or three days to get these figures 


out before we installed the Remington 
Accounting Machine. The information 
was in our books but we. could never 


‘get it extracted ‘like this... . Now that 
` we can get all the fact in a few hours, we 


have much fuller control of our business.” 

There are two important points to note 
about the Remington Accounting Machine— 
first,. its elasticity,. which enables one 
machine to do a variety of operations—and 


. secondly, the fact that it enables you to add 


more columns or subdivide columns at will. 
Many companies have installed Remington 


- Accounting Machines for Analysis work. 


May we send you further particulars, with- 
out the slightest obligation on your part ? 


REMINGTON 


AC COUNTING 
CALL OR WRITE FOR PARTICULARS 


DEPT. -BBII, 


Branches in all principal cities 





METON s iE N 


REMINGTON TYPEWRITER COMPANY LTD. 
- 100 GRACECHURCH STREET, LONDON, 


E.C.3 


. Phone :.MANsion Howse 3333 
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OFFICE PLANNING FOR 
YOUR BUSINESS . 


Your Record System 






..- Should be in tune 
with Modern Ideas 2 


Your records should tell you all you want to know in an instant 
Shannon Visible Records do just that. Vital statistics are under 
finger-tip control .... purchasing, sales, works progress, account- 
ing .... every fact and figure seen at a glance. 

There’s more than speed and ‘“‘slickness’’ in Shannon Visible 


Records. Economy! It’s a fact that the most efficient method 
costs the least to operate. And it costs nothing to find out all 
about it. Send to-day for Free Booklet ‘“The Link of Control”. 


annon- 


VISIBLE RECORDS 


IMPERIAL ° HOUSE, 15/19, KINGSWAY, LONDON, W.C.2 








THROWING MONEY AWAY 


Permitting bad timekeeping is equivalent to throwing money away 
—wasted minutes mean reduced profit and impaired efficiency. 
Get the Gledhill-Brook System and end unpunctuality and 
slackness within a short time—you are paying now, in lost time, 
for a Time Recorder, and getting none of its advantages. 

Send for catalogue and full details. 


GLEDHILK— BROOK — 


TIME RECORDERS LTD. 
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BUSINESS for APRIL, 


We Make 
H.P. Buying 
EASIER 


(Continued from page 22) 


permanent nature, how long he has lived 
in the district, and so on. 

There is nothing unpleasant about 
the way in which this is done. The 
men on the job are skilled investigators 
and do not reveal either themselves or 
the customer in any of the contacts 
they may make. It is, of course, a 
strict rule of ours that they do not see 
the customer and talk with him. 

When their findings are completed— 
usually in a couple of days—they write 
a report and send it direct to us, not 
to the dealer. 

Naturally, a successful H.P. system 
must, among other things, be speedy 
in operation. When we evolved this 
scheme of inquiry we allowed the 
important concession to dealers of using 
their local inquiry agents or their 
Chamber of Commerce. We found that 
in Scotland, for example, this scheme 
works admirably, as there are a number 
of bailiffs who handle this type of work 
in addition to their official duties. 

As a result of this concession, we 
have been able to speed up the system 
by a day or more, and in nine cases 
out of ten we are able to consider the 
proposal in London within 48 hours of 
the dealer completing the form. 

In each case the cost of the inquiry 
is paid by us, a help we give to 
encourage the dealer to find out every- 
thing possible about the proposed 
hirer. 

We, of course, judge whether or not 
to accept the customer’s agreement 
when we have read our agents’ report. 
If we find, for example, that the cus- 
tomer is no stranger to the county 
court for arrears in payments, that tells 
us all we need to know. 

On the other hand, if the customer 
is accepted, we send the dealer a 
“Satisfaction Card’’. This card is 
taken along by the dealer when he 
delivers the set to the customer, who 
signs the card. It is, in effect, a proof 
of delivery of the set and a signed 
statement that the terms of the hire- 
purchase agreement are satisfactory. 

When this business reply card comes 
back to us, we issue a credit note to 
the dealer for full cash price of the set, 
less 24% accommodation fee. 


o ` 
It Gosts Customers Nothing 
To Make Payments 


In the meantime the finance com- 
pany, with whom we do business, have 
had the agreement and have prepared 
a copy of i® This they send direct to 
the customer so that he can keep it by 
him. They also send a “Payment 
Card’’, which shows the amount the 
customer is to pay, less the deposit 
already paid to the dealer, and the 
methods by which the monthly pay- 
ments may be made. From this point 
all the customer’s financial negotiations 


are direct with the finance company. 

We allow three ways of paying: (x) 
by the usual methods, such as send- 
ing postal and money orders; (2) by 
banker’s order, in which case the bank 
takes care of each month payment, 
and (3) by paying the amount into the 
‘local branch of any bank. 

This third plan is, for the majority 
of customers, the most satisfactory. 
The banker’s order method is all right 
for those who possess bank accounts, 
while the postal order system is simple, 
but it costs money and is sometimes 
inconvenient. The third method, how- 
ever, is entirely free of cost and is 
undoubtedly the easiest. The fact that 
it enables payments to be made to any 
branch of any bank in the country 
makes it a flexible method excellently 
suited to the purpose. All the customer 
has to do is to take the slip, which the 
finance company sends him a few days 
before the payment is- due, to any 
neat-by bank, hand the money and slip 
across the counter and obtain his 
receipt. He has no trouble, no risk 
and no cost, as there is no poundage, 
no postage, no registered letters and 
ices small, annoying items to pay 
Or. 

As you can see, there is no compli- 
cated machinery in this system. It is 
simple and direct and it has the quality 
of being able to take any extra strain 
laid on it. Since we first put it into 
operation nearly two years ago our 
business has expanded out of all recog- 
nition. We have built a new factory 
several times the size of our older 
plants and our sales have increased by 
leaps and bounds, yet this H.P. scheme 
has carried the additional burden easily 
and efficiently. Our bad debts at no 
time have exceeded a fraction of 1%, 
and the greater part of that percentage 
is the outcome of an unforeseeable con- 
dition—unemployment. 


Here I would like to point out that 


every attention is given to the human! 


side of a transaction affected by such 
unfortunate things as unemployment. 
If we find that the hirer has fallen on 
hard times because of illness, for 
example, then sympathetic considera- 
tion is given to the case. If it so hap- 
pens that such a case is not covered by 
our free insurance plan, we make every 
effort to fix things up rather than rob. 
the hirer of the enjoyment he has had. 
We judge each case on its merits 
and do our best to find a sym- 
pathetic answer, to give, as I have 
said, every consideration to the human 
side. 

Occasionally, it is true, our Mquiry 
system falls down, but that is so excep- 
tional that it is a mere incident. If we 
could eliminate the uncertainty regard- 
ing employment, we would practically 
wipe out bad debts altogether. We 
could not reasonably hope to do better. 
Our first line of defence is strong, as 
the dealers, in working for their own 
protection, co-operate with us. Any 
bad account that gets by them usually 
falls at our second defence line, the 
inquiry. l 

In any case, the proof of the pudding 
is in the eating. Our results tell the 
story. 















What happens to you when you are suddenly 
called upon to address a business group—or 
when your director sharply asks: “What's 
your opinion, Jones?” Do you feel embar- 
rassed and flustered, struck with stage-fright, 
yous voice and brain paralysed P Then for 
you an inspiring book has been written— 
How to Work Wonders with Words. It will 
show you how you can overcome these handi- 
caps and win advancement in position and 
salary, popularity, social standing, power 
ane zoa! success, Send for a copy—it’s 


OU have probably noticed how easy success seems to 
y come to the man who can converse well or make. a 
dramatic public address. When promotions are con- 
sidered the ‘‘strong silent’? men are forgotten, while the man 
who has expounded his thoughts and ideas in a convincing 
and straightforward way wins promotion. He is in constant 
demand to speak at business conferences, at lodge and civic 
banquets. At social affairs, men and women say of him: 
‘isn’t he interesting ?’’ Contrast this with the man who is 
cheated out of business success and social popularity because 
he is “afraid of his own voice”. While other men express 
opinions he closes up like an oyster; although he may know 
more about the matter discussed than any of them. He is 
nervous, ill-at-ease, self-conscious, when talking to business 
superiors. When he does speak his words and thoughts get 
tangled up. 


Easy to be an Effective 
Speaker 


It's a shame to paralyse real ability with a handicap like this Z 
And now it is inexcusable. Fora new, easy home study method 

has been perfected by which any man of normal intelligence 

can quickly become a powerful speaker... able to dominate 

one man or thousands . ..a way that develops poise, Ba 

sonality, and self-confidence to an amazing degree. ith 

only a few minutes daily, in the privacy of your home, you 

can in a few weeks improve your speaking ability so much 

that it will delight you and astonish your friends. After all, 

what is the difference between the man who can speak well 

and the man who cannot ? Isn’t it that one has learned either 

by experience OR TRAINING the simple, natural laws of 

Conversation ? The next time you hear a good speaker or 

orator, observe him closely. Notice how he uses his voice, 

how he emphasizes points with gestures, how he builds up 

his story in a logical, step-by-step way. He’s never lost for 

words because his speech is charted in his mind before he 

opens his mouth. This isn’t an accident-—~it isn't the so-called - 
“pift of the gab”... HE KNOWS THE METHODS. 


The Proof is FREE 


There 1s no magic, no trick, no mystery about becoming a 
powerful and convincing speaker—a brilliant, easy, fluent 
conversationalist. A new and easy method of training is fully 
described in a very interesting book which is now being sent 
free. This book is called How to Work Wonders with Words. 
In it you are told how this remarkably simple method will 
enable you to conquer stage fright, self-consciousness, timidity, 
bashfulness and fear. You are told how to bring out and 
develop your priceless ‘hidden knack’-—-the natural gift 
within you—which will win for you advancement in position 
and salary, popularity, social standing, power and real success. 
Send at once for this amazing book. No cost. No obligation, 
Merely post the coupon—NOW to Psychology, Publishing Co., 


Ltd. (Dept. B/ES6), 3 and 5 Queen Street, Manchester, 2. 


NOW SENT 


FREE 


(Dept. B/ES6), 


Wonders with Words. l 


Address inssnisievak 


Feel Like 
This.... 


When called upon to speak? 
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WHAT THIS FREE 


BOOK WILL 
SHOW YOU 


How to sell more goods 

How to write better letters 

How to address business 
conferences - 

How to enlarge your 
vocab 

How tg speak before your 
club or lodge 


How %o propose and 
respond to toasts 


How to address hoard 
mestings 

How to make after- 
dinner speeches 

How to develop gelf- 
confidence 

How to 
memory i 

How to acquire a winning 
perso 

How to overcome fear 


train your 
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M M RIE, I NO OS VF a n A A Sn’ 


PSYCHOLOGY PUBLISHING CO., LTD., 


3,5 and 12 QUEEN ST., MANCHESTER 2 


Please send me, FREE and without any obligation 
whatever, a copy of your inspiring book, How to Work 











stn Mi primus 


CONTINUOUS STATIONERY 
EFFECTS A DEFINITE SAVING 


OME kind of stationery must be used for 
š invoicing, works orders,etc. That stationery 
| might just as well be continuous. The 
saving of time and assurance of greater accur- 
acy effected by elimination of such tasks as 
insetting and removing forms from the type- 
writer, interleaving and , removing carbon f 
papers, is a profit-making move. 


PRIMUS Continuous Stationery has proved 
its utility in many concerns. Its use is 
——~ aided by the PRIMUS attachment which fits 
any typewriter and is supplied, as is the 
Stationery, by : 


Res ne e e 
CARTER-DAVIS Limited 


QUEEN ELIZABETH ST., LONDON, S.E.1 


Telephone: HOP 0204/5 













S -The CHEAPEST Automatic 


Rotary Duplicator 

—AND WITHOUT 
‘A PEER IN 
PERFORMANCE! 














mr ane Why pay 20 guineas for a rotary 
i duplicator when you can get 20 -guinea performance 
from a SPEEDO for only al eee dd PA a 
nothing a 20 -guinea model can do that the ‘ 
5,000 COP IE AN HOUR EOE The SPEEDO rapiaiy sins ergy Fai 
j : handwriting, sketches, . 
—Printed on any paper, from postcard size to CESP Soi are uimost imdistinguishabie from the 
foolscap, counted and stacked. original. And it’s guaranteed for 5 years! Write 
Also models at 6 and 9 guineas NOW for details. 


Phone: MET. 3131/2 WILLIAM E. G. MORGAN & Co.. 


Ee 63 BASINGHALL STREET . . . LONDON, E.C.2 
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BOOKS 


for the business man 


— e 


The Home Market, by Major G. 
Harrison and F. C. Mitchell (Allen & 
Unwin, ros. 6d.). 

In July, 1935, Business published an 
important article, ‘The Consumer is on 
the Move: How can we find him?’’ That 
article was, as any single article must be, 
condensed to the most basic indications. 

In this new book, ‘‘The Home 
Market”, however, comes a 150-page 
statistical expansion of that vitally im- 
portant subject. 

The market is—people. ‘Every year, 
every month almost, they are changing, 
shifting, increasing, declining, massing, 
spreading, growing, ageing. It is impera- 
tive for a manufacturer, if he is to sell 
successfully into his own fields, to know 
very exactly where these fields are and 
how they are affected by modern changes. 

In the last 20 years the technique of 
market research has been developed to 





„chart these changes for specific manufac- 
, tures. This new book is actually a very 


fine piece of market research, ‚not 
restricted to any particular field, but an 
accurate analysis of the ‘‘national’’ con- 
sumer market as it is to-day. 

For instance, it gives the families of 
Britain divided into 3 groups (over {10 
a week; from gos. to £10; under gos.), 
showing how these families are situated, 
area by area and what they spend on vari- 
ous basic commodities. Then there are 
the sex compositions and ages, area by 


‘area and sizes of families. Very import- 


ant, too, is the list of probable changes 
in families up to r941. 

All these, and a vast array of other 
statistics are symbolically illustrated and 
set out in an easily readable form that is 
ideal for quick reference. 

For half a guinea this book is unques- 
tionably the best value io statistical 
market research works that we have seen 
for a long time. 


Decorative Art, “The Studio’? Year 
Book of 1936 (The Studio, Ltd., 44 
Leicester Square, W.C.2., 7s. 6d.). 

The atmosphere and prestige of a busi- 
ness man’s home undoubtedly reflects its 
influence upon his business. This Year 
Book has collected, in picture form, the 
best that has been contributed in home 
design and home furnishing by the fore- 
most modern architects and designers in 
the world. 

So often does one see examples of the 
so-called “‘modern’’ style, labouring the 
point of austerity and eliminating this and 
that point of space or decorating, when 
such restriction was not, in fact, an 
improvement, that quite a wide prejudice 
has been set up against it. j 





(HYGROMETER) 


HUMATAGRAPH 












NY. ACCURATE INDICA- 
TOR OF HUMIDITY 


~ For Factory, 
Office and Home 


Also apparatus for production and control of 
humidity. 


From your dealer, or write for particulars to 


C. L BURDICK Mfg. Go. 14de fate 







This pictorial review of modern 
schemes, however, is the work, not of 
pseudo-modernists, but of practical artists 
who have never lost sight of the vital need 
of intimate personal comfort in every 
part of the home. Modern simplicity is 
here not as the attempted exploitation of 
a cult but as a very definite factor in 
making every section of the home more 
useful and practical as well as more 
beautiful. 

In no case are the designs merely 
theoretical or imaginary. Most of them 
are taken from actual homes that have 
been made along these lines. The’ pro- 
ducts shown are all on the market to-day 
and can be obtained from the leading 
appropriate suppliers. 

The illustrations given include the lay- 
outs of complete homes, the detailed 
treatments of individual rooms and the 
designs of the furnishings themselves— 
fabrics, glass, pottery, etc. Brief, general 
and technical information about the main 
essentials of each scheme are given, and 
in most cases the price. 

The compilers of the book invite you to 
“stroll quite slowly through the page- 
showrooms. ... For though you may 
not find one perfect house, you should 
find here all the makings of the perfect 
house—that is your own’’. 

Decorative Art is a book for the busi- 
ness man’s home. It will evoke not only 
a first hour’s admiration but will, as a 
reference book,’ provide just that inspira- 
tion and suggestion that one seeks from 
time to time when changes of arrangement 
are contemplated in the home. 


` ¢ ` 


Proficiency in Business, by Erwin 
Haskell Schell (McGraw Hill, 15s.). 

“ .. . There is no more significant 
group of men than the business admini- 
strators. In their hands, even more than 
in the hands of Government itself, rests 
the day-to-day prosperity, contentment 
and happiness of the people.’’ . 

So begins the. preface of Mr. Schell’s 
book. Do not pass it off as a truism that 
is without, as he says, ‘‘significance’’, It 
is full of significance. There is no theory 
in the book; no mere broad principles of 
idealistic executive control. The author 
has kept himself down to reflecting the 
hard, specific methods and practices of 
actual business executives who have built 
up businesses. 

As such, this book provides not only an 
inspiring example for the young executive- 
to-be, but is an excellent model for the 
serious executive already launched into his 
responsibilities. l 

It is the first book, too, that we have 
seen direct the spotlight on to the curse 


(Continued overleaf) 





How many times does our stock turn 
over in one year? How many items turn 
over twice ? How many ten times ? How. 
many have not turned over even once ? 
How many items are down to three weeks 


supply ? 


| said | could. not answer offhand, - but 
would set the staff on overtime to search 
the records and prepare a list. He glared, ES 
and exclaimed : ‘“Great heavens, man, you're 
1926—-all facts should be visible to-day—get 
hold of that Kardex crowd ! ” 

| did. | sent for one of their specialists. 


The New Managing Director y 

* asked me 5 questions 
l S . 

—[| couldn't answer one 
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He sat down with me for four solid hours, 

we analysed the whole position, and it was not so simple. Three days®later 
he returned with a scheme (I must take my hat off to the way they do 
things—every detail covered—splendid hand-drafted proofs and blue print 
of new layout of equipment). The Chief O.K.’d the expenditure at once— 


x 


‘or eo ij 
“To all ambitious ex- 


ecutives who know 
that “things are not 
right” we issue a 
cordial invitation to do 
likewise and- consult 
the Kardex Research 
department—without 
obligation of course. 
Make an appointment 
or writefor Booklet B.3. 






l LEADENHALL 


he’s a man of action all right ! 
Well, to cut.a long story short, that com- 
bined. purchase and stock record was in full 


- operation inside one month, we do the work with 


2 clerks instead of 3 and already we have cut 
our stock investment by I5 per cent and yet 
have a much better balanced stock. The Chief 
says I’m [936 now, and a budding organiser ! 
Later, | heard him raging about outstanding 
accounts and faulty credit ; bet he will ven up 
the ‘‘counting’’ house next. I'll give Robinson 


_the tip. . 
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ALLOT which speedily and neatly addresses ING PROBLEMS . 








ADDRESSALL 


COMPANY HAVE 
HAND, FOOT, AND 


L 
VIA “THE LITTLE WONDER” ADDRESS- RNA a 


for MAJOR ADDRESS- 


WHILST THE FULL 


envelopes, postcards, statements, labels, etc. RANGE GUARANTEES 


SOLUTION OF ANY 


A completé Card Index as well as an ADDRESSING PROBLEM 
Addressing System. 





ADDRESSALL MACHINE 


COMPANY 


congue os | ADDRESSALLOT | 266 HIGH HoLsorN, wc. 





Index ready to use 


“~ 


(Holborn 3571-2) Manchester, Glasgow & Birmingham 
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BLOCH MAKHERS|A New Service 


OF UNUSUAL| FOR BUSINESS MEN OF LONDON 


_SH iLL J 
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Your trial of Nickeloid service 
at the next opportunity will 
assuredly persuade you of the 
adyantage of employing these 
facilities consistently. (7, Write 
for Nickeloid literature on your 


business letterheading. 


NICKELOID 


PRINTER ST., LONDON, £.C.4. Central 9791 Six lines 
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AND BUSINESS MEN IN LONDON 


@ Dees yor work in London justify the 
expense of keeping open -your own full- 
time office? 

' This is a question which many business 
men can ask themselves with profit. 

Year in and year out, the retention of 
an office and staff, perhaps not fully occu- 
pied, eats up money and profits. Because 
of the dove-tailing practised in our organ- 
ization, the full facilities of good accom- 
modation and efficient service may be 
enjoyed at a fraction of their normal cost. 

The -offices are in a central position 
alongside ‘St. James’s Park Station and, 
therefore, are within a few minutes’ access 
of the City and West End by tube or bus. 

Well lighted, heated and furnished rooms, with full 
stenographic, telephone and all necessary services, 
are available to any business man, just as and when 
they are required. The organization is in charge of 
experienced staff, who are ready to afford whatever 
assistance may be wanted. j 

The service is already proving a boon to many 
business men whose work takes them out for part of 
the day, yet who need someone in attendance during 
their absence to deal with correspondence, telephone 
messages and inquiries. 

It is equally suited to the needs of people from the 
PROVINCES and ABROAD to whom a ndon 
office and address would be an advantage, par- 
ticularly when they are in town on business, with 
which the service can help them efficiently and 
expeditiously. ; ; ; 

For a detailed estimate of the cost involved, send 
particulars of your requirements to: 


The Secretary 


SPEEDWRITING SERVICES 


Si Tothill Street, Westminster, S.W.| 


Telephone: Whitehall 6491 


, : ——— 
BUSINESS-GETTING SERVICE 
i ‘for YOU 


Getting customers and keeping them is the problem of 


every business concern. ` After years of specialization in 
business building we are able to provide an extremely 
economical service for securing more business for our 


clients. 


May we send you details ? 


J. W. RUDDOCK & SONS 


Direct Advertising Consultants 


LINCOLN 


Also at 3 Old Jewry, London, E.C.2 


Keepa Watch on the Rhino! 


Je these .days of keen competition, keep a close check on 

every cash transaction by using a Gledhill Till, which safe- 
guards your interests even during your absence and gives a 
Over 100,000 in daily use—let 


lifetime’s reliable service. 
this.fact decide your choice: 


Send for catalogue and details 


G. H. GLEDHILL & SONS LTD. 


50 Trinity Works, HALIFAX 
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of Five-year administration. “A telling 
waste in business is the prevalence in high 

ositions of men whose fitness is such that 

ve years comprise their cycle of complete 
usefulness. Such men move from firm to 
firm leaving trails of readjustment in their 
wakes. Indystries do not prosper under 
such successive control. High responsi- 
bility is long responsibility.” Š 

No stronger point could be made in any 
work on the management of business as 
it is to-day. 

+ 


How We Keep Close 


CONTACT 
With 150,000 Customers 


(Continued from page 26) 


our huge mail order business; there is 
no room for uncertainty in getting a job 
done. If a piece of printed matter is 
needed on a certain day for mailing it 
must be ready or a serious loss of busi- 
ness may result. 

The normal printer cannot afford to 
stop his machines to run off a small job 
of a few thousand wanted in a hurry. 
We score heavily in that direction. The 
adaptability of our machines is often the 
means of gaining business that would 
otherwise be lost. We can turn out the 
necessary leaflets or whatever the 
matter may be at short notice because 
of our’ organization. Only this week 
we had to produce a job in a day for 
a special feature. Had we relied on an 
outside printer we should have been 
lost. 

The range of work that can be done 
on our machines is surprising. We are 
able, by producing fascimile hand- 
writing and ink signatures, to maintain 
the all-important personal touch in our 
letters that go out to 150,000 regular 
customers. 


It is False Economy To 
Employ Juveniles 


I should like to stress this point as 
it has considerable bearing on our work 
and results. On our three machines we 
employ two highly skilled male opera- 
tors and one girl. 

Usually, the job of operating the 
office printing machine is assigned to 
a junior. We do not believe in this, 
and results have proved us right. A 
skilled man can get more work out of 
a machine than can two juniors. That 
is one reason why our machines produce 
some hundreds of copies an hour more 
than the companies who manufacture 
them claim they can do. We also get 
a high standard of work, usually far 
in exfess of the usual office-printed 
matter. ° 

The one girl we employ is used on 
a machine where nimble fingers are the 
chief consideration. Skill and know- 
ledge of the machine are not the prim- 
ary factors rgquired. 

While it is true that the cost of men 
with technical knowledge is three or 
four times that of a junior girl, in the 
long run the actual total costs will be 
far lower. At least we have found it so 
after long experience. Our costs are 
generally a fraction of the normal 
charges made by printers. 
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-= THE TRAGEDY 
OF UNEMPLOYMENT 


IS IT AGGRAVATED 


BY 


LABOUR - SAVING MACHINERY? 





o long as the number of our unem- 

ployed remains around the two 

million mark, no one can fail 
to be seriously concerned about the 
labour question. 

It is difficult to calculate the loss to 
the country implied in such a figure 
—loss in production, in wealth and in 
health, to say nothing of the expense 
of feeding such a vast army of non- 
productive humanity. And the econ- 
omic results are perhaps less appalling 
than the moral deterioration which 
follows long periods of enforced and 
hopeless idleness. 

It is the mode in certain quarters to 
blame machinery for this SRA i state 
of affairs. That is not altogether just. 
In most respects machinery has enor- 
mously improved the daily life of 
humanity and has raised the average 
standard of living to heights un- 
dreamed of before th industrial 
revolution of the nineteenth century. 

Labour, broadly speaking, has 
always opposed machinery through 
the very natural fear that it would 
lessen the demand for men. Never- 
theless, it is true that by cheapening 


BY THOMAS DIXON 


“It is illogical to do any piece of work badly if it is 
possible to do it well, or to do it with tediously long 
effort if it can be done easily or expeditiously.”’— 
Sir Joseph Burn, General Manager, Prudential Assurance 


Co., Ltd. 


The Dictating Dictaphone de Luxe 


production, labour-saving machines 
have stimulated consumption and led 
in the long run to more and not less 
work, 

Just as the old-time clerks feared 
that the typewriter would take away 
their means of livelihood, so to-day 
many shorthand-typists fear that the 
dictating machine will mean that they 
will no longer be required. Some 
employers still fear—and it is entirely 
to their credit—that if they adopt 
labour-saving methods they must dis- 
charge employees they would prefer 
to retain. 

In each case the fear is groundless. 

The employer who adopts The 
Dictaphone is more likely to find that 
it will so increase his business-build- 
ing capacity that he will soon need 
not less but more staff. The typist 
who makes herself an expert Dicta- 
phone operator is certain to find that 
she will be able to give her employer 
far more valuable help in extending 
his business and will thus not only 
make a better position for herself but 
help to make more work for others. 

To spend time and money in doing 
jobs by wrong and wasteful methods 
is as foolish and illogical as to waste 
food. The Dictaphone is the logical 
method of handling dictation, because 
it actually does reduce waste to a 
minimum, and to reduce waste is the 
surest of all methods of saving money. 

Waste of time is inherent in the 
shorthand system of dictation. Every 
letter must be written twice—once in 
the note-book and once on the type- 
writer. Iwo persons are employed 
where one would be sufficient. The 
employer, moreover, is dependent 


upon his secretary whenever he wishes 
to dictate, and is exposed to vexatious 
delays when she is absent. Thus the 
most valuable time in the organization 
is constantly being wasted, and to this 
must be added loss and annoyance 
through the mistakes inseparable from 
the shorthand method. e 

All this waste is eliminated by The 
Dictaphone. The principal never 
waits, because The Dictaphone is at 
all times instantly ready for work. 
He can dictate as fast as he pleases, 
since the recording is entirely auto- 
matic, and errors due to hasty short- 
hand are abolished. With no short- 
hand to write, the secretary saves two 
or three hours a day, and, in addition, 
she can type far faster from The 
Dictaphone than from shorthand. 

Experience has proved ôver and 
over again that, by the economy it 
effects, The Dictaphone will pay for 
itself in a period varying, according 
to circumstances, from twelve to fif- 
teen months, and after that will show 
a regular equivalent profit year by 
year. 

Test The Dictaphone for yourself 
without the smallest obligation. You 
can do so in your regular daily work 
without interfererfce with the ordinary 
routine of your office. r 


Write or ‘phone to-day— 
THE DICTAPHONE CO., 
(Thomas Dixon - Managing Director) 
KINGSWAY HOUSE, KINGSWAY 

LONDON, W.C, 2 
Telephone: Holborn 416!-2-3-4 


LTD. 


And at Manchester, Birmingham, Glasgow, Liverpool, 


Leeds, Bristol, Newcastie-on-Tyne, Dublin, Belfast 


POST THIS COUPON 
THE DICTAPHONE Co., Ltd. 

Kingsway House 107 (D), Kingsway, London, W.C.2 
Please send "What's an Office, anyway?” free to 


NOW 


ag iiai 


nti in iin a LL 


ADDRESS 








As good as a 
round-the-table conference 


MODERNIZE your office or agency .. . with the finest 

method of internal communication yet devised. Flick 
a key in the privacy of your office, speak into a neat microphone 
and your executive replies by louds er—crisply and elcasty, 
This sums up the ERICSSON LOUDSPEAKER TELEPHONE 
SYSTEM. No misunderstandings, repetitions, wrong decisions 
—conversation natural, clear, and free from strain. Here are 
the distinctive advantages of the Ericsson system. 


“You can get ‘any’ department If necessary, loudspeaker can 
l. without diallin » calling 4. be switched off so that self 

switchboard, holding earpiece only need hear replies, 

or speaking into mouthpiece. 


2 Hold conference without single 5 Right of way over other con- 
* executive out of his depart- * versations. 
ment. 


Hear replies ALOUD—keep - 6 FULL SECRECY. 
* ing hand free for desk work. ° 


Can you afford 
to be without 
these conveni- 
ences and ad- 
vantages ? 


Ask for particu- 
lars of moderate 
RENTAL MAIN- 
TENANCE, or 
make appoint- 
ment for a free 
demonstration 
at your own 
business address. 





MASTER STATION 


ERICSSON TELEPHONES LTD., 


INTERNATIONAL BUILDINGS, 67/73 KINGSWAY, W.C.2 
Telephones HOLBORN 3271-2-3 






LOUD SPEAKING INTER-COM- 
MUNICATION TELEPHONES 








One Machine does the work of Two 


Continuous Form Billing in addition to regular typing 


Your typewriter actually does the work of two machines 
when used with ‘Fanfold’’ Continuous Form Adapter, because 
the many time- and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages of 
regular typing. 


“Fanfold” Continuous Forms typed over our Attachment effect 
savings in Billing time, and costs, ranging from 17% to 78% 
without affecting the operation of the typewriter for regular 
correspondence and other purposes. 


"Fanfold” Adapter places no strain whatever upon the type- 
writer carnage; because of the very simplicity of construction 
and operation there is nothing to get out of order. 


anfoj, 


TRADE MAGE 


NORTH CIRCULAR ROAD, LONDON, N.W.2 
Telephone : GLAdstone 5477 (3 lines) 











Business Demands a 

Knowledge of Money 

and Banking Principles 
This Book Imparts It 





M”. the basis of all business, needs understanding by 
every progressive business man . . . and here is the 
supreme book on the subject. In an absorbing and prac- 
tical manner Dr. Russell D. Kilborne, Ph.D.—an authority 
of international renown—draws aside the curtain, as it 
were, and takes you ‘‘behind the scenes’’ of money, ex- 
change and banking; showing you the influences that 
affect the currency of leading countries. 

Description is inadequate for this masterly survey, ex- 
tending to apprvximately six hundred pages: its possession 
and perusal will amply testify to its being a ‘‘solid’’ work, 
imparting just what one wants to know—''The Principles 
of Money and Banking’ is a message to every Business 
Man and to students of Accounting, Insurance, Banking 
or Economics. 

If you are concerned with the making, handling or 
investing of money, get “‘The Principles of Money and 
Banking’’, by Russell D. Kilborne—simply fill up and 
return the Coupon. a 


E E V S o U A 
Post The Coupon To-day 


SHAW PUBLISHING CO., LTD., 6 Carmelite St., London, E.C.A. 

Please send me one copy of "The Principles of Money and Banking’, 
by Russell D. Kilborne, Ph.D., and invoice at published price of 20/- 
—terms ten days. 
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ORDERS FROM ABROAD SHOULD BE ACCOMPANIED 
BY REMITTANCE M.B.M.36 
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“JUST A GLANCE” art tHe 
COPE-CHAT VISIBLE INDEX 


WILL SHOW YOU 124 ACCOUNTS, AND HOW 
THEY STAND :— 


l. 
2 
3. 
4, 
5 


6. 


The credit status of each customer 

When the last call was made 

When the last order was received 

When the last payment was made 

Which Accounts are outstanding, and for how long 
What action has been taken for collection of overdues 


Why not investigate this ledger method for your own use? 
Details of COPE-CHAT Visible Record systems gladly 


SENT BY RETURN POST. 


THE COPELAND-CHATTERSON COMPANY, LTD. 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 


Telephone: CITY 2284 (3 lines) 
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NON-STOP TYPING 


Speed up the production of your internal routine forms requiring 


carbon copies, ? 
sa. 


The SPEED-FEED Attachment fits any standard make of typewriter, 
and by accommodating Continuous Fanfold or Interfold Stationery 
automatically ipterleaves, and withdraws the carbon sheets from, 
each set of forms. 








All unproductive operations and waste effort are avoided, 
thus enabling the operator to spend more time in actual 
typing, with greater accuracy and convenience. 


The SPEED-FEED can be unhooked at a moment's 
notice, allowing the typewriter to be used for 
ordinary purposes. 


EGRY MANIFOLDING 


REGISTERS | EGRY Lprtp. 


Speed up the production of handwritten 
records requiring carbon copies WARPLE W@Y, ACTON, LONDON, W.3 


Details available on application Telephones : Telegrams 
SHEPHERDS BUSH 3377 (3 lines). EGRYCOMPAK, EALUX, LONDON 











The WEAK Spots of your | 
Business revealed INSTANTLY | 
by installing 


| .  — T= <2 

EASILY FIXED | 
TO ANY WINDOW 

| 

| 


| 


| THE ALL-BRITISH 


VISIBLE CARD 


| 
| SINGLE LINE 
RECORDING EQUIPMENTS 


THE CRITTALL” "y A | TH \T ; i as Full particulars upon application to 

(BRANCH OF RICHARD pian % ere: eee A SELDEX LIMITED 
BUSH HOUSE, LONDON; W.C.2. SELDEX WORKS 
TELEPHONE : TEMPLE BAR 7777; TELEGRAMS: CRITTALL, oe Hazelwell Lane, Stirchley, Birmingham 


Phone: Kings Norton 1618 
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FIT 


typewriter ribbons. 


YOU DON'T BUY WHEELS 
EACH TIME YOU AT NEW 
TYRES — WHY THROW 
AWAY TYPEWRITER 
SPOOLS EACH TIME YOU 
A NEW RIBBON? 


Used typewriter ribbon spools repre- 
sent about one quarter of the cost of 











ming CAN SAVE 
4 25) 


TYPEWRITER 
RIBBON 
COSTS! 


Write for 
24-page booklet 





RIKARBON 


28 VICTORIA ST., LONDON, S.W. 


"Phone Victoria 9488 





ROME 


* The Radio Times List contains the names of all products regularly 


advertised in the Radio Times, during their own ad vertising season, n 
to the extent of not less than 13 insertions, or an equivalent of 
£1,200 per annum. Retailers are having their attention regularly 
drawn to the List for their trade in striking trade press announcements. 
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MANAGEMENT CONTROL POLICY 


- JOHN BEHARRELL 


routine. : 


lan, plan, plan again to capture the , : 


thawing markets and to accelerate . 


ds loosening-up process as much as 


ew advertising and sales promotion 
hemes, lowering prices, impfoving 
ces, and so on. 


there has been no serious check in the 
upward momentum of the curve. 


When Business Begam to Take 


Up the Slack 


For some time the majority of busi- 
ses had sufficient of their organiza- 


eft from the slump wreckage to. 
et this awakening of trade. and to = 


ae of slack to take the ee ; 
-of the new strain. Most firms had idle 
ossible by rushing out new products, workshops that they could re-open, 
long-silent plant to restart, and sus- — 
pended staffs to recall. 


fe orders could be filled, at the start. 
ince that new beginning in 1933 ciate 


Increasing 


Then, as the momentum continued, 
increased, showed signs of solidity and 
betrayed nothing that might suggest 
that the revival was only a flash in the 
pan, managements regained the confi- 
dence to plan seriously for big expan- 
sions to meet still greater demands 
which they foresaw would come in the 


near future. 


- From the middle of 1933, then, this 
olicy of managemen 


“movement, 
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But January, 1936, did not see. 
top of this returning prosperity curv: 
Business is sil improving. 1 
considered generally, 
not now so fast, but it is splendidly 
steady. E 

This has brought managemen 
face to face with another probl 

. . that of the costs of getting “an 

maintaining business. 

The policy of expansion that starte 
in 1933, or a we 


nts for expansion curre 





Rebuilding of old workshops, the 
erection of new and bigger buildings, 
the scrapping of old, inefficient plant, 
installation of new machinery—and 
more of it, the introduction of new 
methods, the taking on and training 
of much bigger staffs, the extension of 
all office routine work, in many cases 
the creation of entirely new depart- 
ments, all meant the sinking of big 
money . . . and in, relatively, a very 
short time. 


It has been Costly to Reach 
Present Prosperity 


Then there was the need for 
heavier buying of raw materials, the 
carrying of bigger stocks, research for 
new products, intensified marketing, 
transport and distribution services. 
This meant that tremendous construc- 
tional work was done. It was vitally 
necessary, all this, to get the business 
and to be able to supply the greatly 
increased number of orders taken. 

Right now, then, at this present 
moment, where are we? 

It cah be said that, on the whole, 
business is at a very prosperous point. 
But it has been extremely expensive 
to get to this point. 

To be quite frank, the upward 
curve of markets has settled consider- 
ably. It is now much less steep. Still 
rising, of course, but less in degree 
and certainly more ‘“‘individual’’. 
The momentum is no longer general. 

Management’s vital consideration 
now, then, is for individual action. 
Each firm’s problem is to keep its own 
forward momentum going while at the 
same time checking the momentum of 
those reconstruction costs which have 
such a dangerous tendency to swing 
along as well. 


A Good Place to Start 
Expense-Overhaul 


To come down to specifics, what 
can be done about checking these 
costs? 

A good place to statt is with the cost 
of getting orders. When the scramble 
started thousands of salesmen were 
thrown out into the field, existing sales 
territories were enlarged, and new 
territories were opened up. 

After a year of running, the records 
of these greatly increased activities can 
tell a great deal to the sales analyst. 
There will be found areas that do not 
pay for campaigning. Cut them out. 


It will be found that some prices and/or 
some products do not go well in some 
parts while they go well in others. 
Reshuffle your marketing plans. Offer 
products B and C to areas where D 
does not go well. 

Weed out the salesmen; give theeun- 
profitable eges every chance by chang- 
ing their products or their grounds, but 
an eye must be given to the expensive 
men. The cost of an order depends to 
a tremendous extent on your costs in 
the field. And the cost of an order, 
multiplied by hundreds or thousands 
weekly, has a tremendous influence on 
the subsequent balance-sheet. 

From orders coming in, consideration 
goes naturally to the factory. A halt 
should be called at this point to the too 
lavish building of new shops and the 
installation of additional plant. Orders 
and prospective orders are not now in 
excess of output capacity, speaking 
generally, of course. 


The ‘Lavish-Buying’ Habit 
Tends to Stick 


The vital thing to do is to check back 
now to see that the already extended 
plant is working to something near its 
full capacity, and that there is no 
expensive over-lap. 

After a spate of building and plant 
buying it is fatally easy to listen to 
works managers, foremen, and so on, 
who, through it, have got into a sort 
of habit of recommending further addi- 
tions as essential. 


Make sure that plant can handle only 


present capacity, plus the safe margin 
of increase that every business must fix 
for itself. 

Plans for still further increases should 
come under ruthless scrutiny and 
should be passed only if based on the 
very soundest calculations as to the 
trends ahead and on specific economies 
to be gained. 

The cost of getting orders and the 
costs of manufacture are probably the 
two outstanding points to which cost 
revision should now be directed. 

Attention then goes to research. 
There is less need now to produce a 
rush of new ideas and new products. 
Research is still vitally necessary, but 
it can probably be steadied up con- 
siderably; intensified, but made less 
speculative. 

Mention has been made of checking 
the works costs. This means a close 
examination right down to time study- 
ing each operation. But this same prin- 
ciple can be well applied, as far as is 
workably possible, right through the 
office organization. 

The plant expansion bug will have 
affected the managers here. To cope 
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with vastly increased postal campaigns, 
high-capacity office printing, addressing 
and mailing machinery may have been 
installed. This kind of equipment is 
so efficient, can cope with such great 
volumes of work, that it is of ex- 
treme imporgance that it is kept fully 
employed. 

It is, however, so versatile that it 
can do a wide range of jobs. Managers 
should be instructed to see that these 
jobs are planned. 


Make all Equipment Show Low 
Unit Costs 


Machinery will also have been in- 
stalled for costing and accountancy. 
Here again are machines of high cap- 
acity and great versatility. See that, 
like the plant in the factory, this equip- 
ment pulls down its own unit wie by 
being fully and profitably employed. 

There are, of course, smaller jobs, 
routine jobs by the dozen throughout the 
whole office organization that also need 
checking up. The stationery buyer, the 
small equipment buyer, the premises 
maintenance man—all these will prob- 
ably show a tendency to keep up the 
‘‘buying’’ momentum unless checked 
against actual conditions of the moment 
and properly calculated trends of the 
immediate future. 

This article is not in any way meant 
to suggest that a curb be put on the 
bold buying of modern equipment and 
materials. But what management needs 
to realize is that productive capacity no 
longer lags heavily behind demand. 

ey need to realize that the heavy 
initial costs involved in converting 
slump-shrunken concerns to a state 
of high production can now be very 
materially reduced by live control with- 
out slowing up the momentum which 
those first expenses were incurred to 
start. 

Building and plant expansion must 
go on—we want it to go on—but it 
must be done in a deliberate way and 
only in strict accordance with budgeted 
plans for the business ahead. 

At the same time, the expense revi- 
sion which I spoke about must be 
directed backwards because conditions 
have altered. Running costs that were 
justifiably incurred to reach certain 
objectives twelve months ago may pos- 
sibly now be cut down a good deal. 
The original objectives are in most 
cases reached, and it should cost less 
to maintain them than it did to get 
them in the first case. 

The problem for management is, 
therefore: Continue to plan steadily 
ahead, but readjust the maintenance 
costs ol the business you have captured 
in the campaign since 1933. 





MANAGEMENT - CONTROL - POLICY 


£1,000,000 NET PROFIT 


Mr. C. J. Bartlett 


million net profit from a year's 


trading: ‘‘That,’’ said Mr. Leslie 
Walton, Chairman of Vauxhall 
Motors, Ltd., at the recently held 


General Meeting, . is the goal 
which must always be one of the 
objectives of a progressive company.” 

For the year 1935 Vauxhalls cleared 
the million mark, with some to spare, 
so Mr. Walton had every good reason 
for making a remark that was not only 
a sort of motto but a congratulatory 
reflection as well. 

This company’s rise during the past 
few years from a not very conspicuous 
position (referring to sales volume) in 
the motor-car market to one in which 
they are now among the undisputed 
leaders is one of the best examples in 
the country of the result of modern 
business organization and management. 
Since the Vauxhall Company reorgan- 
ized completely for big-scale production 
four broad policies have played out- 
standing parts in building up for that 
million net profit. 

First might be cited the intensive 
campaign which the Company directs 
towards employment only of the most 
efficient plant for every job throughout 
the organization. Next there is the 
policy of ploughing back into the busi- 
ness for development purposes a large 
proportion of the profits. Then there 
is the system of scientifically planned 
selling; and finally the scMeme of profit- 
sharing that applies to the executive as 
well as the works staff. These four 
heads of course are very broad indeed. 
They each cover an enormous range of 
detail, but the essentially active, big- 
scale policies of the company can be 
grouped in these divisions. Number 





one, for instance, is a very 
simple statement to read as it 
is given here. But its signifi- 
cance is tremendous. 

The outstanding feature of 
Vauxhall cars as now pro- 
duced by large-scale methods 
is that they retain the high 
quality for which they were 
formerly famous as individu- 
ally built cars for the much 
more limited ‘‘class’’ market. 
To design and build cars of this unique 
combination meant that in the first 
place the finest plant obtainable and 
the most up-to-date methods had to be 
installed. But in a highly competitive 
business such as this it is not enough 
to begin making a product with the 
right machinery. Constant campaign- 
ing must be carried out to ensure that 
at all points the very latest machinery 
and methods are kept current and that 
obsolescent plant is steadily weeded 
out. 


They Follow This Policy of 
Ruthless Scrapping 


It takes a great deal of courage to 
stick to a policy of ruthless scrapping 
of plant to make way for more efficient 
machines. Vauxhalls are one of the 





HESE are the policies which 
reconstructed Vauxhalls and 
carried them right up among the 
leaders of the motor-car industry: 


Intensive research for the 
most efficient plant. 


Ploughing profits back into 
+ the business. 


Scientifically planned selling. 


Profit-sharing among em- 
+ ployees. 





Four Main Policies 
. That Secured It 


By F. T. POULTON 


From An Interview With 


C. J. BARTLETT 
Managing Director, Vauxhall Motors Ltd. 


few firms that do follow such a policy, 
and it is one which plays a considerable 
part in enabling such profits to be 
reached and ensuring that the cars are 
built to such a high standard of quality. 

To keep production machinery at the 
point of utmost efficiency demands hard 
work and great vigilance on the part of 
the management. There is a group of 
experts known as the Production 
Committee. 


Ideas are Gathered from all 
Over the World 


One of the major duties of this com- 
mittee is not only to keep acquainted 
with the mass of published matter rela- 
tive to all phases of plant and produc- 
tion methods likely to affect motor-car 
design and construction but also to 
travel widely to get first-hand know- 
ledge of processes in other spheres. 
These experts do not limit themselves 
to motor-car plants but visit factories 
of all kinds in many parts of the world. 
As an instance, one expert might be 
seeking highly technical information 
about, say, the heat treatment of gears. 
He would visit all kinds of plants that 
make gears—any kind of gears. He 
might discover jwst what he wants to 
know from some small concern that is 
making gears for machinery that has 
nothing to do with motor-cars. 

And so it is with other parts of equip- 
ment. A chocolate factory may provide 
an example of a new type of conveyor 
machinery or an ingenious way of 
applying it. A sheet metal works may 
be found to have discovered a special 
way of handling raw material, In a 
furniture manufactory may be found 
some ingenious method of more effec- 
tively doing something in upholstery. 

In such ways as these the experts of 
the Vauxhall company travel about and 
gain specialized information about plant 
and processes that can be adapted and 
applied in their own organization. 

It must not be imagined, however, 
that all the many ideas thus gained are 
applied haphazard in the Vauxhall fac- 
tory. Nothing could be further to the 
contrary. Before any rearrangement of 
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existing conditions is made, the sug- 
gested improvement—whether it is the 
installation of a {1,000 machine or the 
alteration of a small jig—has to undergo 
a searching test for efficiency and cost- 
saving against the item which it is 
proposed to replace. 

This testing is itself a highly 
specialized business. Suppose, for 
example, a suggestion has been made 
for the adoption of a new type press 
for small metal parts. Whoever puts 
forward the suggestion, whether it is 
one of the technicianseon the production 
committee or a man from the shops, 
must do so in a properly constructive 
manner. He must submit his proposal 
in writing with full details of what, he 
claims, are its advantages over the 
machine it has to replace. 


These Tests Exclude all but 
PROVED Improvements 


The proposal is examined by the 
production committee, who test it, 
installing one of the suggested presses 
if necessary. The machine is examined 
from all points of view, including time 
study and its possible link-up with the 
rest of the processes in operation. 

If, after exhaustive tests, the press 
apparently bears out the claims made 
for it, then its adoption is automatic. 

Every proposal, however, is carefully 
filed under an index number and every 
one is periodically brought out for 
checking against actual results in the 
works. In this way it is impossible for 
“Improvements’’ to become accepted 


( thet eda 


on theoretical value alone, for if their 
first-claimed virtues do not show up as 
actual improvements or earnings after 
a reasonable period of working condi- 
tions, they are thrown out. 

This system of back-checking also 
puts a curb on the too-ambitiouse re- 
organizer. \He is kept down to earth 
by the knowledge that any pro- 
posal, even if it survives the severe 
tests of the production committee and 
is adopted, will stil have to stand up 
to the practical revision test applied to 
it later. 

Improvements to the Vauxhall plant 
are by no means confined to ideas 
brought in from outside. It is the full- 
time job of the production committee 
to study intensively every production 
point throughout the works. 

Every job, every machine, every pro- 
cess is carefully time-studied and the 
whole programme linked into the most 
economic schedule that can be devised. 
This requires constant adjustment so as 
to enable the human factor to work 
with best effect yet without over- 
pressure or drag anywhere. 

From this very brief outline of how 
plant and processes are kept at absolute 
concert pitch, we might logically jump 
to the profit-sharing scheme of the 
company. The human organization is 
so closely linked with the mechanical 
set-up that the two factors are insepar- 
able. 

This scheme was started in January, 
1935, to give everybody in the company 
a direct incentive to keep it in a healthy 
and prosperous condition, to give 
steadiness to employment, to raise the 
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morale and to increase personal happi- 
ness throughout the organization. 

The basis of the scheme is that all 
employees participate in a division of 
10 per cent of the net profits of the 
company aiter deduction of 6 per cent 
on the net gcapital employed in the 
business throughout the year. 


How Employees Benefit From 
Profit-Sharing 


For the current year no less than 
£66,834 was distributed among 5,536 
employees who qualified for it (12 
months’ service or over). This repre- 
sents a dividend on the earnings of 
participants of 6.331 per cent, which 
means that an employee who earned 
{200 in 1935 has received {12 13s. 4d. 
as his share of the fund. The average 
amount received by the employees*was 
{12 1s. 5d., but those coming within 
the long-service category received sums 
considerably in excess of this. Under 
the long-service provisions of the plan, 
250 employees benefited from being in 
continuous employment for 15 years or 
over, 447 between 10 and 15 years, and 
1,241 from 5 to Io years. 

Where “group” working is used in 
line production, such a plan is the best 
of all practical incentives not merely to 
keep operatives up to top-pitch per- 
formance, but to keep them happy and 
anxious to maintain their highest 
efficiency. 

In addition to the profit-sharing plan, 
workers are paid on a bonus system for 


(Continued on page 39) 





From this illustration can be gathered a good impression of the rapid and substantial growth of Vauxhall Motors Ltd., 
particularly of the great extensions made to their Luton works during last year. And building is still going on 
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OVERTIME IS ‘‘BUSY?”’ asks the 


EXPENSIVE City man as he greets 
is friend the manu- 
facturer. ‘‘Busy?'’ echoes the manu- 


facturer. ‘‘We're busier than ever.” 
Then he adds proudly: ‘‘Been working 


overtime for months.’’ 


Why do so many business men look 
upon overtime as a highly desirable 
expedient and an indication of success? 

The fact of the matter is that over- 
time, far more often than not, is an 
‘exceedingly costly procedure for busi- 
ness. But because the actual costs of 
it dp not show directly, the fact is in 
danger of being overlooked. 

In two large factories we recently 
heard complaints among employees, 


_. who have for long been working over- 
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time, that they never have time to do 
their shopping. These men and women, 
some thousands of them, all earning 
good money and bonuses, are prevented 
from spending their money in the shops. 

It does not need a hold-up such as 
this to be in force very long before it 
causes thousands of pounds’ loss to the 
retailers, and through them to the 
manufacturers. Yet these hold-ups are 
going on all over the country. 

From the physical and health point 
of view, too, it is bad. Employee 
efficiency, in spite of the best will in 
the world, falls seriously off during 
extended overtime. Also absenteeism 
through minor ills increases. Overhead 
costs are thus piled up. 

The two-shift system, on the other 
hand, has none of the disadvantages of 
overtime; in fact, it introduces many 
benefits of its own. Employees’ health 


is benefited, work is more efficient, and 
there is less absenteeism and fewer 
accidents. Costs are thus substantially 
reduced here. 


Running costs can also 
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4 "Tx really 
worth-while 
. maf of the 


executi#e sales 
organization type 
is seldom a plod- 
der who can 
work at the top 
of his form day in and day out in the 
same office and exactly thegsame surround- 
ings. 

The brilliant sales organizer is usually 
a man of moods. Not the film-star ‘‘tem- 
peramental’’ sort of individual, but a man 
who reacts fairly positively to environment 
and conditions of work. He is a man who 
is very likely to suffer from what has been 
called the ‘‘four-wall complex’’. 
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generally be brought down through the 
continuous production fime of machin- 
ery, and higher output can be achieved 
without increasing plant or floor space. 
Possibly the number of staff may have 
to be increased, but this benefits 
employment, while the extra cost of 
wages is negligible compared with the 
savings and advantages. 

One point must be emphasized here. 
The above advantages of the two-shift 
system over overtime apply only when 
the bulk of manufacturing expense is 
material. When it is labour, that is a 
different matter altogether. 

Any manufacturer, however, who is 
at present running much overtime 
would do well promptly to look into 
his costs and into these other considera- 
tions that we have pointed out. 
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TIME MANY executives avoid 
THINKING taking an hour in the 

morning or early after- 
noon for thinking. They persuade 
themselves that this can be put off till 
after office hours. It is not good to do 
this, as the brain is then tired. Creative 
thinking is an activity, not a relaxation. 
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This Plan is A Thrice- Yearly 
Tonic for Sales Executives 


From a Managing Director 


In our organization we have five im- 
portant sales executives; two are managers 
carrying a big load of responsibility and 
three are highly important assistants. 

The work these men have to do is essen- 
tially creative and must be done at fairly 
high pressure. 

We found that the four-wall complex 
had a periodic and quite considerable 
influence upon them. After some months’ 
working in the same conditions they 
became, not so much depressed, as off 
their stroke, stale. 

We then tried the plan of completely 
changing the lay-out of these sales execu- 
tives’ offices. We had walls distempered 
another colour, all the furniture moved to 
different positions, and even the lighting 


By THE EDITOR 


THEY’RE NOT MUCH is heard to-day 
BORN TO IT about the machine 

being everything and 
man’s part in business being negligible. 
But that is only true of production 
work pure and simple. Actually, men 
are the real problem to-day. Machin- 
ery is easy to deal with. 

The rapid changes of consumers’ 
demands; the fickle element of fashion 
that influences even the simplest of 
goods; the growing complexity of 
marketing; the need for creative ability 
in design and production; the intricacy 
of labour relations; the widening range 
of mechanical problems; the vitally: 
important job of co-ordinating these 
expanding activities all call for men of 
exceptional executive ability. But not 
sufficient is done to create such ability. 

The opinion is still too widely held 
that directors and high executives are 
born, not made. k 

Successful executives are made, in 
the same way that good workmen are 
made, by hard practical training. 

A system of executive training is 
essential. One of the best, as used by 
a famous firm in the foodstuffs trade, 
is as follows : 

Young men are carefully selected at 
interviews and then are given a month's 
‘lightning tour’’ of the firm, a few days 
in each department under the depart- 
ment head. After that a two hours’ 
interview with the management, who 
catechizes them. . If satisfactory, they 
are accepted and put on two years’ 
training to learn all departments, 
including manufacture and ‘‘out on the 
road’’, 

Every three months these trainees 
have a short written examination, 


(Continued on page 18) 
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fittings changed in 
style and position, 

We were much § 
amazed at the 
difference it 
made; the crea- 
tive spirit re- 
turned to our 
men right away; they seemed to get off 
again to an entirely fresh start. Now we 
re-vamp these offices regularly, three times 
a year, giving them a thorough change 
round, a new colour scheme and often 
some new item of equipment. 

This plan has banished the four-wall 
complex because it comes as a complete 
change just when the creative brains 
need it. 
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You Do The PLANNING... 





hat exactly is a Gantt Chart? 
We have been asked that ques- 
tion many times by business men 
in medium and smaller-size organiza- 


tions. These business men have heard 
of Gantt Charts but have generally 
assumed that they formed part of a 
technical system meant chiefly for the 
control of very large industrial plants. 
To clear the minds of these inquirers 
of any wich fallacy we have decided to 
publish extracts from the latest book 
on the subject: The Gantt Chart, by 
Wallace Clark, published by Pitmans 
at 7s. 6d. 


ANY Size Business Can Use 
Gantt Charts 


What little we are able to give from 
this excellent book will, we feel sure, 
show that Gantt Charts are really 
Henry L. Gantt’s long experience in 
planning work for profits, plus his in- 
valuable common sense crystallized 
out into a simple, easy-to-use tool 
of management. It will be seen 
that it is an effective tool for the 
management of any sized business; 
that it introduces profit-building con- 
trol of the small typing department or 
the small foundry just as much as it 
does of the huge shops of a mass- 
production firm. 

Henry Gantt was a consulting man- 
agement engineer. He developed prac- 
tical methods of planning, production 
recording, store-keeping, cost-keeping 
and bonuses to makg his own work 
easier and most effective. Mr. Wallace 


Clark, known to business men to-day 
for his consulting management work, 
has described Henry Gantt’s system in 








- N By ; 
WALLACE CLARK 


such a practical way that a reader 
can straightway apply it to his own 
business. 


he great point about Gantt Charts 

is that they present their facts in a 

new way: not from the top down- 
wards but from the bottom, upwards. 
This makes a system of management 
that can be easily understood by the 
rank and file as well as by the super- 
visory people above them. 

If management is to build progres- 
sive businesses under ever-increasing 
competition, its decisions and actions 
must be based not only on carefully 
proved facts but also on a full apprecia- 
tion of the importance of the momen- 
tum of those facts. The Gantt Chart, 
because of its presentation of facts in 
their relation to time, is the most not- 
able contribution to this factor in the 
art of management. 

The use of a Gantt Chart makes it 
necessary to have a plan. Recording 
that plan on a chart where it can be 
seen by others makes it definite and 
accurate and promotes the assignment 
of clear-cut tasks to individuals. 


Knocks Those ‘Alibis’ On 
The Headj 


The Gantt chart compares what is 
done with what is planned—it keeps 
the executive advised as to the progress 
made in the execution of his plan, and 
if the progress is not satisfactory it 
tells the reasons why and thus fixes 
the responsibility for the success or 
failure of a plan. Causes and effects 
with their relation to time are brought 
out so clearly that the executive can 
foresee future happenings with great 
accuracy. 

This type of chart is remarkably 
compact. Information can be concen- 
trated on a single sheet which would 


Gantt Charts are Easy 
to Construct and to Read 









Fig. 1, at the top, shows spaces which 
constitute the daily schedule. 






Fig. 2, centre, shows insertion of the 
light horizontal lines, which represent 
work actually accomplished. 






Fig. 3 shows con- 
tinuous lines of the 
cumulative schedule 
and the heavy lines 
(for comparison) of 
cumulative work 
actually done. 









require more than thirty sheets for the 
usual type of curve charts. There is a 
continuity in the Gantt Chart which 
emphasizes any break in records or any 
lack of knowledge as to what has taken 
place. 

The charts are easy to draw. No 
drafting experience is necessary, for 
only straight lines are used. Coloured 
inks and squared paper are not needed. 

A vitally important point about these 
charts is that they visualize the passing 
of time, and so they help to reduce 
idleness and waste of time. The charts 
themselves become the moving force 
for action. . 


This is How The Charts 
are Built Up 


The Gantt Chart does not conflict 
with other types of charts used in 
business. Curve and bar charts are 
generally historical or are employed in 
analysing a certain condition or to pre- 
sent facts more clearly than figures or 
written descriptions. The Gantt Chart 
is not for such purposes: its field is in 
the operation of industry. Based on a 
clear conception of facts from whatever 
source, plans for action are formulated 
on Gantt Charts; progress is followed 
and obstacles removed. 

In the Gantt chart a division of space 
represents both a time and an amount 
of work to be done in that time. Lines 
drawn horizontally through that space 
show the relation of the amount of work 
actually done in that time to the 
amount scheduled, a feature which dis- 
tinguishes this chart from all others. 
Equal divisions of space on a single 
horizontal line represent at the same 
time : 

1. Equal divisions of time. 


2. Varying amounts of work sched- 
uled. 


3. Varying amounts of work done. 


Thus it shows the relation of time 
spent to work done. Furthermore, 
since knowledge of what has happened 
and when it happened causes action, 
the past projects itself into the future, 
and records charted in this way become 


dynamic. A single example will make 
this clear. A week's work is planned 
as follows: 
Monday .100 ; Thursday . 150 
Tuesday . 125 Friday . . 150 


Wednesglay 150 


A sheet is ruled with equal spaces 
representing days (Fig. 1), and the 
amount of work planned is shown by 
figures on the left side of the day's 
space. So fag the chart shows the 
schedule and its relation to time. The 
work actually done through the week 
was: 


Monday . 75 Thursday . 180 
Tuesday . 100 Friday . . 75 
Wednesday 150 ' 
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Gantt Charts Apply the ACTION 


This is charted as shown in Fig. 2. 
Lines are drawn through the daily 
spaces to show a comparison between 
the schedule and the actual accomplish- 
ment. On Monday the space represents 
100; only 75 were done, so a light line 
is drawn through 75% of the space. On 
Tuesday 125 were planned; 100 were 
done; a line is therefore drawn through 
80% of the space. 

On Wednesday 150 were to be done 
and 150 were done, so the line is drawn 
through the entire space. On Thursday 
150 were scheduled and 180 were done, 
i.e., 120% of schedule, a line is there- 


Week Ending June 18 
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Man Record Ghart 
Centre: Width of daily space represents 
amount of work that should be 
done in a day. 

Work actually done in a day. 
mme e ~- Time taken on work on which no 
estimate is available. 
uam unu Weekly total of operator. Solid line 

for estimated work; broken line 
for time spent on work not 
estimated. 
EN Weekly total for department. 
_ Portion of daily space through which no 
line is drawn shows how much the man has 
fallen behind what‘ was expected of him. 





REASONS FOR FALLING BEHIND 

Absent. 

‘Green’ operator. 

Lack of instructions. 

Slow operator. 

Material troubles. 

Repairs needed. 

Tool troubles. 

Holiday. 

Smaller lot than estimate is based on. 
e 


+ ° 
Progress Chart of Office Work 


Lower: To get his work done an office 
manager needs to know at frequent intervals, 
usually daily, what progress is made. He 
gets reports from his degarnneni heads 
showing amounts of work they receive each 
day, amounts done, and that left over at 
the end of the day. One of his assistants 
charts this information and by 10o a.m. each 
day shows him a complete record of the 
previous day’s work. 
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fore drawn right across and another 
short one to represent the 20% excess. 
On Friday 150 were plann&, but only 
75 were done, so a line is drawn accord- 
ingly through 50% of the space. 

The chart now gives a comparison 
day by day of the amount of work 


scheduled with that actually done and 
the relationship of both schedule and 
accomplishment to time. 

It is, however, valuable to know 
how the whole week’s work compares 
with the schedule and see the figures 


(Continued on page 40) 





THESE CHARTS TELL A CLEAR-CUT STORY 


A Gantt Idleness Expense Chart 


Top : 


This chart shows in cash what it costs to have machines idle. 


In this plant the 


overhead burden was applied to the cost of the product by means of a machine rate. In 


the foundry 
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the cost of owning the land, building and maintaining the equipment, and 
supervision was distributed to the various moulding 
floors and an hourly rate arrived at. As the cost of 
keeping a floor ready for work went on whether it 
was used or not, floor cost was charged to idleness 
accounts according to reasons for that idleness. 
When work was done, wages with cost of materials 
were added to this floor rate and charged to the 
order worked on. 

Chart shows that cost of maintaining that part of 
the total plant which did no work and could not 
therefore be charged to any specific manufacturing 

order totalled £7,388 for one week. 


‘Lack of 
orders” caused more idleness than any 
other single reason, £3,277. “Lack 
of help” cost £1,413, and “lack 
of material’ cost £1,022. 
And so on, as other 

factors clearly 
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1,800 SQ. FT. 
IN AREA 
WITH LETTERS 
EACH 
I2 FT. HIGH! 
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THE FIRST NATIONAL ROAD SAFETY CAMPAIGN RECENTLY LAUNCHED 
BY THE AUTOMOBILE ASSOCIATION OF GT. BRITAIN AND IRELAND was 
planned and executed by PLANE ADVERTISING LIMITED, USING FOR THE so ~ 
FIRST TIME GIGANTIC SKY SHEETS EACH 900 SQ. FT. IN AREA. THE 
LATEST AND FINEST FORM OF PLANNEDZAERIAL PUBLICITY BACKED BY 
A QUALIFIED PUBLICITY ORGANISATION. 


This Latest Technical Achievement is NEWS - - = DAILY MAIL, DAILY MIRROR, MORNING 
POST, NEWS CHRONICLE, STAR, DAILY SKETCH, THE TIMES, DAILY TELEGRAPH, DAILY 
HERALD, carried the story of this amazing publicity medium, with actual photographs of its flight. 


OVER 800 PROVINCIAL NEWSPAPERS AND JOURNALS told of Its POWERFUL EFFECT on the 
public mind. 


THIS AMAZING MEDIUM IS NOW AVAILABLE TO NATIONAL ADVERTISERS AND OTHER 
INTERESTED PARTIES AT VERY LOW COST. 


We shall be pleased to SUBMIT DETAILS FREE OF ALL COST OR OBLIGATION upon request. 


PLANE ADVERTISING 
LTD. 
Brettenham House, Strand, London, W.C.2 


Telephone : TEM [ple Bar 2850-2859 Telegrams : Planeads, Phone, London 
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Monthly Review And Forecast Of Business Conditions 





THE BUDGET will Prove no Obstacle 


pril has been another month of 
unpleasant shocks. An increase of 
even threepence in the Income Tax 
was unwelcome, although necessary. 
The disasters to Abyssinia’s army fore- 
shadowed a difficult settlement with 
Mussolini. Finally, there were hints of 
labour troubles ahead, typified by the 
cotton weavers’ demand for an increase 
of 15% in wages. This demand affects 
a hundred thousand workers. 


General Prospects 
Are Good 


B ut these are only spots upon the face 
of industry’s rising sun. Even the 
Budget: has the negative virtue of 
honesty, also the positive virtue of 
allowing another 25s. to reach the 
pockets of every married couple paying 
Income Tax. This, with the new family 
allowance, will make up a part of the 
£6,500,000 paid out in additional 
Income Tax. 

. Looking at the picture of British in- 
dustries at home, the new burdens can 
surely be easily borne. For the arma- 
ments boom, involving this year alone 
£40,000,000 worth of additional ex- 
penditure, is gradually being added to 
the building boom and the motor boom. 


ACTIVITY FACTORS 


Business Activity Index 
Steel Production 





MINUS 


Iron Production 

Coal Production 

imports (total value) 

Raw Material Imports 

Exports (total value) 

Building: (total value) 8-3 
Factories, etc. 

Employment 

Wholesale Prices. 

Rail Traffics 

Postal Receipts (net) 

Bank Turnover 

Shipping: Entrances 

Clearances 

Rayon Output 

Raw Cotton 

Wool Text. Wages 

Electricity Output 

Retail Sales 

Motor Registrations 

New Capital Issues 
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Building Will 
Continue — 


T great danger that private build- 
ing might taper off too rapidly has 
been met. The experts do not now 
expect that the housing saturation point 
will be reached before 1941. For this 
solution we have to thank marketing 
as well as management. Their confi- 
dence is based on a number of reasons 
which would seem to be unanswerable. 
Low interest rates offered by the build- 
ing societies are making it easy for the 
lower middle class to buy houses. 
Intensive advertising is adding to the 
sales of not merely estates but of single 
builders and agents. 

Building costs are still coming down 
where mass production methods are 
employed. The conditions of instal- 
ment purchase are being made increas- 
ingly attractive. Repayment can now 
be made over longer periods; weekly 
payments are lower; smaller deposits 
are required. In other words, the house 
builder has ‘learned from the aggressive 
selling and advertising technique of the 
furniture stores. 

Further, the new estates themselves 
create a demand for shops, garages and 
public buildings. 

The demand for increased factory 
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ANALYSIS OF COMMODITY PRICES 


space is compelling many firms to build 
at last. The public authorities are 
again spending lavishly. During the 
past year loans for public works were 
sanctioned by the Treasurer up to 
£35,000,000 or £9,000,000 more than in 
the previous year. In other words, not 
merely will other forms of building 
repay any slackening in house building 
but the slackening in house building 
will be so gradual as to be little felt this 
year or next. 

This is the greatest assurance for con- 
tinued improvement conceivable. Be- 
hind this building boom and the begin- 
ning of the armament works stand the 
iron and steel industries, the brigk and 
cement trades, the timber, furniture 
and hardware trades. Both the iron 
and steel industries have exceeded their 
boom of 1935 records in March: iron by 
14.3% steel by 16.6%. The other indus- 
tries concerned are working to full 
capacity, the furniture trade in particu- 
lar being able to employ greatly ex- 
tended old and new factories to the 
full. 


A Batch of 
Good Figures 


Ne is the motor industry far behind. 
Registrations for February (the 
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PLUS | 
BUILDING 


of Factories And 
Business Premises 


Up 6.6°/, 


While total building plans passed for 
March decreased 8.3% compared with a 
year ago, the building of factories, 
offites, shops, etc., increased by 6.6% 
$ —a significant indication of the pros- 
i penty cycle. 

ron production, up 14.8%, and steel 
production, up 16.6%, are figures re- 
flecting record output. Steel production 
is now running at a higher level than 
at any time since 1917, 

The high increase in total imports of 
raw materials—19.0°J—is another solid 
$ factor of good business. The continued 
| rise in employment is still another 
sign. 4.1% increase is the latest. 
recorded, 

The new successful issues are reflected 
in the huge increase over a year ago, 
a rise of no less than 47.6%. Retail 
sales, too, are up. Indeed, the only 
minus figures in the main features of 
the chart occur in building and coal 
production. The latter showed a slight 
decline of 1.7%. 

_Most of the commodity prices con- 
tinue to show big advances over a year 
ago. Rubber, is now 40.0% up, while 
wool is 27.7%, in advance of last year’s 
price. Tin and cotton each show a 
slight decline, but copper, at 19.6% and 
$ Wheat, at 12.5% reveal good increases. 
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latest available) were 18.5% ahead of 
last year. This is equal to 33% over 
February, 1934. We are producing 
three cars to-day for every two that we 
built in the spring. The improvement 
in the sales of commercial vehicles is 
particularly reassuring. 

Other trade indexes reflect the 
general improvement which is spreading 
out from the South and the Midlands. 
New capital issues are up by 47.6% 
over a year ago; ihe postal receipts are 
up by 5.9%; shipping clearances by 
8.3%; raw materiał imports by 19%; 
exports by 1.6%. 


- + 


A final reflection in the increase in 
prosperity is the rise in retail sales by 
7.9% over last March. 


Watch These Three 
Danger Spots 


T here &e three danger spots in the 
Situation. One is that of rising 
prices. The retail price index, it is 
true, fell by two points {to 114) in 
March. But this is still five points 
above last year. Wholesale prices are 
up by 5.5% over a year ago. Probably 
the failure to increase our exports is due 
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em London District : Retail 
sales in suburban London 
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rose sharply by 7.4%. 
Those in west and central 
London by 8.4%. General 
conditions good, City 
business picked up again 
despite uncertainty of 
foreign outlook. Con- 
tinued heavy activity in 
factories in and around 
London, Prospects ex- 
ceeding bright for sum- 
mer period. 


UP TO 10% 
10%T015% 
/15%T0 20% 


20%T0O 25% pera Rg riage L 

25% AND OVER other fish ports on east 
PERCENTAGES UNEMPL? | Syste fish fadustey’ shows 
È that British fleets are fish- 
Jo-e] en slehiy greater 


uantity landed in 1985 
than year before but value 
less. Report urges greater 
co-ordination between vari- 
ous sections fish industry. 


Midlands : Various in- 
dustries continue to enjoy 
steady work. All motor 
industries at Coventry, 
Rugby, Birmingham, Wol- 
verhampton and Derby 
have good summer pros- 
pects. Aircraft factories 
working at capacity. Most 
Birmingham trades show- 


SUNDERLAND 


LIVERPOOL Uy k, ing steady expansion. 
a, SHEFFIELD while Leicester, North- 
JANCHESTE. ampton, Nottingham main 


trades are busy. 
W. & S. W. Districts : 
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COVENTRY at good pace, utloo 

Z= KIDDMIN: Onrenincna (_) NORTHAMPTON now seems favourable. 

a IDSWICH Demand for Welsh coal 
a HEREFORD shows some improvement 


in sections but generally 
condition is bad. Swan- 
sea tinplate production 


L NDORN) still going ahead. Ship- 

BRISTOL ping at western ports 
© @) shows no appreciable 
O) BATH CHATHAM change. Engineering and 


light factories busy. 
District : New 


by N.E. with Sheffield 
and N. Lincs. Furnaces 
in Middlesbro’ and area 
working at capacity. 
Fresh furnaces being blown 
in. Good trade certain in 
pig-iron for many months. 
Shipping outlook on Tyne, 
Tees and Wear much 
brighter. More tonnage 
under construction than 
for some years past. 


DOWN 
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especially all sections of 
engineering. Timber trade 
has picked up from bad 
weather setback. Farm- 
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to this fact. For rising prices make it 
easier for the foreigner to get in and 
more difficult for the home manufac- 
turer to get his goods out. 

Here is the one danger in tariffs. 
When the rising price level makes busi- 
ness easiere at home, why should the 
manufacturers trouble to get orders 
which are more difficult to grasp and 
finance less secure abroad? Serious 
criticism is already being levelled at 
the heavy industries for their lack of 
energy in going after foreign orders. 
That way lies a retribution: for de- 
creasing exports eventually means 
decreasing imports. 

The trade balance is not itself in 
danger. For National Income from 
foreign investments rose by {25,000,000 
between 1933 and .1935; a similar ex- 
pansion can be anticipated this year; 
so that the present visible adverse 
balance of {19,500,000 is not serous. 

Allied to the danger of rising prices 
is that of labour troubles. A stoppage 
in any branch of the cotton industry 
this year would be catastrophic for 
Lancashire. But any serious stoppage 
in any industry or any big increase in 
wages in an unprotected industry would 
tell seriously on our capacity to com- 
pete with the foreigner abroad., 


Big Increase In 
Spending Power 


Fortunately, wage levels are gradually 

rising in a reasonable and orderly 
way. Every week of this year’s first 
quarter the total wage rises have meant 
another {242,000 for the wage earners. 
This means a total additional purchas- 
ing power of {12,000,000 per year. 
Most of these rises have been made as 
the result of the operation of sliding 
scales or through other similar agree- 
ments. That way alone lies safe pro- 
gress in recovery. Any jolts from 
strikes or excessive costs of production 
will be particularly expensive at a time 
when foreign orders are becoming more 
difficult rather than more easy to 
obtain. 


U.S.S.R Europe's 
Bright Spot 


he present condition of Europe points 

to still more difficult conditions 
in many branches of foreign trade. 
The German Government has just re- 
newed {100,000,000 worth of special 
bills issued to develop labour schemes, 
including rearmament. The inference 
is that, there is not sufficient ready 
money in the country to raise a loan 
for the purpose. 

Italy’s gold reserve is now down to 
£49,000,0c00. The banks have been 
nationalized; there are rumours that 
shares in portant industrial con- 
cerns will be ‘‘mobilized’’, i.e., taken 
over in return for State Bonds. 

These are not the conditions under 
which foreign orders can be obtained. 

On the other hand, conditions in both 
France and Belgium are improving 
slowly. Perhaps the brightest spot in 
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Europe is Russia. Here there would that some dealers’ periodical exhibitions All these plans tend to create trade 


appear to be openings for further trade, are quite a big local event. for the dealer and to check to some 
as money is gradually reintroduced into Then there are the big used car extent the purely private and uncon- 
the country’s economy. ` exhibitions held by leading dealers. trolled deals between individuals. 

U.S „Å. N O i 

Improvement . 


n the other hand, America remains EX PO RTS“ ‘yp IMPORTS - JD 


an enigma. We cannot look here 
for any great increase of foreign trade 
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second-hand market is going to be still 
more of a problem for the motor-car 
firms this summer. Even that back- $ 
ee BE kee trade, the ee ave R Ẹ T A i L S A L E S PERCENTAGE INCREASE OR Up 
shops, have been making less and less DECREASE ON LAST VEAR = 


money. It is the ‘‘over-swing’’ of that 


“SS 









slump expedient: continuous price re- co ex 8 a À > Y 
duction. The public accepted the reduc- k Š < š $ 3 = “= (CS 2 S = & 
tions eagerly enough. But now that they (OO Ss Re a ee. “ae 
have a still wider choice of goods atow A OE E FH 
prices and better quality, how can they + 8 STOCKS AT SELLING COST eee eee eee ee ee. Ce 
be brought to accept a rising market? +6 s | | a 
The radio trade is trying to induce ff. * 9} t N te 
some sort of stabilization by the “Rent +4 _\_Jiy yr ae a Tn eee Meese 
Your Radio” campaign. They aim to À , NAANA eee ee 
get mass installations and, by the offer 2. Ny A A V A ae ee A EM, WE 
of “a new receiver every two years”’, Oo; Nw ee ane 
to keep the renter on to their own make ~2 See eet es ee E 
of set. ZERO LINE = — a TV] Cf 
This move is obviously effective, -4 PANGS YEA 2 4 _srocns ar cost Ie N 
since the renter, if he wants to enjoy -6 COOOL EO EN T 





this condition, which is his main object 


in the deal, cannot change to another : m? 
an COMMODITY PRICES Up | 


For the manufacturer this is a 





tremendous asset. It stabilizes demand, COST OF 
enables him to budget future output LIVING -Up 
with some accuracy, and so control his (1930+ 100) (JULY 1914 + 100) 
prices. oat 

The motor-car trade, especially three — m 
leading manufacturers, are trying UR Ba 
various expedients to cope with the ooo : en m 
used car problem. Morris partitularly ESS — NS 
are nationally advertising their second- ToS TT Forro AS 
hand cars, urging customers, if they ZRA Š Sling te PA Hi HS. NEO 
buy a second-hand car, to buy a Morris AORN SR SHH SH FREN SR D IRNS pp 
and to buy it through an authorized A~ BR SS ART OF -SHD RE ~ a ~ BS ORE ~ 
Morris dealer. i A ASA X ISNS RNS. < AEN: = 

This gets the dealer ingon the trans- A SPN AR SUR ASAN ON ASA URS SE 
action a helps him ent as safe- BSR Š RD: ASAS = as x 
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other new tendency is for the WINN RNS INN INN 

manufacturers to encourage more and 90 AZANIS BO EZ O ANJE AN: 
more ‘‘exhibitions’’ of both new and MATERIALS FOOD 


used cars by local dealers. In many 
cases this idea has been so worked up : ee re = 
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Dolicy Dont ers continued FROM PAGE II. 





judged by the management. Depart- 
mental heads also constantly report the 
progress of their charges. 

At the end of two years the young 
men come before the management for 
a final interview, and, if everything is 
satisfactory, for appointment to the 
permanent staff as junior executives. 
__ This firm has one of the finest execu- 

tive staffs in the trade and has always 
an ample veserve of executive men in 
training. That’s where too many firms 
fali short, no executive reserves for the 
future. 

+ 


BETTER THAN - AMONG the big 
REPAIRING manufacturing 
BREAKDOWNS Plants of this 


country there is a 
strongly increasing tendency towards 
what might be called ‘‘planned main- 
tenance”. “That is, in the works, the 
management of progressive concerns 
have established small groups of experts 
whose job is constantly to tour the 
entire eplant, visiting every machine 
looking for possible breakdowns. 

This is in sharp contrast to the old 
policy of having an emergency squad 
ready to rush out and repair a break- 
down that has occurred. 

Planned maintenance is particularly 
valuable in all forms of mass production 
work where a hitch at any point is 
liable to hold up a whole line. 
~ The works director of a famous food- 
stuffs concern recently told us that in 
six months during which they had 
had planned maintenance, not ten 
minutes had been lost as a result of a 
mechanical hitch of any kind. 





Pass it Along Please... - 


BUSINESS is not a one-man magazine. 
The information published in it is 
directed not only to the heads of busi- 
nesses but also to the several executives 
who control the various managerial 
departments. 

A managing director is concerned 
chiefiy with business planning. He is, 
therefore, actively interested in the 
- articles which Business publishes on 


GROUP THE tremendous im- 
ADVERTISING: portance —and the 
DOES PAY  power—of “group” 


advertising is revealed 
in a’ drathatic manner in a 94-page 
special supplement of the Advertiser's 
Weekly for April 23rd. 

Does group advertising pay? How 
much is it necessary to spend on it? 
How is the money obtained? Those 
are the questions the business man asks. 

Does it pay? In 1929 the British 
Trawler Owners’ Association increased 
its revenue by £1,000,000 through their 
group -campaign. The Harris Tweed 
Association, since September, 1935, 
doubled the amount of material 
stamped, whigh is the trade gauge of 
quantity. The sales of bread, fruit, 
tiles, tea, herrings, milk, coal, gas, beer, 
paint, among other products, have also 
been much increased by this means. 

How much money is needed? It 
depends, of course. The trawler owners 
spent £40,000. The paint people 
£45,000. Branded teas £6,000. Milk 
£80,000, plus government supplement 
of £30,000. 

Some of the campaigns now in pro- 
gress involve even less than the tea’s 
£6,000, which is in itself much less than 
many firms normally spend on pub- 
licity. So there is no foundation for the 
idea that group advertising necessarily 
demands huge sums. 

How is the money raised? This is 
always the most difficult part of a group 
scheme to arrange. It depends entirely 
on what interests are involved. For 
example : 

The money for the trawlers’ cam- 
paign was secured by a levy of rd. in 


and Control. 


Management, 

Under these headings, however, come 
the other activities: those of Sales, 
Factory and Office Management. While 
the head of a business is vitally inter- 
ested in these spheres he is not, as a 


Policy 


rule, actively concerned with their 
detailed direction. 

The Business articles on these sub- 
jects he will therefore peruse in order 
to get acquainted with Inodern methods 
and trends, but he will then pass them 
to his Sales, Factory and Office execu- 
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the £ on the value of fish landed. Milik, 
by a compulsory levy by the Milk 
Marketing Board of 4d. a gallon. Bread, 
levy on millers based on output of mills. 
Harris tweed, levy on each 5-yard piece 
stamped with trade-mark. A special 
article in the Advertiser's Weekly Sup- 
plement explains in detail the methods 
of raising the money. 

The great point for the business man 
to understand, however, is that group 
advertising as a new force for sales pro- 
motion has indisputably established its 
effectiveness and economy. It is a 
factor of sales management to which 
executives must direct their immediate 
attention. 


+ 


PROFIT SHARING PROFIT sharing 
MAKES MORE is a policy that 


PROFITS is growing un- 
ostentatiously but 


steadily among firms of all sizes. H it 
were possible to give a list of firms now 
running such schemes it would be an 
impressive one-—far bigger than the 
average business man imagines. Week 
by week firms of all kinds adopt profit 
sharing without -making any announce- 
ment of the move, so the total number 
remains unknown. 

At one time profit sharing was con- 
sidered practicable only in the large 
firm, but that fallacy has been ex- 
ploded. Firms with less than 50 
employees are to-day among the 
staunchest supporters of the scheme. 

In the last twelve months-we have 
visited ten ‘“‘profit-sharers’’. All have 
agreed that the policy is not philan- 
thropic or merely idealistic, but that it 
is sound business. Managements that 
have not already looked into it as a 
factor that puts enthusiasm and steadi- 
ness into the personnel would do well 
to give their close attention to it. 

The trend is that in smaller firms the 
system followed is a straight division, 
yearly or half-yearly, of cash after an 
agreed dividend has been paid to the 
shareholders. In these cases the ‘em- 
ployees hold no stock, but receive a 
dividend in proportion to their salary 
or wages. 

Larger concerns seem to favour the 
issue of actual stock to their employees. 
This has no negotiable value outside the 
concern, but beyond their initial free 
issue of stock employees are able to 
negotiate internally with their holdings. 
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tives wHo are actively concerned with 
these subjects. 

In the average-sized frm we know 
that from four to six executives read 
BUSINESS. 

To make it easier for vou to circulate 
your copy of Business to these execu- 
tives and senior, employees who should 
read it and use the ideas explained, a 
“Reading Slip” has been enclosed in 
this issue. i 

We suggest that the.best place to 
affix it is on the front cover, at the top. 


MARKETING - ADVERTISING - SELLING 


They're Spending Money Here 





+ 


he first attempt to find oil in Great 
Britain since passing of Petroleum Act 
of 1934 has begun at Portsdown, near 
Portsmouth. Plant to reac® 10,000 feet 
has been erected; £60,000 is being spent. 


+ 


olton, centre of Egyptian cotton-spin- 
B ning industry, is spending £750,000 on 

new civic buildings, to be completed 
by 1938. i i 


+ 


iverpool is to extend Clarence’ Dock 
power station at a cost of £767,580. 


+ 


firm of engineers and brass founders, 

‘with works in Bolton and Audenshaw, 

Manchester (Francis & Jones, Ltd.), 
are to. develop an aluminium alloy dis- 
covered by a member of the firm. It will 
be used mainly for making machinery 
used for manufacturing foods, sauces, 
and similar products. It is much cheaper 
than chromium plating and stainless steel 
and will not oxidize or tarnish. l 


¢ 


ancashire’s “‘second’’ textile industry— 

L garment making-up trade—reports 

that they have had a boom season in 
overcoats. - 


+ 


overnment decided to establish new 
Royal Air Force centre and muni- 
tions factory in South Wales. Loca- 
tions -not yet announced. ~ 


+ 


t the opening ceremony of a £250,000 

department store in ’ Leicester, ‘last 

month, one of the directors stated 
that Leicester was chosen as the location 
of a new branch because, ‘‘statistically 
speaking, it was proved to be the second 
most prosperous city in the world’’. 


+ 


tandard Motor. Company, Coventry, 

are spending £500,000 on extensions. 

When these are completed output will 
be doubled. 


made to the Longford electricity 
generating station, Coventry, Cor- 
poration. > PA 


+ 6 b 


ritish United Shoe . Machinery Co., 

Leicester, which last year increased 

‘number of its employees by 300 to 
3,400, 1s extending its premises. Further 
increase in workpeople is likely. 


+ 


eliable statement gives {1,000,000 as 
R the sum of money set aside this year 

by firms in Sheffield and district for 
extensions and improvements of works and 
machines. Sheffield Corporation proposes 
to spend £850,000 on extensions of electri- 
city station’and other electricity services 
during next financial year, being part of 


Ea costing’ £200,000 are being 


schemes involving total expenditure of 


over £2,500,000. 
PA 


no 
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ew food canning and packing factory 

is to be built, at cost of £100,000, on 

12-acre site in Sheffield, as extension 
of Batchelor & Co. The firm’s primary 
concern is pea canning, but operations 
are to be extended to fruit, vegetables and 
puddings. 


+ 


t Clitheroe, Lancs, number of unem- 
ployed has been halved during the last 
year. Much of this is due to construc- 
tion of new works for a cement company, 
where a night shift has been started. 
Very few weavers dre now out of work. 
One mill has been equipped with auto- 
matic looms, and in two others more 
looms are working than for a long time. 


+ 


ifty new coke ovens, with annual out- 

put of 182,000 tons of metallurgical 

coke, are now heating up at Govan, 
Scotland. Among the by-products will 
be about 900,000 gallons a year of motor 
spirit. 


+ 


New Products for New Markéts 





.jatrington firm, Peter Stubs, Ltd., 
manufacturers of engineers’ files and 
saw files, has brought a new line of 

business to Lancashire. Until three years 
ago precision files came chiefly from Swit- 
zetland; were, in fact, generally known as 
Swiss files. 

+ 


new process, photosculpture, was re- 

cently demonstrated in London and 
, Newcastle. Working on the principle 
of the photographic camera, the apparatus 
produces solid models of objects exposed 
before the lenses.‘ The process occupies 
only a few minutes. It is the invention 
of Mr. Sidney Jefferies, of Newport (Mon.). 
sir Howard Grubb, Parsons & Co., of 
Heaton, Newcastle, have entered into an 
agreement for manufacturing rights. 


+ 


n ingeniously designed chair capable of 
being turned into a bedside table, in- 
vented by Mr. R. Plested, of North 
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ideas For Bigger Sales 





ir-conditioning builds profits. Here 

are some pointers for the coming 

summer. Patrons of restaurants 

eat more in the cooled, fresh air. 

Waiters give better service with less 

fatigue. . 
+ 


otels with conditioned air find that 

business men favour their rooms 

for conventions and conferences. 

Women also prefer thes® hotels be- 

cause there is no ‘‘stale smoke” in 
the atmosphere. 

eae 

“hops make more sales in the cooled 

air.. Furriers,. hatters, etc., have 
less stock marked by perspiration. 


ne of the latest sales aids is bottles 
covered with cellophane printed in 
coloured designs. The idea is in- 
expensive, and the bottles look like the 
high-grade hand-painted variety. 
+ 
nother new-comer is a transparent 
plastic that can be cut, moulded, 
bent, etc. It looks like glass but 


is half the weight. A useful material 

for the display man. 
+ ; 

. leading advertising man recently 

A said that a good mail order cata- 

logue is one*of the most valuable 

books on advertising and selling. He 

advises every advertising man to study 


Shields, has given Tyneside a new indus- 
try. Among the orders received have 
been some from ship-owners who will in- 
stall the chair in ships’ cabins. because of 
its space economy. The manufacturer is 
J. Freeman, Newcastle. 


+ 


xtensions and new research laboratories 
z of British Cotton Industry Research 

‘Association at the Shirley J[nstitute, 
Didsbury, Manchester, recently opened, 
have made the Shirley Institute one of 
the best-equipped research stations in the 
world, where practically every type of tex- 
tile investigations can be carried out. Be- 
sides investigations into manufacturing 
processes of cotton and other textiles, the 
Institute tests new machinery and sug- 
gests improvements to existing machines. 
It also co-operates with industry by main- 
taining a staff of experts who visit mills 
to study difficulties on the spot. 
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the best examples because every page 
and every item must pay its way. 
These catalogues reflect years of experi- 
ence in selling goods by the printed 
word. z En i i 
+ 

cinema proprietor hit on a good 
A idea when he had programmes 

printed on a cellophane panel 
mounted on the ordinary surround of 
advertisement matter. The programme 
was readable against the lighted screen. 


+ 


manufacturer of tooth paste sold 

in tubes enlarged the diameter of 

the hole through which the pro- 
duct is squeezed and increased the con- 
sumption by more than 20%. 
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F inding those Little EXTRAS 





ne of the greatest problems that 
O constantly faces the manufactur- 
ing and marketing sides of busi- 
ness to-day is the steadily increasing 
demands from consumers, not for 
quantity of goods, but for higher 
quality, better appearance, greater use- 
fulness and novelty, wider ranges, 
better service, and so on. 

Indeed, as one harassed manufacturer 
recently put it: “The public demands 
to be spoon-fed; yes, and with a silver 
spoon.” He was not far wrong. 

The great organizations and depart- 
ments for ‘‘research in industry” have 
grown up to try to cope with this very 
problem. Research to-day implies not 
only technical or engineering examina- 
tion inte. mechanisms, but something 
far wider than that. It means researches 
into people’s minds and experiments 
into every conceivable device that will 
induce some response from the tremen- 
dous diversity of whims that go to 
make up those minds. Whims that call 
for more and still more before they can 
be profitably attracted. 

Not every manufacturer, of course, 
can go in for research on a large scale. 
Every manufacturer who is marketing 
a nationally consumed product, how- 
ever, must do some“little bit of research 
to discover a constant supply of those 
‘‘plus’’ factors without which his pro- 
ducts will be lost in the press of 
competition. 


Main Demand Just Now: 
“More Value for Money” 


Looking at the problem from the 
broad point of view, the chief demand 
made by the customer is for still better 
quality in everything. The customer 
wants greater value for his money. 


Unfortunately for the manufacturer, 


this is also the most expensive demand 
to meet. 

In almost every line of nationally 
advertised goods, however, this offer of 
higher quality or some other angle of 
“better value for money’’ has for the 
past year or more been the main appeal 
in sales campaigns. To-day the demand 
for it is more insistent than ever. 


tion of goods. 


Two great bicycle firms, one of them 
especially famed for mass-production, 
are right now hinging their big seasonal 
advertising campaigns on quality... 
not lower prices, but better materials, 
better workmanship, more gadgets, for 
the same money. 

Buyers of motor-cars instinctively 
look for fresh new features each year. 
For a quarter of a century enough 
mechanical improvements were possible 
to supply this demand. To-day sub- 
stantial mechanical improvements are 
impossible. Instead, manufacturers are 
keeping pace with the demand for 
change and higher quality by providing 
alternative engine sizes, bodies designed 
for greater convenience and comfort, 
greater ranges of accessories, etc. A 
buyer now makes his decision on such 
things as: Can he jack up a wheel 
without getting out of the car? Can 
he adjust his seat by turning a knob 
with thumb and finger? Is there built- 
in accommodation for a month’s lug- 
gage, and soon. Minor points, it might 
be thought. But they are big and 
expensive problems for the manufac- 
turer. 


REPORT 


OF PROCEEDINGS AT THE 
ANNUAL MEETING 
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Surrounded with an almost unlimited choice of every 
kind of article the prospective purchaser exercises 
moré and more discrimination in his or her selec- 

Only articles that stand out as 

offering some particularly appealing point will 

catch for a moment the highly critical attention. 


Here are some of the ways in which famous firms 
to-day are investing their products with attention- 
catching virtues. | 


With many firms the retail dealer is 
the chief link in the marketing ehain, 
and it is with the dealer that it pays 
best to invest time and money on sales 
promotion plans. 

Radio gives as good an example of 
this as any trade. 

Manufacturers have, of course, done 
the most amazing things in giving the 
user greater and still greater value in 
the actual instruments. They have 
brought the user on to expect—and to 
demand now—apparatus that, for a few 


pounds, will do far more than could be 
done.-—biz—tha cacti Fn re 


990£ 


cost 
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Even the Chairman’s speech at the annual general meeting has been invested with 

an entirely new appeal by the Gas undertaking of this famous district. These are the 

front two pages of a splendidly got up booklet in which attractive pictures and well 

written information set out the benefits of gas and advantages of the service given 
by the Newcastle and Gateshead company 


MARKETING - ADVERTISING - SELLING 
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Pye Radio, for example, have just 
opened a special school at their Cam- 
bridge works for technically training 


dealers and their assistants. It is the 
company’s aim that every Pye dealer 
shall either himself be a trained Pye 
service engineer or that he shall have 
on his staff at least one assistant who 
is so trained. 

This is a factor which definitely 
induces the public to buy Pye sets. 
They buy because they know that any 
mechanical trouble that may arise will 
be dealt with by competent engineers. 
That is the principle behind the idea. 

The training at this school, of course, 
is entirely free. Dealers and their 
assistants are called upon to find only 
their personal expenses during the time 
they stay in Cambridge for the training. 

Another factor on which the Pye 
company concentrates is the provision 
to their dealers of the best instruments 
and kits for testing users’ sets. 

Thus, indirectly, it means that the 
customer is being given more value for 
his money. It is a service to attract his 
attention and to make him buy. 


The Novelty Twist to a 
Utilitarian Product 


With non-mechanical goods 
service, naturally, is not necessary. 
But assistance of some kind *to the 
dealer is essential to ensure” his best 
co-operation. 

For example, a famous firm of paint 
manufacturers formerly sold paint for 
home decoration in small, almost plain 
tins. It suddenly wokegup to the fact 
that it is the women to-day who do a 
great proportion of the amateur home 
decoration. The company therefore 
designed an attractive display rack for 
dealers’ shops and enclosed the plain 
tins in brightly coloured cartons. 

Dealers were shown how these new 


such 





displays would brighten their shops. 
They gave them prominent positions. 
The gaily coloured cartons «ippealed to 
the women. Sales were doubled in 
three months. 


Here it is The Offer of an 
Associated Article 


A “plus” sales factor of another kind 
has been introduced by a textile manu- 
facturer selling by direct mail. To all 
purchasers of certain ranges of fancy 
curtains the company offered matching 
material for blinds at reduced prices. 
Again that little “‘something extra’’. 

Another tremendous force in sales 
building is packaging. “Good packaging 
can do several things. It can increase 
the convenience of the product and so 


raise its “value” in that way. The 
“pourer’’ tin for table salt is an 
example. The water- and grease-proof 


cartons for foodstuffs is another, and 
the several illustrations on page 22 of 
the March issue of Busness provide 
yet further examples. 


Premiums Again, But Much 
Better Ones Now 


Even our old friend the ‘‘premium 
offer” is being revived again, though in 
a much more restrained and sensible 
form than was the case a few years 
ago, when certain manufacturers went 
premium mad, to the considerable dis- 
gust of the buying public. 

To-day a famous cyder manufacturer 
is nationally advertising silver tankards, 
though not in this case as entirely free 
premium gifts. The tankards are 
offered as prizes for a very simple 
competition. 

But the point is, a silver tankard, 
however offered, is a sound and sen- 
sible article to tie up with the selling 
of cyder. The tankard itself can be 
safely calculated to have a very strong 
appeal to men. 

Equally sensible is the offer (this time 
free, in return for package labels) of a 
crystal glass dish, silver plate mounted, 
and a silver-plated serving fork, by a 
well-known firm marketing sardines. 
The gift is obviously well associated 
with the product. 

The desire among women to be slim 
is, of course, well established. The 
selling campaign of a silk hosiery manu- 
facturer is hinged on this fact. 

As well as offering four distinct 
‘“‘plus’’ points in the stockings them- 
selves, there is offered a free booklet on 
‘physical culture for the legs’’. The 
idea is to help women keep their legs 
attractive. An offer which probably 
eight women out of every ten would 
at least consider. 

It is impossible here to go into the 
vast ramifications of all these ‘‘plus’’ 
factors that must be used in order to 
build sales to-day. But so long as the 
manufacturer is aware of the vital need 
of them as a policy, he will be con- 
stantly on the search for those that are 
appropriate to his own business. 
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Make People BUY 


The public has more money to spend 
to-day than ever. The average person 
does not, therefore, exercise this keen 
discrimination because he has to 
economize. It is, if anything, the 
manufacturers themselves who have, 
by producing better and better pro- 
ducts in the race of competition, 
educated the average man to expect 
more for his money. And competition 
now is so severe that if one firm's pro- 
ducts do not appear to offer absolutely 
the maximum value for the price, the 
purchaser promptly turns his attention 
to the rival firm’s offer which seems to 
him a better one. 

To use a cliché, it is a very vicious 
circle, a hard and expensive condition, 
but nevertheless one to which the 
manufacturer must be vigorously alive 
if he is to build up his business. 


CLEANER BRIGHTER VEETh 


double your moneyback 


For years the ‘money back’ guarantee was 

a sure puller. But even that is not enough 

to-day to excite the buying urge. So we 

have the ‘double’ offer of a famous tooth- 
paste manufacturer 


STILL BIGGER Dackage 


NOW Je 6! 












One angle of the ‘greater value for money’ 

appeal. It is the main trend of the moment ; 

customers look naturally to this appeal 
before any other 





Here again, something MORE for the same 

money. This large firm of radio distributors 

had always made a small charge for the 

quite considerable work of properly installing 
most sets 


WE PAY for all Telegrams. 
WE PAY ‘or your TELEPHONE calls 


and will credit your A/c with cost 
WE PAY for ALL POSTAGE on letter 
Commissions 


YOU NOTHING IN 
YOUR BUSINESS WITH US! 






IT WILL COST 
PLACING 













Even the leading bookmakers have come to 
see that to-day they must give that ‘some- 
thing extra’. The above announcement 
explains the form it takes in this particular 
line of business 





How to Get the Best out of 
SALESMEN’S CARS 


and at the same time Keep maintenance costs down 


ost selling organizations to-day 
M must employ motor-cars for their 

travellers. In large firms the 
complete management of these cars is 
generally well organized, but in the 
smaller firms it is a matter that is rarely 
understood or handled in the most 
effective and economic way. 

The “Fleet Liaison Service’’ offered 
by Morris Motors will therefore be of 
particular help to all such firms. This 
service was started four years ago for 
the special purpose of studying and 
solving the problems of the business 
users of Morris Cars. 

During the time that has since elapsed 
the department has amassed an enor- 
mous amount of valuable data on all 
points of car and fleet management. 
The chief subjects covered are: the 
purchase (under various systems) of 
cars, all matters relating to their main- 
tenance, running costs and other ex- 
pense statistics, educating the traveller 
in the best use of his car, etc. 

Experienced representatives of Morris 
Motors, Ltd., are always ready to dis- 
cuss with a firm any of the above topics 
in detail. Routine visits can be 
arranged, and all multiple users are 
now called upon periodically. A repre- 
sentative is also available at short 
notice to make a special call whenever 
his services are required. 


The REAL Running Costs are 
often Unknown 


There are times, for example, when a 
firm calls its travellers to headquarters 
for a sales conference. At such a time 
one of the “‘Liaison’’ experts could 
come along and give the salesmen a 
valuable talk on car maintenance. 

In many firms the management is 
content with a very loose basic figure to 
represent the car costs, a figure that is 
often badly misleading. Morris Motors, 
Ltd., therefore urge all users to keep 
statistics that are accurate. It provides 
specially devised forms to assist in this. 
Any user can have them on application. 

Here it should be pointed out that 
statistical control is not the costly pro- 
cess it is generally supposed to be. In 
the case of an average-sized fleet—say, 
thirty to fifty cars—proper management 
costs only 44% of the total fleet opera- 
tion costs, or one-seventh part of the 
petrol bill. 


Quite often gontrol of cars is vested 
in an already overworked departmental 
manager, because it is not realized that 
the capital involved in car ownership 
merits the closest possible attention to 
organization. 

Before deciding to keep statistics a 
certain important industrial concern 
had calculated that its cars were cost- 
ing 4d. per mile to operate. By re- 
organization and statistical control it is 
now known that the entire fleet runs at 
less than 2d. per mile per car, and by 
comparing individual car costs very 
marked economies have been effected. 

It is true that alterations in territory, 
a wiser choice of models, and other 
changes were involved in the reorganiz- 
ation, but it has since proved worth 
while. The statistics first showed the 
need for an overhaul of the system. 

Sometimes—in the case of large fleets 
—a headquarters repair organization 
exists. In such circumstances Morris 
Motors, Ltd., can help considerably by 
arranging a special course of instruction 
for mechanics on the best and quickest 
methods of making repairs and adjust- 
ments. This is done in their Service 
Technical School at Cowley. 

Any black sheep of a fleet—in other 


words, the troublesome unit (car or 
driver)—can be dealt with by calling 
in the services of the nearest resident 
service representative. The country is 
divided into nine territories, so that 
expert assistance—supplementing that 
already avajjable through the Morris 
distributor and dealer channels—is 
never far away. 

To new-comers in the field of fleet 
operation the Morris Fleet Liaison 
Section can be of much use in advising 
a maintenance system, from the selec- 
tion and purchasing of cars down to a 
detailed operation scheme, to suit any 
firm's particular needs. 


Here is a Typical Costs 
Schedule 


Taking a typical case, it has been 
found that with good cars, and a proper 
headquarters organization, the foMow- 
ing percentage costs of running a fleet 
are generally applicable : 


Fuel f 33 % 
Lubricants . : Ss 
Repairs 5 % 
Garage 5 % 
Cleaning. . . . 34% 
Tyres, sundries and delivery 
charges . ; ; ; aS 
Tax, insurance and depre- 
ciation 40 % 
Management 44% 


Turning now to the different models 
which may comprise a fleet, assuming 
an annual mileage of 20,000 and a de- 
preciation figure calculated on 15% for 
the first six months, 124% for the next 
six months, plus 5% interest on capital 
expenditure, the Morris Eight will cost 
approximately 1.32 pence per mile, the 
Ten 1.64 pence, and the Twelve 1.75 
pence. With the larger cars—at the 
same rate of depreciation and interest, 
and assuming a more usual mileage of 
30,000, the figures are: For the Sixteen- 
six 2.05 pence, for the Ejighteen-six 
2.18 pence, for the Twenty-one-six 2.32 
pence, and for the Twenty-five-six 2.47 
pence. 








MAKES GLASS ROOF CLEANING EASY 





T idea of a glass 


roof is to get more 
light for work. Glass 
roofs that get dirt en- 
crusted, because hard 
to clean, defeat their 
object. This firm has 
built galleries close up 
under the glass, and 
provided water taps at 
intervals. The cleaner’s 
job is easy, so it gets 

done frequently 


MAKE “PARAMOUNT” 


the 
FOUNDATION 
of your 
WORKS ORGANISATION 


This Hand-Operated Punched Card 


method utilises original Time Cards, 





Works Tickets and requisitions on 
Purchases, Stores, Progress and Costs. 
It is simple and inexpensive, needing 
neither machinery nor skilled oper- 


ators. It facilitates effective Pro- 


In this punched-card system small cards as reproduced above basically cover all ; 
costing and progress. Every perforation and slot—made by a pair of railway ticket duction Control. ° 
nippers—has a direct or coded significance which cannot be confused or mis-handled, 

even by juniors. The system is both fast and flexible. 


WE INVITE YOUR ENQUIRIES. DETAILS WITH PLEASURE 
BY RETURN OF POST 


THE COPELAND-CHATTERSON CO. LTD. 
EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 


@Write or phone to-day to Rotaprint 
for full particulfts of this modern and 
efficient way of halving your printing bill 





. 57a HOLBORN VIADUCT, LONDON, E.C.| 
TELEPHONE : CENTRAL 5655 (5 lines) and in all the principal towns. 
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says Mr. Smit h-Electric 


“PDD ETTER still, call me in before your business needs urgent assistance. 

Let me take on the job of keeping right time for you .. . dis- 

couraging unpunctuality, avoiding misunderstandings and other troubles 

which invariably occur when clocks gain or lose. Save worry, uncer- 

tainty and bother by plugging in to your A.C, mains for continuous 
Greenwich time, as shown by Smith Synchronous Electric Clocks, which 

never need to be wound or regulated. Interesting brochure free on request” 

Issued by: 

SMITH’S ENGLISH CLOCKS LTD., Cricklewood Works, LONDON, N.W.2 
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STOP THAT NOISE? 







PAEAS 


V 


USE A 
MODEL ‘D 
MARCHANT & 
CALCULATOR 


This fellom gels plenty of 
exercise. Curved spine 
and cramped lungs do not 
werry him. 


SPEED & EASE 
COMPACT 
CONTROL 

ACCURACY 










Send for full 
details of 


THE quiet CALCULATOR | factory 


The most efficient and smoothly operated machine | and Canteen 


on the market. Complete control under one S ‘ d al icul | 
hand—distinct control for addition, division, | >©@tiNg, and also particulars | This fellow fesis Mand 


Itiplicati d subtracti investi f laue Free Trial PI ee ate hong eobenily 
multiplication and subtraction. nvestigate | of our unique Free Tri an. straight, his lung ca 
through a demonstration without obligation. q greater, andthe wilal organs 


of his body are permies 
AUTOMATIC AND POWER DRIVEN to function properly. 


LEN mma ea ET 
wewt cr) | THE TAN-SAD CHAIR ss) ir. 
MELBOURNE HOUSE | |7 avery HOUSE CLERKENWELL GREEN 


ALDWYCH LONDON 
G LONDON, E.C.I Phone: CLERK. 3092-93 


SILENT SPEED CALCULATOR pone: rownie Bor 2531 

















OFFICE PRACTICE & EQUIPMENT 


House-To-House 


ACCOUNT 
COLLECTION 


is made easier, quicker and 
without risk by this system 


here are many types of businesses 
lies need to collect accounts by 

means of roundsmen calling periodi- 
cally on customers. Insurance com- 
panies, certain types of instalment- 
selling businesses, and, to a much more 
general extent, retail concerns of all 
sizes. 

Retail firms particularly find that 
the collection of accounts at regular 
intervals by their roundsman not only 
reduces working costs, but increases the 
firm's goodwill. It is a well-known 
fact that the best way to lose a cus- 
tomer is to let her account become in 
arrear. Housewives welcome the facility 
of paying their accounts at the door, 
particularly when they are some dis- 
tance from the trader's establishment. 

The collection of accounts by rounds- 
men has now received the study which 
it deserves, for the subject is not an 
easy one and is by no means satis- 
factorily covered by ordinary counter- 
foil or duplicate receipt-books. The use 
of these can result in suspicion and 
friction between the enterprise and its 
staff and the enterprise and its cus- 
tomers; moreover, these books are 
expensive both to purchase and to 
analyse. 


How Errors and Disputes 
are Eliminated 


A system of revenue collection has 
now been evolved which seems to fulfil 
all the necessities in providing complete 
security of the revenue, supplying 
equipment which is not a hindrance to 
the roundsman (and which therefore 
does not reduce his efficiency), and 
which, in addition, has the virtue of 
providing duplicates of the receipts as 
written, in a form that cannot be 
tampered with and which is eas? for 
extraction and analysis. 

The system of account collection is 
called the Portable Automaticket Sys- 
tem of Receipt Issue and is applicable 
to all businesses employing delivery 
men or roundsmen. 

The basis of this systenPis receipts, 
printed in continuous strip formation 
with the required particulars ready for 
completion by the delivery men. With 
them are duplicates printed with the 
same serial numbers as the originals, 


both strips of receipts being folded 
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together in zig-zag form and put up in 
packets of one thousand. 

The receipts are contained in a box- 
shaped mechanism measuring 74 by 5} 
by 2 inches and weighing, when loaded, 
about 341b. This container, known as 
the Portable Automaticket Machine, 
has two compartments, one for the 
unused receipts and duplicates and the 
other for the completed duplicates. At 
the top is a rectangular opening slightly 
smaller than the receipts, under which 
the receipts are consecutively placed by 
pressing a lever. The aperture has a 
sliding weather shield, and the whole 
mechanism is secure from unauthorized 
opening by a special seal. 

The Portable Automaticket Machine 
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This machine is the electrically operated 
combined analyser and adder 


TS 


is attached to the body by a strap and 
belt, and, because of its small size, is 
in no way an obstruction to the user. 
Operation is as follows: 

The delivery man writes on the 
receipt the partictilars required, which 
can be very brief, depresses the lever, 
detaches the receipt and attaches it by 





Any business whose roundsmen have to 
collect cash will find that this system gives 
them many advantages. Not the least is 
the fact that the collectors themselves like 
it because, in addition to making their work 
easier, it eliminates all chances of dispute 
through those mistakes for which it was so 
difficult to fix responsibility 


Eee 


its gummed back to the account. The 
duplicate receipt, which bears a copy 
of the delivery man’s writing, due to a 
carbon plate between the two feceipts, 
is projected by the lever into the 
duplicate receipt compartment. It is, 
of course, understood that the duplicate 
receipts remain in strip formation 
attached to each other. 

The first feature of importance in this 
system is that the duplicate receipt is 
never accessible to the operator and 
must bear the same particulars as on 
the receipt. With this system it is not 
possible, without detection, to procure 
a blank receipt frog. the machine and 
write on it particulars which are differ- 
ent from those on the duplicate, nor 
can alteration of the receipt be made, 
because the writing is, by duplication, 
on the front and on the back. If a 
receipt were removed from the machine 
in blank form, a blank duplicate would 
be found in the duplicate strip. 


The Time Saved Reduces 
Operating Costs 


The next point of importance in the 
system is the simplicity and speed with 
which receipts can be made out. The 
operation is much faster than with the 
ordinary form of receipt-book. 

Let us now examine the system from 
the point of office efficiency. In the 
first place, the receipt can be used both 
for cash and for credit transactions, and 
even as a delivery note, without intro- 
ducing any complications, 
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Because the duplicate receipts are in 7 


‘the continuous stationery form, they — 
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machine is then sealed and closed and _ 
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are most suitable for speedy extraction 
and analysis. For this purpose the 
system incorporates analysers, of which 
two forms should be mentioned: the 
“CC” type electrical analyser, which 
incorporates analysis and adding mech- 
anisms, and the “R” type analyser, 
which is a simple mechanism merely to 


project the duplicate strip over a sight- ` 


ing position for quick reading and entry 
in the account-books. 


The office staff, loads the Portable ` 


Automaticket Machines with the re- 
ceipts and duplicates, of which the 
capacity of the machine is 500 of each; 
replenishment of the receipts is made 
by attachment of a further quantity to 
the end of the exhausting stock. The 
duplicate receipt strip is removed and 
the last used receipt should bear, in the 
delivery man’s writing, the amount of 
cash which he has collected. The 






le 


is ready for issue. 
In ing, it may be stated that 
instructions can be given for delivery 


- men using receipts at intervals to enter 
~~ on them the times of their deliveries, a 


— 


a very valugble feature in checking up 


~ wastage of time. 


The duplicate receipts, with the cash, 


_ are then checked and posted by the 


accounts department and, if there are 


_ no discrepancies, are ready for filing. 


The costs of operation of this system 


~ are lower than the usual accounting 


À systems because the receipts and dupli- 
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The ModeP R Analyser. 


The handle 
moves the ticket duplicate strip over 
the sighting plane 
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Dealing With Bulk Filing 


Solution of a BUSINESS Reader’s Problem 


he filing system in our business 
Y sequires that rather bulky con- 

tainers be kept for the corre- 
spondence and also that documents 
to be kept attached to the corre- 
spondence. 

If the letters and documents 
were placed on top of one another 
they might in some cases make a 
pile six inches thick. The con- 
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tainers sometimes have to be carried 
out of the office, so that precautions 
must be taken against the loss of 
papers. 

The files are usually in use for 
from 3 to 6 months and must then 
be transferred elsewhere for pres- 
ervation, 

The ordinary sheet-drawer filing 
cabinets are inadequate, mainly 
because the containers for the 
correspondence do not fulfil our 
requirements, also the system 
appears to call for a constant 
elimination of letters, documents, 
etc., to make room for more. But 
in our case we must have a process 
of accumulation. 

Will you please recommend some 
system other than pigeon-hole filing 
which you think would suit our 


purpose ? 


BUSINESS Having regard to the cir- 
Replies cumstances that there is a 

*** continual accumulation of 
documents which in some cases bulk up 
to a thickness of several inches, we 
think the best method would be to use 
steel correspondence transfer boxes, 
which are about 4łin. wide, and are 
obtainable in either quarto or foolscap 
sizes. 

These can be used instead of manilla 
board folders in ordinary steel drawer 
cabinets. Being readily portable, trans- 
fer boxes can be carried about from 
place to place. Documents cannot be 
easily lost from them, and the boxes 
themselves can be conveniently stored 
on properly constructed steel shelving 
against any wall or in any corner of the 
premises. 

Facilities are provided for complete 
indexing of the boxes, and if necessary 
for economy one box can be used for 
two or more lots of correspondence, but 
this is not a practice to be recom- 
mended. 

As can be seen from the illustrations, 
it is quite an easy matter to find or file 
a document box in the rack, and in 
cases of exceptional bulk more than one 
container can be used for the same 
subject. 

To make certain that neither box nor 
correspondence can be taken out, can be 
lost or mislaid, it is advisable to use 
what is termed an ‘‘Absent’’ card 
similar to the hand-drawn specimen 
reproduced here. A card can be used 
to place on the shelf where a box has 
been removed, or one can be placed in 
the box itself in the position from which 
documents have been removed. 

An advantage of this method of filing 
is that the correspondence and docu- 
ments can be sub-divided by subject in 
separate folders in same box, or, if 


form, 
covers the cost of the equipment when 
S7 spread over a reasonable period of time. 





cates are very much cheaper than 
receipts and duplicates put up in book 
which difference more than 


The great saving of the system, how- 
ever, is not in these costs, but in the 


(Continued on page 38) 


necessary, the papers can be filed direct 
into the box without folders. 

When transferring the correspondence 
for preservation, the same containers 
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can be used and new ones put in place 
for further accumulations. 

This is a general plan that fulfils the 
object of filing bulk correspondence and 
taking precautions against loss. 





with equally important work. 
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i Until the Correspondence bogey 


IMPASSE? . . IMPOSS! fet: craen pee 


to-day is bound to be the scene of “hold-ups’’.} Messrs. A., B., and C., all busy 
executives, inevitably want to employ Miss D’s service at the same time, and all 


They can’t all dictate at the same time, so at 


least two of them are “hung up”, with other work 


waiting. But if A., B. and C. each have an EDIPHONE 


they can all dictate the moment they're ready and 
DELAY IN DICTATION CANNOT OCCUR 


O FREE 
DEMONSTRATION 
AT YOUR DESK 

Every responsible executive 
is invited to ‘‘sample" 
Ediphone Voice-W riting 
without obligation. You 
buy nothing until Ediphone 
proves its advantages. 


Write for full particulars to 
THOMAS A. EDISON LTD., 
Victoria House, 
Southampton Row, 
London, W.C.1, 


yo-technic 


Edi 





Branches and Dealers fie tals 


hone 


Balanced Voice-Writing scription, and it has many other 





@ Information about the latest Edison 
invention, the TELEDIPHONE, is 
now available and enquiries are 
cordially invited. Its main function 
is to take down a verbatim record 
of telephone conversations for tran- 


valuable uses. 


Principal Cities 








O one who has won his way to a re- 
sponsible executive position would 
dream of deliberately wasting two of his 
daily working hours, Yet that, in effect, 
is what happens throughout many a business 
which far he itself on its efficiency. 
Ironically enough, in these firms it is when 
business is at its height, and hours are most 
valuable, that most time is lost. When an 
organisation comprising several departments 
is working at top pressure a staggering 
amount of time can be spent establishing 
contact between the key men. 
Innumerable details call for satisfactory 
settlement . . . details requiring the per- 
sonal attention of executives and, more 
often than not, discussion betwedh them. 
On the face of it, these things demand little 
more than a few minutes, but, as is often the 
case, there is a world of difference between 
the theoretical and the practical. The few 
minutes extend to half an hour or more, 
half an hour which is occupying the atten- 
tions of perhaps three departmental heads. 
Before you know where yg are, in a single 
day an hour or so can have been devoted 
to the unravelling of details not really worth 
one-eighth of the time given to them. This 
can only mean one thing—the impairing of 
ny. 

A sound method of communication, which 
enables each department to maintain 
closest touch with every other in the 





SAVE THE TIME THAT COSTS MOST! 


Every hour squandered means a definite business loss 


EFFECTIVE INTERNAL COMMUNICATION ELIMINATES 
THE PROBLEM OF DEPARTMENTAL CO-OPERATION 








organisation, is essential. The internal 
system operated by Dictograph Telephones 
provides channels through which depart- 
ments can work together quickly, reliably 
and without loss of time. 

The Dictograph System justifies the slogan 
‘just a flick does the trick”. It is a fact 
that the flick of a finger establishes imme- 
diate contact from one end of the building 
to the other. Time thus saved must, taken 
over the year, amount to a considerable 
panon . . « and its importance can scarcely 
x Over-estimated, especially when con- 
sidered in the light of the departmental 
dove-tailing which ensues. 

Take, for example, the case of a client who 
telephones asking for certain information. 
To give a complete answer—the only type 
of reply which will thoroughly satisfy—it 
is perhaps necessary to get in touch with 
any one or all of various departments ; 
estimating, packing, despatching, filing, and 
so forth. Use of the Dictograph System 
brings each of these departments into 
direct touch either separately or together 
in a moment. Although Dictograph sub- 
stations have ear and mouth pieces. Master 
Stations have loud-speakers, leaving both 
hands free for note-taking. As there is no 
switchboard in use, no one can cut con- 
versation off—infleed, there are a number 
of extremely convenient ‘‘Noes” in connec- 
tion with this system—no switchboards, 
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no operator, no dials, no listening-in, no 
interruptions, no delays, no engaged lines, 
Add to these the fact that no messengers 
are required, and you get a complete picture 
of the efficacy of the Pictograph. 
The Master Station always n Eas who is 
calling. If necessary, a small switch can be 
turned, letting the caller know that he 
cannot get through at that moment. Or, 
again, if a reply should not be heard by 
anyone else in the room there is an earpiece 
which can be used to give complete privacy. 
Yet all stations can be taken at the same 
time so that a conference can be held with- 
out the necessity of taking men away from 
their desks. 

On sub-stations, a pilot light operates when 
a Master Station calls, so that the sub- 
station, if already in use, can break off to 
take the Master Station's call. The system 
is one which enables work to proceed 
normally without interfering with the out- 
side telephone switchboard. In this way 
there is no danger of congestion with out- 
going or incoming Exchange calls. 

It is not difficult to visualise the advantages 
of the Dictograph System. For further 
details and a complete catalogue of the 
various instruments in use, application 
should be made to Dictograph Telephones, 
Limited, Aurelia Road, Croydon (telephone, 
Thornton Heath 2240), Local branches 
throughout U.K. and Overseas. 
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CALCULATING 





Wherever in the business calculations have to be made 
this machine will speed-up the process 


here is a tendency on the part of 

many executives in a small or 

medium way of business to look 
upon calculating machines as somewhat 
complicated mechanical devices that are 
really useful only to such organizations 
as banks, finance companies or the 
biggest concerns in the business world. 
Furthermore, it is often taken for 
granted that only skilled operators who 
have heen through a training course are 
competent to handle them. 

In the early days of calculating 
machines there may have been some 
justification for this viewpoint, but 
to-day there is none. The Marchant 
Calculating Machine Co., for instance, 
have a series of calculating machines 
that can be handled efficiently after a 
couple of hours or so training. 

During a visit to the offices of the 
Marchant Company I saw three of their 
models working. Two were portable, 
hand-operated machines, and the third 
was an electric ‘‘silent speed’’ Marchant. 
All three* were suitable for all types of 
businesses and in range and purpose 
were much the same. In price they 
ranged from £40 to £140. 


Not Only Speedy but It 
Eliminates Errors 


The difference in price between the 
portable XL model at /40 and the new 
‘silent speed’’ machine at £140 is 
chiefly that one is hand-operated and 
the other all-electric. Naturally, the 
speed of work done on the electric 
machine is greater than is possible on 
the XL model. The electric model is 


also silent in operation. 
There were several other fine points 
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By a 
BUSINESS 
Investigator 


which did not materially affect the 
range of work possible on each 
machine. The second portable, hand- 
operated machine, model H, costs /65. 
The big difference between this model 
and the £40 machine is that the former 
has keyboard setting, while the latter 
has the lever type. 

Let us, for the sake of simplicity, 
deal with only one model, that costing 
#65. The others will do precisely the 
same work, with the exception that the 
electric model will do it faster and in 
silence. 

The machine will do addition, sub- 
traction, multiplication and division. 
It will also handle fractions, per- 
centages, reciprocals, discounts, inter- 
est, and so on. In short, it is applicable 
to any trade or any department and for 
working out any calculations. 

If, for instance, you want to work out 
costs, you can do so in a fraction of 
the time taken by the most expert of 
your office staff. You can work up to 
18 figures and be sure that your calcula- 
tions are correct. No checking is 
needed. The machine is fool-proof. 
The figures that you are using are 
automatically recorded on the dials so 
that you can be sure they are correct 
before you proceed to multiply, divide, 
or whatever you intend to do. Further- 
more, the machines are built on a 
system which makes it impossible to 
strike down two keys next to each other 
in the same row, a common 
thing to happen when an 
operator is in a hurry. 

In many small or medium- 
size businesses there is not 
enough work to warrant a 
machine for each department. 
In such a case the portable 
Marchant is ideal. You can 
move it from department to 
department as the need arises 
—from the sales section to 
the wages department, from 


Left: The Silent Speed, £140, 

all-electrical. At the top: The 

portable hand-operated model 
costing £40 
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the accounting to the dispatching 
department. Anywhere that calcula- 
tions have to be made, the machine can 
be used. Ž 

If you are a manufacturer, the 
machine can be used in your engineer's 
department or your works manager's 
office. 

Here is a test of the speed at which 
the machine can be worked by an 
ordinary operator. Mr. Edwards, of 
the Marchant Company, is not a skilled 
operator, but he did this calculation for 
me as an example, here it is: Find out 
how much in £ s. d. 87,625 dols. 95 
cents represent with the rate of ex- 
change standing at 4 dols. 96} cents. 
This little sum was done in exactly 20 
seconds, and by an unskilled operator! 

Get your accountant to work it out 
on paper in his own way and see how 
long he will take. Even if he is very 
quick he will take at least a minute, 
and then his figures would need check- 
ing. If they are found wrong, they will 
need checking again. And don’t forget. 
to bear in mind that a skilled operator 
would knock another 5 seconds, at 
least, off those 20. 


-Machine Pays for Itself by 
i-hour’s Work a Day 


It is naturally assumed that firms 
with a vast amount of calculating work 
are using accounting machines; it is the 
firm that does not feel it has enough 
work of this kind that will discover how 
much time, labour and money can be 
saved by a machine of this kind. 

Yow may not, for example, have 
enough work in your office alone to 
warrant the presence of a machine, but 
what about the total work in your 
business? If, all told, you have suffi- 
cient work to keep the machine busy 
for half an hour a day, it will pay for 
the machine Ñ a year. 

An important feature of any Mar- 
chant model is its simplicity. It takes 


an operator about half an hour to get 
used to the machine and about two 
hours’ training to become quite pro- 
ficient. 





OFFICE PRACTICE & EQUIPMENT 





This operator is sending a container of 

casettes holding undeveloped film from the 

dark room. The container is destined for 
No. 6 radiographic room 


he methods used in our leading hos- 

pitals to ensure a smooth-running 

Organization that is, above all, as 
nearly silent as possible can well be 
taken as an example by business 
houses. 

One of the latest steps in this direc- 
tion has been the installation of a silent 
conveyor system in the X-ray depart- 
ment of the Middlesex Hospital for the 
distribution and collection of films be- 
tween the dark room and the screening 
rooms. 

Before the system was built all films 
had to be carried by hand between the 
different rooms. This meant that a fair 
amount of noise attended the move- 
ments of the nurses as they walked 
along the corridors, opened and shut 
doors and deposited their loads of films 
in the screening rooms. It was Dr. 
H. Graham-Hodgson who first con- 
ceived a plan for the silent mechanical 
handling of the films. 

Two-Way Conveyors and 
Electric Lifts 

There were six screening rooms, 

located along two corridors, and these 


Cox & Ce 


The Middlesex Hospital has this 
SILENT CONVEYOR SYSTEM 


which, without’ introducing noise, would 
solve problems in many businesses 


had to be connected with the dark 
room midway between the two. 
The solution to the problem was 


found by the Lamson Stores Service 
Co., who adapted two of their 2-way 





View of the conveyor leading from dark 


room to radiographic rooms with 
gravity curves leading to and from 
radiographic rooms and conveyor. 


Here can be seen two containers: B is 
emerging from dark-room lift to the 
conveyor; A is leaving the conveyor 
on the spiral down to the dark room 





type conveyors to work in conjunction 
with automatic electric lifts. The con- 
veyors run the length of the corridors 
which lead into the screening rooms. 
Two lifts in the dark room to the con- 
veyors give the necessary servicing 


PATENT NESTING 
CHAIRS FOR SPACE 
ECONOMY 

(Patent No. 344159) 


Please send for catalogue - 
(Ref. B.) showing our com- 
plete range of tubular steel 


furniture for all purposes. 
> 


e RICHMOND RD, 
PUTNEY, S.W.15 


facilities, while five of the six screening 


rooms have one lift each that is used 
for receiving and returning films. 

pan . > 

The films themselves are held in 


cassettes which, in turn, are carried in 
special duralium containers. 


This is How the System 
Works 
Each container has a number which 
designates the screening room to which 
it belongs. Each is keved by a 
special system which enables it to be 
automatically sorted to its correct room 
as it travels along the conveyor. 
Let us follow one of these 
tainers. First there is a panel of light 


also 


CON 


(Contiuued on page 33 





Here the container arfives in the radiographic 
room. Note that it arrives on the lower 
deck of the electric lift 
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VALOR 


STEEL FILING CABINETS 


reduce risks of loss 
by fire or vermin 








Install “VALOR” 
Steel Filing Cabinets 
To-day 


HOUGH low in cost these 
Cabinets are made of best 
British materials throughout 
and to the usual “VALOR” 
high standard of workmanship. 


“VALOR” Cabinets are easily 
handled and have none of the 
disadvantages of wooden Cabi- 
nets which are liable to warp or 
crack and do not offer complete 
protection against vermin. 


They can be supplied in quarto 
and foolscap sizes with from 1-5 
drawers, and are attractively 
finished in olive green stoved 
enamel. (Special finishes can 
be arranged for.) 


Write to-day for List 20/V.56 giving full 

particulars of these Cabinets, also Steel Cup- 

boards, Shelving, Clothes Lockers, etc., to meet 
all office requirements. 


Buy British Goods 


The VALOR CO. Ltd. 


BROMFORD, ERDINGTON 
BIRMINGHAM 


London; 120 Victoria Street, S.W.1 
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Check These Points of Your 
MOTOR VEHICLE INSURANCE 





Correct Types of Commercial Licences : 
can get Reduced Premiums for Private Cars : 


Value’ best in case of Loss 
against Third Party : 


Directors 
‘Agreed 
Cover for Representatives 


Reductions for ‘Fleet’ Policies 





By BUSINESS Insurance Consultant 


sually atthis time of the year a 

large number of extra motor 

vehicles are put into operation. A 
vitally important thing to do, there- 
fore, is to ensure that vehicles are in 
a roadworthy condition, not only for 
the common safety, but to comply with 
the provisions in policies of insurance— 
which state emphatically that vehicles 
must be maintained in a roadworthy 
condition. 

Then again, the renewal of the 
driver’s licence should not be forgotten; 
also, the specific licences for commer- 
cial vehicles which are briefly: 

“A''—General haulage purposes. 
‘*B’’—Contract work only. 
‘‘C’'’—Cartage of own goods only. 


It is essential that these should be 
correct, otherwise the insurance policy 
may be seriously prejudiced. 

The Road Traffic Act Certificates 
should be tallied with the use to which 
the cars are subjected, and, should a 
discrepancy be observed, rectification 
should be made immediately. 


Reductions for Directors With 
More Than One Car 


It might be opportune at this stage 
to say a few words about directors’ and 
other private cars. 

If there are two or more cars in the 
family, used by, say, the director's wife 
and son, provided these are registered 
in the same ownership, a reduction in 
premium for two cars of 15% can be 
allowed, or 20% for three cars, and 
even a larger amount if only one or 
two cars are in use at a time. 

There are a few other points to be 
noted in connection with private cars, 
as follows: 

(a) Agreed Value 

To avoid disappointment in the event 
of the total loss of the car, have the 
value definitely fixed at the beginning 
of the period of insurance. This will 
hold good for twelve months, and 
should the car be totally destroyed by 
fire, stolen and not recovered, or 
damaged beyond repair, the assured 
will know exactly what amount he will 
receive from the insurers. 

If the value is noteso agreed in the 
first place, the market value of the car 
at the time of loss is taken, and as this 
may in some cass be less than the 


assured’s estimate, the ‘‘agreed value” 
basis is more satisfactory, as it estab- 
lishes the value as between the assured 
and the insurers. 
(b) Bodily Injury 

A policy should have the assured’s 
wife included as well as the assured 
himself, without additional premium. 


(c) Medical Expenses 

The limit here should never be less 
than 25 gns. This figure can soon be 
reached in the event of a serious acci- 
dent. 


(d) Rugs, Coats and Luggage 

These should always be included in 
a private car policy, without extra 
premium. This is a most important 
addition to a policy. 


‘Fleet’ Policies Will Save 
You Money 


In the January issue of Busness I 
suggested that many firms were not 
having the benefit of minimum pre- 
miums because they had not taken the 
precaution to rearrange their policies 
to obtain the “‘fleet’’ reduction applic- 
able to a number of cars insured under 
one policy expiring at a fixed day in 
the year. 

The reduction in cases where the past 
claims experience has been particularly 
favourable may be as much as 50% on 
large fleets. 


Cover the Firm Against Accidents 
by Representatives 


You are also reminded that the legal 
liability of firms for accidents in which 
any private car used for business pur- 
poses may be involved should be 
specially included by endorsement in 
the policy. The cost is quite moderate 
—onby a few shillings per car. In the 
absence of this proviso, firms are liable 
to become involved through the ten- 
dency of third parties’ solicitors to link 
the name of the firm with that of the 
representative who had the accident 
as a precautionary measure in case the 
conditions o® the insurance might have 
been prejudiced. 

Any reader, therefore, who may have 
any problem, or who may wish free 
advice as to a possible ‘‘fleet’’ reduc- 
tion on his vehicles or upon those of 
his representatives, is invited to write 
to me, c/o The Editor of BUSINESS. 


Silent 
Conveyor System 


. (Continued from page 31) 


signals in the dark room which tells the 
nurse that screening room number so- 
and-so wants a set of unexposed film. 
There is also a second set of signals 
which shows which of the lifts are work- 
ing at any moment. 

The nurse puts the cassette holding 
the film into a container allotted to the 
room to which it is despatched; she 
then puts the container in the lower 
shelf of the lift, closes the hatch and 
presses a button. 

The lift ascends to a short lead that 
automatically transfers the cassette to 
the conveyor and so along the corridor 
until it comes to the lead into the room 
for which it is intended. Here the key 
operates automatically and the con- 
tainer is switched to the lead, on to 
the waiting lift and so down into the 
screening room, where a light on the 
panel announces its arrival. Should a 
container arrive, however, when a lift 
is already down it is automatically held 
on the lead till the lift comes up to 
fetch it. 

The return journey is different. If 
an exposed film is to be sent back to 
the dark room the nurse in the screen- 
ing room puts the container on the top 
shelf of the lift and closes the hatch. 
The container is then carried up, re- 
leased on to the second belt of the 
two-way conveyor and taken past a 
light-trap which deflects it into a chute 
and down into the dark room. 


Rubber-Covered Rollers that 
Ensure Silent Movement 


The usual noise associated with a 
chute has been eliminated here by the 
use of rubber-covered rollers. These 
enable the containers to slip silently 
down to the dark room, where they run 
out on a further series of rubber-covered 
rollers.. Rubber is also used for the 
rollers on the conveyors, while the elec- 
tric lifts, too, work silently. 


- Automatic Control Makes 
System Mistake-proof 


An outstanding feature about the 
system is the automatic control which 
makes it mistake-proof. It is impos- 
sible to operate the system, for ex- 
ample, unless the hatches of the lifts 
are closed. That doesn’t mean that all 
hatches must be closed at the one time 
but that each lift in each room will not 
move unless its particular hatch is shut. 
This makes for safety and eliminates 
risk of accidents. 

The point already mentioned about 
the containers waiting at the top of the 
shaft until the lift comeg up is another 
instance of the sound control method. 
There is no danger of a container get- 
ting thrown down the well or of con- 
tainers becoming jammed against each 
other. If, for example, a container is 
waiting at the top for the lift and the 
lift is bringing up a returning container, 
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MIDDLESEX 
HOSPITAL 





View of Lamson Conveyor utilising unused ceiling space, 
for distribution of films lo vartous screening rooms, 


FIRST KNOWN APPLICATION OF AUTOMATIC CONVEYORS 
IN ANY HOSPITAL. 


INDICATION OF WIDE POSSIBILITIES OF LAMSON EQUIPMENT. 


SILENTLY————-SM OOTHLY. 


TIME ~NOISE 


OUR EXPERIENCE 





SAFELY 
HUMAN ENERGY 








FILMS TRANSPORTED 
SAVED 


iS AT YOUR 





DISPOSAL WITHOUT OBLIGATION 


LAMSON. STORE SERVICE: 


132, 


CHEAP SIDE. 


the two do not meet because the incom- 
ing one goes on to the lower shelf of the 
lift while the outgoing is on the top 
shelf. 

Not only does this entire system work 
in silence but a tremendous amount of 
time is saved by it. 


+ 


LONDON, E.C. 2 


Phone” NAT. 0202 





The development of this silent con- 
veyor opens up wide possibilities in 
business fields, especially in those 
organizations where it can be used in 
offices for the distribution and collec- 
tion of mail in bulk or for handling 
index, record cards, etc. 


+ 


You Can’t Standardize Travelling Expenses 


t has never yet been solved why one 
man will, quite legitimately, spend 
more than another in travelling ex- 
penses. But he, does. Accept the fact. 
Carry out what check-up you like; if ex- 
ploitation shows up, challenge it frankly, 
but never imply suspicion where you can- 

x 

H 


not reasonably justify an outright chal- 
lenge. With the great majority of sound 
men suspicion in regard to expenses 
touches one of their most delicate sensi- 


bilities. Choose your men and trust them 
implicitly, until your trust is proved 
unwarranted. 
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Southampton 
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i Even in such an industrial district as 

AL V T OA O ROLI | onai of Lancashire shanafactoren 
á are being faced..with,the necessity to 

` s take on men and women who have 

training in other than the industry in 


A ‘ question. In Southampton that condi- 
ese ina moder n town tion would be aggravated, and almost 


e è ly the bulk of 1 | labour hired 
with first-class housing... would have to be trained. s T= 


The second big.factor governing Be. 


ORE and better production is possible in a place tory location to-day, that of. renting 
25 MINUTES M laid out and kauged specially for industry, with buildings, presents another drawback to 


( housing for management, staff and workers nearby in , the new estate. Whether Eth 
» FROM KINGS cheerful and healthy town surroundings. FACTORIES |; ae reas : 


CROSS _ TO ORDER OR TO LET. Sites with Sidings. 


Southern Railway will go a step farther 
and put up sectional factories or some- 


“ Factories in England” from Estate thing similar remains. to be. seen. 


Undoubtedly such a move would make 
Manager, Howardsgate, WELWYN, Herts material contribution towards attract- 


ing small, light industries to the estate. 
Southampton is: ata particular. dis- 
advantage in this question of buildings. 
The old industrial centres in the Mid- 
lands and the .north generally have 
many old, rambling buildings which, 
properly re-planned, make ideal. homes 
for young and vigorous industries. On 
the new industrial estates in the south 
ies,  \ a $ > and the north the trend is towards 
Bar a a BB |. = A building sectional... factories, which 
aie ee further helps industry to locate in those 
arn areas. 
ee vn At the present time, however, South- 
ie, ampton has neither the new: sectional 
buildings nor a wealth of old buildings 
to: offer the enterprising firm which is 
looking for a convenient home in which 
to start or for a new location-in which 
to expand. or 
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Two Books that lead to the efficiency When we come to the third reason, 


in the Typlists’ Room. > | | that of cheap and accessible transport, 

By MAXWELL CROOKS SUBSCRIBERS to “BUSINESS Southampton makes a good -showing. 

ep F..P.S. (Typlsts’ Section). are entitled to free information a a KpE e inlets for pe g a 

. ; as natı advantages that wou e 

THE BOOK OF THE concerning Products, Appliances da or Denes ede e 

REMINGTON TYPEWRITER or Services. transport. As a port, with deep water 

A complete handbook dealing “ the facilities alongside- factory -'sites, it is 

Oey Gey nahan al dein. aust ADVERTISERS who = ot unquestionably. in a first-class position. 

care, operation and adjustment. 2/6 net. employ an agent (which we The real point to decide is: what kind 

THE BOOK OF THE recommend them to do) are a foe i Adee best take advantage 
UNDERWOOD TYPEWRITER entitled to free Copy Service. | | ©", 0° naci T neS 


A companion volume for Underwood That question has already been 
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points that lead to efficiency in oper- : ski ` í $ ae 
ationand long life for che machine. 2/6 net. Particulars for the a king from the distributive problem. It is the 
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akani waste are to be found in the “G.B” System; it saves Chamber of Commerce Sees It 
you from the ill effects of unpunctuality and enables you to get 
the utmost return from your business. Bad timekeeping isa] it is not quite as rosy as the Southern 
canker which eats away profits and reduces eficiency—cut it Railway sees it or so hopeful as the 
out with the Gledhill-Brook. local Chamber of Commerce believes it 
Full particulars of all models and terms from to be. And“it is quite possible that 

yas their view is a longer one than mine. 

= ROOK Southampton is a port that has come 

LLEDHIL : i through periods of obscurity until 

: to-day it is the leading passenger port 

TI ME RECORDERS LTD. _, |in the kingdom. It set out to attain 


this enviable and lucrative position and 
38 EMPIRE WORKS HUDDERSFIELD it has succeeded. Possibly its industrial 





Perhaps the picture as I have painted 
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LANCASHIRE 


It is essential to remember that there is Lancashire and there is’ Industrial 
Lancashire. There is a county of moorland and agriculture, of lakes and 
seaboard, of inland farms and coastal pleasure resorts, There is a whole 
world of cultural as well as commercial life; and when you come to the 
commercial life you will find that cotton is only the beginning of 
The diversity of Lancashire is truly amazing. 
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Modern factories to rent and an unequalled variety of cheap sites with every 
essential facility are available for industrial development, 
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Inquiries invited in confidence tu: J. BENNETT STOREY, General Manager : 


The Lancashire Industrial Development Council 
SHIP CANAL HOUSE, KING STREET, MANCHESTER, 2 


Preliminary information obtainable through: The Travel and Industrial Development Association of Great Britain and Ireland, Kinnaird House, 
i Pall Mall East, London, S.W.1., British Empire Bullding, Rockefeller Center, New York, and 28 Avenue des Champs Elysées, Paris. 


| TRAFFORD PARK INFORMATION BUREAU | 


.. | TRAFFORD PARK BUSH HOUSE! 
| MANCHESTER “ LONDON, W.C.2 r 





/he QUICKEST WAY TO THE MARKETS OF ` 
| GREAT BRITAIN and the CONTINENT 
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THE PRODUCTS OF THE WORLD 


BRITAIN’S' (esse 
PROGRESSIVE PORT = 
21,000,000 people served within a 


radius of [25 miles. $ 


London Markets reached in 3 hours by 
Fast Freight Trains. Similar services to 
Midlands, West and North of England. 


Regular and direct communication with 
160 of the Principal World Ports, 


Ample Cold Storage accommodation, 
modern auction Sales Room for fruit. 
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New Docks, New Passenger and Cargo We l w AEA ANA E A.. f eG 
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Modern docks equipment. 
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Ideal transit point for traffic to European i 
Ports. ` i For rates and all general information 
write to E, J. Missenden, Docks and 
Marine Manager, Southampton Docks, 
England. For information regarding 
OWNED AND MANAGED BY THE Coid Storage Rates, ete., apply to the 
- International Cold Storage & Ice Co., 


SO UTH È R [N] Ltd. Southampton, England. 
RAILWAY = 


FACTORIES ‘uz | 21 


An exé@lusive register of excellent sites possessing the following 
advantages is avaliable for inspection : 


Capable of connection 
with, or adjacent to 
the Great Western 
Railway. 
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CCN 7ISIBLE SYSTEMS” 
save time and money 
by keeping all vital data at 
executives’ finger - tips. - 
Without ‘Visible Systems” 
your staff are taking too 
long to make entries and 
find the facts when wanted. 
Save time in every depart- 
ment—STOCKS, SALES, 
‘HIRE PURCHASE, 
COUNTING HOUSE, 
etc, with“ VisibleSystems’’. 
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FACTORIES AND 
Low-priced land in FACTORY SITES 


low-rated districts. 
* 


Good labour supplies. 
Coal, coke, and raw 
materials within easy 
reach. 
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Availability of 
shipping facilities at 
LONDON, BRISTOL, 
LIYERPOOL, CAR. 
DIFF, NEWPORT, 
SWANSEA and PLY. 
MOUTH. 


1 * 


Cheap lighting and 
power. 
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Ample water supply. 
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Adjacent to large 
centres of population 


and ety areas, ` rata VIS IR LE SYSTEMS 99 


Advice freely given as to the BEST LOCATION to suit YOUR particular ; : : 
requirements, including prospective transport charges, on application to : Write or telephone for full particulars to :— 


Hi Chief Goods Manager: = . CA RT E R p A R R ATT | TD. 


Developmen epe paron onn {P. ]. Carter Eve, Managing Director} 
GREAT WESTERN RAILWAY . 
PADDINGTON STATION, W.2 0316 Abbey House, Victoria Street, London, S.W.I 


el.: Paddington 7000, extension 2465) z i : 
Paddington Station, we JAMES MILNE, General Manager. Telephone : Abbey 36/75 
Hee ee nn aerate N e EROAN EA rei GRN 
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ambitions, too, will be realized in days 
not long to come. — 

Looking at the situation from the 
viewpoint of Mr. Bernard D. Knowles, 
secretary to the Southampton Chamber 
of Commerce, there are three phases in 
the port’s future development. They 
are: (1) as a great cargo port; (2) asa 
first-class industrial centre; (3) as an 
important airport. i 

Estimating the situation from an 
outsider’s viewpoint, it seems to me 
that points (x) and (3) will certainly be 
realized, in the not too distant future. 
About the second point I have my 
doubts. 

The Southern Railway, in a booklet 
on the docks, gives a table showing the 
growth in gross tons of shipping using 
the port since 1883 to the present day. 
The figures are illuminating and reveal 
the tremendous increase of traffic that 
has taken place. 

In 1883 the tonnage was 2,152,402. 
By 1933 it had risen to 16,860,524 tons. 
But more significant still is the growth 
since the Great War. In 1913 the figure 
was 8,784,032 tons, or less than half of 
its total for 1935, which was 17,500,000 
tons. 

In recent years the most significant 
move is in the cargo side of the traffic. 
As a passenger port Southampton is 
supreme; as a cargo port it is growing. 
Some idea of this growth can be 
obtained from 1923 and 1934 figures. 
In the former year only 924,160 pack- 
ages of deciduous fruit was imported, 
but in 1934 this figure had. grown to 
3,400,000 packages. In citrus fruit the 
1923 figure was 295,252 boxes compared 
to the 1935 total of about 1,800,000 
boxes. 

Nor is this growth confined to Empire 
fruits. Wool, meat, butter, eggs, and 
a range of other Empire and foreign 
produce is passing through the port in 
increasing quantities. 

For this reason importing firms have 
large warehouses at the port, and the 
enormous cold storage plant of the 
International Cold Storage Co. is one 
of the best to be found anywhere in the 
world.. 

The port is also being used increas- 
ingly as a transhipping point for traffic 
to North European ports. 


Great Signs of Port’s Future 
` As An Air Centre 


As you can see, there are not lacking 
signs that point to the development of 
the port as a cargo centre. Similarly, 
there are many indications of its growth 
as an air base, and before long many 
important developments are likely to 
‘take place. 

‘Mr. Knowles pointed out that plans 
have already been completed for the 
construction of Sikorsky flying-boats in 
the locality. A site at Hamble has been 
acquired for the building of workshops 
and hangars. There aregalso proposals 
afoot for the building of a large aero 
engine factory. 

This is readily understandable because 
of ‘the ideal nature of the land and 
water for all kinds of aviation pur- 
poses. The Southampton aerodrome, 
for instance, is one of the largest in the 
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At the beginning of 
every month we receive 
Jones’ statement! 

How do they manage | 


t? 





Let us take a look into Jones’foffice and see. 


Hetea Remington Accounting Machine provides the answer. 
It posts and balances customers’ Ledgers and Statements 
and ptoves the accuracy of all entries day by day—thus as 
the last entries are posted for the month statements are 
ready for despatch. 


"There is no wait for balancing of 
seatching for differences. 


REMINGTON ACCOUNTING 
MACHINES ARE ELASTIC 


Asinglemachinecan be appliedtoone 
or more of the following operations: 


ADDING and LISTING 
INVOICE and DAY BOOK 
SALES LEDGER and STATEMENTS 
BOUGHT LEDGER 
HIRE PURCHASE LEDGER 
RECEIPTS and CASH BOOK 
CHEQUES and CASH BOOK 
PURCHASING ORDER SETS 
STORES ACCOUNTS 
STATISTICAL ANALYSIS 
WAGES 


AND ANY SPECIALIZED ACCOUNTING 
APPLICATIONS 


Furthermore at the same operation 
of posting-Ledgef and Statement 
„an Audit Control and Business 
teview record sheet is furnished. 


Few firms are small enough to do 
without the Remington Account- 
ing Machine. 


ACCOUNTING MACHINES 


Write for full details (B.B.12) without obligation to:— 


REMINGTON TYPEWRITER CO. LTD. 
[00 GRACECHURCH STREET, LONDON, E.C.3 


Tel.: Mansion House 3333 
aan BRANCHES IN ALL PRINCIPAL CITIES 
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COLLECTION 


OF ACCOUNTS 
BY DELIVERY MEN 





is a logical method of reducing costs 


of operation. 


For this purpose 


THE PORTABLE AUTOMATICKET SYSTEM 
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OF RECEIPT ISSUE 


zs safe— 
quick— , 
stmple— 


applicable to all businesses 
















employing delivery men— 

A DUPLICATE RECEIPT REMAINS 
IN THE LOCKED RECEIPT ISSUER 
FOR ENTRY IN THE BOOKS, 

í | CRESCENT LAUNDRY nay : 
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[ADDRESS ` E ĝo” 
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Send for explanatory brochure to 


BELL PUNCH COMPANY LIMITED 


“39 ST. JAMESS STREET 
LONDON, 5.W.ı 


The largest manufacturers in the world of systems 
for the safe conduct of cash 
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CASH REGISTERS 


Made by British Craftsmen for British Retailers. 


The Gledhill “Monarch” Register indicates the amount 
on large clear tablets; it has many up-to-date features for 
accurate cash ‘checking—Sub and Grand Total Adding, 


Detail Strip and Total Printing. 


Send for catalogue and details of easy purchase terms. 


G. H. GLEDHILL & SONS, LTD. 


50 Trinity Works, HALIFAX 
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country. It has a clear runway of 
1,450 yards and is excellent for testing 
purposes. It has recently been installed 
with night-flying equipment. 

The stretches of water in the vicinity 
offer wide scope for the testing, landing 
and taking df of flying-boats, another 
factor that counts heavily in favour of 
the port’s development as an aviation 
centre. 

If and when flying becomes a’ still 
more important factor in the everyday 
commercial world, Southampton should 
be in a very sound position. The 
development of flying inasmuch ‘as it 
affects the shipment of goods will be 
important to the port and might well 
have a decisive influence on the ulti- 
mate fate of the Southern Railway’s 
great scheme. 

This is, however, looking a long way 
ahead. At the present time the whole 
matter remains in its infancy, and we 
are yet to see whether the joint ambi- 
tions of the Southern Railway and the 
port of Southampton will be realized 
and factories will hum and throb on 
that spot where Canute was urged to 
lay his futile injunction. 
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House-to-House 
ACCOUNT 
COLLECTION 


(Continued from page 28) 


saving in clerical labour and in the 
quicker collection of the accounts. It 
is most interesting to observe how the 
regular application of this system of 
account collection encourages customers 
to pay regularly at frequent inter- 
vals, thereby reducing the outstanding 
capital of the undertaking. 

It will be difficult to find a type of 
trading enterprise which delivers goods 
at the door to which ‘this Portable 
Automaticket system is not advan- 
tageous; purveyors of food in all forms, 
laundries, coal dealers, artisan-dwelling- 
owners, where the rents are collected 
weekly, will all find the system a solu- 
tion of many of their troubles of 
account ‘collection and control. 

The system is not only acceptable to 
the employer because it removes all 
fears of peculation or fraud, which are 
present»when cash is collected by lower- 
paid members of the staff, ‘but it is 
acceptable to the staffs themselves 
because they realize that this system 
can never bring them under suspicion. 
The honest employee welcomes’ the 
system, the dishonest will speedily 
leave ‘the ur@lertaking where -it is 
employed. 

Trading enterprises can obtain‘ their 
tickets in stock form or specially 
printed for their requirements; the 
former are naturally very much chéaper 
than the latter and are suitable in many 
instances. ` 


be taken some time in advance to avoid 
idleness. 

The Layout Chart is a mechanism to 
plan work so as to avoid idleness of 
men and equipment and to get work 
done in the order of its importance. 

The Load Chart showsethe amount 
of work, in hours or days, ahead of a 
plant or any part of a plant. 

The execution of a plan is as im- 
portant as the making of that plan. 
The Progress Chart is a mechanism to 
get work done by showing a comparison 
of the accomplishment with the plan 
and the reasons for failure to live up 
to that plan. 

The book explains in full detail, with 
many good illustrations, the precise 
application of these types of control 
charts in different businesses. 
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Record Figures 
of the 


LEIPZIG 
Spring Fair 


ccording to the latest official figures 
of the Leipzig Spring Fair, 1936, 
the total attendance was: 

238,447 commercial visitors (42,101 
more than at the Spring Fair, 
1935), of which 

24,751 Non-German buyers came 
from all parts of the world, 

2,188 from Britain, who were ex- 
ceeded only by Czechoslovak and 
Dutch buyers. More than 

1,100 buyers came from Belgium, and 
about the same number from Den- 
mark, Sweden, Norway, Switzer- 
land, Poland, and Austria. 

The United States sent 556, South 
America 475, Australia 74, Africa 
107 buyers. 

There were 8,163 exhibitors, of whom 
472 came from Non-German countries, 
occupying an exhibition space of 
1,431,620 sq. ft. 

Business at the Fair was very brisk, 
and the results of the export business 
of the Non-German exhibitors, as well 
as of German exhibitors, was better 
than experienced during recent years. 

Eighty special correspondents from 
the foreign Press, besides hundreds of 
representatives of other home and 
foreign daily papers and trade journals, 
attended the Fair. 

The Leipzig Autumn Fair (without 
heavy machinery) takes place fram 30th 
August to 3rd September, 1936. 
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I Shook Like a Leaf 
When They Called My Name 


But now I can sway an audience of thousands 


A feeble burst of applause sounded as I sat down. 
But I wasn’t deceived. I had failed, Here was 
my chance to favourably impress the important 
officials of the company, And I'd messed it up. 
Why? 

I knew that plan as well as my Director (who 
had been scheduled to explain it, but had sud- 
denly been called away). But when I rose to my 
feet I was nervous as a kitten, I groped for the 
right way to begin. A sea of faces swam before 
me and my brain and tongue seemed paralysed, 
Instead of explaining it in a logical step-by-step 
way, I began in the middle, contradicted myself 
several times, and left out the most important part. 

There and then I made a resolu- 
tion. I would get over this habit 
of stage-fright and self-conscious- 
ness, if it was the last thing I did. 
And if ever again I got an oppor- 
tunity like this I would be ready 


WHAT THIS FREE BOOK 
WILL SHOW YOU 


How to sell more goods. 


To-day promotion in business and social popu- 

larity are easily won by the man who can dominate 
one man or thousands by the sheer power of con- 
vincing speech. It is this talent alone that causes 
one man to rise from obscurity to be Director of a 
large concern; another, from a small unimportant 
territory to a sales-manager’s desk; a shy, diffident 
man to become a much-sought-after dinner guest; 
anotber, from the rank and file of fraternal or 
political circles to blossom forth as a powerful, 
dynamic orator and leader. 
Yet there is no magic, no mystery, no so-called 
‘natural gifts” about effective speaking, Any man 
can now conquer timidity, stage-fright, and self- 
consciousness and become a mag- 
netic, dominating speaker and a 
brilliant conversationalist. This has 
been made possible through the per- 
fection of an amazing simple home 
training. e 


for it. How to write better 


It was by sheer chance that one 
day about a week later, while 
glancing through Business, I came 
across an advertisement which I 
had seen many times before. This 
advertisement described a remark- 
able easy home-study method that 
developed the natural speaking 
ability of every man. Tt told 
about certain principles which elimi- 
nated stage-fright, nervousness and 
timidity. 

I started this twenty-minute daily 
training shortly afterwards. I was 
elated at the rapid improvement 
that was evident to me almost right 
from the start. Very soon I realized 
that I was no longer thinking of 
myself when making an extended 
address or conferring with business 
superiors: my thoughts were con- 
centrated on my subject. I had 
developed poise and self-confidence. People began 
to listen more attentively when I voiced opinions. 
And when the firm sent me as their delegate and 
speaker to the annual trade convention, I knew at 
last that I had wiped out the memory of my pre- 
vious failure. Also my newly discovered talent has 
opened up new social gates. I am called upon to 
address banquets and am invited to select social 
affairs through my ability to converse fluently. 


NOW SENT 
FREE 


NAME 


| 
I 
| 
I 
I 
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! 
ADDRESS 
| 


How to address business 
conferences. 
How to enlarge your 


How to speak before your 
lodge or club. 

How to propose and 
respond to toasts. 

How to address board 

How to make after-dinner 

How to develop self- 

How to train your 


How to acquire a winning 
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PSYCHOLOGY PUBLISHING CO., LTD. 
(Dept. B/ES7), 3, 5 & 12 Queen St., Manchester, 2 


Please send me, FREE and without any obligation whatever, a 
copy of your inspiring book, “How to Work Wonders with Words”. 
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letters. 


SEND FOR THIS 
AMAZING BOOK 


This new method of training is 
fully described in an interesting and 
informative book, entitled “‘How to 
Work Wonders with Words,” This 
book will be sent free to those 
who post the coupon. It describes 
a truly remarkable way by which 
any one can overcome stace-fright, 
self-consciousness and bashfulness. 
It shgws how easy it is to become 
a dominating speaker and brilliant 
conversationalist, by spending only 


vocabulary. 


meetings. 
speeches. 
confidence. 
memory. 


personality. 


How to overcome fear. twenty minutes a day in the 


privacy of your own home, And 
it reveals the secret of advancement 
in position and salary, social popularity, personal 
power, prestige, and real success. Send for the book 
at once. Fill in and post the coupon—NOW, No 
cost. No obligation. 


PSYCHOLOGY PUBLISHING Co., Ltd. 


(Dept. B/ES7), 3,5 & 12 Queen Street, 
Manchester, 2 
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MEAN A 
CONSTANT 
MARGIN OF 
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You would not think of walking across the road blindfold’ 
. «+ yet some businesses are run on such hit-or-miss lines. 


The closer your knowledge of your business, the more 
likely is it to prosper. SHANNON Systems keep you in 
perpetual touch with every branch of your firm's activi- 
ties by enabling you to keep accurate records immediately 
available. Any abnormality in any department becomes 
instantly obvious and you can correct it... under-stock- 
ing... over-stocking . .. the carrying of too many long- 
credit accounts ... all danger signals . .. are brought to 
your notice before they have a chance to become serious. 


Let SHANNON show you the way to keepin intimate 


touch with your business activities . .. and so make them 
more profitable. 


IMPERIAL HOUSE ae 
I5, 17, 19 KINGSWAY, W.C.2 ae de dala 





BIRMINGHAM BRISTOL LIVERPOOL f 
MANCHESTER NEWCASTLE-ON - TYNE | 
GLASGOW ® CAIRO, EGYPT 


THE 
‘LITTLE WONDER’ 


THE 


ADDRESSALL 
COMPANY HAVE 
HAND, FOOT, AND 
ELECTRICALLY 
DRIVEN EQUIPMENT 
for MAJOR ADDRESS- 
ING PROBLEMS . . . 
WHILST THE FULL 
RANGE GUARANTEES 
SOLUTION OF ANY 
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COMPETITION 
is ‘Ability 
* to Use’ 


very manufacturer, merchant, pur- 
E veyor of service is in direct com- 

petition with the most efficient 
companies in his field. Formerly, to 
the manufacturer, meeting price com- 
petition was largely a matter of meeting 
raw material, production and sales 
costs. To the shopkeeper it was meet- 
ing the costs of stocks, rent and selling. 

To-day, the increased severity of 
competition has brought up another 
factor for consideration: the cost of 
administration and control. 

The development of business machin- 
ery has made big business possible, 
Without it our modern organizations 
would be submerged in detail. The 
proper use of to-day’s business machin- 
ery, however, calls for expert know- 
ledge of it and involves considerable 
expense to employ it. 


Competition in Keeping Down 
Overhead Costs 


This brings out the point that a new 
form of competition has arisen: the 
ability to adapt and use business 
machinery and equipment. In fact, 
upon the ability to do this depends 
the whole question of keeping down 
administration ‘‘overhead’’. 

To-day, the competition between the 
large business and the small is, to a 
great extent, a competition in the 
adaptation and use of modern business 
methods and machinery. It used to be 
beneath the dignity of the higher execu- 
tives to pay attention to the mechanics 
of business. Desks, record-keeping, 
seating accommodation, lighting, inter- 
office communication, noise abatement 
and so on were out of their sphere. 

To-day all that is changed. The 
House that investigates and uses every 
modern appliance that will increase the 
speed and accuracy of routine work 
and at the same time reduce costs is 
the House that will have the biggest 
pull in this latest and keenest field of 
competition. 








Complete CARD INDEX & ADDRESSING 
SYSTEM .IN ONE.... 


—that’s what the ‘‘Little Wonder” 
Addressallot provides. 
addresses envelopes, postcards, 
statements, labels, etc. A complete 
card index as well as an addressing 
system. 


ADDRESSALL MACHINE Company 


i op ING PRONEN 266 HIGH HOLBORN, W.C.1 
RE Be Index ready to use m 


Speedily 


Phone: HOL. 3571-2 





| Why This Sales Contact 


Never ‘Flops’ phmmabiecit: 





vigi 


l 


E 


N 


; 


2 
f 
i 


r 
§ 


<7 


$ 


J 





° By E. M. BRUCE 


any of the sales contests used by 
M highly organized selling concerns 
fall short of the desired object or 

even have an influence opposite to that 
originally intended. Some of these 
contests produce jealousy among the 
salesmen; others act like a drug, stimu- 
lating sales for a short time till reaction 
in the form of a slump in figures sets in. 
Long experience taught us the tricki- 
ness of such contests, and we are not 


_ 80 eager to use them as in the past. 


Now, when an idea for a contest is 
being discussed we submit it to the fol- 
lowing tests: 

1. Will it maintain the progress 
that it starts? 

2. Will it keep harmony in the 
selling staff? 

3- Will it have any ill effects in the 
long run, such as exhausting 
salesmen or cei prospects and 
repeat customers 

Some time ago we devised a contest 
which answered all these questions 
favourably. 

The idea i is based on a position chart. 
_As the reproduction shows, it contains 
a list of the salesmen in any one area 
or in any one line. For each salesman 
a square is allotted for every day of the 
‘month. These squares are filled with a 
star, either black or red. 


Prevents that ‘Give It Up’ Feeling 


The key to these stars is held by the 
management, and each day the chart 
is adjusted to date. When Smith, for 
instance, turns in his day’s figures he 
does not know whether he will be 
posted on the chart as black or red. 
The aim is, of course, to get a red star, 
which shows the salesman that he is 


= doing well. 
E 


There is no mention of figures on the 
chart or any grading that will reveal 
the figures. At the best the salesman 
can only guess how he stands relative 
to quota; the fact that he may be 











“3-in-1” No. 100 


with CENTRE INLAY of Grey for Type 
in 2 outside layers of Red for Pencil and 
Carbon copies 
ALWAYS USED BY DISCRIMINATING 
SECRETARIES AND TYPISTS 


RETAIL 2/6 DOZEN 





PROPRIETORS OF ALL 


FRANK PITCHFORD & Co. Ltd. 


WELL HOUSE, WELL ST., LONDON, E.C.I 


Phone : 


credited with a black star is no deter- 
rent, as he may be on the verge of 
getting a red star. 

This uncertainty is an important 
point in the plan. The fact that it does 
not reveal the figures of salesmen who 
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have done well prevents the creeping 
in of the defeatist spirit often found 
among those lower down when one or 
two salesmen are a lorg way ahead. 
Instead of admitting that they cannot 
catch up with the leaders and accept- 
ing defeat, even the lowly placed sales- 
men strive until the last day to get a 
red star. 

Equally important is that the scheme 
does not breed ill-will. Jealousy cannot 
very well creep in over the mere colour 
of a star. 


Three Charts are Used 


The chart shown is the daily record, 
but we use two others: a monthly and 
a quarterly. They are based on the 
same principle as the daily record and 
do not reveal figures. 

We have used this method now for a 
year and do not intend to return to the 
old graphs and charts of actual figures. 
The staff show just as much interest in 
the star system as they did when it 
started. 
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Generous Terms to Trade 
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The “GOOD COMPANION” 
for PROFESSIONAL or BUSINESS WEAR 


This practical “STUDINGTON” has a 
special charm of its own. It may be had 
in plain material or in our new modified 


check coating. 
Ready for Service | 


Hand-tailored by 
experts, and finished 
From 6 gns, 
or made to order 





with the care that 
is given to all our 


Productions. 
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Your trial of Nickeloid service 
at the next opportunity will 
assuredly persuade you of the 
advantage of employing these 
facilities consistently. Œ, Write 
for Nickeloid literature on your 


business letterheading. 


NICKELOID 


PRINTER ST., LONDON, E.C.4, Central 9791 Six lines 
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Speed Up Record Keeping 
with 
“Robin? Logseleaf Books 


The “Robin” system saves time, 
space, money. The simplest form 
of indexing, combined with compact- 
ness, durability and economy. All 
British. 


Take advantage of this trial offer : 


“Robin” Looseleaf Book on seven 
days’ approval, complete with A-Z 
index and 200 leaves 5” x 8” ruled 
feint, cash or double ledger, 9/6 post 
free. 


Have you asked for our illustrated 
Catalogue of “Robin” Looseleaf Books 
and Office Equipment yet? 


J. W. RUDDOCK & SONS 


Manufacturers of Looseleaf Books 
LINCOLN 
Also at 3 Old Jewry, London, E.C.2 
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The RIGHT WORKERS 
in the RIGHT JOBS 


From the PERSONNEL MANAGER 
Philips Lamps Ltd. 


variable factor in the whole of in- 

dustry. Also, within wide limits, it 
is the most adaptable. 

It is this almost infinite variability 
and this great degree of flexibility, how- 
ever, which gemands from employers 
the utmost discrimination when they 
select workpeople for jobs of specific 
types. 

Years ago the nature of industrial 
work was not so precise; conditions did 
not demand that each unit of work 
should represent such a high degree of 
excellence coupled with speed and low 
cost. It did not seem to occur to 
employers to analyse the labour market 
minutely in order to pick one human 
worker out of a hundred who was the 
most individually capable of doing any 
particular job. They relied blindly 
upon the natural human ability, within 
reasonable limits, of course, to do any 
job with more or less efficiency. 

This condition still holds among 
many manufacturers to-day. The result 
of it is the old ‘‘square peg in a round 
hole’’, a source of depression for the 
worker and of high labour turnover for 
the manufacturer. 

More progressive manufacturers, on 
the other hand, are rapidly overcoming 
these disadvantages by the scientific 
selection of operatives. 


Aves human worker is by far the most 


You Can’t Judge an Applicant 
by Appearance Only 


At the Mitcham factory of Philips 
Lamps, Ltd., where they employ a high 
percentage of female labour in skilled 
jobs of radio assembly, a series of 
special tests has been devised which has 
not only resulted in better workers 
being discovered, but also in enormously 
reducing labour turnover. 

As one of Philips’s personnel execu- 
tives explained : 

‘We have found that the intelligence, 
speed and dexterity which are the main 
qualifications for girls we employ, can- 
not be determined by looking at an 
applicant or engaging her in ordinary 
conversation, 

“The tests have been specially 
devised to have some bearing on the 
different jobs the workers will have to 
do and fall broadly into three groups— 
intelligence and precision, visual acuity, 
dexterity and speed. We have found 
that the applicants’ aptitude as dis- 
closed by the various tests enable us to 
see exactly the type of work most suit- 
able for them, and it also gives us a 
good idea as to which workers are most 
readily transg@able to another task 


should work of a different nature be 
required. 

The tests comprise original methods 
of cube counting, tracing paths through 
mazes, threading discs on fine wires, 
eyesight tests and arithmetical prob- 
lems. 

Every test has a relation to some 
specific job in the factory for which the 
applicant is aiming, so the employment 
experts of Philips can quickly deter- 


Are These YOUR 
Insurance Problems? 





Analysis of the bulk of correspond- 

ence from readers to our Consul- 

tant shows that their policies suffer 
from these chief faults :— 


| OBSOLETE COVER 

2 INADEQUATE POLICY PRIVILEGES 
3 INSUFFICIENT VALUES PROTECTED 
4 OUT-OF-DATE RATING 


We have already revised and 
improved many important policies. 
Can we help you with yours? 


mine’ a girl’s natural aptitude in any 
particular direction. 

Each test carries marks which are 
recorded in special graph form on a 
card. When a girl is engaged, her card 
is filed in her personal dossier and is 
later compaged with her actual per- 
formance in the factory. 

In the past twelve months over 4,500 
girls have been passed into the Philips 
factory, and there have been only very 
rare exceptions where any girl has 
subsequently proved unsuitable for the 
job for which she was engaged. 
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HAVE YOU A STORES PROBLEM ? 


Just a glance at the COPE-CHAT Visible Index will 
show you 124 stock items and how they stand. 

|. Maximums and minimums. 

2. Actual current physical stock balance. 

3. Relation of above two items, i.e., overstocking, under- 

stocking, etc. 

4. Slow-moving and obsolete lines. 

5. Position regarding Stock replacement orders, etc. 
Stocks are kept more efficiently on COPEDEX with 
about half the clerical time and labour. 


Why not ask for details. Sent gladly by return post. 


THE COPELAND-CHATTERSON COMPANY, LTD. 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 
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NON-STOP TYPING! 9 


Speed up the production of your internal routine forms requiring 
carbon copies. A 


The SPEED-FEED Attachment fits any standard make of typewriter, fa w 
and by accommodating Continuous Fanfold or Interfold Stationery 
automatically interleaves, and withdraws the carbon sheets from, 
each set of forms. 


All unproductive operations and waste effort are avoided, 
thus enabling the operator to spend more time in actual 
typing, with greater accuracy and convenience 


The SPEED-FEED can be unhooked at a moment’s 
notice, allowing the typewriter to be used for 
ordinary purposes. 


EGRY MANIFOLDING 
oil EGRY L 
Speed up the production of handwritten T D e 
records requiring carbon copies WARPLE WAY, ACTON, LONDON, W.3 


Details available on application Telephones : Telegrams 
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Business Demands a 

Knowledge of Money 

and Banking Principles 
This Book Imparts It 


oney, the basis of all business, needs understanding by 
every progressive business man . . . and here is the 
supreme book on the subject. In an absorbing and prac- 
tical manner Dr. Russell D. Kilborne, Ph.D.—an authority 
of international renown—draws aside the curtain, as it 
were, and takes you ‘‘behind the scenes’’ of money, ex- 
change and banking; showing you the influences that 
affect the currency of leading countries. 

Description is inadequate for this masterly survey, ex- 
tending to approximately six hundred pages: its possession 
and perusal will amply testify to its being a ‘‘solid’’ work, 
imparting just what one wants to know—’'The Principles 

i i i of Money and Banking’’ is a message to every Business 
ery erik dhe Hels waa yates Ps Man and to students of Accounting, Insurance, Banking 
makes to nave a really e icient wide-awake stan. or Economics. 

No one, however, can retain that energy and If you are concerned with the making, handling or 
concentration so necessary to efficiency in a investing of money, get ‘The Principles of Money and 
stuffy, overheated atmosphere. Banking’’, by Russell If. Kilborne—simply fill up and 
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A Good Summer in Prospect 


pril has presented us with the 
A expected paradox of the upward 

revival. Business activity is 8.9% 
above last year; we have never 
employed so many men before. Steel 
output is a record. The building, motor 
and rayon booms continue. Employ- 
ment slowly improves. 


Tariff Increases 
Anticipated © 


Yet exports flag, while imports of 
manufactured, goods rise. At the 
same time ‘increases in wages are 
not merely justifiable: they’re being 
called for by some- of the popular 
Press. 

Yet it is precisely this increase in 
production caused by wages and prices 
that is clearly slowing down the rate 
of export revival. Higher wages will 
increase purchasing power at home, but 
they will further decrease our competi- 
tive selling power abroad. Yet to 
maintain the level of sterling and to 
avoid exchange disturbances, we must 
maintain the balance of trade. How is 


ACTIVITY FACTORS 


Business Activity Index 



























Steel Production 
Iron Production 
Coal Production 17 
tmports (total value) 
Raw Material Imports 
Exports (total value) 
Building: (total value) 
Factories, ete. 
Employment 
Wholesale Prices : 
Rail Traffies 
Postal Receipts (net) 
Bank Turnover 
Shipping: Entrances 
Clearances 


Rayon Output 









Raw Cotton. 

Wool Text. Wages 

Electricity Output 
_ Retail Sales 


0-} 


Motor Registrations 


f New Capital Issues 


25q 





this to be done? One answer is higher 
tariffs: but these tariffs in themselves 
tend to increase prices and therefore 
costs. m 

Under present conditions, however, 
even this risk may be necessary in order 
to avoid danger to the currency. We 
may therefore anticipate increased 
tariffs against certain manufactured 
goods. Most of the rise in imports in 
April, however, was due to raw 
materials and foodstuffs. 

It is true that wheat costs nearly 9% 
more than a year ago; rubber 25%, and 
wool 18.5% more. But these are not 
the items which show most heavily in 
the figures. The greatest rises are 
recorded in cotton (costing 4.5% less 
than a year ago); tin which is down by 
11.1% in price and maize. Clearly most 
of the big increases are in materials for 
use in armament and munitions. 


Armament Boom 
Is Timely — 


[t 


is clear that rapid strides are being 
made in the progress of the rearma- 
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ment programme. Some of the largest 
motor concerns in the country are to 
take’ up armament work if necessary. 
The naval programme is being ex- 
pedited. Production of planes has now 
reached a high figure for the week. In 
short, the armament boom is commenc- 
ing. It has come at precisely the right 
moment for industry, for in April the 
building revival received its first check. 
The total value of plans passed was 
5.8% lower than a year ago. This, 
although factory and business pre- 
mises plans passed increased by 
24.4%. 

There is no indication that this repre- 
sents more than a small temporary 
check to a record building revival: the 
level of activity will not be seriously 
affected, but it does mean that higher 
output need not be looked for in the 
building industry. The rearmament 
boom must take up the slack left by 
the building industry. 

That building will near its present 
level is based on three simple facts 
sometimes overlooked. Here he num- 
ber of public schemes of rehousing is 








Basic 
Industries Output 


STILL RISING 


The production of steel and iron 
continues to rise, Latest. figures show 
an increase in April of 22.7% for steel 
and 19.6% for iron compared with 
April 1935. Coal output is up slightly 
at 1.2%. Increasing adverse trade 
balance is shown by the latest overseas 
trade reports, Total imports in April 
rose by 11.8% over the corresponding 
month last year, but exports rose by 
no more than 1.2%. 

Employment continues to improve, 
returns showing a gain of 8.6%. Rayon 
output is again up, this time by 21.7%. 
Raw cotton imports also up by 47.6%. 
The biggest single increase is that of 
new capital issues. In April the huge 
gain of 120.4% over April of last year 
was recorded, : 

Total shipping entrances and clear- 
as show a slight gain at 1.7% and 


_ Both wholesale and retail prices con- 
tinue to rise. The formers latest 
increase is 6.0%, the latter's 7.9%. 
Bank turnover for April, too, rose con- 
siderably, the figure being 7.4%. 
Another good sign is the continued rise 
in rail traffic. A particularly signif- 
cant frend is the continued disparity 
between total building figures and those 
for factory and other business premises. 
Total building plans passed for April 
show a decline of 6.8% compared with 
April 1935, but the business buildings 
plans passed show an increase of 24.4% 
over the same period. 
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steadily increasing; here also the 
number of private families is estimated 
by the registrar general to increase by 
one thousand from 1931-41. Scotland, 
Durham and South Wales present 
special housing problems more acute 
than those in London. As an example 
- Glasgow alone contains 12,000 dwell- 
ings still classed as unfit for human 
habitation. 

On the other hand, the revival of 
the ship building and engineering in- 
dustries through armament contracts 
is bound to creata a private building 
boom in that area. 


Two Tem- 
porary Checks 


T falling off in cotton, wool and 
hosiery employment is the only cloud 
on the April figures: even these, how- 
ever, represent an improvement on a 
year ago. The only special area not 
showing a further improvement in April 
was the North-East district, and this 
relapse can clearly only be temporary. 
For there is news of half a dozen big 
new enterprises including coke ovens 
and steel plant, rail development and an 
oil-from-coal plan for that area. 
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a London [District : Con- 
aa ie ‘ms tinued industrial expan- 
5 sion throughout the Lon- 
don area is still absorbing 
workers. Unemployment 
continues to drop. Fac- 
tory extensions and intro- 
duction of new types of 
industry stil evident. 
Most plants working with 
full order books, Retail 
trade good. River trafic 
heavy. . 
E. & S. E. Districts: 
East Anglia farming re- 
tarded by wet weather, 
but crops now picking up. 
Prospects fair. Grimsby 
landings up slightly on 
last year. Timber demand 
improving, prices rising. 
Wheat market at Hull re- 
covering slightly. Foreign 
coal inquiries improving. 
Home demand better. 
Shipping rates poor. 


Midlands: Iron, steel, 
non-ferrous metals all in 
big demand. Engineering, 
electrical, hardware, 
motors, and allied indus- 
tries very busy through- 
out area. Overtime 
general, labour scarce. 
Lace, hosiery, leather, 
boot and shoe trade all 
improving. Good demand 
for Midland coal for home 
market. Agriculture less 
forward than usual. 


W. & S. W. Districts : 
Bristol grain trade firm, 
leather active and timber 
in good demand. Iron, 
steel and ship-repairing 
good at Cardiff but coal 
and general industry not 
improving. Swansea iron 
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CARAN EA and steel trades busy. 

fee N ESTER “iby Yj, Home demand brisk. 
ze O COVENTRY VA N, E. District : i 

DMINS AJ BIRMINGHAM $} NORTHAMPTON » Ge Mistrict: Fair de- 

IPSWICH mand for Newcastle, Sun- 

. derland coals. Wear ship- 

wig.) HEREFORD building yards busy. Tyne- 
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side improving. Charter- 
ing not so good. En- 
gineering trades busy. 
Middlesbrough blast fur- 
naces not able to cope 
with demand. 


N. W. District: Barrow 
pig-iron production work- 
ing at capacity. Liver- 
pool cotton market fairly 
active, eat market 
steady. Homeward char- 
tering improved. Man- 
chester yarns market dull, 
į piece goods trade pick- 
ing up, South Africa a 
good customer. Lanta- 

ire engineering firms are 
busy. Plant extensions in 
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ing less active. Linen 
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Why a Price Rise 

Would be Dangerous 

A recent research by The Economist 
reinforces a point of view on 

employment expressed more than once 

here. Our" belief has always been that 

the war merely emphasized, but did 

not change, the main trends of upward 

prosperity and adversity in our indus- 

tries. 

This analysis shows that for every 
worker who lost his employment in the 
depression, somebody found a job in 
the first three years of recovery (July, 
1932-July, 1935) and 150,000 others. 
But recruits came much faster than 
jobs. During this period the number 
of insured workers increased by 964,000 
(8%), while the number of new jobs was 
only 149,646 (1.4%). These new workers 
have gone largely into the more 
prosperous industries, swelling their 
unemployment figures. 

But when the employment of the 
various industries from 1930-1935 is 
examined, it is found that those which 
have expanded since 1929 are the same 
industries which were relatively prosper- 
ous before the great depression started, 
not necessarily the consumer industries 
but the home market industries. On 
the other hand, the industries which 
have suffered most since 1929 are not 
the capital industries but the export 
industries. : 

In short, we shall have to think less 
in terms of capital and consumer indus- 
tries and more in terms of home market 
and export industries. This again 
emphasizes the danger of a price rise, 
which, while further improving the 
home industries, will still further 
damage the already weakened export 
industries. 


Home Market's 


Prospects Excellent 


[> the meantime, the buying power of 

the home market continues to rise. 
Between 1934 and 1935 wages increased 
round £1%4,500,000 or £139,423 per week, 
Profits show a similar upward trend. 
In April, 254 company reports examined 
by The Economist showed a rise in 
profits of over £3,400,000 or 9.6%. The 
total increase in profits was much 
greater than this. All of this money is 
not paid out in dividends, but much of 
it is. Taken in conjunction with the 
coming increased expenditure on arma- 
ments, the prospects of still better 
times in the home market this autumn 
are good. 


4 Signs of 
U.S.A. Revival 


G reater prosperity for the export 

industries must depend on condi- 
tions abroad and on tariff levels. The 
U.S.A. gives hope in both directions: 
There is eve indication that, despite a 
budget deficit of around £1,200,000,000, 
increasing taxation and the Presidential 
election in November, American busi- 
ness is now set in a revival cycle, which 
it will be difficult for anything to stop. 
Evidence of this is seen in four direc- 
tions. The motor trade is already 
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The Business Trend 





working at the 1929 level of output, the O ur Field zs 
Clear Ahead 


steel industries are approaching 75% of ` 
capacity, instalment terms at cheaper 
rates are encouraging a furnishing and 
home equipment boom, while money is 
being made on Wall Street once more. 
Even such conservative judges as the 
Schroeders feel that America is at last 
set in a revival cycle. Apart from this 
evidence there is the big further spend- 
‘ing promised by the Government on 
unemployment, building, agriculture 
and the veterans. Sound or unsound, 
this expenditure is bound to increase 
spending and to increase the circulation 
of money. 


Empire Markets 
Prosperous 


n the Empire conditions remain 

extremely good. In South Africa the 
premium on gold still keeps the whole 
country prosperous. Australia has 
improved her overseas trade position 
by no less than 10,500,000 during 
February and March. Her surplus at 
31st March amounted to over 
£20,000,000. The intense activity of 
the import trade has thus been ex- 
ceeded by the vitality of the export 
side. Clearly, the time for a further 
flow of capital from Great Britain to 
Australia is near.- 

New Zealand is also experiencing 
better trade and rising prices. 


German Industries’ 
Precarious Position 


n Europe the situation is less 

encouraging but France has once 
more miraculously avoided devaluation. 
How long or how zealously M. Blum’s 
government will guard the franc is 
another matter. There would appear 
to be a feeling that the Left may be 
more likely to accept virtual devalua- 
tion so long as nominally the franc 
remains on gold. From the point of 
view of world recovery, of course, 
devaluation, whether disguised or frank, 
would, be immensely welcome. The 
improvement in Belgium is an evidence 
of its possibilities. 

In Germany a serious position would 
appear to be blowing up. Industrial 
production has almost reached the 1928 
peak: but whereas the output of pro- 
ducers’ goods has increased by 26% over 
1934; that of consumers’ goods has 
decreased by over 2%. The percentage 
of the country’s total investment 
shepherded into ‘‘public administra- 
tion’’ has risen from 19.3% to 48%. 
With all this money being poured into 
capital equipment, armaments,* roads, 
barracks and fortifications, little is left 
for the replacement of plant and the 
modernization of factories. It looks as 
if the effort to start up private industry 
with a government pump has failed. 
Instead the pump has had to be worked 
harder. It is difficult to see how this 
weakening of Germany’s private indus- 
trial enterprise can fail to create a 
serious situation when rearmament is 
over. For not only capital and equip- 
ment but cash will be short. And all 
these are needed to speed up private 
industry effectively. 
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They’re Spending Money Here 


wo famous Lancashire electrical engi- 

neering firms are again extending. 
Ferranti, Ltd., of Hollinwood, near Old- 
ham, who last year opened a large radio 
factory at Moston (Manchester), have 
acquired the Oldham Corporation tram- 
way depot at Hollinwood, which adjoins 
the Ferranti works. 

At Liverpool, the machine shops at the 
Victor Works of Elexcel, Ltd. (subsidiary 
of the Automatic Electric Company, Ltd.), 
manufacturers of domestic electrical appli- 
ances, are being enlarged by about 50 per 
cent to enable new plant to be installed. 


+ 


u order for two liners, each 655 feet 
long, with gross tonnage 23,428, and 
with turbines of 24,000 h.p., has been 
placed by the P. & O. Company with 


Vickers-Armstrong, Ltd., of Barrow-in- — 


Furness. Each vessel will cost about 
£1,000,000. 

The order will provide employment for 
two years for 1,800 craftsmen in many 
trades. Eleven thousand people are now 
working at the Vickers-Armstrongs yards 
at Barrow, and this number will be in- 
creased during the year. 


+ 


acup, Lancashire, whose rates have 
been reduced for the fifth successive 
year, has become an important centre for 
manufacture of boots, shoes, and slippers, 
and the industry is still growing. The dis- 
covery of a certain kind of clay led to the 
opening of a tile and brickmaking works, 
and the manufacture of hosiery and of silk 
goods have provided other successful new 


indusi ries. á 
+ 4 
p aee sums are being spent on first-class 
roads for Lancashire. The latest 


scheme, financially supported by the Min- 
istry of Transport, provides for a road 
120 ft. wide and nearly four miles long 
to carry heavy traffic through Formby on 
the route between Southport and Liver- 
pool. The scheme will occupy three years 
and will cost £198,000. 


® S 


Fe mployment for two thousand is now 
being provided at the works recently 
established at Heaton Chapel, near Man- 
chester, by the Fairey Aviation Company. 


+ 


vidence that the Lancashire cotton 
trade is steadily improving is provided 
by results announced by several cotton 
spinning mills. During the six ‘months 
which ended in March, ten companies 
made an aggregate profit of £8,246, where- 
as in the previous half-year the aggregate 
loss amounted to £12,060. 


+ 


n Altrincham, adjoining Manchester, 

hundreds of people are being found 
work every month. Its vital industries, 
engineering works, are working overtime 
and night and week-end shifts. 

Among the firms which have extended 
recently are Cook & Co., textile machinists; 
George Richards & Co., machine tool- 
makers; the Churchill Machine Tool Co.; 
and Luke & Spencer, Ltd., emery-wheel 
. manufacturers. ` 


+ 


wo of the most modern types of cold- 
Telg steel mills are to be added to the 
plant of John Lysaght, Ltd., Newport, 
Mon., this summer. They will produce 
high-grade steel sheets for motor-cars. 


Lysaghts employ 3,000 workers at pre- 
sent, and are working day and night to 
cope with home and foreign orders. 


à ¢ 


po have been approved by Birming- 
bam City Council for the development 


of a satellite town on the eastern side of 


the city at a cost of over £1,500,000. 
+ 


recently formed company, Copper 

Sheets, Ltd., of London, are erecting 

a factory on a four-acre site at Coventry. 

It is understood that most of the output 
is intended for aircraft purposes. 

Foundations for a factory in Coventry 

for the Coventry Gauge & Tool Co., Ltd., 


t 
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have just been laid. This firm specializes 
in precision machinery. 
+ 

A 124-page Directory of Coventry Manu- 

facturers has been published. There 
is an alphabetical list of manufacturers, 
and under thè name of each firm are given 
the products manufactured, date of estab- 
lishment, names of the directors -or pro- 
prietors, trade marks, etc. The list com- 
prises the names of 336 firms. There is: 
also an alphabetical list of products manu- 
factured in Coventry. The Directory may 


be obtained from the Development Officer, . 
roa Hay Lane, Coventry. 


¢ 
peace developments on Tees-side, 
involving an expenditure of over 
£1,000,000, are to be started by the South 
Durham Steel and Iron Co., Ltd., and the 
Cargo Fleet Iron Co., Ltd. 


+ 


New Products for New Markets 
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Lf ay-making, it is prophesied, may be a 
feature of country life which will soon 
disappear. Ten years ago a Cambridge 
scientist discovered that young grass had a 
far higher nutritive value for animals than 
mature grass, and that if it were dried 
artificially it lost none of its feeding value. 
Since then engineers have been studying 
the problem of making artificial hay at a 
price which could compete with concen- 
trated feeding-stuffs. Last month a 
demonstration was given at a farm near 


Sapati ir N et | Pima 
+ Dera 


a! 


comes, Beh 
beer 
va 

s 


4 
ahd 


p enp a Sa i a 
TE Ma 
a 4 
> A aT 
a 4 i -à rE 
A ` ‘ “rE 
9 ` aris 
* ` ae’. Re 
m eet 5 J ba 3 
e £ & ae ae} 
fae 4 . 
3 i ' KS koty 
} 1% pag bene 
= $ % hg ra ry 
è . ae t x É. * 
r 7° PA SF Sas” ORS 4 he 
are sà 
i ‘im: % oe MAI 
Ang, cE E s F A P s3 
: « eal E k. FA ¥e 
: d x A < T a e è 
' z ree i 
` i ’ z Pet $4 } 
aged. sky Bg Fh i ($ 
,. 77 . PE S y H i 
ES ` ee oo | ae ; 
n : siR pe Fk Fe We. 
R teh 3S Eté 7 2. AR y 
Ae RaT ergs a Ys 3 > 5 
f f, At 
. O 2 on ~ PIP Fy. 3 
i Fe 32 Sf 
> Ed re 
$ z% ai “ E TA 
e >» Risen i $; ; # LY; n A : 
ta PEE a i +: 2 
ow (3 c a 
? (d Si > 
E Pee ee St, > 
$ h, > p a Ps i 
4 E Goer 9 ee h ae y. 
t : Bay Yew 
sick Es t Gi os ž 
“ok ra HD pe 
ri 5 Boy A FF we 4 
Ti 4 4 h ob 
ENERE + 
oe a] $ 
3y. DES y 22 h 
Ad $ 
' T vs s 
w P 
X 3 ~x rey 
x is 3? 
t ~ : n 
A t i 
+ a 
i : 
"3 « * rs t : 
` t) è ; 
y ' + , "y 
pred d m ik . 
kd 
: t a ia + 5 
i a. f KT 
4 $ t 
ie rey } : F 
Ee Ba + f 7 A » W 
‘ Se * 
4 gbi {ga $ e A 
= EREHE Bite 
r 
uy * | Fife s + ¥ 
- + . 
Ly a I > >: 
is” 4. $r 
t 
‘ 4 i] 
+ i 4 « 3 
Ba 4 t 
e ¥ 
1 
t 4 





Clean air in the office promotes good health 
and good work. Here is a portable air-con- 
ditioning plant which you simply plug into 
the electric main. It automatically cleans, 
cools (or warms) the air, corrects its humidity 
and gently fans it back into the room again. 
Easily handles rooms up to 4,000 cubic feet 
capacity. Fitted with casfors, cat be moved 
anywhere. Ozone equipment can be added. 
Effective in the home as well asin the office 


Stratford-on-Avon of a drying apparatus - 
which fulfils this condition. 

The cost of the dried grass made by this 
apparatus worked out at about £4 a ton 
and.it was fed in place of cakes and meals 
costing £7 a ton. At the farm where the 
demonstration was held, hay-making will 
be dispensed with entirely this year. 
Dried grass will supply all the require- | 
ments of the cattle as regards con- 
centrated foods, and no cakes will be 
purchased. 


` 


+ 


range of protective products that 

safeguard concrete, brick, stone, 

mortar and ironwork from attack 
by water, damp, rust, heat, corrosion, 
acids and so on, are being manufactured 
by a firm in Middlesex. 

The products can bring about big 
savings in preserving the floors, walls, 
roofs and other parts of factories and 
office buildings. Experience in Ger- 
many, where the products were in- 
vented, has shown that costs of repairs 
to ee have been brought down 
124%. 

The products as manufactured in 
Britain come under five heads: (1) 
waterproofing compounds for treating 
cement mortar, concrete, lime mortar, 
plaster and ornamental plastering 
against cracks, leaky walls, action of 
oils, acids and wearing of floors, etc; 
(2) protective paints for insulating con- 
crete, brick, plaster and iron against 
every kind of dampness and water, and 
for resisting aggressive materials such 
as acids, gases, etc; (3) roof preserva- 
tives for treating factory and office roofs 
against heat, fire, cold, etc.; (4) lime 
consolidation for removing smoke and 
water stains and protection against 
mildew, mould, saltpetre, etc.; (5) con- 
crete preservatives for the protection 
of all kinds co? concrete work against 
wear and deterioration resulting from 
special conditions. » 

These products are being manufac- 
tured by Hydrexit, Lid., of Harefield, 
Middlesex, who have acquired the sole 
rights for this country. 
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Whether an enclosed or an open car is your choice, there is a De Luxe 
i Ford embodying all those super-features commonly associated only 

with bigger-engined (and, very much higher-priced) cars. n 

Close examination, exhaustive road-test, the most careful checking of performance-detail, 

will show you some of the wonders of the De Luxe Ford: but not until you have used it 


for a year will you realise to the full how soundly you invested. Literature on Request : 
All Prices at Works : Dealers Everywhere. 
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De Luxe Ford Saloon, £1 35 De Luxe Ford Touring Car, £135 De Luxe Ford Double-Entrance Saloon, £145 
© FORD CARS & TRUCKS — PROVED BY JHE PAST — IMPROVED FOR THE FUTURE! » 
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| FORD MOTOR COMPANY LIMITED, DAGENHAM, ESSEX., LONDON SHOWROOMS: :88-REGENT, STREET, W.1 
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An exclusive register of excellent sites possessing the 
following advantages is available for inspection: 


Capable of connection with or adjacent: 
to the Great Western Railway. 


Low-priced land in low-rated districts. 
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Coal, coke and raw materials within 
easy reach. 
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Availability of shipping facilities, at 
London, Bristol, Liverpool, Cardiff, 
Newport, Swansea, and Plymouth. 
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Cheap lighting and power. 
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Ample water supply. 
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Adjacent to large centres of population 
and industrial areas. 
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Advice freely given as to the BEST LOCATION 
to suit YOUR particular requirements, including 
prospective transport charges, on application { 
to: 
The Chief Goods Manager, 
Development Department, 
G.W.R., Paddington Station, 
London, W.2. 
(Tel.: Paddington 7000. Extension 2465.) 
JAMES MILNE, 
Paddington Station, W.2. General Manager. 
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LANCASHIRE 


It is essential to remember that there is Lancashire and there is Industrial Agiteit 
Lancashire. There is a county of moorland and agriculture, of lakes and 55S 
seaboard, of inland farms and coastal pleasure resorts. There is a whole 

world of cultural as well as commercial life; and when you come to the 
commercial life you will find that cotton is only the beginning of | it. 

The diversity of Lancashire is truly amazing. 
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Modern factories to rent and an unequalled variety of cheap sites with every 
essential facility are available for industrial development, 
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Inquiries invited in confidence tu : j. BENNETT STOREY, General Manager: sip Agee 
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The Lancashire Industrial Development Council A\Z 
SHIP CANAL HOUSE, KING STREET, MANCHESTER, 2 SA 


Preliminary information obtainable through: The Travel and Industrial Development Association of Great Britain and Ireland, Kinnaird House, 
| Pall Mall East, London, S.W.1., British Emplre Building, Rockefeller Center, New York, and 28 Avenue des ChaMps Elysées, Paris 
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New ‘CLEAN AIR’ Area 


ROUND the fringe of west and 

north-west London there has devel- 

oped in the post-war years a 
series of industrial centres which provide 
a story in concrete, bricks, mortar and 
machinery of a change which may prove 
to be as significant to this country as 
was the Industrial Revolution of the 
last century. Indeed, in some respects 
the causes of this development could be 
ascribed to a Second Industrial Revolu- 
tion. 

The plain statement of why firms have 
built all these new factories in this area 
is interesting but it does not lay bare 
one of the vital causes that has helped 
to bring about this development. In 
order to understand what has taken— 
and what is taking—place it is necessary 
to think back to the earlier part of last 
century, and then to compare those old 
parts of industrialized Britain with these 
new areas. 


Welfare of Staff now Influences 
Factory Site Choice 


The old story of Britain manufacturing 
for the world is familiar to all.. The 
briefest dip into the industrial history 
of this country will show that the main 
. consideration in the age of commercial 
expansion was of machines and pro- 
cesses. The human element was not 
greatly considered. Working and living 
conditions, wages, -relations between 
management and staff, the whole pro- 
blem revolving around the men and 
women and., children who worked the 
machines, was thrust into the back- 
ground as industry brought enormous 
wealth and power to this country. 

It is not suggested that the human 
problem in industry has been solved in 
the post-war era or even solved at all, 
but it is suggested that the fruits of 
experience, strife and adjustment are to 
be found in these modern factories. 
The advance of machinery has helped, 
it is true, but these developments in 
planning and layout and working condi- 
tions of the factories themselves have 
been largely the result of focusing 
attention on the human element. 

This attention to the human side of 
industry has also influenced the choice 
of factory sites, especially since the 
Great War, and more still particularly 
during the past decade. Moreover, it 
appears to be a development that is 
country-wide in effect. All the model 
estates now being developed have, as a 
contributory cause to their being, this 
consideration of men gs well as of 
machines. 

It would be foolish to suggest that 
factories in general are to-day being 
built on locations the choice of which is 
governed by humanitarian considera- 
tions.. Certain hard facts of business, 
such as transportation and market 


problems, necessarily influence the choice 
of sites but business men have found 
that a degree of idealism in dealing with 
the human problem is a worth-while and 
paying consideration. 

If you look on modern industrial 
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Britain’s prevailing winds are westerly, 
that is why this area gets pure, clean 
silk, 
photographic and other manufactures 


air... vital to drug, food, 


as well as to the general health of workers 


ee 21 


Western London... Is Industry’s 


‘BUSINESS’ 
Factory Site Survey 


No. 10 
By C. E. DAY 
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development as first the consideration of 
the machine and then of the man, a 
second industrial revolution is not a 
fantastic conception, and its results can 
be seen in full force on the western 
fringe of London. Ealing, Perivale, 
Greenford, Uxbridge, Denham, Hare- 
field and all those other centres in that 
wide area stretching from the west 
London suburbs to Hertfordshire, pro- 
vide an excellent example of what is 
taking place. 


These 3 Factors were Most Con- 
sidered In This Area 


Naturally, with the wide range of 
industry located in this area a variety of 
reasons influenced the choice of location, 
but there were at least three fundamen- 
tal points that counted heavily with all 
the firms interviewed. These were: 
(1) clean atmosphere and ideal sur- 
roundings that were good for the staff 
and the manufacture of articles ; (2) the 
excellent transport facilities; (3) the 
nearness to the huge London market. 

There were also given a number of 
secondary reasons, such as the abun- 
dance of skilled and unskilled labour, 
the ease of country-wide distribution 





from this locality, the advertising value 
of the sites alongside main roads, room 
for expansion, and so on. 

The significant point was. that clean- 
liness of air and the excellence of trans- 
port facilities tied for first place in the 
number of times each was considered. 

2 
Staf Work Better in This 
‘Clean Air’ Factory 


The ideal of a clean factory in a clean 
atmosphere and attractive surroundings 
was a main reason behind the move to 
their present site by S. WOLF & CO. 
LTD., manufacturers of “Wolf” Elec- 
tric Tools, Ealing. 

“We thought it wise to keep within 
the limits of London so that we did 
not risk losing contact with people,” 
pointed out Mr. H. Richards, Manag- 
ing Director of the company, “but we 
did want to move into a clean atmo- 
sphere where happy working conditions 
would be possible.” 

Mr. Richards went on to explain how 
the workers were able to lead a much 
fuller life in the open surroundings of the 
district. i 

“A good example of what I mean is 
that they can walk to and from work,” 
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he said. “They can go home in the 
evening and develop a hobby such as 
gardening. The strain of the day’s work 
can be thrown off quickly because 
directly they get out of the factory they 
can be in their own homes which are 
themselves pleasantly situated. They 
don’t have to make long journeys through 
the roar, dust and fumes of the city toa 
place that is drab and uninteresting.” 
As Mr. Richards pointed out: this 
attitude, even if it is dismissed by some 
people as “idealistic”, is fundamentally 
sound because a fit and contented 
workman will be better at his job than 
a man whose nerves get no chance to 
relax, who breathes only polluted air 
and can develop no healthful hobbies 
within the range of his pocket. 


Pure Air Conditions Ideal for 
Staff And Product 


An interesting point raised by Mr. 
Richards is that of the prevailing winds 
over London. The tendency is for 
winds to blow from the S.W. and this 
explains why the atmosphere on the 
western fringe of London is invariably 
cleaner than on the eastern side. 

Another instance of the importance 
of clean atmosphere and ideal sur- 
roundings having a big influence on 
factory location is to be found at 
Perivale where POND’S EXTRACT 
CO. LTD., the famous manufacturing 
chemists, have a new factory. 

On the question of staff both Mr. A. F. 
Gunning, Managing Director, and 
Mr. J. Keith Wenham, Director, 
expressed some of the general idealism 
on points of welfare that seem common 
to the firms in the area. The pleasant 
working conditions, together with the 
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clean country atmosphere have had a 
good effect on all workers. In addition, 
the company have tried to improve 
these good natural conditions by pro- 
viding . grounds for games. The staff 
can play at lunch times in pleasant 
surroundings. Further, a special build- 
ing that serves as a restaurant and a 
recreation centre has been erected 
beside the factory, more evidence of an 
effort to keep the staff happy and fit. 

When the company moved from 
London the old staff went with them. 
Most of the married people and many 
others moved their homes into the 
Greenford district. 

From the viewpoint of manufacturing 
Pond’s products, the move was made to 
obtain clean atmosphere, an essential in 
the light of modern practice. 

“We found that we couldn’t continue 
to manufacturé our products, which are 
of an essentially clean and pure nature, 
in the normal atmosphere of London,” 
Mr. Gunning and Mr. Wenham explained, 
“to continue there would have neces- 
sitated sealed conditions. Here, of 
course, the air is pure and should remain 
so, an ideal state for us.” 


Clean Air also Biggest Factor 
In This Case 


Cleanliness of air sums up the biggest 
single factor that influenced ALDER- 
MAN SILK CO. LTD. in their choice 
of a factory site. The firm is setting up 
the first silk-spinning mills in this part 
of ‘the country. They will start opera- 
tions early in the summer. 

“Naturally, for such work we had to 
choose a site that was set in a clean 
atmosphere,’ Mr. A. E. Dutton, 
Director of the company, pointed out. 


he executives in almost every firm inter- 
viewed in this survey praised the helpful 
service and wide facilities provided by the 
Great Western Railway which serves this 
area of Outer London. The G.W.R. have 
themselves produced a 20-page booklet 
stating much more fully than we have 
been able to here facts concerning sites 
and services in this district. The 
Company will send you a copy free. 
Ask for Factory Sites, from the 
G.W.R., Paddington Station, W.2 
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“The air in the Greenford district is 
probably the purest within reasonable 
distance of London.” 

Before they decided on their present 
location the company investigated a 
number of other sites but found none to 
compare wfth Greenford and at the 
same time have the advantage of being 
within a few miles of the centre of 
London. 

The head of a firm in the Uxbridge 
district put his summing up of the clean 
atmosphere and ideal working conditions 
into this form : 

“All of us work better in a place like 
this,” he said, “and that goes from 
myself down to the office boy. What is 
more, we have these first-rate conditions 
and yet remain reasonably near the 
centre of London.” 


Excellent G.W. Railway Service 
Throughout the Area 


The next big reason, that of transport, 
brought out many favourable com- 
ments on the G.W.R. service. At 
Uxbridge, Greenford, and at other 
points through the area executives 
praised the company’s help in solving 
transportation problems. In addition, 
of course, there are first-class road 
facilities, and also a good canal service. 

These good services for bringing in 


raw materials and for distributing 
finished products were quoted by 
Mr. Gunning and Mr. Wenham of 


Pond’s Extract Co. Ltd. 

“There is a siding at the south side of 
the factory for all our heavy stuff,” they 
explained, “and we should like to say 
a word of appreciation for the G.W.R. ` 
service. They are a very go-ahead 
company and have certainly given us 
excellent service. 

“The Greenford P.O. too, are very go- 
ahead. Indeed, we feel that we get a 
better Post Office service here than in 
London. When we have a particularly 
heavy mail, for instance, the Greenford 
officials are always pleased to get special 
vans here to pick it up at short notice.” 


Transport: Most Vital Con- 
sideration For This Firm 


Transport interests made up the chief 
reason why PEERLESS PRODUCTS 
& GENERAL SUPPLIES LTD., 
Harefield-road, Uxbridge, located their 
new factory in the district. 

“We have now a 4o-truck railway 
siding, a most vital consideration for 
us,” Mr. James McNally, Jr., Director 
of the company, said. “You see, we 
have big quantities of heavy materials 
to move, all sorts of concrete products, 
fencing and so on. This makes it 
imperative that we have a first-class 
raul service.” 

Once again it was the G.W.R. that 
came in for high praise. The company’s 
freight service was exceedingly good, 
Mr. McNally said. 

In addition to rail transport, the firm 
has a road fleet to carry and distribute 
goods over the home market. Roads, 
too, afford easy access to the new 
Uxbridge plant. It is linked with the 

(Continued on page 40) 
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here is probably a higher mortality 

rate among businesses starting in 

the beauty industry than in any 
other field of commerce. Literally scores 
of firms come and go in a year. They try 
to break into this very 
crowded market, and they i 
fail to do so for many 
reasons, the chief of which 
is that they believe that if 
they put some sort of cream 
into a pretty bottle it will 
sell itself to the first woman 
that comes along. 

Many business men have 
expressed surprise at our 
phenomenal rise in the 
beauty preparations field. 
We have been operating 
just over two years and in 
that time we have climbed 
to a leading position in the 
trade. In actual volume of 
relative sales we, stand, I 
believe, second at the 
moment, having outstripped 
all but one of the old- 
established firms. More- 
over, we have expanded to such an 
extent that we have now started opera- 
tions in three continents—in Canada, in 
South Africa and in China. 


These Four Main Factors Built 
This Business 


Underlying this success are certain 
fundamental factors: I will endeavour 
to outline them here. They are: (x) 
We produced only the purest products, 
goods that are equal or superior to any 
similar products on the market. More- 
over, ours are entirely British made; 
(2) To market our goods we drew up an 
all-embracing merchandising plan that 
brought about the greatest degree of 
co-operation between ourselves, our 
dealers and our customers, and organ- 
ized in such a way that each of the 
parties can contact one another to the 
benefit of all three; (3) A development 
of this merchandising scheme was to 
introduce features of service that were 
hitherto unknown, in this industry at 
least, and to search cgntinually for 
those small points in business that can 
collectively help towards success; (4) 
Finally, all our efforts in every direc- 
tion, from our manufacturing down to 
sales to the smallest customer, follow a 
consistent standard policy. - 

Many of the firms that fail in our 


says that 
achievement by home manufacturers 
has raised the quality and prestige of 
British beauty products above any in 
the world. Work by his own labora- 
tories, coupled with a sound market- 
ing plan has raised the sales volume 
of Jane Seymour products to second 
place in this great industry in the 
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This ts another clear example of how to-day 
zt ts SERVICE that builds sound business 


beats the World as 
a BEAUTY CENTRE 


ROBERT A. LODGE 


MANAGING DIRECTOR, JANE 


SEYMOUR LTD. 


intensive research and 


short space of two years 


industry do so because their products 
are less than first-rate. There is to-day 
such a high standard of beauty prepara- 
tions on the market that unless a new- 
comer produces something at least as 
good, chances of survival are nil. 

In this respect we had a good start. 
This is not the place to describe the 
experiments we carried out to achieve 
our purpose. We had to consider the 
critical outlook of the woman of to-day 
who now takes beauty treatments at 
home or in the salon as a daily routine, 
just as you or I shave each morning. 

With good products we were able to 
turn to advantage the fact that we were 
an entirely British concern while prac- 
tically all other leading manufacturers 
were foreign or of foreign origin. The 
excellence of our products, the sober 
claims we made for them, the dainty 
and distinctive parlour, each specially 
designed for its purpose, made women 
realize that London could beat Paris, 
Vienna and New: York at what had 
hitherto been their own game. 

For clarity I will bring factors 2, 3 
and 4, that I mentioned as broadly 
summarizing our problem, under one 
head for the analysis of our merchan- 
dising plan. ctually, they all are 
parts of the whole scheme. 

We had produced first-quality goods 
and we felt that we must proceed along 





lines in keeping with them in any 
marketing scheme we undertook. We, 
therefore, devised (a) a distinctive type 
of advertising; (b) a distinctive pack 
and displays; (c) a first-rate dealer ser- 
vice; (d) a particular type of link-up 
between ourselves, dealers and cus- 
tomers; (e) a service to customers that 
was different from anything that had 
been done before. 

The nature of @ur products is such 
that the normal type of advertising 
would not carry a sales message to 
women in the confidential manner 
needed. 


Name ‘Jane Seymour’ Overcame 
a Marketing Difficulty 


We were swayed by the fact that we 
were appealing exclusively to women. 
Women talk to each other about their 
problems of make-up, removing wrinkles 
from the skin, reducing or putting on 
weight and so on. It was logical, then, 
for us to speak to them through the 
person of a woman who would advise 
and help them on problems such as 
these. We therefore created Jane 
Seymour. 

An analysis of our advertising will 
show that we have used largely the con- 
versational method of approach. Jane 
Seymour always talks with another 
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woman, going into beauty problems, 
offering hints, solutions and soon. Her 
style never varies, whether she is talk- 
ing in the ‘“‘class’’ magazines or the 
national newspapers. 

Our packs and displays were made as 
distinctive as our advertising. We had, 
of course, dozens of different products : 
pack-creams, pastes, liquids, powders, 
and so on. Some were in bottles, some 
in metal cases and boxes, but whatever 
was used was of the same distinctive 
style and colour scheme of green 
throughout. . 

Our display materials, too, were built 
up on these lines so that all pieces 
linked up and a woman could readily 
recognize our products. 


How We Get Co-operation from 
The Retailers 


The retailer has played a vital part 
in our rapid expansion. .At the outset 
we recognized his importance and our 
plans have been all aimed at- building 
up goodwill. 

There are certain points in our rela- 
tions with our agents—chemists, owners 
of salons and so on—that I would like 
to deal with in some detail. 

One of the big points of our policy is 
to help the agent sell our goods. We 
pursue a policy of action, believing that 
if we help the agent, he will help us. 
As a result, we have obtained first-class 
co-operation all over the country. 

We offer very attractive terms to 
those retailers who become our agents, 
but we treat them all on the same basis. 
We have no special stunts or bargain 
deals in one town or county that are 
not equally available in others. 

Our agents are offered seven distinct 
helps fop the development of sales. 
They are: (1) Modern show-cases loaned 
free of charge, together with plenty of 
our display materials; (2) Any direct 
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mail inquiries that we receive are turned 
over to the agent in the locality from 
which they originate; (3) Agents are 





One of the outstanding features 
of this business is the unique 
tie-up between the manufac- 
turer, retail dealers and cus- 
tomers which enables dealers 
‘and customers to be given a 
service different from anything 
yet offered in this type of trade 


given a book of tickets. They can hand 


out a ticket to any customer who is 
visiting London. The ticket entitles 
the holder to one free treatment at our 
Mayfair salon; (4) Each appointed agent 
receives a certificate for display in the 
shop; (5) An agent’s own retail cus- 
tomers are notified by us of his 
appointment as our agent, should he 
so wish; (6) Free special training in 
giving beauty treatments, etc., can be 
obtained at our head office by the agent 
or any of his staff; (7) Our own experts 
will give free treatment and advice to 
any retail customer of any agent. 

Points 3 and 7 need a little explain- 
ing. When an agent gives out a free 
ticket to one of his customers, he does 
not rob himself of business. Far from 
it. The customer receives at our May- 
fair salon a complete ex- 
amination by one of our 
trained staff, who gives 
her a treatment on the 
spot, advises her on the 
type and range of products 
she needs and prepares a 
complete plan of treat- 
ment which she can carry 
out in her own home. 

All this is free and 
builds up real goodwill for 
us and our agent. H the 
customer buys any pro- 
ducts from us on her visit, 
we pay over to the agent 
the profit he would norm- 
ally make. In this man- 
ner, we all gain—the cus- 
tomer from the free treat- 
ment and advice, ourselves 
and our agent from good- 
will and sales. 

Point 7 deals with the 
special weeks we organize 
for any of our agents. We 
send down one of our 
trained specialists from 
headquarters to give a 
week’s fsee treatment and 
advice to the agent’s 
customers. g 

The value of these visits 


. him for distribution, 
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is enormous and we plan them very 
carefully. When we carry one out 
we provide detailed help to the 
agent. We send him (1) about 250 
beautifully printed invitation cards 
for distribation to his clients ask- 
ing if they would like to have a free 
treatment from the Jane Seymour 
specialist who will be paying a visit to 
his shop; (2) window bills; (3) an offer 
of co-operative advertising; (4) other 
advertising matter. 

He is given advice, based on experi- 
ence, as to the proper time to mail his 
invitations before the free treatment is 
to take place. He is advise% as to the 


number of appointments that willkeep ` 


the Jane Seymour expert fully occupied 


during the week. 


For this event he is invited to insert 
a fair-size advertisement in his local 
paper. We supply blocks free of charge 
and provide him with a selection of 
suitable layouts. We also pay half the 
cost’ of the advertisement. : 

Booklets, leaflets and so on are given 
and editorial 
articles suitable for insertion in the 
local paper’s woman’s page. Further, 
he is supplied with an appointments 
record. 


These Customer Records Stimulate 
Future Business 


This scheme is completed by a tripli- 
cate record. _As each customer is 
treated, details of her name, the treat- 
ment and the make-up used are taken. 
The top sheet is given to the customer 
as she leaves so that she has a perman- 
ent record by her for a guide, the 
second sheet is harided to the agent for 
filing in a special book of Jane Seymour 
treatments which we supply, and the 
third copy comes to us at the head 
office. On the back of both the agent’s 
and our copy is space for noting down 
any of our products that the client buys 
so that we have a permanent record of 
her case from start to finish. 

This is a very valuable sales record 
for us and the agent; it can be used for 
reference or for special sales work at 
any time. An agent can tell at a glance 
the individual requirements of any of 
his clients, a point that will give satis- 
faction to any woman—and men, too, 
if it comes to that! 


80% of Agents’ Sales are 
REPEAT Orders 


We have found that this close atten- 
tion to the agent and the customer has 
brought in excellent results. During 
the past year we have made 500 of these 
visits and treated over 15,000 women. 
Each of these “‘free weeks’’ costs us 
anything from {15 to £30, but our 
policy pays. Well over 80% of our total 
sales that come through agents are” 
repeat orders. This is probably the 
soundest reagon that any firm could 
have for continuing such a policy. 

Our aim all the time is to keep perfect 
harmony between ourselves, our agents 
and our customers. We never try to do 
any business with our customers with- 
out giving the agent his share. As I 


(Continued on page 39) 
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POOR RECORDS carefully kept 
over a long period show 
RES U LTS that aula. fom private 
people are definitely lower when the 
envelopes are sent out stamped by 
franking machine, even when the full 
three-halfpenny rate is used. 

We find that, owing to the growing 
practice among businesses of all kinds 
to postal frank envelopes containing 
bills, receipts, appeals, cheap circulars 
and so on, the average householder is 
subconsciously associating franked en- 
velopes with this kind of matter. The 
full three-halfpenny letter, therefore, 
when postal franked, has no pull over 
the halfpenny franked envelope, since 
in appearance the franking is almost 
identical. The franked letter, even if 
full rate, is therefore opened with sus- 
picion. If the very first glance indicates 
that the communication inside is a 
“circular” the recipient tends to feel 
“bad”? and is likely to throw it away 
without further perusal. 


+ 





What is. 
Your 
Experience? 





The head of the mail order 
department in a very large 
manufacturing and distri- 
buting house expressed 
these views in regard to 
postal franking mass 
mailings— ) 





GOOD the results -from mailings 
RESULTS to trade and business cus- 
tomers are every bit as good with 
franked envelopes as with those bearing 
postage stamps. Furthermore, we find 
that a greater proportion ‘of halfpenny 
franked letters get results among trade 
and business addressees. 

Both these facts are due again to 
the similarity in appearance of the 
halfpenny and the  three-halfpenny 
franking. 

In a business house letters are not to 
anything like the same extent judged 
by the appearance of the stamping. In 
the majority of cases they are opened 
either in a central receiving department 
where there is strict rule that every 
communication received must be 
attended to or by secretaries of the 
various executives. The enclosures are 
almost invariably passed on to the 
persons for whom they are intended. 
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How to Build Up Sales of the 


By F. T. P. 


hat is the most common serious 
W etor in which the average manu- 
facturer persists? 

In my opinion it is: Failing to appre- 
ciate that the successful sale of his 
product depends solely on the angle at 
which the prospective purchaser sees 
it, and not upon the doting admiration 
with which he, the manufacturer, 
regards it or upon the smother of 
meaningless clap-trap with which he 
often dresses it for the market. 

This may seem a far too elementary 


point to raise in these enlightened days 


of 1936. True, many manufacturers 


realized it long ago. They are the . 


now-prosperous .ones whose marketing 


plans, ‘laid on the basis of its full. 


“understanding, 


have achieved national 
success. P % r á Toon 


` This message, however, ‘is directed to ` 


those, still great in. number, unfortun- 
ately, who have not yet come to see 


SPECIALTY Product 
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It is MANAGEMENT'S 


job to get 
the salesman past this i 


barrier 


on the other hand, we find ` 
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the supreme importance of this detach- 


-ment. 


From my own personal observation 
I could cite instance after instance 
where advertising campaigns, mail 
order shots, exhibition displays, and so 
on have failed in greater or less degree 
solely because their purposes were 
aimed in the wrong direction. They 
were aimed, not at their real objectives 
—some section of the buying public— 
but at the personal pride of certain 
boards of management. 


A little De-bunking done in 
a Constructive Way 


This kind of marketing or advertising 
management badly needs de-bunking. 
It has, in fact, been de-bunked in a 
delightfully friendly but boldly specific 
way in a little book called Successful 
Specialty Advertising and Selling issued 
by Gilbert Advertising, Ltd. 

Gilberts, incidentally, do a little 
trumpet-blowing on their own account 
because they want to sell you success- 
ful selling. But what intelligent firm 
would avoid at least to take a free look 
into such a proposition, since successful 
marketing is, after all, the thing which 
they most of all want to develop to 
the highest level possible? 

There are many important things 
that go to make up a marketing 
campaign: well printed catalogues, 
brochures, leaflets; fine posters; smart 
salesmen; expensive samples; films, to 
mention a few.. Practically useless, all 
of them, unless they are properly 
devised and fitted into the right sales 
strategy. 


Management’s Responsibility 
in the Sales Campaign 


Gilberts’ book is about this vital 
factor of Strategy. Strategy is manage- 
ment’s responsibility. It is the thing 
that removes the natural obstacles from 
the successful paths of all those other 
units that go to make up the marketing 
campaign. 

In fifteen very short but hard-hitting 
chapters the booklet tells you how and 
why. A copy will be sent to you, free, 
on request to Gilbert Advertising, Ltd., 
Hastings House,” Strand, London, 
W.C.2. 
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Silent Wheels for Trucks 


everal new types and styles of com- 

S pressed rubber wheels suitable for 
all kinds of trucks and trolleys used 

in industry are now being marketed by 

Compressed Rubber Products, Ltd. 

Apart from the fact that these 
wheels save cost of floor repairs because 
they, do not wear away the floors over 
which they pass, they are also imper- 
vious to oils, acids, petrol, damp and 
ordinary temperature changes. 

One of the new types now being made 
is for silent movement of trucks, trolleys 
and other equipment. The wheel is 
fitted with a soft outer rim which 
deadens sound. 


26 


New Angle 


Revives an Old Business 


T value of doing an old type of 
business in a new way is once more 

being shown, this time in that over- 
crowded market of car hire. 

If the average man started a taxi 
business in any of the big towns or 
cities of England, it is unlikely that he 
would meet with conspicuous success. 
If he started a con@ern for hiring out 
cars the story would be similar. Yet 
at Bournemouth, Southampton, Oxford 
and Preston there is a new company 
operating a private hire system which 
is‘enjoying big success and is expanding 
rapidly. 

This firm is the Phone Car Hire Co., 


Ltd., operating a service called ‘‘Citax’’. - 


Their service amounts to this: In 
each town where they operate they 
have a central depot and a number 
of secondary depots. Between the 
secondaries and the central depot there 
are private telephone wires. If you 
want to hire a car to take you from, 
say, your hotel to the station, you tele- 
phone the central depot for a car to 
pick you up. 

If there is a secondary depot nearer 


| + 
Notions. 
That have 


his is a pointer that came from a 
succesgful salesman of many years’ 
experience. To weigh up the poten- 
tialities of a town or city: He contends 
that the classified advertisements in the 
local papers reflect the history and the 
habits of people and the general state 
of business. They reflect the state of 


employment and wages being paid— 





to your hotel, the central depot phones 
through instructions for a car to go 
immediately to your address. The 
result is that the car is waiting for you 
by the time you get to the door of your 
hotel. The charge for this car is Iod. 
for the first mile and 8d. for every addi- 
tional mile. After the first mile, how- 
ever, you pay at the rate of 2d. per 
quarter mile so that you do not pay for 
any greater distance than you travel. 
In addition, the car takes four people 
plus a quantity of luggage. You 
can, therefore, take with you three 
friends and your luggage at no extra 
cost. J ig 

These cars do not ply for hire on the 
streets, but must be ordered from the 
central depot. The service is available 
night and day. Between 11.30 p.m. 
and 6 a.m. there is an extra flat charge 
of 6d. for each journey. 

This service has been so successful 
that in Bournemouth alone a fleet of 
ro cars was soon more than doubled. 
There are now 39 operating. A similar 
expansion has taken place in the other 
centres mentioned. 
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ee Sales 


whether most housewives 
do their own work or 
advertise for service. The 
used-car market and pro- 
perty give a reliable line 
on rents and how people 
live—-whether in apart- 
ments or homes. Advert- | 
isements of used furniture 
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indicate whether a population moves a 
lot. He says: “I have always found the 
local classified advertisement sections to 
be a good barometer.’’ 


+ 


9 
ere is a tip for manufacturers whose 
travellers carry a long list of mer- 
chandise. The travellers find that 
after they have filled up the first page 
of the order form the buyer is inclined 


to think he has placed a pretty big 


order and wants to stop. Thé interrup- 
tion of changing pages, adjusting car- 
bons, etc., breaks the flow of the con- 
tact. One manufacturer tells us he has 
increased the length of his order form 
space and that now his travellers are 
getting more items per order because 
they can enter more items on a page 
without a break. 


+ 
New Book on 
Fire Protection 


fter four months’ research and pre- 
paration, the Pyrene Company are 
just completing what is probably ‘the 
most educative and comprehensive book 
yet produced on commercial fire pro- 
tection: seventy-six pages of vital 
information. 
The book is not yet off the press, but 
copies will be ready for distribution by 
the end of this month. In the mean- 


time, business executives can make sure 
of a copy—it is free—by addressing 
their request to The Pyrene Co., Ltd., 
Great West Road, Brentford, Middx. 
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his ingenious idea of a bold reproduction of the product 
on the flap of the envelope ‘gives a striking appearance to s 
the firm's stationery. Not every product lends itself so well 
as this does, but a suitable adaptation is well worth seeking 
for this form of free publicity 


display. 


er difference in varieties of biscyjt is stressed by eight dis- 
ae eee tinct colour combinations. 
aon the main selling lines and provides for good variety in 
To tie up with the cartons, the 9-lb., 44-Ib. and 
2-lb. tins have a standard label, the ground colour corres- 
ponding with that of the 4-lb. carton. 
is over-printed in black. 
a characteristic “biscuit” appearance but is modern in 
` treatment and economical in production 


is differentiates between 


The variety name 
In all cases the design preserves 
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INVESTIGATE THE COPE-CHAT 
“PARAMOUNT 


Hand operated Punched Card Method for Stores 
Requisitions and Transfer Notes, etc. 


STORES REQUISITIONS 


This unit method facilitates effective stock 

Control and each requisition is capable of 

being speedily sorted under many headings. 

Operation, machine, job, and department 

costing is simplified. Stock ‘discrepancies, 

wrong allocations and incorrect costing, etc. 
are avoided. 





The method is equally effective for Labour 
and materials costing and progress. 








So simple—Any junior can work it. 


So inexpensive—Any firm can adopt it. May we send you details by return post? 


THE COPELAND-CHATTERSON CO. LTD. 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 
CITY 2284 (3 lines}. 


So effective—It pays to install it. 


Used by progressive concerns of all sizes. Telephone : 





THE KEY MAN AND THE TIME FACTOR 


A Bogey of Waste That Costs Pounds Per Year 


PROBLEMS THAT DISAPPEAR WHEN OFFICE 
COMMUNICATION IS EFFICIENTLY ESTABLISHED 


If a highly paid executive spends 
ten minutes on a job that could, under 
other circumstances, be disposed of in 
two, he is justified in deploring such 
waste of time, even though his em- 
ployer may not comment on it. When 
that happens not once, but perhaps as 
many as a dozen times every day... 
it’s then high time that the employer 
wakes up to the fact that there must 
be something very far wrong with 
working conditions. 

Yet, day after day throughout the 
year in many offices, this waste of valu- 
able times goes on unchecked. Key- 
men, whose hours are worth most, are 
left to co-operate with other depart- 
ments as best they can without the 
necessary means of keeping in touch. 

What happens is only too familiar to 
a small army of harassed executives 
upon whom rests the ultimate respon- 
sibility for seeing that departments 
dovetail their work as efficiently as 
possible. This simply means that the 
executives concerned waste a good deal 
of time writing notes, or, worse, “‘run- 
ning round’’ the various departments 
verifying details and gathering data 
essential to the day’s work. 


Every hour thus spent—and they 
total a significant number when reck- 
oned over the year—trepresents a defi- 
nite loss to the frm. A loss which it 
is such a simple matter to turn into 
gain | 

The introduction of a system of inter- 
office communication which will func- 
tion perfectly is simplicity itself, yet 
means so very much, not only to 
balance-sheet but to the indivi- 
vidual executives. Such a system is 
that installed by Dictograph Internal 
Telephones. 

Not only is the Dictograph System 
easy to install: it is child’s play to 
operate. So easy, indeed, that it 
only needs a flick of the finger for 
instant contact to be made with 
one department or the entire 
organization. 

Dictograph Master Stations and Sub- 
stations need neither switchboard nor 
highly skilled operator. Furthermore, 
there is no interruption and no con- 
gestion on the public telephone switch- 
board; the normal work of contacting 
customers and ¢uppliers goes on un- 
hampered, whilst ‘‘Mr. Jones, of Dis- 
patch,” calls “Mr. Brown, Secretary,’’ 


and other internal points by means of 
the Dictograph System. 

Every Master Station—but not sub- 
stations—is equipped witb loud speaker 
as well as an ear-pieee or hand set; a 
conversation can be carried on so that 
anyone else in the room can hear all 
of it, or, if desired, replies can be heard 
privately. A Master Station can gain 
priority over any other call to a sub- 
station by means of a method of light- 
indication, but a sub-station cannot get 
through to a Master until and unless it 
is convenient for the Master to accept 
the call. 

There are, in fact, a host of conveni- 
ent features in the Dictograph System 

. features which prove of immense 
value to a business where every hour 
is an asset. You will find interest- 
ing matter in the Dictograph cata- 
logue, which will be sent on request, 
with full particulars and prices of 
the larger variety of instruments in 
use. 

Dictograph Internal Telephones, 
Ltd., Aurelia Road, Croydon. (Tele- 
phone: Thornton Heath 2240.) Local 
branches throughout the U.K. and 
Overseas. 
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BOTTLE NECK ! Miss A. was inclined to resent this 
| | , ° hurried expression of Mr. B.’s as verging 
on: the personal—though to be sure it was only occasioned by Mr. C.’s 
monopolising her for a long report after Mr. D. had given her two four-page 
letters. Mr. B. was unlucky. He had notes to dictate—urgent ones too— 
and a train to catch. The crux of it was—he couldn't 
dictate them then and there. BUT WITH AN . 
EDIPHONE HE COULD have dictated immediately 
without waiting. | | 
DEMON T RATIDN 





AT YOUR DESK 
Every responsible executive 
Is Invited to “sample” 
Ediphone Voice-YY riting 
without obligation. You 
buy nothing until Ediphone `. 

proves its advantages. 


@ Information about the latest Edison 
ii ee ae ae i aes S invention, the TELEDIPHONE, is 
` a eo: | i oe i now available and enquiries are 
E i : i © e e cordially invited. Its main function 
l pi 7 . is to take down a verbatim record 
` of telephone conversations for tran- 


AOK AARAA =o and te has many othe 


Write for full particulars to 
THOMAS A. EDISON LTD., 
Victoria House,. 
Southampton Row, 


London, W.C.1. valuable uses. 





Branches .and Dealers 





@ WHAT orders are overdue ? 





@ HAS Smiths credit reached limit ? 
@ HOW many accounts are buying less? 
@ WHICH area shows falling Sales ? 


| @ WHEN did Jackson's order fast ? 
XECUTIVES and other officials are invited to apply for] this i 
= illustrated handbook. Its 76 pages include valuable informa- Visible-Systems tell you at a glance 
tion on Causes of Fire, Principles of Extinction, Fire Insurance f & 
Rebates, Fire Prevention, and full particulars of up-to-date Fire Write or telephone for full details to: 


Bcinguhers and Appliances so eepe win al ceases fare nts: | CARTER-PARRATT LTD. 
THE PYRENE COMPANY LIMITED, (P.J. Carter Eve, Managing Director) 

GREAT WEST ROAD, BRENTFORD, MIDDLESEX | 316 Abbey House, Victoria Street, London, S.W. | 
a eT a ee AT Telephone: Abbey 3675 
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OFFICE PRACTICE & EQUIPMENT 


FIGURES 
graphs for active 


The system of FIGURE records is not put for- 
ward as a substitute for line charts, but Mr. 
Cox here emphasises that in his opinion figures 
can record progress or reveal a position in much 
more accurate detail than can line charts drawn 
to a scale of usable size. This more accurate 
detail, he considers, is essential for the executive 

in active control of a large department., 
My contributors to ‘Business’ have stressed 
the value (for clarity and speed) of line chart 


control, both for the business as a whole and for 
individual departments. 


t is fair comment that Mr. Cox is a ‘figure- 
minded’ man. There are executives in active 
control of mail-order and other departments who 
are NOT figure-minded. We should be glad to 
have their remarks on Mr. Cox’s system—Ed. 


> 
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beat line charts and 


day-to-day control 
.. . says DONOVAN COX 


Chief Accountant & Mail Order Manager 
DANIEL NEAL. & SONS LTD 


+ 


exactly how we stand from day to day 
with regard to incoming mail, output 
and work left over—how the figures 
compare with last week and with last 
year and how the position varied last 
year during the following week or two. 
My summary control record consists, 
therefore, of a folder containing ordi- 
nary foolscap sheets, hand-ruled to take 
4 or 5 weeks (13 weeks on 3 sheets). On 
. the right-hand side of the folder the top 
sheet is for the current 4 or 5 weeks, 
and behind that are the sheets for the 
previous 8 or 9 weeks. On the left-hand 
side the top sheet is for the comparative 
period of last year and behind it the 
previous periods. 





or getting a quick picture of general 
trends or for bringing home a, fairly 
considerable contrast to the non- 
figure mind, there is probably nothing 
quite so effective as a line chart or a 
graph. But for accurate day-to-day 


control of departmental output of a 
fluctuating character I have found that 
a well planned, compact figure record is 
easily the most satisfactory. 

In our Mail Order department it is 
absolutely essential for us to know 


This record is on my desk at 9.30 
every morning, and before ïo a.m. 
yesterday’s plans for work are either 
confirmed or modified and provisional 
arrangements made tor the following 
day. 
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These figures are more ‘sensitive’ than plotted positions on a graph; minute shades. of variation ` 
show up at once 
‘Fig. 1: At 9.30 a.m. this figure summary of the previdus day’s work of the Mail Order Dept. is on Mr. Cox’ s desk. 


From it he sees all activities. If one of them stands out noticeably above or below normal he can turn to the 
detail sheets and see the reason 
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Column 1 shows the date, also any 
deviation from normal hours. of work- 
ing. Column 2- gives -the total- of the 


incoming .post for the whole day, in-. 


cluding the last post in' the afternoon, 
with separate figures for letter-post and 
parcel-post: Column 3 gives orders 
executed, also special symbols which 
are explained at the top of the chart. 
Column.4 shows the actual £ s. d. value 
of the day’s sales. 


Columns 5, 6, 7, 8, 9 give particulars 
of orders outstanding, subdivided into’ 


“Not Started’’, “Waiting. Branches’, 
“Waiting Letters”, “Not Entered’’ and 
“Total”. The “Not Starteds’’ are, of 
course, principally orders received 
during the latter part of the day. 
‘‘Waiting Branches” arise when we are 
out “of stock of the particular item 
required either because of style, size, 
fitting or colour; before ‘‘Booking’’ (see 
column 10) or refusing an order, we 
always try to get the stock from’ one 
of our other branches.. | 

“Waiting Letters’’ ‘explains itself—it 
is often impossible to tell‘ until late in 
the day whether a special. letter will bè 
needed or not, and in certain cases, of 
course, the letter will-not be completed 
in time. 

*“Not Entereds’* (or not invoiced) are 
cases where ‘the’ stock is all ready for 
dispatch, but the invoice has yot to be 
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Fig. 2: This is one of the detailed 
analyses which a ra the | 
summary shown in Fig. 1 ` 





made out. Column 1o shows the num- ° 


ber of items which cannot be supplied 
either from our own or the other 
branches’ stock and which need to be 
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-2, B=Boots, C=Clothing, M=Mixed, 
S= = Simple, D=Difficult. 
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ordered specially or await delivery 
(Booked Order). Theé last three col- 
umns, each subdivided into two parts 
(D=done and O=over) show the output 
and outstandings for the Typists, Pack- 
ing and Returns Sections respectively. 
In additién to this summary I have 
the actual day’s detail records from 
which the summary is compiled. If, 
therefore, any of the day’s figures on 
the summary look unsatisfactory, I can 
turn to the appropriate detail sheet and 
see precisely where the trouble lies. 
Incidentally, the order clerks work in 
rò groups. There are 6 groups for 
For example, in Fig. 


B.S. is there- 
fore the group dealing with Boot Simple 
orders and M.D. the Mixed Difficult, 
etc., and 4 special groups, viz., Special 


Orders, Repairs, School Orders, Foreign. 


~ In the Typists, Packing and Returns 


Sections, however, each individual’s 
output, etc., is shown separately. See 
Fig. 3. 


At the same time as I receive ‘these 
records I am also given the total of the 
first post for the current morning, split 
into -the xo order groups as already 
shown in Fig. 1, so that the information 


(Continued on page 38) 


+ 








Fig. 3: Two more detail 
sheets which, with Fig., 2, 
Supplement the full 
summary. If any key 
figure in the summary 
appears unusual the reason 
can be seen from these 
detail sheets. Explanation 
of columns : 


Typists’ Record 


Cat. Enq.=Catalogue Enquiries. 

Eng. O/ W=Enquiries, other work. 

Typ. Rec.=Typists Record (time 
takan to fill in, etc.) 

Stat, ee 

Sanc. Dept.—Letters for Sanction 


ept. 

Crdt. Dept.=Letters for Credit Dept. 

Cen. a/c’s.=Letters for Accts. Dept. 

Work M.I. C.A.D.=Matching in form let- 

ters for Accts. Dept. 

ik App. P.C.’s=Appro Post cards. 

13 F.U. Add.=Follow up Addressing. 
th, Staff==Staff letters. 

Spec.=Special work. 

Ent.=-Entering (invoicing goods). 

Left Over P.O.=Post Order Dept. 
letters Left Over. 

Left Over C.A.—Central Accounts 
letters Left Over. 

Left Over C.D.=Credit Dept. letters 
Left er. 

Left Over Eng.=Enguiries Left Over. 


Other 





Despatch and Returns Record 


Op.=Parcels Opened. 

B.I.==Parcels Booked in. 
Inv.==Parcels Invoiced. 

Post (Time).—Time spent on the 


Post. 

Ent. B. or C.=Time spent Entering 
{Boots or eine 

W'hse. B. or C ime-spent in the 
Warehouse (Boots or Clothing). 

Overs, N.P.=Parcels Not Packed. 

Overs, O.=Returms Opened but not 
invoiced. 

Overs, N.O,=Returns Not Opened. 

Ov@s, P.=Post Packed ready for 
despatch. 

G.R.=Returns for Goldhawk 
Rd. Branch. 

K.S.=Returns for Kensing- 
ton Branch. 

P.S.=Returms for Portman 
Square Branch. 

Man.=Returns from Mani- 
facturers. 


lika 


Branch 
Analysis 
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Above: Extension building of Thos. French & 
sons Ltd., manufacturers of narrow-woven fabrics, 
in Chester Road, Manchester 


Right: All departments radiate 

from circular, oak-panelled entrance 

hall. Three private reception 

rooms have phones for callers’ 

use: local calls free, long-distance 
at cost 


Ideas 
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Elegantly tiled toilet 
rooms for visitors: 
a much appreciated 
service, especially 
after trayel by road 
or rail 


Left: Point of interest in the switch- 
board: All outgoing calls made via 
the ‘keyboard’ shown. Contact with 
destination is established directly number 
is ‘typed’. Far quicker than dialling. 
This is first of these instruments in the 
provinces; it is known as the ‘Key 
Sender’ 


Below: Sprinklers throughout, 
but if heads open owing to 
fire audible alarm also starts 
automatically: staff fall in at 
appointed fire stations 


Left: In each of the three reception 
rooms there is an Ediphone for 
visitors’ use: a skilled operator is 
always in attendance to assist anyone 
who may not be familiar with the 
machine. Visitors, if they have to 
wait, can dictate urgent letters of 
their own and have them typed at 
once, or, if they are unable to wait, 
they can dictate messages to execu- 
tives who may for the moment be 
engaged 
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BATCH ORDER System 
Increases Output 26 Per Cent 


he rapid expansion of business 
during the past months brought the 
problem of handling orders to the 
forefront in a new London factory. 
With the plant working to capacity and 
orders flowing in, they found work 


falling behind and orders that should. 


have been sent ou days before still 
in the factory. 

- An investigation carried out by the 
works manager revealed a fault in the 
method of handing in each day’s orders 
all at once. With such a quantity 
demanding instant attention, work 
tended to spread over all the orders so 
that while all of them got partly 
finished, comparatively few were com- 
pleted in the day. 

A plan was devised through which 
the orders were split into two sections, 
one lot for the morning and the other 
for the afternoon. This brought better 
results in the percentage of finished 


jobs, but it was still unsatisfactory, so ; machine-hands, 


the plan was extended. During the 


è 
f 
! 


deas 


in 


(Continued from 
page 31) 


` Below: All kinds of paper documents : 


orders, specifications, correspondence, tele- 

grams, etc. are quickly distributed to any 

required point in the organization by this 

rapid wire system of inter~-communication. 

Catapult action provides the motive power. 
Here is a “shot” just going off 





this 
New 
Building rm 


a few weeks orders have been passed 
into the works every two hours, with 
excellent resulfs.*+ Each two-hour batch 
of orders is big enough to keep the 
entire plant operating at pressure on 
-the limited number -óf jobs. By the 
time the next batch arrives the pro- 
cesses on the initial batch are complete 
and-the machines start again at once. 

“Since we started the plan,’’ the 
works manager said, ‘‘our finished jobs 
per day have risen by 26%, while the 
actual speeding up of deliveries i in total 
has been even greater.’’ 


+ 


CENTRAL STOP-WATCH 
FOR MACHINE: TIMING 


large stop-watch, hung up high to 
A avoid damage and in a position 
Pe where it can easily be seen by all 
has solved a problem 
in a Salford factory. 


oo 


. AES BNE Ly at 
va —_ ey rs 


Above: The point of interest in this 
strong-room, a vault of the latest ‘proof 
design, is that it has fusible metal ventila- 
tors. These keep the chamber well aired, 
but should a fire occur they fuse at a pre- 
determined temperature and hermetically 
seal the vault, thus rendering its contents 
immune from damage by fire or water 


Right: This powerful dust extractor 
operates throughout the building, cleansing 
the air not only of the workrooms, but of 
the offices as well. This apparatus not 
only improves the quality of the work but 
it has a great influence in preventing the 
spread of any air-borne germs that.might 
endanger health, and ił does of course 
make working conditions far more pleasant 
for everybody in the place 
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This plant does special machine 
work that needs timing to a second. 
Formerly, the practice was to equip 
each machine with a stop-watch, but 
this was an expensive practice, 
Although the watches were compen- 
sated against heavy vibration, they 
frequently got out of order, or became 
broken. These losses reached serious 
proportions. 

The managing director thought of 
this idea of a central stop-watch placed 
so that vibrations did not affect it and 
there was no chance of it being knocked 
about and broken. 

“It’s a simple idea,’’ he said, ‘‘merely 
an adaptation of the ordinary central 
clock idea, but it just hadn’t been 
applied to our type of work. We've 
saved hundreds of pounds during the 
past few months through the extra 
work we are able to get from each 
machine.’ 


? 


To furnaces are-in operation on the 
North-East Coast—the highest total for 
many years. At the Cleveland works of 
Dorman, Long & Co., Ltd., production is 
the greatest in the company’s history. 
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These Small Changes 
Raised Our Office Work 


From GOOD to 


very executive knows that as fatigue 
F increases in his staff so production 
falls and mistakes rise. Nowhere 
` is this more true than in the office, and 


it seems equally true that nowhere is it 


harder to check fatigue. 

The skilled use of machinery has cer- 
tainly helped, but in the place of the 
old, laborious methods more subtle 
sources of tiredness arise. Still, a care- 
ful check on every detail of office work 
can and does lead to considerable bene- 
fit to the workers, with the resultant 
increase of output and reduction of 
‘errors. The experience I am relating 
will well illustrate this fact and can, no 
doubt, be enlarged upon in other forms 
of office work. l 

A few months ago our business de- 
manded that we should increase the 
quantity of statistical work.’ Routine 
had to be speeded up and enlarged all 
round in this section, and it obviously 
called for a big effort to get the maxi- 
mum of work from each individual. To 
this end the manager of the department 
started to comb the whole process and 
find out for himself where economies 
could be effected. 


Points for Improvement Hard 
to Find at First 


At the outset this seemed a hopeless 
job., As he watched the fingers of the 
operators flying over the keys of 
accounting machines, typewriters, etc., 
he could see no way of increasing their 
speed. Everyone appeared to be work- 
ing at top pitch. Indeed, they were— 
under those conditions. 

Not daunted, however, the manager 
proceeded with his examination and 
observed that all the girls were turned 
slightly in their chairs. Their papers 
were on the left-hand side, slightly away 
from the machine. This caused them to 
sit at an angle, bending forward a little. 
He further noticed that once in a while 
they would have’ to stop operations to 
peer'at the papers intently for a few 
moments. And, again, that every so 
often they they would stop work to sit 
up straight to relax. 


First this Head-Twisting by 
Typists was Eliminated 


This. was where he made his first 
move. Obviously the position of the 
papers was causing fatigue to the 
workers’ eyes and to theis bodies gener- 
ally.’ The thing was to find a comfort- 
able place for those papers so that they 
could be easily read and so that each 
operator could sit comfortably at her 
desk. 

To do this a detachable bracket was 
designed. To the bracket was fastened 


VERY Good 





F. E. CHURCHILL 
Humbold, Swann & Co., Ltd. 
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a rack, similar to a music rack, for hold- 


ing the papers. The rack was then 
mounted above and slightly to the left 
of the machine. All the papers which 
the operators used were now placed in 
a position where they could be read 
easily. 


Better Lights Put Output Up 
20%; Errors Down 127% 


But this- led to another point. The’ 


papers the girls used were invariably 
carbon copies and not always distinct. 


Whom Does This 
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Light was, therefore, essential. It was 
true that we had diffused lighting for 
the office in general, but upon investi- 
gation it was observed that a more 
localized lighting was needed. So we 
added an auxiliary system of a 25-watt 
lamp for each desk. This lamp was in 
the form of a small bowl reflector. 

These two changes, we felt, should 
show some results. We were soon re- 
warded. You must remember that we 
were showing good results before we 
made any changes, therefore any gain 
after was of great? value. Our figures 
showed a 20% increase in production. 
Errors showed a decrease of 27%. 

Now these results were gratifying, but 
further studies were undertaken in the 
hope of finding new methods or new 
equipment that could be used to cut 
down fatigue amongst the staff. 

Noises next claimed our attention. 
When analysed, the amount of unneces- 
sary clatter that is found to go on in 
an office is amazing. We put down 
rubber flooring, and this reduced noise 
to quite a big extent. 


By Moving the Supervisor Girls 
Were Less Disturbed 


Another change was to move the 
supervisor’s desk from the end of the 
room to next the door. In this place 
she was easily reachable by anyone 
coming into the department. Before, 
a person had to pass the whole length 
of the workers to reach her. Then, too, 
she was often called out of the depart- 
ment. After the change she could slip 
away without disturbing anyone. Be- 
fore, when she moved, she distracted 
everyone’s attention. 

These changes all tackled .the prob- 
lem of physical tension and body 
fatigue. Aftér we had made these 
moves we turned back to study again 
the earlier changes. 


Letter Concern? 


This arrangement gets the doubtful ones to the 
right authorities promptly’ 


[" large firms having a central mail- - 


opening department mistakes are 

often made over letters which bear 
no reference to previous correspondence. 
They are sometimes routed to wrong 
departments or—a practice not un- 
known-—side-tracked ‘‘till later’’, with 
the result that they get covered up and 
overlooked altogether. In any. case 
replies to such letters are delayed. 

In one firm that we visited a senior 
clerk has been deputed to spend 30 
minutes each morning and at 2 p.m. to 
go carefully through all such letters and 
mark them for appropriate departments. 
At intervening times the mail clerk has 
instructions to take all unidentificable 
letters to this senior clerk for marking. 

The plan has eliminated all delays in 
letters getting to the proper authorities. 
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Lighting again came under our atten- 
tion. The lamps we had installed were 
adjusted by means of flexible arms and 
had seemed to be a satisfactory develop- 
ment generally when we first made the 
change. But later study proved them 
unsatisfactory. Each lamp, for in- 
stance, concentrated the light on the 
paper instead of spreading it over the 
machine as well. Again, there was 
reflected glare. These two points illus- 
trate the tendency to eye-strain which 
we were trying to cut down. So we 
looked around for anther system. 


It Paid Us To Have This 
Special Lamp 

It took us some time to find an en- 
tirely satisfactory lamp. Eventually we 
decided on one that was not the work 
of a single inventor but the outcome of 
a committee consideration. An engineer- 
ing society dealing with illuminations 
evolved the lamp through a committee 
of their members. This lamp, mounted 
a little above eye-level of the oper- 
ator, consisted of an opal glass bowl 
that diffused light, and an opaque 
parchment shade. The shade was 
painted dark green on the outside so 
that the operator would not be con- 
scious that the light was directly in 
front of her. 

This lamp was four times as powerful 
as the one we previously used, but the 
lighting was diffused softly and evenly 
over the entire working area at each 
desk. It was restful lighting, not glare. 
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Checking on results of this move 
showed that workers were able to main- 
tain a very high rate of speed, ard 
because fatigue had been lessened the 
percentage of errors again dropped. 
After a month’s trial they had fallen 
by a total of 50% compared to the 
time before the supplementary lighting 
was introduced. 


An interesting test on this fact was | 


carried out recently in a laboratory, and 
the results fully bear out our own find- 
ings. Operators were tested under vari- 
ous conditions. One day they would be 
given work to do under general lighting 
of a room alone; on another, under 
general lighting plus supplementary 
lighting. The following day they would 
be tested alternately. Tests of fatigue 
were made at the beginning and end of 
each day by mgans of a special instru- 
ment for measuring eye fatigue. The 
tests showed that tiredness was three 
times as great in the eye muscles when 
the day’s work was done under general, 
or lower, lighting than when it was 
done under supplementary, or higher, 
lighting. 

We have found one precaution neces- 
sary in this light question. High 
contrast between general lighting and 
supplementary lighting should be 
avoided. Much difference between 
brightly flooded work and dim sur- 
roundings is too severe. The localized 
lighting, we found, should not be more 
than ten times as strong as the general 
lighting. 
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HOW Are you Busy? 


met recently the managing director 

of a small, though fairly well-known, 

business. It is this executive’s boast 
that he is a busy man. 

True, he is. His output of energy is 
prodigious and unceasing. Continuously 
he pores over figures, statistics and 
reports. Almost every hour of the day 
he has one or more of his departmental 
executives closeted with him. Not 
infrequently these little conferences go 
on till eight or nines o'clock at night. 


Nor is it unknown for three: days ‘to ° 


be passed in this way -before a decision 
on some comparatively small thing is 
arrived at. Ez 


The Kind of ‘Busi-ness’ ` 
that Pays 


I know another man, in control of a 
much larger business, who sits quietly 
down to his desk at 9.30 a.m. Before 
him lies a strip of paper about 3 feet 
wide and ro inches high. From this he 
gathers, in ten minutes, the exact posi- 
tion of his firm as at 5.30 p.m. the 
previous day. He sees output, stocks, 
costs, sales, returns, overheads and net 
profits. Furthermore, he sees them in 
comparison with the position at the 
same time last week, last month and 
last year. | 

Yet these two men have something in 
common: they are both busy through- 


out the day. There is, however, a vast 

difference between their busy-ness. 
The one, seemingly unable to distin- 

guish between the vitally important 
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HIS British postal franker is designed 
‘4 primarily formedium and small offices. 

Some of its features are (1) instant- 
selection of 23 denominations of postage 
between 4d. and 114d. printed in one 
impression ; (2) complete control of 
postage, therefore prevention of loss; 
(3) speed in handling mail, 2,000 an hour ; 
(4) simple accounting for postage, total 
expenditure and balance on hand being 
shown at a glance; (5) printing slogans 
on mail if desired by merely turning a 

knob to adjust machine for printing 
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and the wasteful duties of the head of 
a business, gets at his information by 


‘dint of unflagging routine work. The 


other, delegating the routine work to 
qualified men with a well devised 
mechanized „system, gets a clearer, 
more accurate result without wasting a 
moment of his own highly paid time 
on profitless routine work. 

The first man is too busy to see 
callers from outside. His mind cannot 
see far ahead, because he is concen- 
trating on details. He cannot PLAN 
his business because he works only for 
hour-to-hour results. The consequence 
is he is still a small business man. 

The second man has plenty of time 
to chat with callers. He often sits 
in his office chair, apparently doing 
nothing. He spends weeks far away 
from his office, travelling ‘quietly at 
home and abroad. ~ 


~~ 


This Man Spends his Time 


`, 


Building PROFITS > 


But this man has that priceless asset 
in business: the ability to do only 
effective work, delegating the routine to 
well chosen subordinates. He is busy 
-—making profits, not merely dissipating 
energy. 

When he receives callers he gives his 
attention only to those through whom 
he can benefit his business. When he 
sits in his chair ‘‘doing nothing” he is 
thinking out improvements in his firm’s 
policy: how better to use the finance, 
how to plan reductions in unit costs, 
how to improve his products and their 
marketing, and soon. When he travels 
he improves the goodwill between the 
firm and its customers, he examines 
what competitors are doing, seeks new 
uses and wider markets for his goods. 
He is busy—expanding his firm’s trade. 

He could not do this planning 
ahead if he grubbed about in laborious 
detail all day long, appearing tearingly 
‘busy’. 
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| Build High-Calibre Men 


ee that your establishment—the whole 
of it—is something more than just a 
place to work in. In most concerns 
the top and second-line executives ' have 
good locations, efficient and ample equip- 
ment, hygienic conditions of heat, ventila- 
tion and light. But look also to the 
routine workers and the juniors. Don’t 
forget you are moulding them for more 
responsible positions in your house; you 
are not moulding them in the right way if 
you compel them to grub along with 
““‘make-do’* equipment perched here and 
there in odd corners. Give each a place 
which he is pleased to call his own; give 
each equipment which allows him to get 
on with his work and which does not cause 
him to waste half his time ‘‘making it 
do’’. Unless you have a capable office or 
equipment mangger whose job it is con- 
scientiously to see that these fundamental 
things are right, you, as representing the 
management, should personally see to 
them. If your workers get the impression 
that you do not take the trouble to supply 
decent wherewithal for their jobs they will 
certainly. be no more punctilious in giving 
you of their brains and energy. 


Ld 
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_ Here’ sa Market ` 


| worth | 
B » «£280, 000 000 


a Year 3 


4p the farmers of Britain 
= Nyd early on goods of every kind. 
= e aware of this vast agricul- 
et is one thing; to know the 
ive and most economical way 
it is quite another. 

ry, attractive booklet called | 
ngs To Farmers, W. S. Craw- 
. give an outline of how a 
ientifically planned campaign to the 
farmers can be carried out. Crawfords, 
incidentally, have a special department. 
devoted to agricultural selling. 

The booklet explains how it is that 
to-day the farmer is a business man;: 
scientific, not traditional, in ‘his 
approach to his problems. How it is 
that he is open-minded and progressive. 
The fact is he has to be. 

The second part of the booklet gives 
examples of the wide range of accurate 
data that the agricultural department 
collates for the basis of effective sell- 
ing to farmers. Naturally, a booklet 
of 40 pages cannot show detailed statis- 
tics for the whole of agricultural 
Britain so it takes a typical county, 
Wiltshire, and analyses that. 

These facts are remarkable in their 
penetration and- clarity., They show 
how completely the market can be 
covered. 

The book gives a list of 188 main 
lines of products of which the farmer is 
a consistent buyer. Yours are probably 
in this list. A copy of Selling Things 
To Farmers can be obtained free from 
Crawfords at 233 High Holborn, W.C.1. 
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Do You Use 


FORM LETTERS 
? 


he effect of form letters for any kind 

of direct selling depends to a tre- 

mendous extent on ‘the way in which 
the typescript is displayed, and whether 
colour, if employed for headings, etc., is 
attractively arranged. 

Sales managers and mail order men 
will find a folder full of ideas for form. 
letter lay-out in the chart issuéd by The 
Wellington Press, Ltd. There are 16 
first-class examples, plus an appendix 
of statistical matter of great help to the 
man handling any kind gf direct mail 
selling. 

Incidentally, the reading matter itself 
in these specimen letters is not the least 
interesting point about this useful chart. 
It is free to sales executives from The 
Wellington Press, Ltd., 132 Long Acre, 
London, W.C.z2. 


‘Improvements go on. 


See 


|1920-1936. 


when did you buy- - 
. your Accounting Machine? 


Accounting Machines do not stand still. 


The demand to-day is for more flexible accounting equipment to keep `` 


pace with the speeding up of: production and sales.-.. 


Business moves 


faster and. faster, and therefore demands machines that, also move 


swiftly and accurately. 


New Remington Accounting Machine 
—completely electrified. 


In many businesses, machines are due for. 
‘renewal — and this 


| is the time to see 
the’ latest and newest Remington 
model—the machine which accomplishes 
so much more. 


it—without obligation 


The only way to get an idea of what this 
splendid’ machine will do is to have a 
demonstration either at your office or at our 
showrooms—absolutely without obligation. 


Remington have met this demand „witte the 


REMINGTON 
ACCOUNTING | 
MACHINES | 
ARE ELASTIC 


A single machine ` can be 
applied to one or more of the 
following operations : 


Adding amd Listing. Invoice 
and Day Book., Sales Ledger 
and Statements. Bought 
Ledger. Hire Purchase Ledger. 
Receipts and Cash Book. 
Cheques and Cash Book. Pur- 
chasing Order Sets. . Stores 
Accounts. Statistical Analysis. 
Wages. And any Specialised 
Accounting Applications. 





REMINGTON 


MACHINE S 


AC COUNTING 


Call or write for particulars 


DEPT. BBI2, REMINGTON TYPEWRITER COMPANY LTD. 
100 GRACECHURCH STREET, LONDON, E.C.3 


(Phone: MANsion House 3333) 
J.250 
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Branches in all pridal cities 
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VALOR 


STEEL FILING CABINETS 


reduce risks of loss 
by fire or vermin 
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Instali “VALOR” 
Steel Filing Cabinets 
To-day 


j biroa low in cost these 
Cabinets are made `of best 
British materials throughout 
and to the usual “VALOR” 
high standard of workmanship. 


“VALOR” Cabinets are easily 
handled and have none of the 
disadvantages of wooden Cabi- 
nets which are liable to warp or 
crack and do not offer complete 
protection against vermin. 


They can be supplied in quarto 
and foolscap sizes with from 1-5 
drawers, and are attractively 
finished in olive green stoved 
enamel. (Special finishes can 
be arranged for.) 


Write to-day for Lest 20/V.55 giving full 

particulars of these Cabinets, also Steel Cup- 

boards, Shelving, Clothes Lockers, etc., to meet 
all office requirements. 


Buy British Goods 


The VALOR CO. Ltd. 


BROMFORD, ERDINGTON 
BIRMINGHAM 
120 Victoria Street, S.W.1 


4 


London : 
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very employer of labour has a pen- 

sion problem to face sooner or later. 

> The chief factor to be considered is 

nearly always the old employee whose 

efficiency may be diminishing although 
he is still on thé company’s pay-roll. 

I think it true to say that most 


.|-employers, who have had the benefit of 


possibly the whole of the working life of 
their staff, would not think of dispens- 
ing with their services without granting 
some provision for their declining years. 
Frequently, light and perhaps unneces- 
sary positions are created merely to 
maintain these old servants in employ- 
ment, with the result that wage costs 
are inflated and the employer, though 
he may not realize it, is in effect paying 
a pension. 

The scheme I have in mind serves a 
double purpose: 

(a) to provide a capital sum for 

dependants should a member of 
the staff die whilst in the 
employer’s service, thus reliev- 
ing the employer of any moral 
obligation to the family. 
to make provision for a pension 
on the employee attaining 
pension age. 
Many employees would like to create 
such a fund for themselves or their 
dependants, quite apart from any effort 
on the part of the employer, and such 
a scheme can be arranged if desired. 
The employer, however, usually prefers 
to assist his staff in their efforts by him- 
self contributing upon, say, 50/50 or 
some other basis. He is thus encour- 
aging the employee to create this two- 
fold fund. 


Why Private Funds Do 
Not Pay 


The question may arise in the busi- 
ness man’s mind as to whether it would 
„not be better for an employer to set up 
a private fund rather than allow an 
insurance company to operate one of 
their many schemes. 

The objections to this are many. 
From the employees’ pdint of view it is 
desirable that under whatever scheme 
is chosen they should feel confident that 


(b) 





WHAT THEN 
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when their turn comes 
receive a pension. Thee 
in introducing a private scheme, 
presumably wishes to equalize out 
his pension commitment; he also 
wishes to know within narrow 
limits 
will be and does not wish them 
to fluctuate too widely. 

To-day the rate of interest at which 
money can be invested with safety is 
low, and it may decline even further. 
It may not be realized, however, how 
important a part the rate of interest 
which can be earned plays in these 
schemes. The difficulty of suitable 
investment of funds is, of course, 
increased by the present economic 
uncertainty. . 


Human Machinery 
Wears Out... 


but every right-minded employer 
feels a moral responsibility for 
the welfare of his old employees. 
A Pension Scheme meets this 
responsibility while removing 
much of the cost and all the 
trouble from the employer. 


Free of cost and obligation a 
Scheme to fit the exact needs 
of your own business will be 
drawn up to show you what 


can be done. You have only to 
write and ask The Insurance 
Consultant, cjo The Editor, 6 
Carmelite Street, E.C.4: 





In the relatively stable conditions 
before the War it was possible to carry 
out such operations with much greater 
eaSe and certainty. I£ these conditions 
obtained now my objections to the set- 
ting up of a private scheme would b 
much less pronounced. 

By going to an insurance office all 
these difficulties are taken off the 
employers’ hands. 
the insurance undertaking are, of 
course, loaded to meet the expenses, 
and since it is dealing with so many 
schemes of thignature it can administer 
them at a lower expense ratio than 
could the private fund. 

I know from personal experience that 
some firms have started a private fund 
and later have been compelled to turn 
it over to an insurance company for 
financial and administrative reasons. 
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what those commitments 


The premiums of. 






These schemes, therefore, do solve 
the question of the ‘‘old man’’ in 
industry. Of whatever grade he may 
be he is uneconomic; he ought to be 
replaced by a younger employee. 

But the old employee must have a 
fair deal, he cannot be told to go with 
a week’s wages in his pocket. Every 
enlightened employer feels bound to do 
what he can for the old and faithful 
servant, but unless he has planned 
ahead against the inevitable wearing- 
out of his human machinery his liability 
is likely to be heavy. 

Many of the largest firms, and small 
ones too, have adopted one of the 
pension schemes operated by an 
insurance company, as the cost is con- 
veniently spread over a number of 
years. 

Have you considered your own lia- 
bility in this respect? Whether you 
have or not I feel that these schemes 
are both an economy and a complete 
solution of the problem. 

I have only touched upon a few of 
the salient points, but if any reader 
would like further information, or 
perhaps a scheme prepared for consider- 
ation to meet his own particular case, 
this can be arranged entirely without 
obligation. 
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This Should Help 
STRAIGHTEN 
Your Income Tax 
Problems 


t last there appears a really com- 
prehensive Income Tax guide, a 
work of 160 pages that is so 
arranged—with excellent slot indexing 
—that almost any point can be turned 
up in a few seconds. This is a welcome 
facility in a publication on this subject. 
The Key to Income Tax, 1936-7, is 
edited by Ronal Staples (formerly of 
the Inland Revenue Department), who 
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Use the ‘Reading Slip’ 
enclosed in this issue 
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worked in collaboration with barristers 
and accountants well known for their 
knowledge of taxation intricacies. 

Not the least virtue of this work by 
such distinguished authorities is the 
fact that it is written in the language 
of business men. This, coupled with 
the many examples and illustrative 
cases, makes it the best guide on the 
subject which has come to our notice. 

To refer to only two sections of the 
book we mention that dealing with wear 
and tear of plant, obsolescence, etc., 
as a particularly valuable chapter for 
manufacturers. The t#ble of taxation 
rates and allowances for the past 37 
years is also vital for many company 
executives. 

The price of the book is 3s. 6d., post 
free, from The Taxation Publishing Co., 
Ltd., First Avenue House, W.C.1. 





When I Rose to My Feet 
I Turned to Stone 


—but now I can Hold an Audience of 
Thousands Spell-Bound 


‘What do you think about it, Warren?’ 
I rose to my feet and turned to stone. 
Everyone's eyes were glued on me. 1l 
stood there in dumb agony. I could utter 
only a few rambling 
words. Finally I slumped 
into my seat. I had 
failed miserably. 


IN TWENTY 
MINUTES 
A DAY 


I learned how to think 
on my feet and how to 


WHAT 20 MINUTES A DAY 
SHOWS YOU. 


How to talk before your club 
How to propose and respond to 


How to address board meetings. 
How to address business 


How to tell entertaining stories. 
How to make after-dinner 





prevent you from using this hidden power 
It is this magic of forceful speech that will 
win you salary increases, advancement in 
business, social recognition and*popularity. 


SEND FOR THIS 
REMARKABLE BOOK 


This entirely new method of 
training is fully described in a 
very interesting informative 
booklet, “How to Work Won- 
ders With Words’, It is now 
FREE. It tells von how to 


or lodge. 


toasts. 


conferences. overcome your handicaps and 
develop and bring ont your 
priceless natural gifts in only 


twenty minutes a day, at home. 
It shows how you, too, can 


speeches. 
How to converse interestingly. 


How to write splendid letters. gain the things you want— 
express my thoughts How to sell more goods. salary increases, success—popu- 
clearly, logically, with How to train your memory. larity —leadership—throagh | the 

alli : How to enlarge your vocabulary. magic power © masterfu 
compelling, direct force. How to develop self-confidence speech. Send for this free 
NOW I can sway an and poise. book at once. You will find 
audience of one—or How to acquire a magnetic, it as onan “piso! gens $ think- 
b ing, aking and writing as 
thousands. [ am no winning personality song Se (VESSEN 
longer self-conscious, I coupon now., No obligation, 
have talked before the same men who PSYCHOLOGY PUBLISHING CO.. LTD. 


witnessed my timid stage fright at that 
conference, many times since then, I have 
held them spellbound—breathless. They 
have showered me with applause and 
compliments on my eloquence. I have 
received rapid, worth-while promotion— 
more than I dared hope for. 

But the best part of it all was the 
amazingly, easy, simple way I accom- 
plished all this by merely giving twenty 
minutes a day in the privacy of my own 
home, to this most fascinating subject. 

There is no ‘‘special ability’ or gift 
needed to become a fluent, forceful 


speaker. Everyone is born with the power 
of convincing 8peech. You, too, can 
overcome  self-consciousness, timidity, 


stage-fright, shyness—any handicaps that 


(Dept B/ ESS), 3, 5 & 12 Queen Street, Manchester 2. 





SEND FOR THIS 
FREE BOOK 


| PSYCHOLOGY PUBLISHING CO. LTD. 

| (Dept. B/ES8), 3, 5 & 12 Queen Street, | 
anchester 2. | 

Please send me my copy of your inspiring new 
| book, “How to Work Wonders With | 
No cost. No obligation, | 
i 
i 


Vords”, 


1 Name 
| Address , 
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FIGURES Beat 
Line Charts 
(Continued from page 30) 





JAY BOOK RECORDINGS 


Sapna by 





on which our plans are based is as 
up to date as possible. 

The notes at the top of the sheet, 
such as indicated by the code letters 
“D” and “B” in Fig. 1, are, of course, 
essential when making comparisons, as 
obviously the incoming mail will be 
affected by the issue of a catalogue or 
publication of a Press advertisement. 
Output will naturally be reduced if staff 
are employed on filling catalogues or 
addressing envelopes. On the other 
hand, it will be increased if an unusual 
number of extra staff are drafted in. 








U-S S Continuous Stationery 
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‘No Stunt’ Policy 
Built this Business 


(Continued from page 10) 


possess before we consider he has the 
makings of a salesman. They are: (1) 
a reasonable education; (2) he must be 
well-spoken; (3) he must be quick and 
intelligent. 

If you look at our sales staff you will 
be surprised at what youngsters they 
are: but we are constantly increasing 
our sales. The point we learned was 
the professional salesman ‘‘knows his 
job” so well that we could not teach 
him to do things our way, whereas we 
can take one of our keen apprentices, 
and teach him to sell according to our 
policy. Customers openly say how 
they like our type of young salesmen. 

We bring these young salesmen along 
carefully, giving them every possible 
help. 

Their earning capacity is limited 
only by the extent of their sales. Their 
outstanding salaries are based on 2}% 
of their individual turnovers. One per 
cent of this is paid as a weekly wage, 
the other 14% in commission. Thus 
automatically their weekly wage sets 


For all continuous stationery requirements, write 
their sales quota as it represents 1% of 
their year’s turnover. 


TER-DAVIS LTD 
CAR ER We keep them fully informed of their 


Iress. E h h re ge 
Q U E E N E ki ZA B ETH STRE ET . S à F a | ea Shih’ case the elation 
‘twee h > Pg ds | S 
PHONE : HOP 0204-5 ea eo a ea R A 


belong to your desk} 


HANDY FOR TELEPHONE MESSAGES 7 Write for list fo 100 mouldings 


“VELOS” ROLLER REFERENCE PAD 


Typewriter Attachment supplied 


@ HERE again Primus Continuous Forms score a 
big improvement. You can see by the illustration 
how this task is simplified—through elimination of 
interleaving carbons, inserting additional forms, 
etc., thus leaving typists free to concentrate on 
correct registration and quicker work. 


, YOU CAN SAVE ONE HOUR IN EVERY 
THREE VIA PRIMUS CONTINUOUS STATIONERY 


The Primus Attachment fits any typewriter 
and is supplied by us. 


























“AUTO” CALENDAR 





Moulded in- @ No. 1290 2/6 Dates change automatically 
@ No. I291 with by pressing lever. 2/6 
swivel pen socket 3/- No. 1285 retail 
@ No. 1292 with 
With rA feet fol of paper, Perpetual calendar 3/- 
chromium band and rubber feet @ No. 1293 with 
Illustration shows memo pulled down pen socket and calendar 3/6 
under serrated chromium metal band (as illustrated) retail 


and torn off Refill Rolis 3d. each retail. 





Proprietors of all "VELOS" Branded Goods 


FRANK PITCHFORD & Co. Ltd. 
WELL HOUSE, WELL STREET, LONDON, E.C.1 
Phone; NATIONAL o055 (4 lines) 





whether he is below his quota or 
ahead of it. 

These are the main points of our 
policy. That they are good factors and 
that we have been pursuing a sound 
policy is proved by the progress we 
have made. In our six years we have 
increased the number of our employees 
by five and we have doubled the size 
of our repair shops. 
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London Beats the World 
as BEAUTY CENTRE 


(Continued from page 24) 


explained, any inquiries we get as the 
result of our advertising, or through 
other sources we turn over to the appro- 
priate agent. We tell the inquirer 
where to go locally and advise the agent 
of the inquiry. This means that we put 
thousands of pounds’ worth of business 
right into the hands of agents. 

To such little things as the colour 
and quality of even our smallest price 
tickets we pay attention. They are in 
keeping with the rest of our materials. 

In other little ways we strive to get 
that touch of distinction. I need men- 
tion only three things to serve as illus- 
trations. No firm, for instance, had 
ever produced a non-spill powder-box. 
Any woman will tell you that powder- 
boxes have an irritating way of tipping 
over. We considered it a point worth 
our attention, and we have now pro- 
duced a non-spill box. 

Another thing we studied was the 
average woman customer’s aversion to 
mentioning deodorants. We conceived 
an idea of producing a ‘‘petal dusting 
powder” and the results have been 
gratifying. No woman hesitates to ask 
for such a powder. 

The third thing I have in mind is our 
lipstick. We were not satisfied with the 
first one we produced, as we found that 
there were three lipsticks on the market 
that were better than ours. We went 
on experimenting until we brought our 
product ahead of any other. But—and 
here's an important point with us which 
explains much of our success—we are 
not satisfied with beating the lot. We 
are Carrying on our attempts to better 
our own present product. 
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Would you like to exchange your business card 
or letter heading for this booklet—which we have 
produced as a contribution towards better man- 
agement of Sales, Stock, Purchase and Accounts ? 


To KARDEX 


| LEADENHALL STREET, LONDON, E.C.3 
PHONE: MANSION HOUSE 3921 


| enclose my business card / letter heading and would like your 
new booklet post free. 


NAME 
ADDRESS... 
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PATENT NESTING aes : 
CHAIRS FOR SPACE EE US 


— 
= 


ECONOMY ee 
(PATENT No. 344159) 


Please send for catalogue = 
(Ref. B.) showing our com- TV AD 
lete range of tubular stee! a | at 
neues for all purposes. Ke iiri 


| Byles RICHMOND RD, 
PUTNEY, S.W.15 


A FACTORY ESTATE 
PLANNED ~» INDUSTRY 


The Factory Estate at Welwyn has been scientifically planned 
to provide all essential industrial services without obtruding 
upon the ffatural beauty of the rural surroundings. To those 
manufacturers of goods which demand an extreme of cleanli- 
ness and hygiene as a background to their production, Welwyn 
—one of the nation’s healthiest towns—represents an automatic 
and economic answer as the perfect production centre. 


Twenty-five minutes north of London on the ‘main L.N.E.R, 
line, Welwyn is an important distribution point to the 
markets of Great Britain. 


“Factories in England” from Estate Manager, 
- + Howardsgate, WELWYN, Herts - - 















These Services 


are Free 


SUBSCRIBERS to ‘BUSINESS’ 
are entitl to free information 


concerning Products, Appliances 
or Services. 


ADVERTISERS who do not 
employ an agent (which we 
recommend them to do) are 
entitled to free Copy Service. 
Particulars for the asking from 


SERVICE DEPT., ‘BUSINESS’ 
6 Carmelite St., E.C.4 


@ Automatic 
Photo Printing 
@ Commercial oe ,, (SHA ccs 
Photography yeni 
@ Guaranteed Quality | 5557 


R. FOX.LTD. 


14/24 BRITANNIA ST., KING'S CROSS, W.C.! 


















COLLECTIVE SECURITY 


| j adequately describes the innumerable firms who use the “G.B.” 
AN System, for preventing waste. Enterprising firms realise that busi- 

i Ney | ness can best pay its way if unpunctuality is not allowed to reduce 
f, prti] output. Cut out waste minutes with the famous Gledhill-Brook 

' | Time Recorder and get the utmost return from your business. 


Full particulars of all models and terms from 


GLEDHILK BROOK 


TIME RECORDERS LTD. 
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Western London 
‘The Clean Air’ Area 


(Continued from page 22) 


main roads system and the company 
have built a first-class concrete road to 
the factory. 


Cheap Water Transit Influenced 
This Location 


Another firm that gave consideration 
to transport facilities was VULVAN- 
SONS LTD., GUILDFORD, who have 
taken over a I4-acre site at Harefield 
village. The site has a mile frontage on 
the Grand Canal, excellent for cheap 
transit of raw materials and finished 
goods. In addition, there are first-class 
road facilities. Rail is there, too, 
although there is not a siding at the site. 
There are, however, four railways within 
a short distance of the factories. 

“As you can see,” Mr. W. H. Fawkes, 
Managing Director, said as he showed 
me the first-rate canal frontage, “we can 
bring canal-borne materials right to our 
doors. Coal and coke for instance is 
brought to within a few yards of the 
furnaces. Similar advantages are avail- 
able for other stuff, and, of course, we 
can also ship finished goods by canal if 
we wish.” 

In addition to the canal, the company 
have a river running through their 
property from which can be drawn good 
water for manufacturing purposes. The 
river also serves to operate a small 
turbine-generator and thus provides the 
factories with their own power. This, 
however, is insufficient for the needs of 
the total plant and power at reasonable 
rates is brought in from outside. 


Site Was Chosen as a Dis- 
tributing Centre 


A good example of the move towards 
locating at a point which offers the best 
transportation and distribution facilities 
to the biggest market is to be found at 
the new factory at Greenford built by 
H. P. BULMER & CO. LTD., of 
Hereford. 


“We shall use it as a distributing 
centre for London and district,” said 
Mr. E. Bulmer, Director, ‘we selected 
the site because it was conveniently 
placed for transport facilities. It has 
good road and rail services in relation to 
Hereford and to the London market.” 

Transport reasons influenced the Wolf 
company in choosing Ealing for their 
factory site. They supply goods to the 
engineering industry, most of which is 
located north of London. 

“Both by road and rail we are better 
off in transport facilities to the Midlands 
and the north than we would be if 
located, say, if the south-east or east 
of the city,’’ Mr. Richards explained. 
He went on to praise the service given 
by the G.W.R. 

“We can send goods away overnight 
from here and they will be delivered 
early next day in almost any part of 


England,” he said, “I should like to take 
this opportunity of saying what a first- 
class service the G.W.R. gives us.” 

Distribution by the fine road and rail 
facilities was noted by the Alderman 
Silk Co. Once more the G.W.R. 
received praise for its service. Mr. 
Dutton spoke highly of it. 


Access to Main Markets 
Ruled In This Case 


As we have seen time and time again 
in these factory site surveys the modern 
tendency is to locate near big markets. 
This tendency has influenced many of 
the firms located in this western London 
area. Pond’s, for example, placed it 
among the leading reasons in their case. 

"When we were looking round for a 
site there was not a brick of a factory 
around here,” Mr. A. F. Gunning and 
Mr. J. Keith Wenham told me. ‘‘Work- 
men were digging foundations for one 
factory, that was all. 

"Probably the biggest single factor 
that brought us here was that 50% of 
our business is north of London,” they 
continued. ‘‘We looked at many sites 
but found that if, for instance, we chose 
one on the south side of the city we 
should have to carry the bulk of our 
goods through or round the congested 
area of central London.” 

Peerless Products Co, also gave this 
consideration as a leading factor in 
locating at Uxbridge. 

“I might add that a reason which 
influenced us was the fact that it was 
near to our big west of London market,” 
Mr. McNally stated. ‘‘‘There is a 
tremendous amount of development 
going on all over this area and naturally, 
as we supply materials for such work, 
we find it an advantage to be in the 
middle of it.” 


Particular Type Of Skilled Labour 
Attracted Philco Radio 


There are probably few firms in the 
country that can show such rapid 
growth as the PHILCO RADIO AND 
TELEVISION CORPORATION OF 
GREAT BRITAIN, LTD., a fact in 
itself which shows that they made no 
mistake in their location. Since they 
went to Perivale about two years ago 





What are you paying him? . . . What is his 
value to your organisation?... his complete 
record since he has been with you? All this 
data could be ascertained in a matter of 
minutes with the Shannon Visible equipment 
. « « just flick over a card and there you have 
all the facts marshalled for comparison and 
decision . . . at a moment’s notice. 


Write now for full details of this system of 
lightning control of staff data. 


hannon 


IMPERIAL HOUSE 
IS, 17, 19 KINGSWAY, W.C.2 
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artists ... 


that sums up Crichton service. 


Twenty of London's most resourceful 
specialists in all 


commercial 
branches of graphic art 
working with one salient thought in mind—how appealingly 
can the product be presented through the medium of 
illustration. 


It is this commercial conception of advertising art that 
assists us in increasing the value of advertising to our clients. 


ILLUSTRATIONS for ADVERTISING 
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See the Crichton 


at the 
ARTISTS IN 
ADVERTISING 
EXHIBITION 


News of the World Building, 
Bouverie Street, June 5-13. 


display 


A personal invitation would 
gladly be sent to any re- 
sponsible executive. 


=m CRICHTON Studios 
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COLLECTION 


OF ACCOUNTS 
BY DELIVERY MEN 


is a logical method of reducing costs 
of operation. For this purpose 


THE PORTABLE AUTOMATICKET SYSTEM 
OF RECEIPT ISSUE 


is safe— 


quick— , 
simple— 


applicable to all businesses 
employing delivery men— 


A DUPLICATE RECEIPT REMAINS 
a S IN THE LOCKED RECEIPT ISSUER 
Gerni FOR ENTRY IN THE BOOKS. 

RE 
UNLESS ISSUED 
FROM THE 


MACHINE 
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Send for explanatory brochure to 


BELL PUNCH COMPANY LIMITED 


39 ST. JAMES’S STREET 
LONDON, S.W.1 


The largest manufacturers in the world of systems - 
for the safe conduct of cash 








STRIVING FOR MORE ORDERS? 
Firms in more than 60 different trades have increased their 
sales as a result of our efforts. In conducting business- 
getting schemes for many years we have gained a knowledge 


and experience which would almost certainly be of 
considerable value to you. 


Would you like our recommendations for selling more of 
your products? 


J. W. RUDDOCK & SONS. 


Direct Advertising Consultants 
LINCOLN Also at 3 OLD JEWRY, LONDON, E.C.z. 
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they have tripled their production and 
by June of this year they will be turning 
out 1,750 sets a day. 

“When we were searching for a suit- 
able factory site we looked in every 
section of the country,” stated Mr. 
Carleton L. Dyer, Managing Director 
of the company. “We didn’t confine 
ourselves to London. We examined all 
parts before we decided on this estate. 

‘The biggest single factor that brought 
us here was labour. We found that the 
particular type of worker we wanted 
lived in the London area and that this 
was, in our opinion, the best part of 
that area. 

“The important point we found here,” 
continued Mr. Dyer, “was that we could 
draw on a wealth of high-class ordinary 
labour and the best skilled labour, 
When you realize, for example, that 
each of our sets has anything from 800 
to 2,000 parts in it you can understand 
that we must have a high standard of 
worker in the factory.” 


Training Own Skilled Labour 
Solves These Problems 


In the case of the Harefield factories 
of Messrs. Vulcansons, Mr. Fawkes 
explained that the company had brought 
with them a number of employees from 


the Reading and Guildford plants. 


“We are, however, practising a 
policy of training young labour,” he 
continued, “‘our past experience has 
taught us that after three years or so of 
being taught a highly skilled job a 
youngster becomes a more valuable 
worker than many of the old, already 
trained and skilled workers.” 

As the factories are in the centre of a 
well-populated district the labour mar- 
ket for young people is extensive. 
Mr. Fawkes said that an adequate 
supply would be available, drawn from 
a radius of a few miles. 

As silk spinning is a new type of 
industry for this part of the country 
the question of obtaining adequate 
labour would appear to have been a big 
problem for the Alderman Silk Co. 

“We are taking care of the labour by 
training our own girls,” explained Mr. 
Dutton. ‘We employ them when they 
are young and teach them how to do 
the work. However, if, when the new 
factory is in full operation, we find we 
have not enough trained staff we shall 
bring in skilled workers from the silk 
spinning districts.” 


Standing Buildings Were the Chief 
Attraction Here 


One of the outstanding examples of 
the value of standing buildings that 
meet the special needs of a firm is to 
be found at Vulcansons’ 14-acre site at 
Harefield. The buildings have a floor 
space of about half a million square feet. 

Here, as Mr. Fawkes pointed out, 
there are not only standing buildings 
providing room for expansion but also 
undeveloped land upon which factories 
can be erected as the need arises. 

“I think we can say that our need for 
room for expansion was the chief reason 


why we decided to locate here,” Mr. 
Fawkes said, “but you must bear in 
mind the special needs of our case. We 
plan to make this into a manufacturing 
centre. There will be five firms, includ- 
ing Vulcansons, operating here in the 
near future. The other four companies 
are owned and controlled by us. 


“In the past,” he continued, ‘‘these 
companies were located at different 
centres. One was at Reading, for 
instance, while our chief company was 
at Guildford. In order to bring them, 
and the new companies we have formed, 
into the same locality we needed exten- 
sive premises such as we have here and, 
in addition, plenty of room for expan- 
sion.” 


Other Factors That Influenced 
the Choice of Sites 


The cost of locating a new factory in 
any area is naturally a big consideration 
and this was the third reason Mr. Dyer 
gave for the Philco factory being built 
at Perivale. 


“We found that our site here was just 
as cheap as any other place when we 
took the labour advantages into con- 
sideration,” Mr. Dyer said. “We were 
able to buy enough land for expansion. 


MIDDLE-CLASS SPENDING 
STILL BELOW 1931 LEVEL 


“OUR customers, mainly 
middle-class people resident in 
London and the Home Counties, 
are spending more than they did 
two or three years ago,” said 
Mr. W. S. Hitchins, chairman 
of Peter Robinson, Ltd., at the 
store's annual general meeting 
recently. 

‘‘Much remains, however, to 
regain our former money level 
of sales, for the price-level of 
our goods is about 25 per cent 
lower than it was five years 
ago.” 

Gross profit on sales was 
nearly £4,000 up. Individual 
transactions totalled nearly 
10,000 more, but the average 
value per transaction was lower 
than it was a few years ago. 


Actually, we have enough space here to 
manufacture all our component parts 
for all sets for the British Empire and 
Europe. 


“And here is a point which counts a 
lot,” Mr. Dyer added, with a smile, “we 
are just far enough from London to 
ensure that anyone who comes out to 
see us has something worth while to Say. 
In town we had a conséant stream of 
callers, mostly time wasters. To put it 
bluntly, these nuisances wasted 25 to 
30 per cent of the staff’s time each day. 

On this point probably many execu- 
tives will heartily agree with Mr. Dyer. 
Certainly it is a source of much time 
wasting. 
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Write for booklet No. 
B263 jo REMINGTON 
Typewriter Co., Ltd., 
100, Gracechurch Street, 
London, E.C.3, or phone 
Mansion House 3333. 


WRITING PERFECTION WITH SILENCE! 
THE MOST. EFFICIENT TYPEWRITER EVER BUILT 





Control and check time 
with a “ NATIONAL ” Master 
Electric Clock & Time Recorder 


Manufacturers of TIME STAMPS, 
RADIAL, AUTOGRAPH & COSTING 
RECORDERS, also ELECTRIC DIALS 
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British Manufacturers and Patentees 


NATIONAL TIME RECORDER Co. Ltd. 


Aquinas Street, Stamford Street - S.E.1 
Telephone ; Waterloo 6641 Telegraphic: Natrecord, Londen 
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Norbreck Hydro is the Complete Holiday Resort—Golf, Tennis» 


Bowls, Putting—on 60 acres of links and lawns. Swimming . . . 
Dancing . . . Cinema . . . Billiards. . . Gym... Cabaret, &c. 


` 


Stay at Norbreck for Blackpool's June Attractions... All 

the Queens will be at Norbreck Hydro, Saturday, June 20. A£ v 
A healthy, sporting holiday for all the family. 650 rooms. | 
Grounds face the sea for }-mile right on the Promenade. = i | 
For all the world like a \uxury Liner on land. lé 
Write to James H, Shorrocks, Man ging Director for Folder. : È : 
NORBRECK HYDRO (Blackpool North 51072) E- oa ert hd A 
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| Office Manager 
and Executive 


MODERN OFFICE 





MANAGEMENT 


Is there a more efficient way 
of keeping your records? 


office administration. 
ito greater efficiency, 
To every business, large or small, 
this is an important question which 
affects the efficiency of the organiza- 
tion as a whole. 


pages. 7/6 net. 


Many well-known firms use the 
“Robin” Looseleaf Book System 
because it ensures simple entries, 
quick „reference, compactness, 
durability and modest cost. 










Ask for our illustrated catalogue of 


By H.W. Simpson, F.C.1.S. This practical 
book illustrates the latest methods of 
It shows the way 


increased pro- 


duction, economies in time and labour, 


and the elimination of waste. 336 


Of a bookseller or direct from 


PITMAN 


PARKER ST., KINGSWAY, W.C,2 





LIGHTNING (rocker ) CALCULATOR 


Speed equal to any expensive Calculating Machine 
=m : For £5. d. up to 


Looseleaf Books and Office Equipment, SIATT T 
or take advantage of this offer : “Robin” ONLY 5/9 3d. 
Looseleaf Book, complete with A-Z index Easily fits in the pocket 






and 200 leaves 5” x 8” ruled feint, cash or 
double ledger, for 9/6 post free, on 7 days’ 
approval, 


J. W. RUDDOCK & SONS 


Looseleaf Book Manufacturers 


LINCOLN 


Wy torwarded. 


Size overall 4) in. x 2f in. x ins 


Perfect mechanism, 
Finished black and gilt 
metal, with suede cover 
for protective purposes. 


Pull tnetructions 
After a few 
minutes’ practice, columns 
of figurs can be added or 


subtracted with speed and accuracy, 
the result being registered across, 
centre of the machine. 


Write, call, or telephone Muspum 8331. 


Also at 3 Old Jewry, London, E.C.2 


Satisfaction guaranteed or money instanily returned, * 


MARINE & OVERSEAS SERVICES LTD. (Dept. 20). 


ROYAL HOTEL BLDGS., WOSURN PL., LONDON, W.C.1 





COLLECTIVE SECURITY 


is one way of describing the hundred thousand retailers who 
put their faith in GLEDHILL TILLS and REGISTERS. 
As an individual trader, yow can secure the modern cash 
checking system by getting a genuine GLEDHILL, which 
provides every up-to-date feature for accurately keeping 
a check on your cash. Send for catalogue and details, 












G. H. GLEDHILL & SONS LTD. Aw 
LAA 


50 Trinity Works, HALIFAX 
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HERE ARE THE 
FORTHCOMING 
EXHIBITIONS 


June §8-13—International Congress and 
Exhibition of Acetylene Oxy-Acetylene 
Welding and Allied Industries. London. 

June 22-27—British Chemical Plant and 
Apparatus Exhibition. London (Central 
Hall). 


July 6-11—Royal Sanitary Institute Health 
Exhibition and Congress. Southport. 

July 8-31—Art Exhibition. London. 

July 22-24—Royal Welsh Agricultural 
Show. Abergele, Wales. 

July 31t-Aug. t4—7th World Conf. of the 
New Education Fellowship. Cheltenham. 

Aug.—National Radio Exhibition. London 
(Olympia). 

Aug. 31-Sept. 10—Furniture Exhibition 
(Trade only). Manchester. 

Sept. 2-10—9th International Chocolate 
and Confectionery Exhibition. London 
(Olympia). 

Sept. 3—Cheshire Agri. Show. 

Sept. 4-5—Annual Horticultural 
Southgate (London), 

Sept. 5-11—Bakers’ and Confectioners’ 
Exhibition. London (Agricultural Hall). 

Sept.—Building Trades Exhibition. New- 
castle-on-Tyne. 

Sept. 5-30—Art Exhibition. London. 

Sept. 8-15—International Wine, Spirit 
and Hotel Trades Exhibition. London 
(Grosvenor House, W.). 


Chester. 
Show. 


Sept. 9-16—Brit. Asso. Mtg. Blackpool. 

Sept. 9-26—14th Home Life Exhibition. 
Leicester. 

Sept. 12-Oct. 19—Festival of Light. 
Blackpool. 

Sept. 14-19—Health Ex. Portsmouth. 


Sept. 16-26—o9th Annual Home, Health, 
and Fashion Exhibition. Rochdale 
(Drill Hall), 


Sept. 16-30—Building Exhibition. Lon- 
don (Olympia). 

Sept. 19-25—Grocers’ and Provision 
Dealers’ Exhibition. London (Agri- 


cultural Hall). 
Sept. 21-25—International Chemists’ Ex- 
hibition. London (Horticultural Hall). 
Sept, 22-Oct. 1—Hairdressers’ Exhibition, 
ndon (Olympia). 
Sept. 22-Oct. 3—Radio Ex. Manchester. 
Sept. 24-Oct. 16—Antique Dealers’ Fair. 
London (Grosvenor House). 

Sept. 30-Oct. 1o—12th International In- 
ventions Ex. London (Central Hall). 
Oct.—Scottish National Radio Exhibition. 

Edinburgh, 


Oct. 2-10—o9th Annual Trades Exhibi- 
tion. Blackburn (King George’s Hall). 
Oct. 5-17—Brighton and Hove Ideal 


Homes Exhibition. (Dome 
and Corn Exchange). 

Oct. 5-9—International Shoe and Leather 
Fair. London (Agricultural Hall). 
Oct. 7-17—Textile Mach. Ex. Leicester, 
Oct. 13-24—Home and Fashions Exhibi- 
tion. Birmingham. 
Oct. 15-24—International 
London (Olympia). 

Oct. 19-23—International Medical Exhibi- 
tion. London (Horticultural Hall). 

Oct. 20-23—Dairy Show. London (Agri- 
cultural Half. 

Oct. 28-29—Western National Cage Bird 
Show. Bath. 

Oct. 31-Nov. 6—Brewers’ Ex. London, 

Nov. 2-7—Bicycle and Motor-Cycle Show, 
London (Olympia). 

Nov. 4-14—Building and Modern Homes 
Exhibition. Exeter. 


Brighton 


Motor Show. 
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Someone in your office should find out WHY 


The Trend to Dictaphone 


sweeps on 


Executives, faced on all sides with the problem of 
constantly increasing work, are relying more and 
more on the splendid service given by 


The Dictaphone 


Registered Trade Mark 


It gives the executive a greater power 
of control: there is no waiting, no 
delay, when work has to be done. 


Men engaged all day in the field find in 
The Dictaphone system an invaluable aid 
to the dictation of their reports the 
instant they return to the office. 





The Dictaphone eases pressure of work and 
By your desk or on it. speeds up the entire organization. 


AS BUSINESSES GROW BUSIER 


they turn more and more to the modern, logical and economical method 
of handling dictation. More businesses are using The Dictaphone to-day 
than ever before. Without the slightest obligation you can learn the 
whole story of The Dictaphone, and have it on your desk for a free test 
in your own work. You owe that to yourself because The Dictaphone 
will save you time, labour and money, and will DOUBLE YOUR 
CAPACITY TO GET THINGS DONE. Put the Dictaphone on your 
desk and you will gain a new independence whenever you want to work, 
a new power to develop your business. 


WRITE or phone to-day for ‘‘What’s an 
Office, Anyway? ” 


* ALSO =e particulars of the new Dicta- 
phone Telecord. It records tele- 


phone conversations and conferences. 
D 


THE DICTAPHONE CO., LTD. 
(THOMAS DIXON, Managing Director) 
107 (E) Kingsway House, Kingsway, W.C.2 
Tel.: Holborn 416l-2-3-4 


And at Manchester, Birmingham, Glasgow, Liverpool, 
Leeds, Bristol, Newcastle-on-Tyne, Dublin and Belfast 


OVER 260,000 DICTAPHONES ARE IN DAILY USE 
and more Dictaphones were sold in 1935 than in any previous year 


a * 
a 





without moving from their office desks 


The Ericsson Master Station on your desk is your instantaneous 
link with your organization. You press a switch, speak 
naturally into the instrument and your man answers—clear as a 
bell—as though on the other side of your desk. 

You can speak to one person—or fifteen—hold a simultaneous 
conference without moving from their offices. 


Here are the advantages :— 


1 Get through instantly to any 4 Hold a conference without 
* department without dialling, * any executive out of his de- 

calling a switchboard, holding partment. 

an earpiece or speaking into e 

mouthpiece. 5 If necessary loud speaker can 


Hear replies ALOUD — be switched off so that only 
2 * keeping hands free. you hear replies. 


3 Right - of - way over other 


eae ei O. FULL SECRECY. 


Can you afford 
to be without 
these unique con - 
veniences and 
advantages? Why 
not get in touch 
with us? Ask 
for particulars of 
our moderate 
RENTAL 
MAINTENANCE 
or make an ap- 
pointment for 
free demonstra- 
tion AT YOUR 
ADDRESS. 





MASTER STATION 


ERICSSON TELEPHONES LTD. 
67-73, KINGSWAY, LONDON, W.C.2 


Telephone : 
HOLborn 3271-2-3 








LOUD SPEAKING INTER-COM- 
MUNICATION TELEPHONES 





summertime 
lassitude and Fatigue... 





Install 


TAN-SAD 


throughout your 
organisation ! ! 


Counteract production losses and time 
wastage induced by summer heat and 
sultriness! Instal Tan-Sad Chairs through- 
out your organisation —and by providing 
a natural sitting posture for your staff 
reduce summer fatigue to the minimum. 
Figure A shows the old style chair caus- 
ing cramped lungs, resultant fatigue 
and consequent low personal efficiency. 
Figure B shows the Tan-Sad posture, 
upright and natural, nerve-centres gently 
supported ensuring ideal working con- 
ditions and perfect physical comfort. 


Send for fully detailed lists. 
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THE TAN-SAD CHAIR CO. 1931) LTD. 


AVERY HOUSE, CLERKENWELL GREEN, . . . LONDON, E.C.I 





One Machine does the work of Two 


Continuous Form Billing in addition to regular typing 


Your typewriter actually does the work of two machines 
when used with “Fanfold"’ Continuous Form Adapter, bécause 
the many time- and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages of 
regular typing. 

“Fanfold’* Continuous Forms typed over our Attachment effect 
savings in Billing time, and costs, ranging from 17% to 78% 
without affecting the operation of the typewriter for regular 
correspondence and other purposes. 


“Fanfold” Adapter places no strain whatever upon the type- 
writer carriage; because of the very simplicity of construction 
and operation there is nothing to get out of order. 


anfoj 


TRADE “ane 


* NORTH CIRCULAR ROAD, LONDON, N.W.2 
Telephone : GLAdstone 5477 (3 lines) 
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BUSINESS 


THE COMPLETE JOURNAL OF 
MANAGEMENT 
INCORPORATING : “THE JOURNAL OF 


COMMERCE", “MODERN BUSINESS”, "SYSTEM", 
"BUSINESS ORGANIZATION AND MANAGEMENT". 
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HAVE YOU A SALES PROBLEM ? 


Just a glance at the COPE-CHAT Visible Index will 
show you the activity of 124 customers’ records :— 


|. What lines they are buying and when. 

2. What lines they could BUT DO NOT buy. 

3. Lines for which they could give increased orders. 

4. Just when they were called on last, and the result. 

5. How any contract is standing. 

6. Outstanding quotations. 
Complete Sales records, i.e., by Line, Area, Town, or Customer 
are better kept on COPEDEX—the ideal method for comprehen- 
sive yet compact sales data. 


Our new booklet *’Sales organisation, Analysis and Control’* will be posted to you by re turn 
Why not send for it? 


THE COPELAND-CHATTERSON COMPANY, LTD. 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 
Telephone: CITY 2284 (3 lines) 
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NON-STOP TYPING 


Speed up the production of your internal routine forms requiring 
carbon copies. : 














The SPEED-FEED Attachment fits any standard make of typewriter, 
and by accommodating Continuous Fanfold or Interfold Stationery 
automatically interleaves, and withdraws the carbon sheets from, 
each set of forms. 


All unproductive operations and waste effort are avoided, 
thus enabling the operator to spend more time in actual 
typing, with greater accuracy and conveniencé. 


The SPEED-FEED can be unhooked at a moment’s 
notice, allowing the typewriter to be used for 
ordinary purposes. 


EGRY MANIFOLDING 


cenras | EGRY Lr. 


Speed up the production of handwritten 
records requiring carbon copies WARPLE WAY, ACTON, LONDON, W.3 
Details available on application Telephones : Telegrams 
SHEPHERDS BUSH 3377 (3 lines). EGRYCOMPAK, EALUX, LONDON 
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for full details to : z A GLAN CE 
CARTER-PARRATT LTD. 


(P. J. Carter Eve, Managing Director) 


N 
B 
316 Abbey House, Victoria Street, London, 
Manufactured by : S.W.| Telephone : Abbey 3675 
@9 ALAA 
BAR-LOCK (1925) CO., BAR-LOCK WORKS, NOTTINGHAM, TELEPHONE: 75141/2 
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FOR COMFORT IN WRITING 
FILL YOUR PEN WITH 


3d. 6d. & 1 /- Bottles 


FOUNTAIN PEN INK 


BE OBTAINED THROUGH THE ANNOUNCEMENTS 
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CRICHTON IDEAS MAKE 
YOUR ADVERTISING PULL ! 


Behind every piece of advertising material that 


Crichton produce is an idea that wins attention 
and impels action. 

Whatever form your advertising takes, let Crichton 

show you how to make it more forceful, more 

Write or phone to-day for our latest 

little folder ‘‘Crichton Admirals Three”. 


profitable. 


It’s free! 


CRICHTON Studios 


5 CHANCERY LANE LONDON W.C.2. 2Zohone HOLBORN 8400 
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IDEAS DRAWINGS and COPY for 


FOLDERS @ PRESS OR TRADE 
LEAFLETS @ ADVERTISEMENTS 
BOOKLETS @ POSTCARDS 
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Advertisement Director, B.B.C., Broadcasting House - 
Portland Place, London, W. 1. (Phone: Welbeck 4468). 
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MORE OUTPUT . 
From The Same Plant 


By J. W. CARTLIDGE 


THIS IS THE POLICY FOR MANUFACTURE TO- 
DAY: HERE ARE SOME PLANS FOR ACHIEVING IT 


Managing Director, Dyson & Co. Enfield (1919) Ltd. 


sound expansion of business 

continues and, speaking of the 

country as a whole, plant and 
premises extensions are still going 
forward on a big scale to meet the 
steadily rising curve. 

The policy behind these building 
and machinery increases, however, is 
different to-day from that which 
governed the expansions boom that 
started eighteen months or two years 
ago. 

Then it was a case of ‘‘rush’’; 
manufacturers saw clearly that there 
was such a big margin of new business 
ahead that expansions could be in- 
dulged in without meticulous planning 
to define volumes of output, and so 
on. Speed in getting some sort of 
extension and additional machinery 
going was more important than cal- 
culating the exact results. 

And that policy was a right one for 
the circumstances ruling at the time. 

To-day, however, the manufacturer 
has no such latitude; the slack in 
markets has been well covered and 
production capacities are now fairly 
close up behind possible require- 
ments. While, therefore, building 
and machinery expansions certainly 
are going on, there is no rush about 
it, and the additions are being made 
strictly in accordance with finely cal- 
culated judgments as to present and 
future market possibilities, 

In general, the pojicy has turned 
now to more economic manufacture. 
Instead of seeking still increasing 
orders by yet further expansions of 
buildings and plant, manufacturers 
are meeting them by increasing the 
output from the plant as it now 


b 


stands after whatever 
have already been made. 
This is being done in factories all 
over the country, not by the intro- 
duction of further plans of a sweeping 
character, but by a particular exam- 
ination of detail at every point. 


expansions 


Production Directors 
Ask Themselves— 


For sake of convenient classifica- 
tion, all these details can, I think, be 
included under four important main 
heads. The astute manufacturer asks 
himself: 

I. Are all machines working to 
the most economical capacity ? 

2. Is the maximum value being 
got out of every square foot of 
space occupied ? 

3. Is every supplementary device 
being used to save time and labour? 

4. Is the staff provided with 
every condition that makes for 
their comfort and convenience? 





The first heading is a very import- 
ant one. I have seen expensive, high- 
capacity machines put into factories 
when the first flush of an expansion 
programme apparently justified them, 
but months later I have seen those 
same machines running steadily, day 
after day, at well under the capacities 
for which they were installed. 

I have seen the most scientifically 
planned line-production systems pre- 
vented from attaining just* that top- 
rate capacity which is their supreme 
advantage merely because at some 
point there was a bottle-neck, a 
process that was holding the brake 
on. 

I recall one excellently arranged 
mass-production system where such a 
bottle-neck was allowed to persist for 
months during a period of high- 
pressure work. 

At one part of the line a certain 
powder had to be filled into a special 
type of paper container before being 
inserted into tins. Forty-five girls 
made these paper containers by hand. 
They worked like lightning, but they 
couldn't keep pace with the line. 
Regulations would not permit over- 
time or double shifts of women on 
this particular job, and space would 
not permit of staff being added. 
Result was that the whole of the work 
slowed down. 

Actually, the falling off in speed of 
the line was not apparently very great. 
There was no fear of it jeopardizing 
the whole business, but it certainly 
was a definite drag. 

What is the result of this sort of 
thing? It is obvious, of course, when 
pointed out. Lessened production 
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and increased overhead. But it is 
those “‘obvious’’ snags that seem so 
easy to escape attention or which seem 
to be so neglected by many manage- 
ments. 

In the particular case just men- 
tioned the obstacle was finally over- 
come by an entirely automatic 
machine that was specially made for 
the job. It cost {1,300, but in a very 
short time it repaid this charge by 
allowing the whole line to speed up 
and by greatly reducing labour costs. 

It is up to the production director 
and the works manager to be right on 
top of the detail of every machine 
and every operative. 









NO 
LIF TING 


He lifting heavy tools, materials, etc., is non-profitable work. 

Use labour-saving devices to avoid it. 

unit feeding a heat-treatment furnace in the Vauxhall Motors 
factory at Luton 


Mert walking about may make a shop look busy, but walking 

about is again non-profitable ‘busyness’. 
factory staff do not walk about, they spend the time working ; 
materials are fed to them by conveyor 


The system of costing jobs should 
be such that only the maximum work- 
ing time and capacity of machines is 
possible. Directly there are any 
lapses in these directions it should at 
once show up in the costs, even if the 
physical falling off is not immediately 
visible (as it should be) to the eye of 
the foreman or works manager. 


Keep Plenty of Clearances When 
Planning Space 
Number two, space utilization, is 
another factor which has an important 
bearing on production capacity. 
During the påst four years we our- 
selves have trebled the working space 


a ie A. 










Here is a mechanical 


In this radio 


NO 
WALKING 
ABOUT 


of our factory. But we have so 
planned the layout of the plant that 
not only are four times the number 
of original staff now employed in it 
but we can double that number again 
without adding another square foot. 

That was not haphazard expansion 
of space, but planned expansion. 

We arranged our production on the 
continuous route principle so that, 
although we have ample space every- 
where, not a process or a man is allowed 
to take a backward step. Everything 
goes forward until it reaches the dis- 
patch department, which ends in a 
loading ramp adjoining the road. 

Too often it seems to be thought that 
space is not properly utilized unless 
almost every square foot is occupied by 
some piece of equipment. This is an 
altogether wrong view. = 

One of the best ways of utilizing floor 
area is by keeping adequate spaces 
clear where they should be clear. 

Wide gangways, clearances round 
machines, uncrowded benches, stores 
and work areas—that is good utilization 
of space, and economical, too. 


Important Savings Made Possible 
by Tidiness 


This point leads naturally to orderli- 
ness and tidiness; we lay this injunction 
on every section of our factory, and 
the management insists upon its 
observance. 

This may sound like an unimportant 
thing, but, on the contrary, it is a most 
active factor in increasing output and 
reducing overhead expense. 

Orderliness in the factory means that 
machines can be better worked; tools 
are not mislaid; supervisors can main- 
tain a better control, and there is less 
risk of accidents. 

It means that stores can be kept at 
economical low levels because they are 
readily observable. It means that in 
dispatch departments orders do not 
accumulate and so become overlooked 
and delayed; it also enables less space 
to be used. j 

Scrupulously clean shops and offices 
also mean reductions in fire insurance 
premiums, an important item of money- 
saving to which many manufacturers do 
not give sufficient attention. 

In raising output and at the same 
time reducing costs, this factor of 
orderliness is therefore of outstanding 
importance. 


It Pays Us to Keep Full-Time 
Shop Cleaners 


Some works managers consider it a 
needless expense to have men working 
full time on s®op-tidying. I disagree 
with this view. We keep special 
cleaners employed, and we have proved 
definitely that they are profit-earners, 
not an expense. 

I know from experience that many 
works managers, even in otherwise 
progressive concerns, do not make 
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i. Seemingly ‘LITTLE’? Losses 








anything like the fullest possible use of 
supplementary equipment to save time 
and labour. By supplementary equip- 
ment I mean lifting trucks, overhead 
conveying gear, communication signals, 
and so on. 


Use Every Device That Makes 
Work ` Easier 


Naturally, a well-planned works is 
designed from the very first to provide 
all the labour and time-saving facilities 
possible. But even the best factory 
design can be improved by additional 
equipment. 

For example, we make our own tools. 
We could have had our tool-shops 
located in our main shops. But we did 
nat do this. Toolmakers have nothing 
to Qo with our production lines and 
no one néeds to contact the personnel 
there except the works manager and 
perhaps the individual foreman for 
whom a tool job is in process, So we 
placed the tool-shops over in a corner 
and as close to the die-casting depart- 
ment as possible. Thus the tool- 
makers save time by being close to the 
only section with which they are 
concerned. 


Lifting and Carrying Does 
Not Make Profits 


Many modern works have vastly 
improved the physical output per man 
by a policy of keeping everything “‘off 
the floor’’. 

Whatever the nature of the products 
being made this is a time and money- 
Saving principle. Where men have to 
lift, perhaps many times an hour, 
packages or parts from floors to benches 
and vice versa they are doing exhaus- 
tive and unnecessary work. 
trucks, trolleys and overhead gear help 
to do away with this fatiguing and 
costly labour. The effective works 
manager should come down even to 
such detail as providing, where possible, 
balance weights on heavy tools. If 
necessary he should have them 
specially made. Everything that 
enables a man to work easier and to 
save time contributes to the main 
result of increasing output at profitable 
rates. Nothing, therefore, which ad- 
vances this end is too small for careful 
study. 

The heading of providing the best 
conditions for staff offers vast possi- 
bilities for the efficient works manager. 
The many facilities that can be pro- 
vided here can enormously increase the 
main point we have in mind: more 
output from the same plant. 

Here is an example of the sort of 
thing I mean: r 


Cooler Foundry Resulted in 
Better Work 


In many foundries men are seen, 
stripped to the waist, yet perspiring in 


Lifting 


a fearful temperature. In our foundry, 
however, the temperature never exceeds 
a modest 91 degrees F., even in the 
heatwaves of summer. Generally, it is 
something below that figure. And 
when it is understood that in this 
foundry we have no less than 18 oil- 
fired furnaces working I think it will 
be agreed that this is something 
unique. 

We have secured this result by 
installing a special ventilating system 


ETTTTTTTETTTTETTTTTETTTTETTTEETTTITETELET eee 


: Often Overlooked : Tidiness enables : 
you to save money on Fire Insurance : 
Premiums 


which draws off the heat of the furnaces 
and shops, utilizing it again, in the 
colder months, to assist the general 
heating of the main building. 

Thus, in the foundry, we have men 
working in the maximum comfort and, 
as we have proved, producing their 
best work throughout their periods of 
duty. The falling off in output and 
efficiency curves, due to fatigue has 
been eliminated. 

In a general article of this kind it is 
not possible to go into the enormous 
number of points where staff comfort 
and convenience can be studied. Itisa 
definite fact, however, that to increase 






GOOD UTILIZATION OF SPACE 


he most profitable employment of space does not mean 
the filling of every possible square foot with equipment. 
Plenty of CLEAR space means better work, more work, 
easier control and certainly much less risk of every kind 
of accident 





output and to improve its quality there 
must be close and expert study of this 
matter. 

Whether operatives shall stand or 
sit, how they shall sit, whether they 
shall sit awhile and then have a period 
of standing is all of vital importance. 

Examination of operatives’ move- 
ments at work to see whether half their 
energy is expended in non-profitable 
effort such as fetchfng tools or materials 
is another factor too often overlooked. 

When this sort of thing exists in 
a factory the appearance of much 
physical activity—men walking about 
all over the place, the energetic 
handling of materials and equipment— 
is entirely misleading. 


Distinguish False from Real 
Signs of ‘Busyness’ 


In the average well-planned factory 
men do not have to spend their time 
in non-profitable walking and in the 
manipulation of heavy loads. When 
they do this they may appear to be 
busy, but they are not busy making 
profits. The production director and 
the works manager who know their 
jobs are able to distinguish these false 
signs of busyness from the orderly, 
unspectacular concentration which 


indicates that real work is being done 
towards this important end of getting 
more and better production from the 
plant. 








from Failure to Success 


That Turned 


By J.B. MAVOR, Managing Director, and : 
J. B. LONGMUIR, Welfare ‘Supervisor | 
= Mavor & Coulson, Ltd., Glasgow 


he February issue of Business, Mr. J.T 
larke, Chapman & Co., Ltd., Gateshead, described the many “snags 


uch cropped up and made their Suggestion Scheme not only a failure but 
actual menace in his firm’s works of 7,000 employees. 3 


‘he Suggestion Scheme of Mavor & Coulson, Ltd., was never in the state 


of that described by Mr. Morton. 


But it did suffer from some of the 


inharmonies complained of by that writer. A few simple adjustments, how- 
ver, banished the obstacles and made the Scheme into what is claimed to 
be one of the most successful in the country. 


ig 


hough written partially in reply to Mr. Morton’s article in the February 


““number of Business, 


the article published here was contributed by 


Mr. Mavor and Mr. Longmuir to the July issue of The Human Factor, and 
We are indebted to the Editor of that Organ of National Institute of Industrial 
Psychology for permission to reproduce it.—Ep. 7 l 


a A’ who have had experience of sug- 
-LA gestion schemes know how impor- 

tant is the factor emphasized by 
Mr. L. T. Morton—the attitude of de- 
-partmental heads and foremen. An 
indifferent or antagonistic attitude on 
their part has been responsible for the 
failure of too many suggestion schemes. 


If it is desired to establish a sugges- 


tion scheme, the first step is to secure 
the. co-operation of these two groups. 


` These Two Points Must Be E 


-Established First 

A successful suggestion scheme will 
impose a considerable tax upon the 
time of a departmental chief, and he 
may feel uneasy lest it be used as a rod 
with which to beat him for his omis- 
sions. It is essential to reassure him 
upon this latter point and to teach him 
to- look upon the scheme as an ally. 
This is the first and most difficult step 
n establishing a suggestion scheme, 
because it is the departmental chief who 
must first consider the utility of a sug- 
gestion when it is submitted by any of 
the staff. 

The foreman is the second but smaller 
obstacle. The best policy is to make 
him the recruiting-sergeant of the 


type which understands that the inter- 
ests of the firm are fheir interests, and 
that to seek promotion by self-aggran- 
disement is the last way to get it, one 


of Mr. Morton's chief difficulties will 


disappear. 
It is not suggested that the consum- 


mation described above can be brought 
about without steady and tactful pres- 


sure, but, most emphatically, if the 
institution of a suggestion scheme did 
no. more than dispel petty jealousies 
and reveal, for eradication, the little 
nasty streak which nature has placed in 
all of us, it would be of great service 
to any firm. 

Until a suggestion scheme is built up 
on the basis of mutual co-operation and 
understanding it will not go ahead. 
But once the scheme is moving, it may 
require the full-time services of one 


Fig. 1: The overhaul of this Scheme began 


. Morton, General Manager of 


engineering training should be c 

‘The: right man in this position be 
comes. an invaluable link between th 
employees and the Management, tran: 
mitting; as he does, the views of th 
employees. and securing _sympatheti 


consideration for them, right up to the 


Directorate. Of course, there is inc 
dental friction now and then, diffe 
ences. of opinion and grievances, Du 
these, when handled properly, onl 
serve as the instrument for establish 
ing a broader mutual  understandin 
and personal contact throughout th 
factory. .. | ete ae 


` Jealousies at First Militated 


| Against Results 

In this factory, a suggestion schem 
was instituted in 1917, and was 
first subject, in a measure, to some 
the petty jealousies and susp 


3000 “SUGGESTIONS LODGED IN EACH | 


gone YEAR FROM 1917-1935 
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departmental competition as to num- 
bers of suggestions submitted. With 


proportionately higher number adopted. We do 
the right sort, that is 


suggestions submitted shot up after that date yo jm 
and how they have continued with, of course, a ` - 


-not know the reason for the slump. in. 1929. 3 
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described by Mr. Morton. Anonymous 
letters were received through the sug- 
gestion box, and there was an un- 
doubted tendency for departmental 
chiefs and foremen to feel that if a 
suggestion was made it was a slight 
upon their efficiency. Measured by the 
number of suggestions per employee, 
the result was poor. In 1926 it was 
decided to overhaul the scheme, and 


_ the following is a description of the 


steps taken: 


Staff's Ideas as to Improvements 
Were Invited 


It was recognized that the co-opera- 
tion of heads of departments and fore- 
men was a necessity, and their assist- 
ance in formulating the scheme was 
‘secured. They were asked to complete 


_a questionnaire on ‘‘The Ways and 
“Means for Improving our Suggestion 


Scheme”. One of the questions asked 
was ‘‘Is it necessary for a man to 


show a-suggestion to his foreman before 


it is submi 2." At a meeting of all 
the foremen who “had been asked to 
complete the questionnaire, the tabu- 
lated replies were produced and dis- 
cussed, and it was found that every 
foreman had answered that question in 
the negative. They were told that this 
was evidence of the qualities for leader- 
ship, as their highest function was to 
bring out the best in the men and boys 
in their charge; that they were unani- 
mous on a point of this kind and was 
an earnest of good faith. Suggestions 
by the foremen to offer special prizes 
and greater publicity were discussed at 
the meeting, and later were incorpor- 
ated in the scheme. In this and other 
ways the foremen played a part in 
formulating the scheme and their in- 
terest was enlisted. This interest is 
consistently stimulated by discussions, 
which take place at the monthly meet- 
ings of the foremen with the Manage- 
ment, when the suggestion scheme is 
always on the agenda. At these meet- 
ings the number of suggestions sub- 
mitted by each department and the pro- 
portion per employee is given, and the 
general quality of the suggestions is 
discussed. Guidance is thus given in 
the kind of encouragement and leader- 
ship the foremen are expected to give 
to the suggestors. 

By securing the co-operation of the 
foremen and staff in this way, and by 
making certain minor administrative 
changes, the number of suggestions re- 
ceived increased considerably. The 
improvement continued, and as will be 
seen from Fig. 1 the number received 
per annum always exceeds 2,500, or five 
suggestions per employee per annum. 


These Were the Administrative 
Adjustments Made 


The following were the administra- 
tive steps taken: R 

(i) Expedite Consideration and Pay- 
ments. The consideration of sugges- 
tions was speeded up. The ideal aimed 
at was that payment for adopted sug- 
gestions must be made within a week 
of their receipt. 

(ii) Special Incentives. Special prizes, 





in addition to ordinary payments, were 
announced, and are given twice a year 
to the suggestor in each department 
who earns the highest amount for his 
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o= of the points abouta Sug- 
gestion Scheme often criti- 
cized by the management is 
that it does not produce sug- 
gestions. Staff, they say, lose 
interest in a Scheme once its 
first novelty has worn off 
This Scheme, however, after 
the improvements described 
here, produces over 2,500 sug- 
gestions a year, averaging 5 
suggestions per employee per 
year: an excellent result 
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suggestions. Prizes are also given twice 
a year to the apprentices of each year, 
who earn the highest amount for their 
suggestions. Every three months a 
special prize is given for the most useful 
suggestion received during the quarterly 
period. 

(iii) Supplementary Payments. It 
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was announced that all suggestions 
would be reviewed twice a year, and 
supplementary payments would be 
made for suggestions which, in the 
opinion of the management, had proved 
ot greater value than was originally 
estimated. 

(iv) Advertise the Scheme. Greater 
publicity was given to the scheme. A 
special notice board was provided on 
which details of all the suggestions, 
with the payments made or the reasons 
for non-adoption, are given. Posters 
are displayed in all departments, and 
a notice—‘‘Have you made a suggestion 
this week?’’'—appears on every door 
and prominent place throughout the 
works. In addition a slip containing 
a slogan is inserted in the pay envelopes 
every week. Here are two submitted 
by employees: 

‘‘Never rest on your laurels—they 
make a poor mattress. Keep on 
suggesting.” š 

“When you doff your jacket in the 
morning, don your thinking cap for the 
rest of the day.” 


H 


The slogans are mostly suggested by 
the workpeople themselves, 2s. 6d. 
being paid for every slogan used. 

The employees are now convinced 
that their co-operation is wanted and 
that it will be paid for. Fig. 2 shows 
the proportion of adopted, anticipated 
and not adopted suggestions submitted 
by girls, office boys and apprentices, 
and by men. It will be noted that 
the proportion of men’s suggestions 
adopted, 40.8%, is higher than the 
proportion of apprentices’ suggestions 
adopted, 27.9%. 


Blank Forms are Available 
Without Asking 


In each department there is a box 
which holds blank suggestion cards. 
These cards have squares on the reverse 
side to facilitate the making of sketches. 
It is important that workpeople should 
have access to blank cards without hav- 
ing to ask their foremen for them. 
When the card is filled in, it is dropped 
into a box situated near the entrance. 
This box is cleared every day to ensure 
prompt consideration of suggestions 


(Continued on page 33) 
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SUGGESTIONS LODGED DURING 1935 BY 
GIRLS OFFICE BOYS. APPRENTWCES & MEN 
SHOWING NUMBER ADOPTED ANTICIPATED 
& NOT ADOPTED. 
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Fig. 2 : This chart shows the relative number 

and effectiveness of suggestions submitted by 

the various classes of employees. Men, of 

course, owe their winning position to their 
greater experience 
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Tre prospects of a new aircraft industry 


in Manchester have been increased by 
the success of the tiny 45 h.p. Praga 
monoplane in winning the Isle of Man 
Aerial Derby four days after the machine 
was completed. The plane competed 
against 17 other planes, some of which 
were capable of nearly 200 miles an hour, 
over a 165 miles course. 

Of Czechoslovak design, the rights 
of manufacture in Great Britain were 
recently acquired by a new Manchester 
aircraft company, F. Hills and Sons, 
Trafford Park. 

A big demand for this small monoplane, 
which is the first of its kind in Britain, is 
now expected, and plans have been put 
into operation for mass production. 


e 


essen famous as a seaside resort, 
Blackpool in recent years has attracted 
several thriving new industries. The latest 
to be started in the town as a subsidiary 
business of a radio firm is the manufacture 
of bakelite articles. The whole of the 
lant of a York firm of bakelite moulders 
as been purchased and transferred to 
Blackpool, where the new enterprise will 
make lamp-holders, ceiling roses, teapot 
handles, electric kettle connectors and 

many other articles. 
at Garston, 


A former copper works 

Liverpool, is now the home of an 
industry making artificial stone and con- 
crete products. Although the firm has 
been manufacturing only six months, the 
demand has been such that double shifts 
are working. Extensions to the factory 
are to be made in the near future. The 
firm is Ferroconcrete (Lancs.), Ltd. 


ka 


o= of the largest factories to be built 
in the Liverpool district in recent 
years is to be erected at Netherton for 
Littlewoods, the famous mail order house. 
In addition to the factory, several hun- 
dred houses for workpeople will be built, 
together with recreational and social facili- 
ties, at a cost of about £250,000. 


> 
A new company called the Lancashire 
Tanning Co., Ltd., has taken over a 
factory near Rochdale, formerly used by 
the Atlas Artificial Silk Company. Sub- 


»stantial orders have been placed for plant 


and machinery, but fAll production is not 
expected to be achieved until the end of 
the year. 

+ 


lans have been prepared for a- new 

children’s shoe factory for a Leicester 
firm. The output is expected to be about 
500 dozen shoes per week and the number 
of employees 120. A five-day week will 
be worked. 

Another new factory to be built in 
Leicester is for a firm of hosiery manu- 


facturers. 

A new industry established in Cardiff 
only two years ago is minimizing loss 

of life at sea. 

Since the company was formed to manu- 
facture patent hatch coverings more than 
250,000 of these life-savers have been fitted 
on ships. All the leading British shipping 
firms have adopted the new hatch, and 
200 vessels now under construction in this 
and other countries will install the patent. 

Made of timber reinforced with steel 
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strips and with steel covers at the ends, 
the new hatches are said to last five times 
as long as the old types and to stand 
against the roughest sea. 

The enterprise has been so successful 
that a new factory has been secured on 
the west wharf at Cardiff docks to cope 
with the growing demand. 
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new foundry, equipped with entirely 
modernized plant, is being erected for 
S. Russell & Sons of Leicester, engineers 
and iron founders. The firm is also 
extending its engineering works. 
o 
A bid to win back general cargo business 
at South Wales ports is meeting with 
success, 
The Great Western Railway Co., which 
owns the South Wales docks system, states 
in its current sailing list that among recent 


bright features is the resumption of imports 
of raw sugar and Canadian cattle. 
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Imports of Australian and New Zealand 
meat and dairy produce also show sub- 
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stantial increase. i 


On the export side the docks are 
becoming less dependent upon coal ship- 
ments. Cargoes are more varied, ranging 
from fire-bricks to motor-cars and railway 
coaches to glassware. 


d bench: hundred tons of gold ore, the first 
cargo of its kind, have been shipped 
from Llanelly (West Wales) to Hamburg. 

It will be tested to ascertain what per- 
centage it contains of gold and other 
metals. 

Explorations were re-started three years 
ago at Pumpsaint (Carmarthenshire), 
where the Romans mined gold. Results 
have been encouraging, and a large num- 
ber of men are now at work. 


® 
A new silk factory is being built in 
Macclesfield for the Brocklehurst 
Whiston Amalgamated Co. 


(Continued on page 14) 


New Droducts for New Markets 





A Cheshire firm have brought out a 
special trailer to be attached to a 
motor-car for transporting boats over- 
land. The trailers are available in capaci- 
ties from 4 cwt. to 35 cwt. and can ac- 
commodate boats ranging from miniature 
craft to large cabin cruisers. The firm is 
Messrs. B. Dixon Bate. 
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n investigation undertaken by Dr. A. 

E. J. Vickers for the South-West 
Durham Development Board has revealed 
clay deposits near Newfield village. 

The clay, Dr. Vickers reports, is 
capable of manufacture into excellent 
bricks of terra-cotta type over a wide 
range of colours and is also suitable for 
good-quality tiles of exceptionally low 


water absorption. 
A process for the use of plastic rubber 
in place of cement in the laying of 
jointless terrazzo floors, perfected by a 
Newcastle firm of mosaic specialists, has 
produced a noiseless marble floor equal in 
appearance to cement terrazzo and laid in 
a large range of colours. 
Chippings of marble mixed with plastic 
rubber produce a compound which is 
easily laid in a semi-fluid state and is 


è 


adhesive to wood, concrete, steel or a cork 
underlay. 

Its wearing qualities are claimed to be 
equal to those of cement terrazzo, and the 
plastic rubber surface has the advantage 
of being skid-proof? almost silent, and 
easily cleaned. The rubber, being plastic 
—it is claimed—is not so liable to crack 
as the harder cement terrazzo. The 
makers are Commercial Marble and Tiles, 
Ltd., of Selborne Gardens, Newcastle- 


upon-Tyne. 
A Coventry firm of petrol engine makers 
are now supplying any of their models 
equipped to run on paraffin. It is stated 
that the engines run smoothly on this 
fuel, usually with an increase of power 
output, which in some cases has been as 
high as 10 per cent. The firm is the 
Coventry Victor Motor Co. 


è 


new type of table knife, the Betor 

Knife, has been brougbt out in 
Sheffield. The knife combines in one 
blade the services necessary for chops, 
steaks, joints, poultry and fish. The 
angle of the blade renders it easy for the 
user to separate meat from bone, to 


è 


dissect chickens and to fillet fish. 
(Continued on page 31) 





Weighing over two tons this annealing muffe is the largest in the world. 
built by the Cronite Foundry Co., Ltd., ru $ 
It is made of a new metal alloy which has, it is claimed, twenty- 


up to 1,000° C. 


It was 
Tottenham, and is for use at temperatures 


five times longer life than any material hitherto used for this purpose 
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This Firm Pushed Over The ‘Peaks’ 





ne of the production problems 

which we have always had to 

face has been the seasonal nature 
of our goods. 

Apart from a volume of steady busi- 
ness, we have two very heavy peaks 
during the year: summer and Christ- 
mas. In summer, which naturally is 
the more prolonged of the two high- 
pressure periods, our products (vacuum 
flasks, jugs, cabinets, etc.) sell for 
purely general hot-weather use, while at 
Christmas the much shorter but very in- 
tensive peak, the angle changes and the 
greater proportion of our products sell 
for presents, as they are particularly 
suitable for that purpose. 

On the manufacturing side we have 
never been in serious difficulty through 
the arrival of our heavy seasons. We 
know, of course, exactly when they are 
due to open and can plan ahead to meet 
them. Nevertheless, we can never be 
entirely accurate in gauging what the 
intensity of our peaks will be. The 
exact degree of our summer peak is par- 
ticularly difficult to estimate, thanks to 
the perverse and unstable nature of the 
English climate. A promising finish of 
spring that collapses into an almost 
polar opening of summer is an event 
by no means uncommon, but such an 
occurrence rather upsets our production 
and marketing calculations. 

The Christmas season, however, is 
not influenced by such hazards. What- 
ever the weather, present-buying is but 
little affected; consequently, our peak 
at this time of the year can be fairly 
accurately gauged. 


Intensive Peaks Ipcreased the 
Risk of Errors 

With ample knowledge in advance, 
and though plans can be properly pre- 
pared beforehand, however, very inten- 
sive peaks of activity do introduce 
more difficulties of working than does a 
schedule that is less erratic in nature. 


At periods of very high-pressure work- 
ing the liability to error is much more 
pronounced, and errors, if any do occur, 
are invariably more serious in effect and 
difficult to rectify than when they 
happen under less pressing conditions. 

Absence through illness or otherwise 
of key men from the office or factory, 
for instance, is naturally felt more 
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And Fed The 
SLACK MONTHS 


converting a two-season year 
into a steady, all-the-year- 
round proposition 


From an Interview with 
L.-T. SAWNEY 
Managing Director, Thermos (1925) Ltd. 
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keenly when the whole organization is 
working at over-pressure. Adjustments 
to meet such loss are extremely difficult 
to make. Even the smallest breakdown 
in the plant, a fault in some line of 
production or a hitch in the packing 
and delivery system leaves no margin 
for rectification when working under 
such conditions. 





The dotted line shows the old production curve, only about 
20 per cent volume done in first 3 months of year. * New 
line shows how this was advanced to so, 67 and 95 per 


cent. 


Shows also how a big proportion of Christmas peak 
was spread to begin a month earlier. 


Note: these lines 


represent only distribution of production, not comparative 


cash values of business. 


With the spread of the peaks the 


cash value and volume has enormously increased 
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Placed Earlier 


or goods are sold to wholesalers and 


etailers in the hardware and chemist 
-and these establishments are 
notoriously fixed in their habits. They 
ve their times for buying their vari- 
s lines, and it is not an easy matter 
Oo make them change. 
We considered, however, that if we 
ould get the individual retail shops and 
‘big department stores to place their 
mmer orders earlier than usual it 
would not only ease the actual working 
ressure on our production side but it 
üld also, by giving us an earlier in- 
sht into the market, enable us the 
etter to plan our production schedule, 


This ‘Order Early’ Offer was 
= Very Effective 
o induce the retailers thus to place 
heir orders earlier we made the special 
fier, open for a month, that all orders 
laced in that month for early delivery 
would be filled at the rate of thirteen 
tems to the dozen. 
The special month, of course, was 
nsiderably earlier than the date when 
ders. were normally placed. Actually, 
we planned it to coincide with the open- 
ng of.the British Industries Fair in 
mid-February, which is about six 
weeks before heavy summer bookings 
ormally began. 
~All our trade contacts and prospects 
were notified beforehand, by direct 
‘mail, of this offer and were invited to 
meet us at our stand. 
The first year this he was put into 
peration we were extremely gratified 
‘the result. Not only did we secure 
_ good volume of early home business 
n this way, but many of our overseas 
uyers took advantage of the offer and 
laced at this time their contracts that 


rmally would not have come in for- 


pany weeks. 

“So well, also, hag this arrangement 
ince worked that, as the graph will 
how, a tremendous amount of business 
ias been shifted from the old intensive 


eak and distributed more evenly over ~ 


e first three months of the year. 

January was always our worst 
onth; in it we formerly did less than 
Oo per cent of our full volume figure. 

-day we do 50 per cent. Against the 
rmerly February figure of 20 we now 
lo 67.5; against the old March quantity 
yf 25 we now do no less than 95. 

The graph then shows how from April 
o July we slide up to full volume. 


How Salesmen Also Advanced the 
Christmas Peak 


We have not made such a specific 
tempt to spread the Christmas peak, 
yut we have, nevertheless, evened that 
t to a useful extent. 
We have done this by always pro- 
ew seasonal line, sampl 


ably earlier, 


nem as 5 early : as mid-September. 


hese samples and advance proofs of 1 


ting Christmas business placed consider- 
especially in provincial 
and country areas. T hey have defi- 
nitely advanced the opening of heavy 


Christmas orders a full month from 


November to October, 


These Other Factors Also Had 
Their Effect 
While the above plans have induced 
the spread of our ordinary wholesale 
and retail trade there have been other 


factors that have helped to swell the 
‘volume of business secured in non-peak 


seasons. _ 

For instance, in the last few years we 
have developed Thermos jugs and cock- 
tail bottles, with which we have done a 
steadily increasing business with the 
leading steamship companies. 

Now it may be purely coincidence, 
or it may be due to some policy of the 


shipping firms, but it is our experience 


in quite a number of cases that in our 
contracts for the supply of vacuum jugs 
to new liners under construction de- 
livery has been called for in the month 
of January or early February. 

It has so happened, therefore, that 
this business has come, most usefully, 
in our normally slackest months. This, 
therefore, has also contributed some- 
thing to the increased volume of manu- 
facture shown on the graph. 

This January placing by the shipping 
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. our Christmas advertising, the sales « 
- force have been very successful in get- © 


We have ao developed a trade in 
ice-cream cabinets and other large-size 
vacuum containers for use in the con- 
fectionery and restaurant businesses. 

These items being of general utility 
are not so subject to seasonal buying, 
and so these, in turn, have also assisted. 
our volume in non-peak periods. | 

I should mention here that in com- 
paring the old and the new trend lines 
in the graph it should be remembered: 
that the new line (the thick one) repres 
sents a far greater volume of busines 
all through the year than does the. ok 
line. The graph only indicates hoy 
the spread of manufacture has beei 
achieved. It has nothing to do wi 
cash value of business. _ 

Finally, I would say that, while w 
have been able to make tremendou 
improvements in the factory organiza 
tion owing to the spread of the peaks 
we hope to spread them still further. 

The public are getting more and more. 
to regard the well-made vacuum flas 
as a piece of highly useful domestic. and. 
travelling equipment, and to think of 
it less as a purely seasonal article for 
use at picnics and as a Christma ; 
present. 

With this hanged Atude of min 
they will be more inclined to spreat 
their buying, and we, naturally, shall 
do our best to encourage it, for the. 
still further improvement of our: 
organization. 


They’re Spending Money Here. . 


(Continued from page 12) 


ew mills erected at the Albion steel- 

works, Briton Ferry (Glam.), owned 
by the Briton Ferry Steel Co., Ltd., and 
estimated to cost £250,000, are now at 
work. The mills are electrically. driven 
and have a potential output of 4,000 tons 
of steel weekly. 
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A well-known Coventry motor factory, 
the Lea Francis, is shortly to go into 
production again after an absence from 
the market of several years. 

A new company, the Leaf Engineering 
Company, has been formed, and the good- 
will, plant, jigs, tools and patent rights of 
Lea and Francis, have been acquired, and 
also the works of the Midland Light Body 
Company. The total factory space will be 
152,000 square feet, 


+ 


A universal grinding machine, stated to 
be the largest in the world, has just 
been installed in the Birmingham works of 
British Timken, Ltd. 

The machine has been specially con- 
structed by the Churchill Grinding 
Machine Tool Co., as a result of collabora- 


tion between the two firms for over two: 


years. 
From an experimental, running of the 


new machine big saving in grinding time 
: : cluding vessels already. launched) is 


has been obtained; a to as muc 


aS 7§ per cent: 


ochrane’s (Middlesbrough) Foundry ¥ 

Ltd., manufacturers of spun iron. pipe 

(under licence) by the Mairy process, have 

laid down additional plant stated to cost 

£300,000, 
+ 


[@eers of iron and steel into the Tee 


in April totalled 7,299 tons, compare 
with only 1,844 ne in April, 1935. Im 
ports of pig-iron represented 9,676 ton 
in the last six months, compared wit 
2,084 tons in the corresponding period | 


year ago. 
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A £250,000 contract for electrical plan 
for the Table Bay Station, Cape Town 
South Africa, has been placed on Tyneside 

Two acres of land in Newcastle, along 
side the 1,000-acre Town Moor, have bee 
acquired for premises for the manufactur 
of aeroplane parts, and assembling. 


+ 


mprovement in Clyde shipbuilding ha 

continued without check since August 
1935. Fifteen orders were placed on th 
river during April, ten being for merchan 
ships and the rest from the Admiralty 
The ten merchant orders. will involve . a 
least £1,000,000. 

At the moment the number of vessels i in 
hand or on order with Clyde firms, {ex 
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“Trade to be Good Till 1938” 


skies cleared slightly. The sanctions 

question was settled; the French 
strikers got back to work; things 
quietened down in Belgium; only Pales- 
tine remained in uproar. As a result, 
confidence, and its barometer the Stock 
Exchange, improved. , 

It almost looked, , with Herr Hitler 
propagandizing peace and the Duce well 
pleased, as if the old world showed 
symptoms of quietening down. 

With the news of the second Queen 
Mary, the excellent trade figures, a 
furtber fillip was given.to business. 


Taa the end of: June the political 
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Best Figures > v 
For Six Years | 


C stanly the ‘new figures are sur- 

prisingly'good; the best for six years. 
The number of registered unemployed 
is now below a million and: three 
quarters: there are to-day 515,000 more 
insured persons at work than in the 
boom year of 1929, this despite unsea- 
sonable weather in May. 


ACTIVITY FACTORS 
“MINUS 


Business Activity Index 
Steel Production 


Á iron Production 

Coal Production 
Imports (total value) 
Raw Material. ‘Imports 
Exports'-(total ‘valuey 
Buildings: (total value) 
Factories, etc. 
Employment 
Wholesale Prices: 
Rail Traffics 

Postal Receipts (net) 
Bank Turnover 
Shipping: Entrances 

Clearances 

Rayon Output 

Raw Cotton 

Wool Text. Wages 
Electricity Output 
Retail Sales 

Motor Registrations 


New Capital Issues 


The increases in employment are. 
spread over almost every industry ex- 


cept coal’ mining: yet the mines were 
still employing 46,000 mere than a year 
ago. 

The final effects of the wintry spring 
have yet to be assessed. Apparently, 
normal sales of summer clothing have 
been postponed until the July sales. 
But if the consumer saves on his sum- 
mer clothing the shops believe they can 
extract’ these savings in the autumn. 
Surely this depends a good deal on the 
autumn’ S tomperature, i 


Wages Rising 
1 700,000 A Week 


T be omens are certainly good, since 
the national income continues to 
increase. Rises during the past six 
months have put £1 5,000,000 extra into 
the wage earners’ pockets, higher 
dividends have put £2,350,000 extra in 
investors’ pockets during May alone. 
Iù short the national income is rising 
by nearly £700, 000 a week. 

We are in the second phase of the 
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present prosperity cycle when things are 
so much better in many industries that 
automatically the expenditure of inves- 
tors and wage earners brings improve- 
ment to other industries. 

Foreign trade figures are better too: 
but not so good as they should be. The 
downward trend of the past few months 
has stopped; but recovery is still feeble. 
Although the May figures improved on 
April and May, 1935, they failed to 
reach the encouraging level of the last 
quarter of 1935. - Fortunately, the 
increase in imports by 7.2% was largely 
due-to the raw material group. The 
rise in raw cotton imports by £555,000 
was a ‘pleasant surprise, like that for 
the purchase of machinery. Both in- 
dicate coming expansion in the factories. 

Exports were less satisfactory: we 
shipped about 500,000 tons less of coal 
than in either of the previous years; 
cotton piece goods were again down, but 
there is a welcome rise in motor vehicles, 
locomotives and railway materials. 
Fortunately, steel producti6n goes 


.ahead, thanks to the building and arm- 


ament booms. These are alse pushing 








Another 
Big Spurt In 
i FACTORY BUILDING 


5 Although wa building plans passed 
yin May were up by. only 8.4% com- 
y pared with May last year, factory, office 
H aud business premises buildings spurted 
J 47.6% ahead, Even more significant is 
the ‘huge increase in factory building 
i plans alone which swept forward to 
121.9% increase. This represents more 
Athan a million and a half pounds set 
į aside in May for building factories. 


1 Rises in iron and steel production 

continue, the latest figures being 18.5% 
band 12. 9% respectively. 

Among other significant factors is 
the increase of raw cotton imports 
which, although slackening slightly, was 
at 26.8 in May. Rayon output jumped 
forward again at 38.4, while motor 
registrations, another sound indicator, 
roses the previous increase of 9. 1% 
e) 


Analysis of commodity prices shows 
cheerful findings. With the exception 
of tin, affected by the uncertainty of 
the production scheme for the future, 
and coal, all commodity prices are now 
pilus figures. The continued rise of 
rubber, wool and copper in big percent- 
ages reflects the general trend. Iron 
aud stecl, too, have recently advanced 
Bin keeping with the general rise in costs 
of raw materials. 
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up iron output. Rayon output is up 
by 34.8% on a year ago, again beating 
all records. i 


Factory Building 

Up By 121.9 

N o one could desire anything better 
than the building figures. Plans 

passed for factories alone increased by 

121.9%: total building plans passed 

were up by 8.4% on a year ago. In other 

words, factory and municipal building 

are taking up any slack left by private 

e 


building enterprise. At the same time 
motor registrations’ continue to bound 
upwards (10.4% up); bank turnover rose 
by 8.5%; rail traffics by 2.4%. Add to 
this.a rise in wholesale prices of 4.1% 
and of retail sales by 5% over last year, 
and you have an almost completely 
satisfactory picture. l 

But not quite. For wool and textile 
wages actually fell by .7% and, as we 
have seen, the coal and cotton indus- 
tries still stagnate. Indeed the English 
industrial scene provides an amazing 
contrast. For the South and Midlands 








HERE IS THE SITUATION THIS MONTH 
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London}District: Em- 
ployment continues to go 
up and district has best 
figures for the whole 
country, well below the 
average. Retai sales 
geod, prospects bright. 
City markets firm, out- 
look optimistic despite 
foreign unrest. Consider- 
able factory expansion 
continuing. Existing 
plants very busy. 

Fish landings at Grimsby, 
Hull, Lowestoft in April 
and May were up over 
Luton hats, 
Leeds clothing set-back 
by cold weather, but 
warm spell resulted in 
rush of orders. Timber 
business at Hull increas- 
ing. Farming backward 
because of cold spell but 
picking up. Cattle market 


better. 
Midlands: Heavy indus- 
tries in Sheffield, Scun- 
thorpe, Birmingham, and 
other centres very busy. 
Steel output at capacity. 
Leicester, Northampton, 
Nottingham, etc., foot- 
wear, jace, hosiery trades 
fair. Bradford wool trade 
average. Engineering, elec- 
trical, hardware, motors, 
etc., ‘industries very busy 
throughout Midlands, 

& S. W. Districts : 







LEEDS W. 
ORD C) O © HULL CF. ee es Swansea, Cardiff iron and- 


steel works at full blast. 
New furnaces being blown 
in. Demand exceeds out- 
put. Newport, Bristol, etc., 
shipping improving. Im- 
ports all commodities 
going up. Wheat market 
inactive. Leather fair. 








Foodstuffs’ firms Jess 

Cyuticesree worwictte) busy. Engineering busy. 
O i 

COVENTRY N. E. District: More 


blast furnaces coming into 
production for pig-iron at 
Middlesbrough and Tees- 
side. Ontput at capacity 
but not enough. New 
record expected in June. 


ipsw O) 


Prices going up. Ship- 
building Tees re Tyne 
improving. miral 
CHATHAM © orders helping. New. 
castle, Durham coals 
quiet, but bunkers busy. 
N. W. District: Stoke 
district busier. Good 


orders from Dominions. 
Bolton, Blackburn, other 
cotton centres little busier. 
All engineering active. 
Barrow pig-iron produc- 
tion booming. More in- 
terest in cotton at Liver- 
pool market. Grain 
steady. Manchester yarns 
slightly better in demand, 
piece goods fair. Scarcity 
in skilled engineering 
labour in area. sall 
clothiers working capacity. 
Electrical trade very busy. 
Northern Ireland Ship- 
building, linen trades less 
busy. Building, tailoring, 
distributive industries im- 
proving. Employment as 
a whole improved slightly. 
Outlook generally a little 
brighter. 


PERCENTAGE of UNEMP? 
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form the most prosperous community 
on the globe to-day; North and South 
Wales would compete with the least 
fortunate. Curiously, there is an equal 
population in each of these two king- 
doms. The southern half of the country 
contains an almost identical number of 
insured workers with the northern (using 
the Labour Office regions). Each con- 
tains roughly six and a quarter million 
workers. A month ago there were but 
539,000 unemployed in the southern 
half, and 1,203,000 in the northern half. 
Here lies the heart of our economic 
problem. 


Steel Trade Has 
Export Problem 


he home trades are all booming; the 

. export trades fail to revive. Even 
steel, once a great exporting industry, 
while booming at home, fails to do 
much abroad, yet the German steel 
industry, successful too at home, is 
equally successful abroad. Is there any 
hope of our solving the problem of our 
export industries as Germany has done 
in this one case? : 

On this question largely depends the 
long-distance prospect of industry. 


A Crisis To 
Come In 1938 


Te Economist has made an extremely 
able survey of the situation to answer 
this question. Its conclusion is, briefly, ` 
that the present improvement may con- 
tinue not merely up to the Coronation 
as some believe, but right into 1938 on 
its own impetus. But in 1938 there 
will be a conflict between a decline in 
domestic building and a rising world 
price level with minor factors inter- 
vening. 

During this period an increase of un- 
employment of from 100,000 to 150,000 
a year is forecast. When rising prices 
set in, however, the cycle will take 
another upward swing, possibly a big 
one. This view falls between the pessi- 
mism of those who predict a slump 
immediately after the Coronation and 
the optimism which believes there will 
be no recession. Our own feeling is that 
dangerous as isolated prosperity may 
be, world revival should take place 
before any serious recession has occurred 
here. 


Revival Reaching 
Depressed Areas 


S° many factors are at work to main- 
tain the upward trend. First the 
revival in the capital industries by 
bringing money to the North and South 
Wales will increase every other sort of 
trade in these areas. Similarly pros- 
perity will bring a boom in private 
building to South Wales and Scotland. 

On the other hand, we are less cer- 
tain about the world revival. The 
Economist. Bases its hopes on the 
doubling of the value of the world’s 
gold supply since 1929. Even in this 
country there is gold cover for every 
note now issued, whereas there was but 
cover for a third of the note issue in the 
autumn of 1931. 


a 


The Business Trend 





But need they expect the rise in world 
prices so greatly to benefit British ex- 
port trade, when it comes, if our costs 
soar correspondingly? It is conceivable 
that by keeping down wages our com- 
petitors can reduce our competing 
power enormously. : 


Serzous Aspect 
Of Labour Unrest 


Te success of the 40-hour week move- 
ments in France, Belgium and the 
United States gives cause for thought. 
Will the movement spread here also? 
Already it is going to mean a 12% in- 
crease in French costs according to 
revival estimates. Such a rise would be 
disastrous to us. It is hardly likely to 
embarrass France because it will not 
take place. The larger units can im- 
prove their efficiency; but the smaller 
will be unable to shoulder the burden of 
the 40-hour week. How will M. Blum 
avoid this difficulty? How will- he 
avoid devaluing the franc, how he pro- 
poses to finance his increase in prices 
without devaluation: these questions 
are on the lap of the gods. Meantime 
the future of French industry does not 
look encouraging. 

In Belgium the case is different. The 
belga has been devalued; the budget is 
balanced; industry is highly efficient; 
wages are relatively low; therefore ex- 
periments with the 4o-hour week are on 
a different basis. 

The miracle of the Continent is the 
steady revival of German industry, both 
domestic and export. Her registered 
unemployment is now below that of this 
country. Whatever it may be costing 
the industrialists, the landowner and 
the worker, Germany has certainly got 
the wheels turning again: 


U.S.A. Revival 
Matertalizing 
F best evidence for world revival is 
America’s sudden spurt of improve- 
ment, for European prices followed the 
American price rise engineered by 
Roosevelt in 1933. During April in- 
dustry re-employed 726,000 workers; 
production has risen to 100% of the 
1923-5 average; finally the price of steel 
has been raised by two dollars per ton, 
the test index of American prosperity. 
If the improvement in building con- 
tinues and the political situation does 
not deteriorate American business may 
be set for a genuine revival at last. 
The benefits of such a comeback to 
world industry cannot be overlooked. 
At the same time the dangers of 
America’s weak financial position must 
not be overlooked: at any moment 
their unsoundness might choke revival 
‘badly. On the whole, however, there 
is more hope for the world situation, as 
distinct from the sterling group, owing 
to continental settlements, the American 
upturn and signs of revival in the East. 


+ + 


ime is the only thing most of us have 
T to sell. If you want executives to 
value and respect your time, show 
the same regard for theirs. Do not call 
for a departmental head to see you at 5 


pm. then keep him waiting till 6 and 
finally tell him you can’t see him as you 
must rush off. It is by no means rare for 
three or four executives, each asked to 
come at a different time, to find them- 
selves all waiting outside a director’s door 

EXPORTS - YP 

z = 









sta me š 3 = $ 3 
7 CO EEA 
= p0 EES er 

NIZ L NZ E 


~ 50; ADVERSE BALANC 
ee | : 

A on 

= pne 


RAILWAY 





10-4 | 
10-2 Ñ 
10-0 


Hed ELON S VET 6 UPTOW-T 
12 SSC 
4o SS © 
10-8 N Q 
10-6 = > 

: Š 


MILLION E: 


RETAIL SALE 


ZERO LINE = 
6 PREVIOUS VEAR 


COMMODITY PRICES ~ 


(1930 = 100) 
0 


re 
ane 
BTE 
= 
SE IOLA 


Z 


MAY /936 


TT 
Hot 
gr 
ia 
> 
Jel 
el =k 
N 


Ssi 
APR /936 
NNTANOON, AN NNN NAN M E 


A Y 
Wi A K 
Y © 
>= NA yf 


s 
Y 


d 
O 


A LZ 
WD 
VW 


MATERIALS 


` K 


N 


i 
a 
E 
s 
™ 
N 
N 
N 
N 
N 


WS 
te 
SSS 


SS 


N A 


N 
0 RAZZ 


FOOD 








17 


~ long after the time of the last man’s 


appointment. That director may be busy, 
but it’s a bad fault of organization, as 
well as a discourtesy, to waste the time 
of men who conscientiously want to make 
their own jobs run to schedule. 
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’SCEPTICS FORTY years after the 
advent of the ‘horse- 
WHO WERE iess cairiage’, chuffing 
crudities of Benz, 
adak 2 - Panhard, Daimler and 
others that were born under a smother 
of anathema and scepticism, we see now 
that it was the forerunner of a mighty 
world industry. 

In a still shorter space of time we 
have seen the primitive complexities of 
Marconi develop into another great 
activity employing millions of capital 
and hundreds of thousands of work- 
people. 

More rapid still has been the adop- 
tion of refrigeration in our homes. 
Ten years ago nobody thought domes- 
tic refrigerators would be anything in 
English homes but an expensive gadget. 
To-day the prospective tenant of even 
the small modern house or flat raises 
his eyebrows if the agent says ‘there’s 
no refrigerator in the kitchen. 











+ 
ANOTHER WE BEAR in mind 
ae these tremendous 
INDUSTRY developments in busi- 
IN EMBRYO? ness; therefore when 





we see the very occa- 
sional reference, in a line or two of the 
daily Press, to some new scientific 
achievement which may quite well be 
the beginning of yet another great field 
‘of manufacture. š 
A short article in a recent issue of a 
London, evening paper revealed a dis- 
covery which I can visualize as the basis 
of a world-wide industry. 
It was simply this: a very small 
short-wave radio set which transmits 
rays that are instantly lethal to insects. 


33 
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new idea ın direct mail service from 

: manufacturer to retailers. The weather 
above all things controls the sale of shower- 
“proofs. Dexter therefore send these 9 by 
6 in. mail cards to all stockists. The valuable 


information given makes the cards doubly - 


effective in their other duty—that of ‘re- 


IT WAS important 


sacha el enough to read that 
DEATH this little instrument 
RAY plugged into the 





domestic mains and 
directed to shed its otherwise perfectly 
harmless rays across an open window, 
would cause entering flies, mosquitoes, 
wasps, etc., to drop dead in their flight. 
But when one read of the experiment 
in an orchard the tremendous signifi- 
cance of the invention became even 
more apparent, i . 

Placed in one corner of a two-acre 
orchard and ‘“‘played’’ around on grass 
and trees for two minutes like a search- 
light, it killed every kind of insect pest 
in the whole area, not only on fruit 
buds and other exposed parts, but 
actually in the wood of the trees 
themselves. This fact was ascertained 
by the most careful examination of the 
orchard by experts. 


© 
INSECT PESTS every 


WILL 

——— year cause damage and 

SAVE loss to agriculture all 
MILLIONS over the world to an 


extent that is incalcul- 





able. Every individual who grows any- 


sort of product for the agricultural 
market suffers to some extent every 
year from insect pests. The little man 
who grows a few roses, potatoes or 
cabbages is everlastingly spending time 
and money to protect his crops; so also 
are the great combines and farmers who 
grow the millions of square miles of 
cotton, wheat, coffee, rubber, fruit 
sugar, nuts; etc., in the agricultural 
belts of the world. 

But the effectiveness of the rays is 
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not limited to growing crops. They can 
penetrate fruit, vegetables and grain 
stored in bulk and can sterilize them 
of insect pests as they stand in granary, 
warehouse or ship’s hold. The rays can 
also kill harmful bacteria in foodstuffs. 
Whether in the home or in the great 
cannery or factory. 

Imagine, then, this simple, inex- 
pensive, effective and controllable 
means of insect extermination! Does 
it not seem logical that the making of 
this little apparatus may give rise to 
a great new manufacturing activity. 


+ 
BOOKS ALMOST simultaneously 
with the article about the 
THAT insect death-ray appeared 
TALK news of. another innovation 





which may be one of the 
commonplaces less than five years 
hence. The “talking book’’. 

We know to what extent the talking 
film in a few years defeated the sceptics. 
What, then, of the talking book? 

So seriously have the International 
Publishers taken its possible develop- 
ment that at their-Congress in London, 
last month, they advocated the per- 
fecting now of plans whereby they will 
be able, jointly with authors, to style 
their contracts to include control of this 
form of publication. 


/ > 
YOU MUST THE TALKING 
m book, apparently, 
KNOW will be a little 
THESE TRENDS Tol of “tape” con- 


venient to manu- 
facture, pack and use, Not, perhaps, 





.such a dressy thing to look at as 





minder’ advertising. The weather forecasts 

are provided by two London meteorologists 

who have recentiy started this service 

specially for commercial firms. Their area 

forecasts are being reported by users as 
‘very accurate’ 






lst WEEK The weather will become warmer generally. 
Cloudy and occasional showers at first, then Improving west, 
spreading eastwards, 


2nd WEEK ‘Thundery in west Sth, followed by some rain, 
gradually spreading during week to east of England. Tempera- 
tures becoming lower. 






3rd: WEER Breezy intervals with cloud and dull penods are 
probable locally dunng this week. Some fine periods, in- 
creasing temperatures seting in, ; 
















4th WEEE Increased. temperatures continuing. Some 
doubtful weather will occur during the week across Scotland, 








The first week-end, warm bot thunderstorms will occur. Some 
showers in Scotland and west during first week, beet wave 
temperatures getting in second week. Fair with some doubtful 
Intervals rest of the mapth. ji 

















Warm weather will occur in the first week, some thundery and 
cloudy intervals, mainly fine. Cooler with more cloud and 
breeze during second week, becoming warm although change- 
able intervals, thundery and breezy with rain at times till end 
of month. 


And remember, there are only five days in the year on 
which rain does not fall somewhere in the British Isles. 









MANAGEMENT - CONTROL - POLICY 


to-day’s printed book, but imagine its 


possibilities | 

Yes, I think -the -manufacture and 
marketing of the talking book will be 
yet. another great activity of the very 
near future. Perceptive business men, 
when laying their plans ahead, will 
bear in mind the possible development 
of these important new products and 
new markets, 
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WHEN the first 
exhibition of Artists 
INTEREST in Advertising. was 
No. 1 held, last month, in 
London the organ- 
izers* expected the bulk of visitors to be 
men directly controlling the various 
phases of publicity and advertising of 
progressive businesses, also commercial 
artists and the creative men from 
studios and agencies. 

The organisers were not disappointed 
about the number of advertising men 
who did come to this first exhibition of 
its kind, but they were certainly sur- 
prised at the enormous number of 
. business men who came but who were 
not, technically speaking, advertising 
men at all. 

An analysis of names showed that 
these men were the controlling heads 
of businesses: managing directors, 
directors, proprietors, partners, and 
so on. 

I think that fact is highly significant, 
revealing as it does the vastly increased 
importance with which the top execu- 
tives of business to-day regard the 
sphere of modern selling. Creative 
selling is no longer left as a routine 
issue to be dealt with by the appro- 
priate department, or even by selected 
specialists. It is accepted as one of the 
front-line forces with which Manage- 
ment must keep constant and personal 
contact. 

It is calculated that to-day business 
spends £40,000 a week on art-work for 
advertisinzg. 


MANAGEMENT 





+ 
THEY COULDN’T IN SPITE of the 
a rapid development 
FILL THIS of budgetary con- 
JOB trol as a principle 
—— of management 


among progressive firms of all sizes, 
there seems to exist among a great 
many young executives a wrong idea 
of what budgetary control actually is. 
This is a pity, because it is among the 
ranks of young, progress-minded execu- 
tives that efficient budget controllers 
are being sought. 

This point was brought up last month 
by the head of a group of small com- 
panies. The organization had adver- 
tised for a. young budget controller. 
Hundreds of replies were received, and 
about 150 of the most likely applicants 
were interviewed. Not one proved to 
be suitable, because none apparently 
knew what budgetary control involved. 

All the applicants were apparently 
good collectors of figures, but they did 
not know what to do with them when 
they had them. The head of the firm 


Display and Press Publicity, Ltd., 
treet, London; E.C.4. 


*Advertisin 
6 Carmelite 


concerned explained that they had cer- 
tain visible figures of expense and 
certain “‘invisible’’ ones (expenditures 
on services that did not show up 
immediately), and that while the 
applicants showed that they could deal 





DO your employees use 
their own cars on the 
firm's business? 

See page 30 


with the visible they had little or no 
idea of any plan for handling the 
invisible. 

Yet these invisible figures were all- 
important; they needed to be handled 
specifically, or no trend of their volume 
could be checked up before their cul- 
minuation at the end pf the monthly 
budget periods. 
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How Other 





Saari up production, cutting out 
waste, bringing about happier 
relationships between the rank 
and file and the management can easily 
be done by common sense and very 
simple methods. We follow two basic 
rules: (1) We make everyone an 
organizer; (2) give everyone the. credit, 
save ourselves, that is the top manage- 
ment. We never say: ‘We’ve done a 
good job here,’ but instead we say to 
our foremen and others: ‘You did a 
good job here. Your idea was splendid.’ 
We find it’s a policy that pays.” 
—From Managing Director of a 
famous Lamp Factory. 


+ 


otion study is effective in simpli- 
fying work and reducing costs, 
but workers dò not like the way 
in which the experts go about it. They 
don’t like studious-looking individuals 
standing by checking their work against 
stop-watches. ` 

“‘This is what we do: Carefully select 
a young executive of our own, a young 
man of'pleasarit personality whose nose, 
ears, touch and taste are all parts of his 
eyes, and we let him loose in the factory 
just to watch in a non-professional way. 
When he gets an idea he tries it out, on 
the quiet. 

“Just one example: 
ployed to fold handkerchiefs.. These 
came from machines slightly off .true 
square. Girls picked up the handker- 
chiefs by two corners, gave a pull to 
stretch them into square, put them 
down on bench, then folded triangu- 
larly. Ouryoung man saw this. He 


Girls are em- 


19 

THE BUDGET prob- 

TEACH ' lem in this firm was no 
BUDGET . unusual one, yet out of 


£ all those applicants for 
ENUE a e job of handling it 


not one could aae to the manage- 
ment that be could initiate the control 
that was wanted.. This is the more 
surprising when it is pointed out that 
among the executives applying were 
many claiming several years’ experience 
in budget work; they were men in the 
£600 to {900 salary class. 

It seems apparent that the business 
educational bodies*have ample scope to 
extend their classes to include all 
phases of budgetary control. 

Firms, also, who have their own 
systems of understudies and training 
would do well to give a lot of attention 
to the education of juniors and young 
executives in this subject. 


4 


Men 


Manage 


persuaded one girl to try making first 
fold as she stretched the handkerchiefs, 
that left only one fold to complete the 
process on the bench. 

“After ro minutes’ practice she had 
perfected the new way. It cut the time 
by one-third. Other operatives eagerly 
followed because it was easier. 

—From General Manager of a 
Textile House. 


' + 
i uch argument revolves around 
the question: Is it better to 


select a man on results of com- 
mittee interview or to judge results of 
several single interviews by pooling the 
total information? Both methods have 
good points, but to gauge a man’s 
worth correctly, sometimes a test 
should be made in his own environ- 
ment. ® 

“Tf you’re selecting a man for an 
important position, but one where he 
doesn’t have to meet people, the ordeal 
of an interview with a committee may 
confuse him, make him hide his true 
worth. On the other hand, individual 
interviews may draw him out, but if he 
is a very ‘retiring sort, even meeting a 
strange’ man, with the knowledge that 
he must make a good i a still 
has a bad effect. 

“When I’m faced with this’ type of 
selection I have an alternative plan. I 
go to see the man instead of his coming 
to see me. I go and in a way join in 
his work. I watch him in the environ- 
ment of his working world. On occa- 
sions, even, I have gone into his home. 
In this way I have, found many a good 
man who would otherwise have been 
lost.’ 

- —From Director of a Household 
; Appliance Firm. 
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In the centre of the picture is the factory of Rego Clothiers Ltd., Edmonton ; 
Kextensive, spacious, with fine road and rail communications. The main road seen 
running past the factory leads direct to and from the London markets and links 

with main thoroughfares leading to other parts of the country 





here are certain industries, such as 
To and metal works that are 

usually associated with the Midlands 
and the North, and to find a number of 
these located in the north, north-east 
and north-west of London is to 
strengthen the belief that certain in- 
dustries are moving—or at least ex- 
tending—sgouthward. 

In the Wembley, Tottenham, 
Edmonton, Enfield and Hatfield dis- 
tricts there are a’ number of firms who 
represent the medium type of industry, 
concerns whose ‘‘natural home’’-—if 
such there be—is in Birmingham or 
Sheffield or in the districts round about. 

The further this series of investiga- 
tions on factory sites proceeds the more 
it appears that the tug-of-war between 
the northern half and the southern half 
of England is resulting in a spread of 
industry. Light industries that find 
their biggest single market in London 
have, in many cases, opened factories 
in the North to supply the market there. 


Southern Labour Becoming 
Skilled in ‘Heavy’ Industries 


Erstwhile northern firms have opened 
up in the South to be more favourably 
situated to the vast London market. 
t should be added, however, that the 
real “‘heavies’’ remain deeply rooted in 
the North and are likely to remain so, 
but when a London firm sells a York- 
shire company the biggest annealing 
muffie of its kind yet produced in the 
- world it is time to realize that the post- 
war industrial development of the 
south is an accomplished fact. 

One of the interesting effects of this 
trend is the gradual training of labour 


in the-South to industrial work. Almost - 


invariably it is found that skilled 
workers are brought in from other parts 
of the country to form the kernel of the 
staff. A great number of the firms inter- 
viewed in the investigation carried out 
for this article, told how they went to 
the Midlands and the North to select 
trained workers who could teach local 
labour how to do the new jobs The 
broad accents of Yorkshire and Lanca- 
shire can be heard any day in many of 
these factories. 





i 
First-aid station at the Benjamin Electric 
Co., Ltd., famous firm of lighting specialists 
which is located at Tottenham 
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It is a difficult task to select the one 
major reason why most of these firms 
took factory sites near London. Un- 
doubtedly, nearness to a leading market 
was one of the most important consider- 
ations and, in a sense, applied to those 
concerns whose products are for use in 
the main body of industry, located in 
other parts of the country. It was 
pointed out on several occasions that 
most firms of any importance have a 
London office where a technical staff is 
to be found. As it is with the technical 
staff that the manufacturer of products 
for use of ‚industry generally must 
make his initial contacts location near 
to the headquarters of the technicians 
is logical and understandable. 

- Even so, a more basic reason is prob- 
ably to be found in the enormous 
development of roads and road trans- 
port. Almost without exception the 
firms interviewed pointed out that the 
major roads from all parts of the 
country came into-London, and that it 
was very easy for road transport fleets 
to collect and deliver, north, east, 
south and west. Rail, of course, is 
largely ,used, but the predominating 
feature is shipment by road. It has 
made location in the south economical. 


Plenty of Land Still Available 
In This Area. 


Such necessary supplies as those of 
electricity, gas and water have ex- 
panded with the industrialization of 
each area. In that respect the London 
area appears to compare favourably 
with the long-established centres in the 
northern half of the country. Indeed, 
many firms stated that the rates 
charged for electricity by the North 
Metropolitan Electic Power Supply Co., 
which operates over a big area stretch- 
ing northwards through Hertfordshire 
to Bedfordshire and Cambridgeshire, 
were lower than those charged in some 
industrial centres. Much, of course, de- 
pends on the amount of current con- 
sumed, but the fact that at least one 
big firm heats its offices by electricity 
speaks for itself. 
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A point for executives who are look- 
ing for a suitable site for factory expan- 
sion to bear in mind is that there are 
many excellent locations still to be 
bought in this northern fringe of Lon- 
don. Places like Willesden, Hornsey, 
Tottenham and Wood Green are, natur- 
ally, almost completely developed, but 
a few miles farther out into Essex and 
Hertfordshire there is plenty of open 
country where land can be bought at 
reasonable rates, where road and rail 
facilities are good and services, such as 
gas, water and electricity, are obtain 
able at reasonable rates. 


Need To Be Near London Generally 
A Leading Factor 

When Rego Clothiers, Ltd., decided 
to move their factory from the centre 
of the clothing trade in London to 
Edmonton they tock what was almost 
an unheard-of step. That was in 1928, 
but the rapid expansion of the company 
since then has, as Mr. R. L. Rossiter, 
director of the firm, pointed out, fully 
justified the bold step. 

“We found that we were quickly out- 
growing our factories in east London,’ 
Mr. Rossiter said. ‘‘We found we had 
got to the point where we had absorbed 
all the space available and that any fur- 
ther expansion there would be far too 
expensive. Besides, we found it was 
wasteful and expensive to have our 
organization split up as it was; there- 
fore we decided the time had come to 
consolidate. 

“I might say,” he continued, “that 
we inspected all sorts of sites before we 
located here. We finally chose this site 
because it was the most convenient in 
position and price for our purpose. We 
had to be reasonably near to London, 
our chief market and the central point 
of our organization, which, as you prob- 
ably know, spreads throughout London 
and the Home Counties.’’ 

Mr. P. F. Deakin, Works Manager, the 
Enfield Cable Works, Ltd., Brims- 
down, said that nearness to London 
was one of the primary considerations 
of his company. 

"That and the rail and other trans 
port facilities were the main factors for 
our location here,’’ Mr, Deakin said. 

He also added that the cheap and 
abundant electricity had its influence. 


Here Capital Cost was the 
Leading Reason 

That the economics of secondary in 
dustries and of major industries are dif- 
ferent was a basic point mentioned by 
Mr. A. E. Iliffe, Director, Benjamin 
Electric, Ltd., the famous electric 
lighting equipment firm whose factory 
is located at Tottenham. 

“Problems of rail, road and canal 
facilities and so on don't apply to the 
Same extent to an industry like ours, 
compared with heavy industry,” Mr. 
Iliffe said, “and I suppose, therefore, 
that fact gives us a wider choice in 
factory location. 

‘Naturally, each business locates 
where its own needs are best met. We 
were first established in Rosebery 
Avenue, London, but we needed more 
space, which was not available there, 
so we came to this site in 1918. 


Typical shop in one of the ‘heavy’ firms 
which has left its. traditional home in the 
north to locate in the south 





“I should say that capital cost was 
the most important consideration for 
us. It is certainly a big factor to bear 
in mind. Here we found a good site, 
central for distribution and close to our 
main market.” 

The Cronite Foundry Co. Ltd., 
Tottenham, is an excellent example of 
the growth of the heavier type of in- 
dustry in and around London. 

As Mr. S. W. C. Snook, General 
Manager of the company, pointed out, 
the normally accepted ‘‘home’’ of this 
type of business is in the Midlands and 
the North, yet the firm has expanded 
to several times its former size in the 
past few years. 

‘We are faced to-day with the neces- 





E 
The spaciousness of the modern factory is emphasized by this view of the Benjamin 


Electric's drawing office. 
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sity of expanding still further," Mr. 
Snook said, ‘“‘and although we still have 
some room it seems that eventually we 
shall have to take over a bigger site. 
From that point of view the site now 
requires further consideration.” 


Location Near London Needed 
for Special Reason 

One particular and specific reason had 
considerable bearing on the choice of 
the present site for the foundry. 
The nickel-chromium alloy, known as 
“Cronite’’, which is produced is a 
comparatively new product and one 
calling for a deep, technical apprecia- 
tion of its uses and advantages. In this 
respect it is the technical staff of firms 
using the castings that must be con- 
tacted by the Cronite Foundry Co. 
As most engineering and other firms of 
importance have London offices for 
their technical staffs, it was logical to 


locate near. London, where close co- 
operation with technicians could be 
maintained, 


“I might tell you,” added Mr. Snook, 
“that even engineers have had diffi 
culty in appreciating the extent of 
‘Cronite’s’ resistance to high tempera- 
tures. This shows that the decision to 
locate near London was sound.” 


Labour Market Was Most 
Important 
The second most important consider- 
ation quoted by Mr. Iliffe was that of 
the labour market. The abundance of 
a suitable type of worker in the district 
made location in Tottenham possible. 

‘You can draw on just the type of 
labour you want here,” Mr. Iliffe said. 
“The industries in the district are fairly 
diverse, and the labour spread is, there- 
fore, good, The various factories have 
different peak periods, some winter, 
some summer, This gives a certain 
steadiness to the economic life of the 

(Continued on page 32) 


Incidentally this photo was taken by the effective artificial 


lighting given by the Benjamin non-glare reflectors shown 
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50°/>o OF NORMAL COSTS SAVED ON 
11 MILLION PRINT JOBS A YEAR 
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From A. PLEASE 
Manager, Office Printing Department, 


Legal and General Assurance 


ost business systems, whatever 

their virtues and capacities, come 

in for a certain amount of blame 
by users who, for some reason or other, 
have failed to get the best out of them. 
Even of such practical equipment as 
cffice printing machines one sometimes 
hears the criticism that they do not pay 
and that, anyway, the work they turn 
out is not first-class. 

At the root of such complaints which 
[ personally have met I have invariably 
found two factors existing : 

(1) Lack of understanding of the 
basic nature and function of 
offee printing machines. 

(2) Failure to employ these machines 
with common sense and with 
that old-fashioned but vital 
quality—gumption. 

The result is that office printing is 
generally left in the hands of juniors, 
mostly girls, with the hope that the 
work will be of good quality and 
economically produced. 

No wonder there is failure. Modern 
office printing machines have a capacity 
for first-class economical work of an 
extremely wide range, and because of 
this high capacity the full virtues of it 
can be reached only by the planned 
employment of competent labour. And 
this is true whether one machine is 
employed or a dozen. 


Quality of Work Amazes Even 
The Specialists 


Business men—including professional 
printers—who have visited our printing 
department have been amazed at the 
quantity and cost of the work we are 
turning out month by month. Yet I 
have figures which show that we pro- 
duce over 11,000,000 pieces of varied 
printed matter yearly and that our 
average costs are 50% lower than the 
quotations from outside printers. 

The reason for this success lies in the 
management of the department as a 
whole. It is based on a principle of 
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Here is the Work 
Plan‘ that Produces 
This Result 


Society, Ltd. 


on the basis of office hours, standard 
office wages and holidays with pay. I 
mention these details because they are 
incluged in our costs and have to be 
reckoned when charging up a job. 

We did not always keep an accurate 
check on time and costs. Experience, 
however, taught us the need of this, 
as it taught us to replace female labour 
by more skilled male labour. 

When we started this department 
about six years ago we had one Rota- 
print, to-day we have six, one of every 
type of machine made. On these 
machines we turn out two or three 
hundred different types of work: book- 
lets, forms, ruled sheets, letterheads, 
etc.; in short, all our internal printing 
requirements and those for our thirty 
branches, and for our associated com- 
pany, the Gresham Life Assurance 





a 
A very important part of this work-plan is 
the maintenance of economically low stocks 
factory control, though the staff works which never, however, touch the danger line 
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Here is a view of the Machine room 


Society, Ltd. Our production is now 
about 940,000 pieces of printed matter 
a month, much of it in two or three 
colours. 

This rate of production keeps all our 
Rotaprints running steadily every hour 
of the day. But accurate costing is 
essential. If there was any looseness 
where such a scale of production was 
concerned rising costs would soon be a 
serious factor. To guard against this 
we have a method of detailed analysis 
of all charges, in which the total over- 
head costs are reduced to a set percent- 
age calculated on a time basis. 


How Each Job is Accurately 
Costed 


Actually, each percentage of fixed 
costs that goes on to every job is calcu- 
lated by the hour. To arrive at this 
percentage we take all our fixed 
charges: light, power, depreciation, 
wages, total them and compare them 
with the number of working hours in 
the year. The hourly costs are then 
worked out into percentages which are 
charged against each job according to 
the time it takes. 

The costs per hour vary of course 
from time to time. Even with the 
most permanent of charges, such as 
rent, some adjustment must be made 
occasionally. And I should like to 
emphasize here that our costs are not 
merely nominal; they are actual costs. 
For example, the rent we pay for our 
space is that which would be paid by 
an outside firm if it was a tenant. We 
have in fact just been faced with an 
increase of 1s. 6d. per foot in rent! 
This means we must make an adjust- 
ment in our costs. 

Similarly, we have 21 workers in the 
department—all men. Their wages 
tend to rise and there are extra charges 
when new employees are taken on. 
Such adjustments go into the charges. 

All work that goes through the 
department is timed and costed from 
start to finish. The fixed hourly 
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An exclusive register of excellent sites possessing the following 
advantages is available for inspection : 
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Low - priced land in 
low-rated districts. 
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Good labour supplies. 
Coal, coke, and raw 
materials within easy 
reach. 
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Availability of 
shipping facilities at 
LONDON, BRISTOL, 
LIVERPOOL, CAR- 
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Cheap lighting and 
power. 

* 
Ample water supply. 


* 





Adjacent to large 
centres of population 
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Advice freely given as to the BEST LOCATION to suit YOUR particular 


ensures that crystal clear atmosp here requirements, including prospective transport charges, on application ®© : 
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efficient work and clear thinking Development Department 


Draughtless, silent and trouble-free GREAT WESTERN RAILWAY 


PADDINGTON STATION, W.2 
RICHARD CRITTALL & CO. LTD., BUSH HOUSE, LONDON, W.0.2 | Paddington station, Wg. è Peddineron 7000, extension 2465) seral Manager 
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@ No. 1290 2/6 Dates change automatically 
@ No. 1291 with by pressing lever, 2/6 
swivel pen socket 3/- No. 1285 retail 
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With oo-teet roll of paper, Perpetual calendar 3j- 
chromium band and rubber feet @ No. 1293 with 
Illustration shows memo pulled down pen socket and calendar 3/6 
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Proprietors of all “VELOS” Branded Goods 
FRANK PITCHFORD & Co. Ltd. 
WELL HOUSE, WELL STREET, LONDON, E.C,1 
Phone: NATIONAL 0055 (4 lines 






kere are. other details that lave 


s included. To explain this I will 
ghly outline the progress of a job 
h ough the department. 


These Items Go On The 
Cost Sheet 


Each in-coming order is accompanied 

" an order form signed by the head 

) the department for whom the work 
s to be done. A clerk then makes out 
job sheet recording such details as (3) 
o whom the goods are to be delivered: 
who requisitioned them; (3) date of 
equisition; (4) number of order; (5) 
late it goes into works; (6) reference, 
articulars and copies; (7) materials to 
) > used; (8) ruling, plates, running, 
ame of operator, day and time taken; 
(9) sorting, punching, perforating, gum- 
ming, folding, numbering, collating, 
titching, binding, lettering, cutting and 


acking, ‘with operator's name, day and ` 


ime taken; (10} date proof is sent and 
late it is returned; (11) date the order 
As completed and despatched and by 
whom it is sent. | 
_ When all these items of cost on the 
job are totalled, with the hourly over- 
head cost as determined by the time 
recorded on the job sheet, the total cost 
of the job is automatically reached. 
> It might be of interest to note that 
for packing we have a fixed charge of 
3d. This, we found by a detailed suey 
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of packing costs, is the average ond ae 
taking all jobs for the year, > 3 
| of operations aad time 2 te 
Thus, the 
clerks pass in the job sheet together 


All records 
are made in the workroom. 


with a specimen of the job (if one is 
available) and the Rotaprint Foreman 


mice printing, whether 
done on a big scale or ona | 

: single small machine basis, can : 

make large, consistent savings. : 

The Legal & General’s success 

rests on their ‘factory system’ 

of control. Smaller concerns 

can adapt this principle 


puts down details of time, materials 
and processes. 

When the order has gone through the 
machines it is passed to the sorting and 


collating department where details of- 


ite progress there are set down. I 
might add that one item is always 
taken into account and that is wastage. 
H there is wastage in cutting paper for 
the job, that too is recorded on the job 
sheet. 

Finally, when the order is completed 
the job sheet goes back to the clerks 
where it is totalled and overhead added. 


In handling the quantity of work _ 
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One of our efforts in this direction is’ 
the care of stocks. Certain lines we 
know are in steady demand. It is 
therefore, possible, to carry a minimum: 
stock of such things as letterheads and’ 
many of the ordinary forms and docu 
ments. Wherever possible we set a 
minimum of 10,000 sheets of each class 
of ordinary work. This is held iz 
reserve and when an order comes 
through we can draw at once from the 
stock. Then, the moment we have 
machine free we can put it on rebuilt 
ing that stock. 

In this manner we can always pt 
vide work for any of our machines, 
This reduces costs and allows us to give 
unmediate service to any department in 
any of our branches. But this is not 
such a simple task when you have to 
keep on hand stock for thirty branches, 
each with a different address. 


This Plate Filing System Speed 
Up Jobs | 


To be able to do this economically 
we keep on file all plates of all matter 
that we handle. If we have done a job 
n on page. 35) 
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Here are some typical jobs. done by the Legal and General's office printing department. The Business Reply 

folder is a 3-fold dy by 6 i ins. sheet printed both sides in red and black. It is folded to 3 by 6 ins. The Wages 

Adjustment Statement is a good example of a straight one-celour job. It is an 114 by 8. in. sheet printed bo he 

sides. The Triple Income Plan folder is another 2-colour job, 174 by 11 ins., machine folde o four : 

ene eneuive Insurance job is a working. in red "fla 3 once printed 1 in, . the flat. (ar by 8 he 
olded once Supe eRE 185 
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: Urges Lt.-Col. E. T. CRUTCHLEY, C.B., C.M.G., C.B.E., : 
Public Relations Officer, General Post Office 


The two important problems shown in the diagrams here were among the 
main points emphasized by Lt.-Col. Crutchley in his recent talk, The Royal 
Mail To-day, to The British Direct Mail Advertising Association. 


The occasion was a luncheon meeting and presentation to Mr. Alastair W. 
Fisher, who was retiring from the secretaryship of the association. 


The Dictaphone Co., Ltd., marking a development in the speedy and 
accurate record of proceedings without shorthand. Lt.-Col. Crutchley said, 
in part: 

@ 





n the great amount of publicity which 
you hear to-day about the Post 
Office, you hear very much indeed 

about the Telephone and the Telegraph 
Services, but perhaps not quite enough 
about the Postal Service which is, after 
all, the senior member of the partner- 
ship. 

There are, of course, some very 
startling figures in the telephone de- 
velopment which bring it to the front 
and make it, frequently, a sensational 
article of news. 

The rise in the postal side, however, 






RELIEVE THIS PEAK PERIOO 
OF SOME OF THE 
TREMENDOUS PRESSURE 
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is steadier, therefore it doesn't get quite 
so much attention. 

When one gets into millions it is 
difficult to realize what figures mean, 
and therefore you won't have a very 
clear conception of the bulk of our 
postal work when I tell you that the 
number of letters delivered in this 
country in a year comes to 7,000,000,000 
(seven thousand million), and the num- 
ber of parcels to 145,000,000. Of that 
7,000,000,000 I’m only going to talk to 
you about one comparatively small 
section, a section in which you are 









84 MILLIONS 


















2 


Aes © 






OOO Oe EOC eee 


This is how letters are posted in the London area. The peaks” between 5 and 7 p.m. put 


tremendous pressure on the Post Office. Look at the Sump of postings in middle day 


and early afternoon; can you not get some of your 


away during these times ? 





particularly interested, and I’m going 
to use this opportunity of urging just 
one or two reforms. I’m sure you 
won't take it amiss if a servant of the 
Post Office does try a little gentle 
sermonizing on this subject. 

In that 7,000,000,000 of letters there 
is a section of about 2,300,000,000 
which represents commercial and prin- 
ted papers sent at reduced price, and 
37,000,000 of these are undeliverable. 
Of that 37,000,000 we manage to send 
back to the senders 6,000,000, leaving 
31,000,000 to be destroyed. 





37,000,000 LETTERS Ecc A YEAR 
‘UNDELIVERABLE’ 

THROUGH WRONG ee 
ADDRESSING . Poe = 
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I may say that this subject was 
brought to my mind as a suitable one 
to put before an association of this 
kind, by my own experiences. After 
my years abroad I have just taken a 
flat in London and I have been deluged 
by correspondence, not for the last 
occupier, but for the last three occu- 
piers ! 

There is this enormous amount of 
stuff coming in which is not only a 
waste but is an irritation to the person 
who receives it, as you may well 
appreciate. Now, I submit that if you 
had such a large wastage in any section 
of your sales organization you would 
consider it an important mafter which 
wanted looking into and checking, and 
I do suggest that some of that feeling 
might be directed to this particular 
31,000,000 of advertising items which 
are destroyed every year because they 
cannot be delivered or returned. 


Keep Your Mailings Out of the 
‘Blind Division’ 

We have something like 130 or 140 
people in what we call our “Blind 
Division” constantly dealing with this 
stuff. Not only this particular matter, 
but matter of all kinds—though of 
course this cheap rate advertising mat- 
ter preponderates very greatly in the 
sum total, and there are lots of funny 
stories to be told about the work of 
the Blind Division! 

The amount of wastage which thus 
occurs is a handicap to the system of 
Direct Mail Advertising because of the 
results, indirect as well as direct, which 
must follow it. 

The Post Office is very interested in 
direct mail advertising. Not only from 
the revenue point of view; I’m not 
quite sure how that works out—I’m 
not going into the profit and loss of it— 
but we ourselves send 25,000,000 items 
a year by direct mail, advertising new 
series, new services, changes of rates 
and so forth, so that we are very 
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definitely interested in the subject of 
direct mail advertising generally. 

Of course I am quite aware that a 
lot of direct mail advertising is not done 
in this way. It is done by pre-payment 
of postage at the full rate, but when we 
come to that class of correspondence the 


‘amount of undeliverable matter is only 


13,500,000, and 12,000,000 of these are 
returned to the sender, so that the 
destruction is comparatively small. 

Now, I have just skimmed the sur- 
face of a subject which I do suggest is 
one which, whether you be principals 
in advertising or agents carrying out 
advertising schemes, is well worth 
consideration. 


Idea: Establish a ‘Mid-Day 
Posting’ Rule 


The other thing on which I should 
like to plead for a certain amount of 
co-operation from the business com- 
munity is the importance of reducing 
the peak pressure in our sorting offices 
by posting earlier in the day. 

I know there are a lot of items in 
the post—I’m not talking about adver- 
tisement matter now, but generally— 
there are a lot of items that cannot be 
posted until the last moment. But I 
feel, and I think you will agree, that 
there is a very greatly preponderating 
proportion which is not so important 


and which might very easily be posted 


earlier in the day. It is not so posted, 
I am afraid, because you see no par- 
ticular advantage in posting it earlier 
in the day. But I would like to give 
you these figures because I really think 
you will be interested in them. 

I had the figures taken out for the 
postings hour by hour throughout the 
day in the whole of the London district. 
I'm not géing to give them all to you, 
but between midday and 1 o'clock p.m. 
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there are three-and-three-quarter mil- 
lions. Between 1 and 2 p.m. two-and- 
a-quarter millions. Then between 3 
and 4 o'clock up to three millions, then 
gradually rising; 4 to 5 p.m. five 
millions; 5 to 6 p.m. six-and-three- 
quarter millions; 6 to 7 p.m., which is 
the peak hour, eight-and-a-quarter 
millions. Between 7 and 8 there’s a 


Postage Due 


4,000,000 postal items are 
surcharged by the Post Office 
every year because they are 

insufficiently stamped 


Executives in charge of 
mailing departments should 
see that accurate scales and 
the official, schedule of post- 

e 
age rates are made use of by 
mailing clerks 













sudden drop to three-and-a-half mil- 
lions, and in the whole twelve hours 
between midnight and noon there are 
only two-and-a-half millions of postings. 

Now, what we should dearly like to 
see, for administrative purposes, and in 
the cause of efficiency, would be a 
transfer of some of that 6 to 7 p.m. 
peak to the earlier hours of the day 
through some development of office 
organization which permitted and en- 
couraged the posting of letters at lunch 
time instead of keeping them all until 
the late evening. I throw that out for 
what it may be worth, but I think those 
figures will interest you. 

Well, that is enough preaching. I 
should like to end by telling you a little 
about one or two sections of the postal 
service where I am certainly not asking 
for reform. 





ere is a new big-capacity stapling machine that will fill a need in many offices. 
H It will staple perfectly any number of sheets from two up to tAree hundred 


at a single operation. 


Marketed by Ferma Ltd., Imperial House, 80-86 Regent 


Street, London, W.1 
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One figure will amaze you, I'm sure: 
Our road transport now covers one 
hundred million miles in the course of 
the year. This staggering figure was 
only reached last year, by extensions of 
our road services which brought the 
total mileage up to that figure. 
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Mechanization in Post Office 
INCREASES Employment 


Another thing that we are rather 
proud of is the effect of our progressive 
policy upon the great problem of em- 
ployment in this country. In spite of 
the increasing mechanization of the 
telephone the number of people em- 
ployed by the Post Office went up last 
year by no less than 9,000, which I 
think is a pretty considerable contribu- 
tion to the general problem. It was 
brought about by increases of services 
and by reduced tariffs, and it brings 
the total of our staff now up nearly a 
quarter of a million, and makes us, l 
think without any dispute, the leading 
employer in the country. 

One other very significant occurrence. 
A week or two ago I turned out very 
early in the morning and went to 
Heston to see the first ‘‘all-up’’ air 
mail, as we call it, leave for Scandi- 
navia—the first air mail for which there 
is no surcharge. 


New Air Mail Services Without 
Surcharge 


To Copenhagen, Stockholm, any of 
Scandinavian places, you put your 24d. 
on your envelope now and it goes by 
air without any label or further para- 
phernalia. This was an important 
event, not perhaps so much in itself 
but as an indication of what we hope 
to achieve in the near future, not only ~ 
for Continental countries, but also for 
the Empire. Startling developments in 
this direction will come about very 
quickly, and just before I left my oftice 
I had put into my hand the figure of 
increase during the last quarter— 
January to March—of letters sent by 
air mail. Over the corresponding 
quarter of last year the increase was 
no less than 32%. 

Air mails are going to be, obviously, 
a very important feature of our immedi- 
ate development overseas, and I feel 
sure that that will be of interest to 
every business man. 


Post Office Wants Co-operation 
of Business Houses 


It is very refreshing indeed to find, as 
I have found in conversation since I 
have been here to-day, the enormous 
interest taken by business people in the 
work and development of the Post 
Office. We want you to go on taking 
this interest in it. 

Our aim is progress all the time, and 
that progress will be more effective, 
speedy and economic as we have your 
co-operation in such things as those two 
departments to which I have ventured 
to draw your attention. 


Business as it is to-day 
would be impossible without 
the problem-solving and test- 
ing work of the National 
Physical Laboratory and ` 
other centres allied to the 
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Department of Scientific and 
Industrial Research. What- 
ever you manufacture these 
bodies have probably dis- 
covered some new, vital facts 
about it. Send for thereports 


Use Britain’ s Foremost Scientists to 
Help Build Your Business 


tremendous proportion of the 
A costs, in time and money, of 
every manufacturing firm go in 
‘tackling and solving technical problems. 
Day by day this work and spending 
‘goon. In a few cases, such as those of 
the great corporations, enough money 
is usually available for the technical 
research work required. But the 
smaller firms, constituting the bulk of 
British industry, are in different case. 
These firms have neither the money 
nor the facilities with which to carry 
their researches as far as they would 
like. It is these firms, therefore, to 
whom the work of the National Physi- 
cal Laboratory is of vital importance. 
Some idea of the tremendous help 
given to industry by one! of thẹ finest 
technical staffs in the world can be 
gathered from the yearly report 
recently issued for 1935 by H.M. 
Stationery Office, under the. title: 
Report of The National . Physical 
Laboratory for 1935. The price is ras. 
It is impossible here even to touch 
on all fields of industry covered by 
the many scientists under the Chair- 
manship of Professor Sir William Bragg, 
O.M., but that the researches .do~not 
overlook the practical fields can ‘be 
seen by the following classes of work: 


* ka * 


oe for the electrical and allied 
trades in the important matter of -the 
use of jewellery for pivots. Data has been 
collected to show “wear phenomena and 
the nature of the crystallographic | face on 
which the pivot rotates’’ 

Quite different, but an item that will 
probably save a lot of money is a portable 
radium ‘‘finder’’. This is a little instru- 
ment invented by the Laboratory to help 
searchers who are looking for radium con- 
tainers that may become lost in hospitals 
or elsewhere. It gives an audible indica- 
tion of the presence of the precious metal. 


% He * 


O: vital importance to architects and 
builders of offices and factories are 
the studies into the transmission of sound 
through building structures. For instance, 
air-borne sounds such as conversation have 
to be tackled differently from impact 
sounds such as footsteps or truck move- 
ments through floors. Floor-transmitted 


noises were almost entirely eliminated 
by a “‘floating floor’’; i.e., a second, light 
floor resting on small insulating pads. A 
new hollow tile was also found effective. 
In continuation of work to combat air- 
borne sounds through walls experiments 
are now being made on a very light parti- 
tion which is as sound-stopping as a 9-inch 


wall. 
* * x 


Ton as an average manufacturer, 
you may not yet have submitted any 
of your own problems to the N.P.L., the 
chances are that you are daily benefiting 
from the laboratory’s work. 

For example, the report says that some 
2,000 high-precision thermometers and 
about 454,000 clinical thermometers were 
tested during the’ year. This means a 
rigorous accuracy test for every one. 
Those that passed were stamped N.P.L.— 
the hall-mark of efficiency. 

If, therefore, you make thermometers 
that are so tested and passed, your pro- 
duct has an unchallengeable selling point. 
If you use N.P.L.-passed thermometers in 
your business you are certain you have 
efficient instruments. 


* * * 


nother instance of the value of the 
Laboratory’s work to the workshop is in 
its measurements of units of length, mass, 
time, and so on. .Why, for example, do 
screws and nuts, bought from | different 
firms, fit without trouble? Because the 
taps and dies used by the nut and bolt 
manufacturers are checked against’ masters 
which are themselves checked against 
masters at the N.P.L., while the N.P.L. 
masters are checked against measurements 
based on the, wave-lengths of light. This 
allows accuracy to a few parts in one 
hundred millions! 
Any manufacturer of nuts and screws 
can have his leading screw checked for 
accuracy to-day by this method, 


If you have a technical 
problem that is beating you, 
ask the Department of Scien- 


tific and Industrial Research 
how they can help you solve 
it. The address is 18 Old 
Queen St., London, S.W.I 





i shipbuilding N.P.L. tests have saved 
over {1,000,000 a year,in fuel costs 
alone. In the trial tanks at Teddington 
any ship or boat builder can have tests 
carried out on any model before he lays 
the keel and starts in to build. 

This idea is now appreciated by the 
trade. In 1932 only 28 tests were carried 
out, but the number has grown; last year 
73 model boats were tested. ‘Results 
enabled the design of 64 of them to be 
improved. 

: x% * 

Re into shipping is a big problem, 

but great or small problems are all—~ 
the same to the scientists. For ‘instance, 
they were asked by one firm to’ solve the 
mystery of the failure in service of crane 
hooks. By tests they found that the 
curvature of the hooks was wrong. When 
these were corrected as suggested the - 
hooks worked perfectly. 


« * * 


[t is generally considered that air-condi- 
tioning is far beyond the laboratory 
stage. True, it is working successfully in 
factories, stores, offices, cinemas, residen- 
tial flats, etc. Nevertheless, the scientists ~ 
still have a hand in its development. At 
Teddington they are experimenting on the 
control elements of automatically operated — 
air-conditioning plants. The value of hair, 
gold-beater’s skin, strips built of fibre from 
fir cones, and so on as control elements have 
been investigated. The findings of these 
researches will have £ direct bearing on the 
better everyday use of air-conditioning. 


* kod * 


Coon have always been a problem, 
especially in the paint and textile in- 
dustries. Sample colour sheets fade and 
often fail to represent the true original 
colours. The N.P.L. have evolved a 
method of exactly making any colour 
from an admixture of the three primary 
colours, using light filters. Any colour can 
now be expressed precisely in terms of the 
proportions of the primary colours present. 
The three primary colours can then be in- 
tegrated in a colorimeter, an instrument 
which the Laboratory has evolved. 


* £ * 


(ron a summer's day, when you see ice- 
cream tricycles, remember that the 
N.P.L. has had a hand in making this 
trade possible. With their work on sub- 
stances for low temperature production 
and on insulating materials they have 
revolutionized many phases of cold 
storage. 
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Above: This Lamson Pneumatic Tube station 

is typical of the way in which all equipment has 

been designed to combine efficiency and dignity. 

There are 56 such stations in the store, many 
of them in other special designs 


4 
r 


Right : This view shows the neon tube, which 

is red tinted, and the opaque ‘trough’ which 

carries indirect lighting of the ordinary white 

type. The combination gives just the right 

‘warmth’ to the tone of lighting for the formal 
wear department 


t al 


8 SRPA 


We 


> 


BUSINESS for JULY, 1936 


The Most Modern 
Shop in the World 


Left: Ideas in plenty are to be found throughout the new store of 

Simpson’s in Piccadilly, W.1. A sense of space and light was 

wanted, this novel window runs the entire height of eight floors. 

Made of corrugated glass tiles it gives a flood of light but prevents 

observation through it as the outlook is on to the rear of other 
business premises 





Below: This impressive electric light fitting extends from roof to 

-ground floor. At the top a special slotted anchorage. permits it to 

be brought close to the staircase for cleaning by the simple expedient 
of hooking a broom round it and drawing it in 


IDEAS For 


Time-Saving and 
Customer - Convenience 


By C. E. DAY 


here are ideas and methods put into 
T use on every floor, in every depart- 

ment at Simpson’s, the latest men's 
wear store in London’s West End, to 
give speed and efficiency in routine 
work and in service to customers. All 
points bearing on this policy were 
considered when installing furnishings, 
equipment, lighting and so on. 

All fittings, for example, have mostly 
rounded or flat surfaces—non dust 
collecting and easy to clean. Even 
the balustrade round the staircase is 
of sheet glass which takes up much less 
time to polish compared with metal or 
wooden bars. 


Air-Conditioning Throughout 


An air-conditioning plant operates 
Summer and winter, filtering and 
washing air through oil and distribut- 
ing it throughout the building. This 
means that there is fresh, cool air in 
the basement floor, quite an important 
feature in a place where the necessarily 
heavy artificial lighting’ terids to over- 
heat the atmosphere. Incidentally, the 
barber shop is located here and a special 
plant operates: to draw off the heavy 
air usually found in a barber’s shop. 
This special air-cleansing plant is also 
linked to all lavatories.’ © ”: -i 

Talking of the barber’ shop’ brings 
to the fore a typical examplé'of the 
speed and efficiency in looking after 
customers. Each‘ barber has‘a number 
and a light signal by his chair. There- 
ceptionist to the barber’s counter has a 
row of numbered ‘buttons on her desk. 
When a customer comes in and all bar- 
bers are engaged the receptionist presses 
one’ of the numbered buttons, that 
which signals the barber who will first 
be free. The red light signal shows at 
that barber’s station and, by pressing 
a button,,.he can signal back to..the 
receptionist how long he will be on his 
present customer. At the receptionist’s 
end.a code sound signal comes through 
to indicate how long the barber will be. 
She-can then tell the waiting customer 
how long he will have to wait before he 
receives attention. The idea cuts out 
having personally to approach the busy 
barber and also prevents the customer 
in his chair getting the idea that he is 
being rushed out to make room for the 
next man. 


Saves Customers’ Time 


Customer-convenience is studied in 
all other departments. An excellent 
example of the care taken to install the 
most up-to-date time-saving equipment 
is found in the Lamson Carrier System 
which operates throughout the building. 
Tests taken show that from any of the 
56 ‘stations assistants can send cash 
and get back change in 30 to 40 seconds, 
often’ before they have got the goods 





AA View of Belt-operated Central Cash Desk 


@ 56 STATIONS 
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Chosen 
TO SERVE 
IN 
SIMPSON’S 


i i Ultra-Modern 


STORE 


~ 
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INSTALLED TO HARMONISE WITH THE 


PARTICULAR DEPARTMENTS CARRY CASH, OR BILLS FOR 


AUTHORISATION, TO A CENTRAL DESK. 
INDICATE WHETHER CASH, “CHARGE TAKE” 


COLOURED CARRIERS 
OR “CHARGE 


SEND” TRANSACTIONS. THIS LAMSON PNEUMATIC TUBE. 
SYSTEM PRESENTS THE ULTIMATE IN STORE CENTRALISATION 
OF CASH AND SANCTIONS. 


OUR EXPERIENCE iS AT YOUR 
DISPOSAL WITHOUT OBLIGATION. 


< 





Telephone: NAT ONAL C292. 


LAMSON PNEUMATIC TUBE CO. LTD. 


132, CHEAPSIDE, LONDON, E.C. 2. 





STeisgeaes. (RE, Sh. CENT. LONDON,” 





packed for customers. Sanctions for 
credit naturally take a little longer 
because of the extra work involved, but 
even so, one to one and a half minutes 
is the normal time. 

A customer who telephones to the store 
is similarly looked after with speed and 
efficiency. If, for example, a call comes 
through to one of the executive staff in 
which the customer inquires for inform- 
ation on a matter with which the execu- 
tive is not familiar a two-way switch 
attached to the telephone comes into 
operation. By using this switch the 
staff man can cut out the customer 
holding the line without cutting him 
off. It then becomes possible to make 
an internal call, to the proper source of 
the information needed, get it and turn 


back the switch in order to carry on 
Pe se 1% s5 r . ` v , 


conversation with the customer. By 
this means a very quick service can be 
given and the customer is saved the 
annoyance of being switched through to 
other departments and of. having to 
make his inquiries all over again. 


Special Lighting Features 


The special lighting features form 
another outstanding point about the 
store. All display units, for example, 
are fitted with indirect lighting that 
show off in a most interesting manner 
the goods contained in them. Spot- 
lighted, special display units at eye 
level form another arresting feature. 

The neon fioodlighting of the exterior 
of the building is, itself, a first-rate job. 
Actually, Simpson’s is the first store of 
this kind to be built for floodlighting. 
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STEEL FILING CABINETS 
— educe risks of Joss 
by fire or vermin 





Install “VALOR” 
Steel Filing Cabinets 
To-day 


HOUGH low in cost these 
Cabinets are made of best 
British materials throughout 
and to the usual “VALOR” 
high standard of: workmanship. 


“VALOR” Cabinets are easily 
handled and have none of the 
disadvantages of wooden Cabi- 
‘nets which are liable to warp or 
crack and do not offer complete 
protection against vermin. 


~~ -t owu ma 


Theycan besupplied in quarto 
_and foolscap sizes with from 1-5 

“| drawers, and are attractively 
finished in olive green stoved 
enamel. (Special finishes can 
be arranged for.) 


Write to-day for List- 20/V.55 giving full 

parisculars of these Cabinets, also Steel Cup- 

boards, Shelving, Clothes Lockers, etc., to meet 
all office requirements. 


Buy British Goods 


| The VALOR CO. Ltd. 


1 BROMFORD, ERDINGTON 
a BIRMINGHAM 

London : 120 Victoria Street, S:W.1 
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Hold the: 


Company Liable Even— 





AF THE EMPLOYEE OWNS 


THE 


CAR 


By Business Insurance Consultant 


n these days, when ‘ 
[* so rife, it behoves every prudent 

employer to take stock and watch 
points where he may find himself liable 
to pay compensation. 

In connection with ‘the use and 
ownership of motor cars, there arise 
many complex ‘cases often involving 
costly litigation. An employer is 
responsible for his servants’ actions 
and likewise a principal for those of his 
agent. Where a salesman, therefore, is 
travelling for his firm-—-even though 
using his own car—the position regard- 
ing accidents, I think, is clear; he is 
an employee of the firm and as such the 
latter is responsible for his negligent 
acts. 

If, however, an employee occasion- 
ally uses his car on business, the fact 
might quite easily be overlooked—until 


4 such time as the inevitable accident 


occurs. It is immaterial how often the 

car may be used, if it can be proved 

that the salesman was acting in the 

capacity of a principal and not as an 

agent, but this rarely. succeeds. 

Both Car Owner and Employer 
Often Sued 


In cases where serious accidents hap- 
pen the practice so frequently resorted 
to by the injured party is to sue the 
employer, owing to his financial stabil- 
ity, rather than the possibly impecu- 
nious employee, although to be doubly 
sure of reaching the one responsible it 
is now a common practice for the names 
of the employer and the salesman to be 
coupled up and to be sued jointly. 

It is difficult within the precincts of 
this short article to quote either the 
text of the law or actual cases, so I 


| have decided to keep to plain language, 


but in short the position can be summed 
up by remembering that to recover 
successfully against the firm: 

(x) Negligence must always be estab- 


‘cheap law” is” 


lished against the party causing 
the accident; 

There must be proved the rela- 
tionship of master and servant, 
or principal and agent, and it is 
immaterial to whom the car 
belongs. 

An employer cannot sit back and 
say: “I have no responsibility because 
I do not own any vehicles.” Firms 
must, therefore, remember that if they 
advertise for salesmen and state that 
the possession of a car is necessary for 
the work to be undertaken, then there 
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Our Insurance Consultant will : 
be pleased to give readers any |: 
further advice on this vitally 

important matter of vehicle : 
insurance. Address your : 
inquiry, c/o The Editor : 
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is a liability as between master and 
servant. 

How, then, can these obligations be 
efficiently safeguarded ? 

Employers should insist on exercising 
control of those salesmen’ connected 
with them using cars, as’regards the 
insurance of those cars. They should ” 
see that their policies have a special 
clause inserted, ‘specifically mentioning 
the name of their firm and protecting 
them for claims in which the salesmen 
may be involved. They should also see 
that the policy is renewed at the proper 
time, that no reduction is allowed for 
owner only driving—as this is a dan- 
gerous clause and often means false 
economy. 

Furthermore, it is necessary that the 
use to which the car is put, for instance, 
commercial travelling, is insured as 
such, i.e., Class 3, as Class 2 is only 
for representatives (excluding com- 
mercial travelling) and Class 1. for 
private pleasure only. 


(2) 


FRR ERENT HLL EAE 


‘the case to a higher court. 


KNOWN THROUGHOUT THE WORLD 


miiia] WHY WAIT FOR YOUR 9 
somewhat involved and leads to a deal 

or Go acan get apenas ACC OUN qt HE REMINGTON ACCOUNTING 
for defending actions can amount to MACHINE WAITS TO GIVE THEM TO YOU 


excessive sums, to say nothing of the 
time and worry whilst they are pending 
and the possibility of having to take 


ONE MACHINE 


Furthermore, the growing practice of | - : Cy ada = as: 
courts and particularly juries of award- i 

ing huge sums to injured parties, needs 
no comment. Five figure amounts are 
now not uncommon. Think what this 
may mean to a firm who is not pro- 
tected—it might even mean bank- 
ruptcy. There is also the directors’ 
responsibility to shareholders, which 
should, of course, be fully protected. - 
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New Products (Contd. from p. 12) 





reeding exotic fish is one of Birming- 
ham’‘s strangest and newest industries. 
-A large breeding station has recently 
been opened on the outskirts of the city, 
where, during the present season, some 
500,000 fish of about zoo different varie- 
ties will be reared. The parent fish come 
from all countries, and. the firm. are in 
touch with collectors in all parts of the 
world, who immediately advise the 


‘SALES PURCHASES 

breeders when they have secured any ! : 
interesting specimens. i 

In addition to growing aquatic plants SALES LEDGER RECEIPT FOR PURCHASES - CHEQUES 
and providing foodstuffs for fish,» which P: CUSTOMER ' LEDGER 
are sent all over tbe country, the firm are 
produce water-lilies in large quantities, an i: ae LEDGER” f- aie | al 
output of 50,000 being aimed at during POSTING SLIP f S 
the first season. 


also laying down the necessary tanks to 

neg ` ' CUSTOMERS’ RECEIPTS STATEMENT PAYMENTS 

Be develommientecardeepected fromthe STATEMENT ~ CASH BOOK FOR SUPPLIER CASH BOOK 
7 discovery in Mid-Glamorgan ‘(near j ; 

Bridgend) of a virgin seam of coal which i l BANK 

is claimed to be suitable for oil extraction.. 
Samples of the coal have been analysed,’ PAY-IN SLIP 

and it is stated that 39 by-products are 

obtainable from the seam. 

-~ -Boring operations have been under- SALES . PURCHASES ANALYSIS 

taken secretly over the last few months, ANALYSIS ANALYSIS } ANALYSIS 

and there is every indication that a new | ' 

pit will. be sunk there iris re ar : ON T TON : 
It is also anticipate at by-produc AT ONE - AT ONE AT E. A E 
lants will b ted the colliery. . ê 

a eet at gee OPERATION | OPERATION OPERATION” OPERATION 


ALSO PRESENTING DAILY FINAL FIGURES 
7 . BALANCED AND PROVED. . 
ee The only way to get an idea of what this 
splendid all electric machine will do is 
| — [| to have a demonstration ejther at your 


office or at our showrooms—absoluteiy 
One aon without obligation. 


REMINGTON 


ACCOUNTING MACHINES 















PENCILS 


VENUS, PENCILS are 
incomparably - smooth 
and long lasting, their 
standard of quality never 
“Varies, 
MADE INS ENGLAND, 


vw 
Fo ae 





Call or write for particulars 


DEPT. BBI3, REMINGTON TYPEWRITER COMPANY LTD. 
IGO GRACECHURCH STREET, LONDON, E.C.3 


(Phone: MANsion House 3333) ` Branches In ali principal cities 
: J330 p 


If you would like to select 
which degree suits you best 
name three {e.g., 2B., B., 
H.B.,) and we will gladly 
send samples for you te try. 


VENUS PENCILCo. Ltd., LONDON, E5 -~ 
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WELWYN GARDEN CITY LTD., WELWYN GARDEN CITY, HERTS. PHONE 248 


A Factory Estate 
Planmed for industry 


i i Factory Estate at Welwyn has been scientifically 

planned to provide all essential-industrial services without 

obtruding upon the natural beauty of the surrounding country. 

Power is heap; Rates low; Variety of excellent houses always 

available which enables staff and workers to live within a few 

minutes of their Factory and of the open country. . Everything 
is modern, bright, cheerful and efficient 


25 MINS. from KING’S CROSS 
ON L.N.E.R. MAIN LINE 
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is an amazing reproductive 
invention that will prove of 
inestimable value to Banks, 
Engineers, Architects, Insurance 
Companies, Solicitors, Surveyors, etc. 
‘“‘Raidagraf’’ constitutes a portable 
cabinet into which any plan, specifi- 
catjon or other document is placed and 
automatically reproduced in a few 
seconds whether it be transparent,- opaque, 


or printed on one or both sides. No proof 


reading is needed and any average office 
boy can produce perfect prints after a few 
minutes’ training. As the cost of each print 
is extremely low ‘‘Raidagraf’’ represents a 
true economy in any business office or factory. 
Send for fully detailed leaflets of this amazing 
machine.’ Full range of models from 20 guineas. 


MODERN PRODUCTS (L.C.L.) LTD., 264 High Road, CHISWICK, W.4 
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= Industries that 
“CAME SOUTH” 


(Continued from page 21) 


workers. It spreads work around. I 
might add, too, that we have a very 
intelligent type of labour in the district, 
which is another point of advantage for 
a firm operating here.’’ 


Labour Also Influenced This 
Tailoring Firm 

Labour, always an important ques- 
tion for the frm looking for the ideal 
factory location, certainly had its influ- 
ence on The Rego Clothiers, Ltd. 

“We knew we had to find a suitable 
location in the eastern or north-eastern 
end of the London district,’’ Mr. 
Rossiter stated, ‘‘simply because practi- 
cally all our staff lived in the east of 
London area. As a matter of fact, 
when we opened up here, nearly 100% 
of our staff came to work from the East 
End by train. 

“Naturally, the tendency has been 
for the staff to come into the district 
to live or for replacements in staff to 
be made from local labour,’’ Mr. 
Rossiter continued. ‘‘To-day most of 
our workers live in the district.” 


Cheap Electricity and Other 
Services Available 


Among the other secondary factors 
that influenced the Benjamin Electric 
Co.’s choice of Tottenham, Mr. Iliffe 
mentioned in particular these: (a) 
cheap and plentiful supply of power 
and light; (b) good gas and water ser- 
vice and supplies; (c) road and rail 
facilities. 

We are reasonably near the docks if 
we want to ship goods,’’ he pointed out. 
“For rail transport we are supplied 
with good collection and delivery ser- 
vices by the L.N.E.R. and other com: 
panies, while, being near the North and 
Midland arterial roads, we also enjoy 
easy passage to and from the factory for 
road transport. 

“Finally, I might add another im- 
portant point: this is a healthy dis- 
trict. Our staff keeps fit here, and that; 
as any executive will agree, is a big 
advantage.’’ oe ys 


Electricity Proved Cheapest 
for Furnaces 


Mr. Snook, of Cronite Foundry, Ltd., 
also talked about electricity supply. 
This is a vital factor in the economic 
operation of the foundry, especially 
since Mr. Snook has installed electric 
furnaces. 

“I think a fair basis of comparison on 
electricity costs is with a district such. 
as Birmingham, and I can say that the 
charges here compare favourably with 
those there,” he said. ‘‘Indeed, in our 
change-over to electric furnaces we have 
saved money. We have found that 
electric furnaces are cheaper to operate 
than those ; using coke, one of the 
cheapest fuels it is possible to get.” 


Water Transport: Tottenham 
to Australia 


Naturally, the products of this 
foundry are largely used in the Mid- 
lands and the North; therefore trans- 
portation was a problem considered by 
the board in the decision to locate at 
Tottenham. 

‘‘Major roads from this district lead 
to all parts of the country, or are at 
least easily accessible from here,’’ Mr. 
Snook said. ‘‘We have, too, good rail 
facilities. 

“We think we are in a particularly 
favourable location for export trade,’’ 
Mr. Snook continued. ‘‘The docks are 
quite near to us, and we can ship 
economically to any part of the world. 
Indeed, in this respect we are better 
placed than we would be in such a 
centre as, say, Sheffield.’’ 

The docks, by the way, are being 
used frequently to-day by the company, 
who are now receiving heavy orders 
from Australia and other Dominions. 


Excellent Road System for 
Inland Distribution 


The fact that the Rego shops are 
situated in London and the Home 
Counties and are linked to the factory 
by road brought in a special considera- 
tion. As Mr. Rossiter pointed out, 
theoretically the best location would 


——~-~-~-have—been in central London, but the 


present site was éxcélient.—-—_ 

“We find that our vans journey to 
and from all our London shops, with 
the exception of those in South London, 
with greater speed than formerly,’’ Mr. 
Rossiter said. ‘‘They can strike into 
the city quickly from here. Further- 
more, distribution over. the Home 
Counties is, as you can easily under- 
stand, a simple matter for us, as we 
are near to several of the big main 
roads out of London. It isn’t a ques- 
tion of customers having to call on us 
here. The problem of contact between 
our shops and the factory is purely a 
matter for us, and we are pleased with 
our location in this respect.’’ 

Mr. Rossiter also mentioned that the 
Edmonton district was a healthy place, 
and that fact, together with the use of 
daylight in the factory, helped to keep 
the staff fit and happy. 


+> 


Adjustments That Made 
This Suggestion Scheme 
uccessful 


t 


(Continued from page 11) 


about jobs under way; it also safeguards 
priority. 

Prompt consideration is essential, 
and the method must therefore be 
simple. In some schemes, Committees 
do the consideration; this results in 
delays and complicates the organiza- 
tion. The most direct way is to have 
a whole-time investigator to carry out 
the scheme. 
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PLANNING PROBLEMS 


SOLVED! 
—by KARDEX mechanical planners 


100 °/, flexible in two dimensions 


All manufacturing processes from the making of a pair of 
shoes to the fabrication of a “Queen Mary” demand a 
plan to ensure economic costs, smooth progress, correct 
loads and deliveries to time. 

Kardex mechanical planners solve the problems concerned 
with’ the checking of the performance against the plan 
and show readily the cumulative effect of re-adjustments. 
A host of related facts are presented in two-dimensional 
readings. 

Write for Bulletin B605 on your official letter heading. 


Applicable to— 


CONTRACT PLANNING — VOLUME PRODUCTION 
JOB WORK ~ LOAD CHARTS — PROGRESS CHARTS 
GANTT CHARTS 
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| LEADENHALL STREET LONDON, E.C.3 
$ Telephone : . MANSION HOUSE 3921 
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THE PRINCIPAL CITIES THROUGHOUT GREAT BRITAIN 
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In this factory, the investigator 
‘| clears the box each morning, and re- 
cords the suggestions in a book, giving 


each a serial number. He first inter- 


views each suggestor, to ensure that .the 

suggestion is correctly expressed. The 

suggestor’s foreman is next consulted, 

. and, where necessary, the departmental 

manager. In some cases, information 


must be obtained from the cost and 
purchase departments so that the 
suggestion may be properly valued. 


When all available information is 
obtained, the investigator classifies 
the suggestions and places them before 
re D the director most suited to deal with 
them. The director finally decides 
whether the suggestions ‘should be 
adopted and fixes the amount of the 


Ww  primus|~ 
CONTINUOUS STATIONERY There Must be No Delay in 


Handling Suggestions 
ae kind of stationery must be used 






The investigator arranges to see the 
directors daily at a time suitable to 


for invoicing, works orders, etc. That each. Suggestions must never be 
: j ; , allowed to lie on desks or in pigeon 
stationery might just as well þe continuous. holes. As soon as a decision is made, 


it is communicated to the suggestor 
verbally and explanations are given if 
the suggestion is not adopted. Later 
a typewritten note is given to the sug- 
gestor and a copy of it is posted on the 
notice board. When a suggestion-is-not—--- 


The saving of time and assurance of 
greater accuracy effected by elimination of 
such tasks as inserting and removing forms 
from the typewriter, interleaving and re- 


moving carbon papers, is a profit-making 
move. ue 


> 


PRIMUS Continuous Stationery has proved 


its utility in many concerns. Its use is 
aided by the Primus attachment supplied 
by us, and which fits any typewriter. 


adopted no name is published. The 
reasons for posting the notices are: 
(i) to indicate the type of suggestion 
that earns payment; (ii) to prevent 
repetitions; (ii) to maintain interest in 
the scheme. 

It is found that the suggestion scheme 
notice boards are a continual source of 
interest to all the workpeople. Details 


of adopted suggestions. are also pub- 
Do g ' ; . lished in the Works’ Quarterly 


+ 
t 


FOR F Magazine. 


SAVE ONE HOUR IN EVERY THREE 
VIA PRIMUS CONTINUOUS STATIONERY 


CARTER-DAVIS Limited 


PARTICULARS WRITE TO The investigator must also: (1) inter- 
view men who do not submit sugges- 
tions and encourage them to try; (ii) 
give personal explanations and help in 
formulating suggestions; (ili) be the 
men’s advocate in presenting the sug- 
gestions to departmental chiefs, and 
(iv) induce expeditious carye out of 
those adopted. 





QUEEN ELIZABETH ST., LONDON, S.E.| 


Telephone: HOP eni 





How Dissatisfied Suggestors Can 
Get Satisfaction 


When a suggestor is dissatisfied with 

a decision or with a payment, he may 

RE- ARM AME NT request reconsideration; this is done by 

l putting forward his claim on a sugges- 

in your case means the installation of modern equipment for | tion card, or he may ask his representa- 

effectively dealing with armies of unproductive minutes. Your | tive to bring it forward at the next 
i profits cannot stand this attack—rout the forces of waste with the | meeting of the Shop Committee. 

or GLEDHILL-BROOK SYSTEM which introduces modern effici- | AS already mentioned all the sug- 

$ ea: Be ency and cuts out unpunctuality. The chosen system of thousands | gestions are reviewed, and in cases 


of enterprising firms. Send for details, instalment plan, etc. where a suggestion has proved in prac- 
tice to be more valuable than was 


originally expected, a supplementary 
payment is made. Suggestors may also 
put forward claims for supplementary 
payments. 

It will be seen from the foregoing, 
‘HUDDERSFIELD| that machinery already existed for the 
sais Bey Se MEET | communication of ideas and the wishes 





‘TIME RECORDERS LTD. 


°38, EMPIRE WORKS 





of the directorate to the employees. 
This has undoubtedly been an impor- 
tant factor in the scheme’s success; but 
the mutual understanding and co-opera- 
tive spirit that such a scheme, well 
worked, can inspire, is every bit as 
valuable as all the suggestions put 
together. 
> 


50°/, Of Costs 
SAVED on 
11 Million Print 
Jobs a Year 


(Continued from page 24) 


once we can go to the files the minute 
a repeat order comes in, look up the 
plate and send it through to the Rota- 
print foreman, complete with job sheet. 

On work of this kind our costs are 
extraordinarily low. We beat the out- 
side printer on a straight job; on repeat 
work our charges are a mere fraction 
of his. . 

Moreover, we have sure check on 
comparative figures because we have 


JOB SHEET 
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This Job Sheet is the basis of the control 
of this work plan 





estimates from outside printers with 
which to compare our own prices. In 
making up the sheets showing our 
department’s figures we set them down 
side by side with outside printers’ 
figures. The results are often startling. 


Other Points Which Make Office 
Printing Profitable 


As a department we do not, of course, 
show a profit on our turnover. We 
charge departments at cost to us. It is 
in what we save the firm when com- 
pared to outside printing that we can 
be said to show a profit, and this 
amounts to about 50%. 

So far I have confined myself to the 
general organization of our department 
but I should like to mention one or two 
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your scheme is crazy.» 
this is what we must do 








THE YOUNGEST MAN IN THE 


ROOM ... but They HAD to Listen 


Sales had been falling—a conference was 
called—the Chairman had a ‘“‘bright idea’”— 
the ‘‘Yes-men” said ‘*Yes’’—when suddenly 
Simpson, from the end of the table, inter- 
rupted. The conference was electrified— 
even shocked—but they HAD to listen. 


HE HELD THEM 
SPELLBOUND 
Quickly and clearly he pointed 
out the pitfalls of the Chairman’s 
scheme, foresaw its weaknesses, 
its paltry compromises and its 
ignorance of the fundamental 
cause of falling trade. Then, 
logically and forcefully, he out- 
lined a plan of attack—a plan 
that was so obviously right, 
yet so simple, that they listened 
with rising excitement. In five 
minutes he had gripped and 
convinced everyone. Simpson 
sat down amidst a burst of 

applause. 


HOW DID HE LEARN 
THE SECRET ? 


For years Simpson had been a 
nobody, never venturing to 
express an opinion unless asked 
directly, and then only awk- 
wardly, self-consciously, and 
inefiectually. What had caused the revolu- 
tion ? What had transformed the old nervous, 
inferiority-complexed Simpson into the eager, 
aggressive man who dared to challenge and 
succeeded in convincing his experienced 
associates ? All wanted to know. This is 
what he told them. 


How to converse 
interestingly. 
How to develop self- 


STUDIED FOR TWENTY MINUTES 
A DAY 


One day he saw an advertisement inviting 
him to send for a FREE book— How to Work 
Wonders With Words. Suddenly he realised 
that the men wko get on are the men who 
can speak to, sway, and convince others. He 
posted the coupon then and there. Two 
days later he was reading the book, and 


WHAT THIS FREE BOOK 
WILL SHOW YOU 


How to address business 
How to write splendid 


How to sell more goods. 
How to enlarge your 


How to talk before your 
club or lodge. 
How to propose and 
respond to toasts. 
How to address board 


meetings. 
How to make after-dinner 


speeches. 
How to tell entertaining 
stories. 


How to acquire a winning 





How to overcome fear. 5 i 


from that moment his life changed. By 
devoting only twenty minutes a day, in the 
privacy of his own home, he learned the 
Secret of Effective Speech; the key that 
unlocks the barriers to all success—business, 
professional and social. 


THE SECRET 
REVEALED—FREE 


You, too, no matter who you 
are, can become the leader of 
your own particular circle. Can 
learn to address meetings, 
conferences, and gatherings with 
vigour, self-possession and auth- 
ority. Can learn to grip and 
sway audiences of any number 
and command others to your 
will. You, too, can win rewards 
and successes, can mould your 
career and achieve your ambi- 
tions through the knowledge of 
How to Work Wonders With 
Words, Your copy will be sent 
by return of post, absolutely 
free and without obligation. 


PSYCHOLOGY PUBLISHING CO., LTO, 
(Dept. la 3, 5 & 12, Queen Street, 
Manchester, : i 


meetings. 


letters. 


vocabulary. 


confidence. 


personality. 
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PSYCHOLOGY PUBLISHING CO., LTD. 
(Dept. B/ES9), 


' 
' 

Í 
' 3, 5 & 12, QUEEN ST., MANCHESTER 2 | 
į Please send me, FREE and without any } 
: obligation whatever, a copy of your i 
¢ inspiring book, How to Work Wonders i 
: With Words. 
' 
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LIBLE CHECK 


.. preventing machinery € transport time losses! 


No organisation using machinery and transport can ignore the tremendous eco- 


‘nomic and efficiency advantages of Servis Recorders. 


fitted to machinery or lorries, 
enable you to tell by an infal- 

- Hble chart, exactly, when and | 
when not a machine or lorry = 
has been under load. This en- 
ables time wastage to be elimin- -`~ 
ated, and results in increased 
production, and staff efficiency. 


Send for our 16-page booklet. 


Can be fitted to 
Motor Lorries and 
Tractors, Produc- 
tion Machinery, 
Packing Machines, 
Textile Machinery, 
Cranes, Lifts, 
Pumps, etc. ete. 


«Capital Cost only 
oad. per day. 


Models from 8 hrs. 
oto 8 days. 


THE 
peng AÀ 


These amazing instruments, 


A--Started late from garage. 
B-—Nothing to do till 9.00. 

C--At work making deliveries. 
D—Stop of 30 minutes. Why? ? 
E-~Launch “hour”. 

F-~Atr work making deliveries. 
G-~Stop of 1 hour Why? 
H—Reports at 6.30. Overtime. 
1—Truck used at night. Why? - 


SERVIS RECORDERS LIMITED 


72A RED LION 


What is the Secret 
of Successful _ 
‘Business-Building ? 


~ In every trade there are firms which 
forge ahead while their competitors 
have to struggle for orders. Yet 
“in many cases these leading firms 
can offer no real advantage over 
competitors. 
cco The truth is that in most trades to- 
day values are more or less standard- 
ized. Few firms can offer conspicuous 
advantages over their competitors. 
Consequently, the firm to which buyers 
send their orders is the one in which 
they have most confidence and which 
they regard as an enterprising and 
progressive concern. 
- Your reputation is probably a good 
one, but does it extend sufficiently far 
afield? Is it limited to the constricted 
ircle of your present customers? =~ 
For firms throughout the country we 
ve conducted schemes which have 
nhanced their reputation and brought 
them a gratifying volume of addi- 
tional business. How this has been 
complished, and how it could be 
accomplished for you, we shall be glad 
to explain in writing. Will yon ask 
for our recommendations? 


W. RUDDOCK & SONS 


. Direct Arer neng Consultants 


3 Old Jewry, London; | E. C2 him 


STREET 


TALCULA 


E WC 


LONDON 


New Patent 


DUPLICATE BOOKS 


without perforations 


Nothing to tear Open Flat 


Better than a sewn book 
as cheap as a stabbed one 


Not suitable for counter cheque books 
Write for details 





KRISSON PRINTING LTD. 


34 Foubert’s Place, LONDON, W.I 
Gerrard See 


ALCULAT on™] 


BARGAINS 


We have afew excellent factory- 
reconditioned calculators of well- 
known makes from £15. Each 
machine is fully guaranteed. Part 
exchanges arranged. 


UNEX ro. 


I5 Holborn Viaduct,d.ondon, E.C,! 
City 4093-4 


| success al, 


“economically. 


Earlier on I er neon that we onc 
had girls to operate the machines. Like 
most people, we thought this was the 
cheapest way of running the depart- 
ment, but when we got down to the 
real facts we found that to use only 
junior or female labour on machine 
work was uneconomical. E 

Men workers are far more skilled in 
the operation of machines, they are 
naturally much more fitted than are 
women for this type of work. Their 


| greater efficiency far outweighs their 


greater cost. 
With our male operators we have not 


only been able to do all that the mak 


claimed for the machines, but a good 
deal more. We regularly do printing 
that is usually thought to be quite 
beyond the capacity of any type of 


| office printing equipment. Furthermore, 
| we have stepped up the rates of pro- 


duction of all our machines far beyond: 
those claimed for them. 


The two main reasons for this 


| achievement are in my opinion: (1) the 


employment of male labour which, 
though more expensive, is cheaper in 
the long run, and (2) the care and: 
attention regularly given the machines. 


Machines Are Dismanited äna 
Cleaned Each Night 


I should like to amplify this second 
point., Each night our operators not 
only clean the machines but dismantle 
them. It may be said that this takes 
up time. It does, but it is time well 
spent. It is a practice that not only 
results in cleaner and better work but 
it guards against breakdowns and it 
certainly prolongs the life of any 
machine. Indeed, the original machine 
which we put into this department six 
years ago is still in excellent working: 
condition. A similar claim can be. 
made for others of our Rotaprints which | 
are now three and four years old. They 
have all paid for themselves over and — 
over again. 


Having One Source of Supply 
Helps Save Costs 


Another little point is-that we get a. 
our supplies—inks, plates, spare parts 
etc.—from one company. This make 
for constantly good running and, of 
course, elimination of all arguments 
about responsibilities. 

There are, too, other points that help 
towards tip-top efficiency... We do our 
own negative making. We have found 
that by wetting the “plate before treat 


| ing it with emulsion we are able t 


obtain a more evenly sensitised surfac 
and therefore cleaner, better results. 
I could enumerate more small points 


| of this kind but what I have said i 


enough I think to show that offic 
printing can be a paying proposition 
Whether you operate on a one-machin 
scale or run a department such. as ours 
proper - planning ; ; 
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How to Apply 


for 


ott, 


The Cope-Chat 


covernment |Vertical Visible Ledger 


CONTRACTS 


request that frequently reaches us 
from readers is for information 
about how to apply for contract 
work from the government in respect of 
the present re-armament programmes. 
The procedure is as follows: If you 
have never before obtained government 
work address your inquiry to The Con- 
troller, H.M. Office of Works, Storey’s 
Gate, London, S.W.1. 


Give all Possible Details in 
First Letter 


Your letter should give full details 
regarding the management and control 
of your company. Naturally, you 
should be an all-British firm, British 
money and British management. 

Further, you should state precise 
details of your plant and equipment, 
your production capacity and the 
standard and quality of the work in 
which you specialize. 

It is a good plan to quote recent work 
. that might be fit for comparison with 
the work you wish to do for the govern- 
ment. When citing such examples, 
give also your prices. 

Another thing to include is sound 
references, particularly from reputable 
firms or bodies of whom you have done 
work, 

As the Controller must have the 
fullest information if you are to be in 
the running for government contracts 
any details which you can give beyond 
the above should certainly be included. 

If your application receives favour- 
able answer from the Controller, your 
future moves in the matter will be 
directed from the Office of Works. 

The important point is to realize that 
the Controller must have every per- 
tinent fact to hand before he can begin 
to judge the merits of your company. 
The first letter is, therefore, most 
important and should contain as much 
information as you can possibly give. 
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PERFECT ACCOUNTS CONTROL 
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Signal Position shows State of A/c 
Colour Classify Customers 

































t Purchases ; A/c 7 SS v CUTS OUT 
Marked for Special Nite x Se ee YOUR 
Card Misfiled (Numbers Wrong)— Ser > wz / BAD DEBTS. 
í Ledger Card ——— 
| Seka - —— 
Black Signal—Stop Credit— “ SPEEDS UP 
"Out" Shows when) ACCOUNTS 
ohio oa COLLECTION. 
and Control--————— 
Red Signal—Refer 
Order to Manager = 
Insert Sheet Carries 
he ch E GREATLY 
à INCREASES 
Routing Slip — — ' 
Agi ) POSTING 
SPEED. 
GIVES EASY 
REFERENCE 
WITHOUT IN- 
TERFERENCE. 
IDEAL FOR 
HIRE 
PURCHASE 
LEDGERS. 








Write for a Copy of ‘A FOOLPROOF HIRE-PURCHASE SYSTEM” sent gladly by return post. 


THE COPELAND-CHATTERSON COMPANY, LIMITED 


EXCHANGE HOUSE, 


OLD CHANGE, LONDON, E.C.4. 


Telephone : CITY 2284 (3 lines) 


SPECIALISTS IN MACHINE POSTING EQUIPMENT. 


a 


bi sl m i ii : 
Lilei pam SAA ES 


LCE UTILE 


PATENT NESTING 
CHAIRS FOR SPACE 
ECONOMY 


(Patent No. 344159) eee ae 
Please send for catalogue : 
(Ref. B.) showing our com- 

lete range of tubular steel 
Koniria for all purposes, 


Cox & Co L'Puiney, swis 
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MAYFAIR 
FILM Co. Ltd. 


for Advertising Films that are 
different—100°, entertainment 





BEFORE DECIDING 
ON AN ADVERTISING 
EMSLET Us. % 


J. Show you a Mayfair 
Production. 


Submit to you 

alternative methods 
of treatment for your 
subject. 


SB. Quote you an all-in 

price for production, 
distribution and exhibi- 
tion at the most suitable 
cinemas. 


FILMS in COLOUR 


We produce films in colour at an 
increase of only 25% over our 
usual charges. 


COLOUR CARTOONS 


We produce cartoon filmsthatarrest 
attention by their individual style 
of draughtsmanship and treatment, 
by their original humour, and by 
the arrangement of their specially 
composed accompaniment. 


We do not @roduce films that by 
their similarity of treatment invite 
comparison with the world-famous 
American coloured cartoons. 


RADIO PUBLICITY 


We produce, record, and present 
Radio Advertising programmes. If 
you use this medium of publicity, 
reap the full benefit by making 
your programme an outstanding 
entertainment with famous stars, a 
well-known band, specially written 
book, and original lyrics and musical 
score. 


THE MAYFAIR 


FILM COMPANY LTD. 
SCREEN - RADIO - STAGE 
125 New Bond St., W.I Mayfair 4148 
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Salesmen 


Prevent Mistakes 


From the MANAGING DIRECTOR 
of a Hardware Manufacturing Concern 


very big business is bound to have a 
s certain number of complaints from 

customers. We are manufacturers 
of a. range of hardware lines and we sell 
direct to retailers. 

We do occasionally get a complaint 
through to our head office from some 
customer or another, but I certainly 
think salesmen can be trained to pre- 
vent at least many of the types of com- 
plaints which tend to come from 
customers. 

Of course, some complaints are impos- 
sible for salesmen to prevent; those 
arising from faulty goods, wrong de- 
liveries, etc. But there are other types 
of complaints—well-known ones—which 
salesmen can nip in the bud, if they are 
trained to do so. 


Customers’ Complaints 
Classified into Groups 


Out of our experience with retail 
customers I have divided these com- 
plainants into four groups. They are: 
(1) “Habit” complainants; (2) Slow 
payers; (3) Honest but misunderstand- 
ing; (4) The pig-headed ones. 

Taking them in order: there is the 
well-known type of individual who 
habitually makes complaints; he 
grumbles on principle, seems to feel 
that that’s the only way in which to 
keep a supplier up to his job. Usually, 
however, he does not press his objection 
seriously. In these cases, salesmen with 
a little tact and courtesy can easily 
smooth things out. 

The ‘‘poor pay™ type is more 
numerous. These people make com- 


plaints in order to hold up payment of 





an account. They want to justify them- 
selves for as much delay as possible. 

In these cases our salesmen are taught 
to tell customers that the company has 
fulfilled its side of the bargain and it 
is now up to them to fulfil theirs. It is 
no part of our salesmen’s job to collect 
debts, but we do expect them, as far 
as possible, to clear away the barriers 
for the head office collection depart- 
ment. 

Honest complaints, the third class, 
make up roughly 25% of the total. And 
by ‘‘honest’’ I do not mean necessarily 


justifiable. They are often groundless 
but sincere, and these need careful 
treatment. The salesman concerned 


may know the complaint is uncalled-for; 
it is generally based on misunderstand- 
ing. Here, we say, he must not tell the 
customer his views, but must listen to 
what the customer has to say as though 
he were ignorant of the facts and was 
hearing them for the first time. The 
exercise of good common sense, backed 
by a knowledge of the product, will 
then generally make the action obvious. 

The pig-headed type of complaint is, 
fortunately, a rare happening. If a 
customer is of this obstinate type, we 
teach our salesmen to adopt the most 
impartial and fair attitude. We do not 
want him to follow the idea that ‘‘the 
customer is always right". We don't 
believe that. All we ask for is fairness 
and impartiality. 
Investigating ‘Grouses’ Without 
Losing Prestige 


The complaints I have mentioned 
embrace all but a few of those we 
receive. In dealing with them we never 
adopt measures that in any way tend to 
lower the prestige of our salesmen. 
Therefore we never (1) employ special 
investigators; (2) we never put another 
man on the case; (3) we always set the 
salesman concerned to deal with any 
query; (4) failing satisfactory conclu- 
sion, we never go further than making 
an adjustment by letter. 

I do not say that our methods would 
suit every business, but our experience 
is that a special investigator, for 
instance, often undermines a salesman’s 
prestige or gives the customer an idea 
he was forced into the sale. In the rare 
cases when the problem must be solved 
by correspondence we find the method 
satisfactory. 


og- of the electrically operated letter 

opening machines which deals with the 
vast post received daily by Cadbury Bros., 
Ltd., Bournville 
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But that is the handling of actual 
complaints. My efforts have been to 
train salesmen in such a way as to pre- 
vent mistakes happening. Our educa- 
tional system teaches first that service 
must be sold as well as merchandise. 

We impress on our salesmen this 
idea: Let your customers know that 
you are their assistant buyer in these 
lines. Now, to give that impression the 
salesman must have a fairly extensive 
knowledge of his retailer's business. To 
get this he must study the neighbour- 
hood and the market area. We teach 
our men to do this. It follows, then, 
that with this knowledge they can help 
the retailer in an intelligent way to 
select the type of merchandise that 
particularly suits the area. 

























Over-Selling: A Prolific Source 
of Complaints 


Our attitude is that there is no good 
in selling a retailer goods that he, in 
turn, cannot sell. Such high-pressure 
methods invite complaints and dissatis- 
faction. Nor do we believe in selling 
any stockist more goods of any kind 
than he really needs. Over-selling is 
prolific as a cause for complaints. Our 
salesmen, therefore, are taught to avoid 
these pitfalls. 

On the other hand, it is excellent 
business to help the retailer move more 
and more of your product. That is 
another big point in our training for 
salesmen. They are taught to co-operate 
with dealers in keeping the merchandise 
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on the move. We provide each sales- 
man with information helping him in 
this service. 
told (a) what other firms are doing in 
our type of manufacturing; (b) what 
other retailers are doing to increase 
sales, etc; (c) how to take advantage of 
existing local conditions; (d) how to 
make use of advertising opportunities 
and how to make best use of the adver- 
tising materials supplied. 

Another important part of our train- 
ing is our concentration of making clear 
the terms of orders, returned goods, 
packaging, empties and so forth. We 
make all these details crystal clear to 
them and insist that they pass on the 
information completely to their cus- 
tomers. Often mistakes occur purely 
through confusion on any of these 
points, and that confusion arises 
because the salesmen themselves are 
not clear on details. Not only do we 
satisfy ourselves that the salesmen are 
clear in theory; we teach them the 
necessity of following in detail all the 
points in making out an order. 


Order Forms that are Practically 
Foolproof 


We have standard order-forms which 
must be filled in for each item, with its 
price and terms and delivery plainly 
marked. And after filling in that order 
in the presence of the customer, the 
salesman must hand the order over for 
the customer's inspection, or read it out 
to him, so that no error can arise from 
that source. 

Further, is taken to 


extra care 










In brief summaries he is 





What are you paying him? . . . What is his 
value to your organisation?... his complete 
record since he has been with you? All this 
data could be ascertained in a matter of 
minutes with the Shannon Visible equipment 
. » « just flick over a card and there you have 
all the facts marshalled for comparison and 
decision . . . at a moment's notice. 


Write now for full details of this system of 
lightning control of staff data. 


hannon 


IMPERIAL HOUSE 
I5, 17, 19 KINGSWAY, W.C.2 








BIRMINGHAM BRISTOL LIVERPOOL 
MANCHESTER NEWCASTLE-ON - TYNE 
GLASGOW CAIRO, EGYPT 











RE-ARMAMENT 


in your case means the installation of a modern 
Gledhill Register that checks and guards your cash. 
Over 100,000 traders put their trust in GLEDHILL 
British Tills and Registers; every up-to-date feature 
for modernizing your cash checking, cutting out 
waste and giving you security. Send for details, 
catalogue, etc. 


G. H. GLEDHILL & SONS LTD. 


50, Trinity Works, HALIFAX 


GLEDHILL’S 
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H ili inpi impress on salesmen that they must not 
Confirmation of Utility and Superiority promise special delivery or ake other 
: commitments that they have no pre- 
vious authority from the company to 
guarantee. On the other hand, all 
promises that ave made are backed up 
to the full by the company. 

This teaching, with all its precautions, 
have reduced our mistakes and com- 
plaints to the minimum. It has wiped 
out 90% of them. Of course, we 
supplement the teaching at this end by 






















39 ROBIN BOOKS 
on one order 


from a large electrical engineering 
firm who have been using them 
for many years, in various sizes. 


+ 


Simple — Economical — Durable 
large range of standard sizes 


FOR ALL RECORDS 


Introductory outfit comprising Robin 
Binder, bound full maroon buck- 
ram, 200 leaves, 5” x8” ruled feints, 
cash or ledger, and A-Z index post 
paid, 9/6. 


ment that saves labour and time. 
of machine makers in their stores. 


he can place thereon from the lower bins. 


Sole makers 


J. W. RUDDOCK & SONS 


Manufacturing Stationers 
LINCOLN 


Also at 3 Old Jewry, London, E.C.2 





Can You Write Letters 
that Bring Business 





HERE is a book that shows you. “How to Write 
Letters that Win’ covers the whole subject of 
business correspondence in a practical and common- 
sense way. It tells you how to use letters profitably 
in every phase of business; explains in detail the 
elements of a good letter, and, step by step, how to 
compose it. This complete book shows clearly, by 
actual examples, how to: 


—write letters that will create business, 

—sell goods and reclaim lost customers, 
—make adjustments and collect accounts, 

—and carry on transactions of all kinds. 

To-day, when the stan- 
dard of business letters 
is so high, you cannot 
afford to be without 
the practical help that 
“How to Write Letters 















that Win" will give 
you. Make sure of 
your copy now, and 


start to put its profit- 
making plans in prac- 
tice immediately. See 
convenient coupon 
below. 
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carefully checking orders, inspecting 
dispatches and all other details involved 
in placing the goods in the hands of our 
customers. 

At the same time, if a complaint does 
arise we make every effort to put it 
right without further aggravating the 
customer. By rigid supervision of sales- 
men’s efforts and of correspondence 
we do all that is possible to ensure 
goodwill being not only retained, but 
enhanced. 


+ 


Speeds Up Store-keeper’s Work 


| ie the opening afticle of this issue the writer stresses the importance of auxiliary equip- 

This ‘home made’ wheel trolley is used by a firm 
The platforms are used by the storekeeper to stand 
on when he reaches up to the higher bins and also for the transport of heavy items which 


These trolley-platforms are made by the 


apprentices 


USE THIS COUPON 


If you desire information from the Editor or from Advertisers 


To BUSINESS Service Department, 6 Carmelite Street, E.C.4. 
Please send, without obligation, more information in connection with acivertise- 





SHAW PUBLISHING COMPANY, LTD., ment (or advertisements) in the July, 1936, issue of BUSINESS numbered 
6 Carmelite Street, below. 
London, E.C.4. -æ © am e ae o cee o ome G eee ees ee ee es y’ ee ee ee ee eee eee eee 
Please send me/us post paid ............ copies of LY S = 
“How to Write Letters that Win”, for which I Numbers (see Index, Page 5)..ss.resssesrrsereresensnrrenensereenrenrererenerennesssass Sauebaces 
enclose a remittance of 8/9d. each. 
NaME 
ADDRESS 
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The title on the cover reads Mi 

“What’s An Office, Anyway? ” | 
That question covers scores of others, the answer to which you 
have long wanted: How are thousands of executives doubling 
their ability to get things done ? Stepping up the results of their 
executive thinking ? Cutting down the weight of executive detail ? 
Men now using the Dictaphone to do these things were sure 
: that it wasn’t the answer—before they tried it. But they made 
a this modern dictating instrument prove its own case to them. 
| | They saw for themselves how it captures money-making ideas 
. turns these ideas into action . . . clarifies instructions .. . 
records telephone conversations. But first 
they tried it—just as you ought to-try it. 









2G The Trend to 
74 j Dictaphone Sweeps 
on—Get to -know 


The Dictaphone 





REG. TRADE MARK 


THE DICTAPHONE CO., LTD. 


Write or phone to-day for absorbing booklet, “What's ` (THOMAS DIXON, Managing Director) 
an Office, Anyway ?’’ (Free). 3 107 (H) Ki H Ki 
* ALSO get particulars of the new DICTA- a ey SEE NORN 


PHONE TELECORD. It records telephone : Tel.: Holborn 4161-2-34 


conversations and conferences. And at Manchester, Birmingham, Glasgow, Liverpool, 


ae pAn a R RL E AO EA E ES, A. IE TE Leeds, Bristol, Newcastle-on-Tyne, Dublin and Belfast 
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summertime 


lassitude and Fatigue.... 















Install 


TAN-SAD 


throughout your 
organisation ! ! 





Counteract production losses and time 
wastage induced by summer heat and 
sultriness ! Install Tan-Sad Chairs through- 
out your organisation —and by providing 
a natural sitting posture for your staff 
reduce summer fatigue to the minimum. 
Figure A shows the old style chair caus- 
ing cramped lungs, resultanc fatigue 
and consequent low personal efficiency. 
Figure B shows the Tan-Sad posture, 
upright and natural, nerve-centres gently 
supported ensuring ideal working con- 
ditions and perfect physica! comfort. 


Send for fully detailed lists. 








THE TAN-SAD CHAIR co. (1931) LTD. 


AVERY HOUSE, CLERKENWELL GREEN . . «+ LONDON, E.C.I 


without moving from their office desks 


The Ericsson Master Station on your desk is your instantaneous 
link with your organization. You press a switch, speak 
naturally into the instrument and your man answers—clear as a 
bell—as though on the other side of your desk. 

You can speak to one person—or fifteen—hold a simultaneous 
conference without moving from their offices. 


Here are the advantages :— 


A Get through instantly to any Hold a conference without 
department without dialling, * any executive out of his de- 
calling > jpo ir holding partment. 
earpiece or int 
nilie g a Ai 5 If necessary loud speaker can 
* be switched off so that only 
2 Hear replies ALOUD — ae a 
keeping hands free. y panate 
Right - of - way over other sy 
3 conversations. 6 « FULL SECRECY 





Can you afford 
to be without 
these unique con - 


soes, a1 | ne Machine does the work of Two 


t get in touch 
Sak a Aer Continuous Form Billing in addition to regular typing 


for particulars of Your typewriter actually does the work of two machines 


our moderate when used with “Fanfold” Continuous Form Adapter, because 
RENTAL the many time- and money-saving methods of the Continuous 
MAINTENANCE Form Billing Machine are added to all the advantages of 


or make an ap- regular typing. 


pointment for "Fanfold” Continuous Forms typed over our Attachment effect 
free demonstra- savings in Billing time, and costs, ranging from 17% to 78% 

eae without affecting the operation of the typewriter for regulai 
MASTER STATION tion AT YOUR correspondence and other purposes. 


ERICSSON TELEPHONES LTD. ADDRESS. 





Fanfold” Adapter places no strain whatever upon the type 


67-73, KINGSWAY, LONDON, W.C.2 writer carriage; because of the very simplicity of construction 


Telephone | 
HOLborn 3271-2-3 


and operation there is nothing to get out of order. 


anfo), 


TRADE Meee 


NORTH CIRCULAR ROAD, LONDON, N.W.2 
Telephone : GLAdstone 5477 (3 lines) 












LOUD SPEAKING INTER-COM- 
MUNICATION TELEPHONES G 
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HAVE YOU A SALES PROBLEM ? 


Just a glance at the COPE-CHAT Visible Index will 
show you the activity of 124 customers’ records :— 


. What lines they are buying and when. 

. What lines they could BUT DO NOT buy. 

. Lines for which they could give increased orders. 
. Just when they were called on last, and the result. 
. How any contract is standing. 

. Outstanding quotations. 
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Complete Sales records, i.e., by Line, Area, Town, or Customer 
are better kept on COPEDEX—the ideal method for comprehen- 
sive yet compact sales data. 


Our new booklet *'Sales organisation, Analysis and Control’ will be posted to you by return 
Why not send for it? 


THE COPELAND-CHATTERSON COMPANY, LTD. 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 
Telephone: CITY 2284 (3 lines) 
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A mechanised manifold book 


é 3 : Whenever handwritten forms requir- 
ae ae ee ee ing carbon copies are used for in- 
| ternal routine purposes, an EGRY 
AUTOGRAPHIC REGISTER will 
accomplish the work in half the time. 


Interleaving of carbon paper and handling of 
forms is entirely eliminated through the use 


of Continuous Stationery. 





When sending for 
details, ask also for par- 
ticulars of the SPEED- 
FEED Typewriter of an original and up to 5 carbon copies. Machines are made in various sizes to meet the 
Attachment. Where 
routine forms are typed 


One writing, and one turn of the operating 





handle will deliver a set of forms consisting 


usual standard commercial forms. 


instead of being hand- The most important feature of this inexpensive device lies in the security and protection 
written this automatic » ae . aff bythe Rocke ; | 
device will speed up of records afforded by the locked compartment into which a complete copy of the issued 
the output of such forms is fed for control purposes. If necessary, a dissected analysis of certain pre-selected 


multiple sets. 


items only may be so retained in place of the copy. 


EGRY LTD. 


WARPLE WAY, ACTON, LONDON, wW.3 Telegrams : EGRYCOMPAK, EALUX, LONDON 


Telephone : Shepherds Bush 3377 (3 Lines) 
WHY 
waar \ 
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VISIERE SYSTEMS 


SHOW AT- A- GLANCE 









How long does it take you or your executives 

to get VITAL BUSINESS FACTS ?—Far too long 
& if you do not use “VISIBLE SYSTEMS”. 

Carter-Parratt Visible Card Equipment keeps 
Send now os “key” facts continuously before you—shows 
older Why X 
showing how yOu instantly—how many orders Jones booked 
Visible Systems jast month—when he last called on Smiths'— 
keep your busi- where Credit has reached limit—which lines are 


at our " r 
a, eles. moving or not moving—every fact at a glance. 


CARTER-PARRATT LTD. 


(P. J. Carter Eve, Managing Director) 





aeoea 7 316 ABBEY HOUSE, VICTORIA STREET 
BAR-LOCK (1925) CO, BARLOCK WORKS, NOTTINGHAM | seems LONDON, S.W. 1i 
TEL. : 75141/2 @ 10 Telephone : Abbey 3675/6 
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“OVERTIME 


Is a 


Heavy Indictment 


Against Management ág 


IT IS ALTOGETHER UNNECESSARY IN A PROPERLY 
DEVISED. SYSTEM OF EXECUTIVE CONTROE 











Says A. PERRY-KEENE 


Cost Controller, The Austin Motor Co., Ltd. 


n the opening article in the June 
I issue of BUSINESS, overtime was 

denounced as a bugbear of the 
manufacturing side of industry. I 
should like to go further and say that 
it is a positive indictment against 
management. 

Overtime (the extension of ordinary 
day labour) is an outstanding admis- 
sion by the management that it can- 
not do its job. 

It would be no exaggeration to say, 
certainly in every case where such 
‘“‘panic’’ measures are in force, that 
the works are running the manage- 
ment and not, as it should be, the 
other way round. 

That is the real bugbear of industry: 
this failure by management to realize 
that it should lead every point and 
movement in the business, not be 
dictated to by them. Overtime is only 
one of the many uneconomic expedi- 
ents induced by this inverted 
condition. 


The Bulk of Businesses Have 
No Real Management 
The great mass of businesses in this 
country are of quite small size. 
Nearly 104,000 concerns (actually 77 
per cent of the total in the country) 
have a pay-roll each of 25 hands and 
less. Of those employing up to 50 
hands there are but 11,500; only 9 per 
cent of the total. 
It is safe to say that in the vast 
majority of these concerns real man- 


agement is unknown; they run in an 
inverted state. Their responsible 
executives think only in terms of 
manufacture. The procedure gener- 
ally followed is: (a) To manufacture 
a thing; (b) to publish advertisements 
and send out travellers to secure 
orders for it. 

The final manufacturing cost of the 
article arrives as a pure accident; a 
total of various quite uncontrolled 
charges. The orders brought in by 
the selling efforts are haphazard. 
Maybe they have an approximation 
to some sort of forecast which, in 
reality, is not a forecast at all but just 
a guess or a pious hope. 

How, under these circumstances, 
can production and selling be made to 
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at Longbridge 


synchronize so that there is no over- 
lap anywhere? No wonder there are 
spates of hectic overtime, short time 
and other inequalities when the selling 
side runs blindly along on its own 
account and production is without an 
initial plan. 


They Acclaim Overtime as Sign 
of Prosperity 

Yet business men brag about this 
chaos. ‘“‘Business is fine; we've been 
running overtime for weeks,” they 
say proudly to their friends, little 
realizing there could be no greater 
exposure of incompetence than this 
admission which reveals an utter lack 
of even fundamerftal planning. 
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Overtime is one of the most harmful 
ailments of any business; it is wasteful 
of man-power and material; it upsets 


any attempt that may be made to — 


control costs. 

The successful conduct of a busi- 
ness lies in the ability of the manage- 
ment to see correctly the needs of a 
market and to apply the time-energy 
of his human element (employees) to 
converting raw materials into manu- 
factured, saleable articles acceptable 
in that market. 

This is not too eementary a point 
to be emphasized in a journal of this 
kind because the whole of manage- 
ment’s energy must be directed to 
applying and controlling that time- 
energy of the human element. The 
way management exercises that 
control spells smoothness or chaos, 
profit or loss in the particular business 
to which it is applied. 


Why Austin Work Plan Needs 
No Overtime 


How, then, should the time energy 
of a manufacturing plant and staff be 
arranged to pròvide smooth, profitable 
running without any recourse to over- 
time? 

I think the best way of explaining 
this is to quote from actual experience 
of the undertaking which I have the 
honour to serve. 

Long before we call on the works side 
to start production we ‘‘'weigh up” our 
market. That involves about 790,000 
calculations to ensure a composite result 
that is likely to be true. 

Four months before production is to 
Start thosg calculations are completed 
and a control budget is made. This 
budget indicates that if things are 
properly handled there will be sold in 
this district so much, in that district so 
much, and so on. 

Now this calculation is a precise one. 
In actual practice over the past two 
years we have maintained a remarkable 
accuracy. We have found, within this 
fine limit, what the market will absorb 
of our products at a definite price. 


. 

Customers, Not the Works, Dic- 

tate Manufacturing Cost 

This definite price is important to 
note, because it is the public which 
dictates the price that it will pay for a 
product. A realization of this is a very 
different thing from the general practice 
of first manufacturing your product and 
then letting the aggregate production 
expenses dictate to you that such and 
such is the manufacturing cost. The 
price that the public dictates is the 
figure at which we say ‘‘free sales’’ will 
occur, and on that dictated price the 
manufacturing cost must be accurately 
predetermined. 

Having, then, ascertained the size of 
_the market we are going to supply, and 
the price which our products must cost 
to manufacture, we can tell exactly how 
to prepare production to meet those 
needs. 
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Wit plant set to give a definite 
output in a definite time there 
must be constant control to ensure 
that every machine contributes its 
quota. 

This appliance, the Centralo- 
graph, is a unique instrument, de- 
veloped by Austin engineers. It 
records, every 30 secs., exactly 
what each machine battery in the 
works is doing. Located in the 
executive control offices, wired 
electrically to each machine battery 
and to Greenwich time, it literally 
tells if each machine is making its 
pre-fixed profit, The arrow below 
marks a hold-up of 3 machines for 
several minutes. Instant remedial 
action was thus possible. 

Such control ensures that a day’s 
or a year’s work plan progresses 
evenly and finishes exactly to pre- 
fixed time and cost. 
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It becomes the duty of the manage- 
ment to convert the whole of those find- 
ings into time applied to the production 
facilities available. But the duty does 
not cease there. The executive staff 
must be so competent that they can 
tell, before production starts, whether 
the machinery they have is able to do 
the job or not. Theirs must be the 
clear-cut responsibility of providing the 
correct units of plant throughout the 
factory and the correct human elements 
to carry out that particular work. 


All Austin Costs are Planned 
on TIME Basis 


Now, still before production can 
start, the works must have laid down 
for it, in terms of time, every single 
operation necessary to produce the 
complete article that is to be sold. 

This process is carried out by a very 
specialized section of the management, 
executives who combine the qualities of 
the engineer, the planner, the account- 
ant and the actuary. Under this 
handling the money token disappears 
and the entire manufacturing pro- 
gramme is set out in terms of time- 
energy. These executives fix the maxi- 
mum number of minutes’ use of the 
machines for each operation so that it 
keeps its proper relation to the total 
predetermined manufacturing cost. 

In the average Austin car there are 
6,800 parts involving 107,000 opera- 
tions. The programme for every use of 
these parts and each operation is set 
down beforehand. In the case of the 
10 h.p. car for instance, four months 
before the first car was produced the 
whole costs were tabulated and pub- 
lished for issue to the works. Eventu- 
ally, when the first car was made and 
tested, the difference between the pre- 
fixed price and the actual price of the 
car, when converted back to money, 
was four shillings and ten pence. 

Production, then, goes ahead. But 
let me interject here a brief indication 
of how stimulating to the workers is the 
system of time-control. This is a very 
important matter because on a healthy, 
enthusiastic morale naturally depends 
the continuance of the business. 


Workers get Bonus on Time 
(therefore Costs) SAVED 


All production is viewed in terms of 
minutes elapsed, all wages as minutes 
occupied, while time saved is the basis 
on which all grades of labour can 
increase their individual earnings. 

The ‘‘fair time” basis is set up in the 
planning department and is an allow- 
ance in minutes for the particular oper- 
ation in hand which, before becoming 
current, is proved in practice as being 
the time an average operative would 
occupy in completing it. Thereafter 
the time allowed is fixed and the worker 
is encouraged to save as much of that 
time as possible, and is paid a bonus 
for the whole of the minutes he can 


Save. 


This gives an opportunity for both 
mental and physical capacity, not only 
in actually doing work but in making 


cag ey í 

r andled wi vith the ee ease “and 
This bonus system on time saved 
erates Eo yore so that co- a 


o use all items ‘of plant at or 
pacity to the benefit of all, the 
ceiving direct remuneration on 
red: and the company upon 

st. t saved. 


What Workers’ High Earnings 
Have Achieved 

Thus we have a happy position— 
higher wages for the worker, more 
rofits for the company, followed by 
expansion and more employment and 
educed prices for the customer. In 
ecent: TAR we have: 


inereased Turnover 

-Increased Worker's out- 
. put efficiency and pay 
-Increased Profit Volume 
“Increased Employees - 
Perai Sais Price 


142 
434.90 
328.80 


65 
500 


All. sections of the company thus 

ave a direct interest in the success of 

i undertaking, poor performance 
being automatically followed, promptly, 
by small remuneration, and large out- 
put and sales by a Ss ida 
¿increase in pay. 


BEFORE Starting, Production 
Controller Must Know— 

>o With production in progress 
follow this procedure : 
JA manufacturing programme is laid 
ut. covering periods which, upon 
analysis: | oor among others, these 


We 


(a) The aoc load on the plant 
and process facilities. 


-UNPLANNED MANAGEMENT— 
is the general condition which rules in the 
majority of manufacturing concerns to-day. 

_ There is no Plan which co-ordinates manu- 

i facture and selling as one essential factor. 


The factory makes, the sales force sells. if 


i © “The 


Per Cent. | 


504.70 that supply. 


_ reach 
©- could progress 


j nun © ployees 
sary to carry out ‘the scheme. oe 


volume of 
required. 

(d} The quantity of products per 

minutes or per hour which must 

be delivered from each machine 

or section. 


The expected production cost in 
view of the layout employed and 
the quantity to be handled. 
This cost includes both shop and 
financial charges. 


Further sub-division results in a com- 
plete plan of action which absorbs every 
minute of each working day for all 
manufacturing sections, eliminating any 
loss of time through waiting for jobs, 
material, or order of procedure. 

Thus we have a pre-fived market 
capacity to supply, and a production 
programme exactly calculated to meet 
Our ‘orders received’’ 
are not sprung on us as a surprise so 
that everyone in the works has to go 
suddenly mad to execute them. 

But even with a definite goal ahead 
and the properly planned means to 
it no manufacturing concern 
without continuous 
leadership, step by step, day by day, 
from the executive control. 

We have a most important piece of 
control apparatus which we call the 
Centralograph. It is a “time machine”’ 
also a “profit and efficiency detector’’, 
and it shows us—every 30 seconds of 


_ the day—exactly what a production 
- machine is doing, whether or not it is 
-keeping to 


its scheduled output, 
whether it is making a profit or loss 
each half-minute. 

This machine, which incidentally was 
developed within these works, is 
electrically time-controlled from Green- 
wich and at the same time electrically 
connected to each machine battery in 
the works. 

Thus, in the executive offices, we can 
read off precisely whether every 


6 months. 


HO schedule. 


Eee T 


control, 


ev per eee 
Ifa lapse occurs we ik 
where it is, not at the end of the day 
week, but instantly, and so we ca 
immediately give whatever help 
wanted to make the correction. 

Incidentally, we have found that. 
per cent of failures are not due to op 
atives, but to the higher executives 4 
some direction or other. 

This, of course, is only one aspect < 
control. In all we have 80 outposts 
control by the office (.e., the mansi 
ment), which ensures that every sing 
operation is carrigd on throughout th 
working week of 2,820 minutes, an 
that the year of 140,000 minut: 
correctly meets its predetermined tir 
and cost. 


How Much Does this Scheme 
Cost to Operate? 

What is the price of operating sac 
a scheme? The whole executive six 
of production, planning, buying, co: 
making up and payment - 
wages, also of necessary drawings f 
jigs, tools and smaller parts, costs.us a 
average of 0.681 per cent of net sale: 
An insignificant figure this, but an 
illustration of how, if sufficient output 
be maintained, volume of oncost need 
never be feared, as the incident is ly 
and cost per piece is greatly reduced. 

Naturally, this is only the ver 
briefest outline of the leading princip 
of our management. There is no space 
here in which to explain the detail. of 
the many other mteresting componen 
of it. It is, however, sufficient, I thin 
to show how sharply it contrasts wit 
the kind of ‘‘management’’ whic 
gropes along in the dark accepting ove 
time and other illogical upsets as pa 
and parcel of the routine of business. 

The enormous growth’ of o , 


f Company has been the direct result of 


our principle of management, the 
principle of first accurately gauging 
capacity of a market and of the: 
before production, exactly planning the 
day-to-day plant, personnel and cost 
necessary to supply that market. 


PLANNED MANAGEMENT— | 


on the other hand first determines the extent | 
of its market and the price at which that | 
market will accept the goods. It then says:  ] 
We will make so much at such a manu- 
facturing cost and this will be sold in, say, - 


the salesmen are lucky the factory is put on 

overtime to keep up. If they are unlucky 
factory hands are laid off or put on short 
time. | 


Then, still before work starts, it calculates | 
exactly the plant and staff required to pro- | 
duce that programme. Thereafter, produc- 
tion and sales are controlled by the manage- 
“ment to synchronize daily till the 6-months’ 


It is all a matter of chance; the manage- Prog Fane is (hrougH, 


~ ment doesn’t manage, it is dictated to by the 


7 | Never is there need for Short Time or - 
very factors it should control. 


.. Overtime. 
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The New Cut In Telephone Rates Will 
Loosen Up A Profitable New Market 


TO 500,000 MORE PEOPLE A YEAR 

SHOPPING WILL BE MADE EASIER: 

HOW MANUFACTURERS WILL BENEFIT 
From 


W. G. BATTERSBY 
Director, ,Battersby & Co., Ltd., Hat Manufacturers 





hough not a great deal has been said 
T abont it in the daily Press and the 

trade papers, I think the recent cut 
in telephone rentals and the institution 
of a percentage of free calls is a develop- 
ment of great importance to industry 
throughout the country. 

Because the advantages of the new 
terms will be felt most directly by the 
general public it is the retail trade that 
will, in the shape of stimulated busi- 
aoe be the first to catch the reflection 
of it. 


Prosperity is Judged by Retail 
Trade Activity 

That will be a very good thing. The 
volume of retail trade transacted is the 
key of a country’s prosperity. During 
the whole of this year the total retail 
sales figure has been well above that of 
1935, and at the moment of writing the 
curve is showing a most satisfactory 
seasonal climb. i 

The telephone in fhe home has been 
rapidly developing as a medium for 
making shopping easier, For a long 
time now telephone installations in the 
home have been increasing at the rate 
of Over 200,000 a year, and the number 
of actual calls in the past year has 
increased by about 140,000,000. The 
cumulative effect of all these additional 
facilities for ordering by telephone has 
been an important factor in increasing 
retail sales. 

But this great number of new phone 
users will now be more than doubled as 
a result of the concessions that will 
come into force on rst October next. 
Competent authorities estimate that the 
number of new domestic subscribers 
will reach 500,000 a year. 

The practice of ‘‘shopping by tele- 
phone” began in America as a natural 
result of the almost universal use of the 
instrument in the homes of that 


country. But in the last few years the 
practice has been rapidly developing in 
Britain. Many of the great stores have 
built up special telephone departments 
to handle this growing business. 
Ordinary retailers, too, have been 
independently encouraging it among 
their customers. 

A fact that is not well known is that 
the Post Office itself produces attractive 
coloured stickers which it provides free 
to subscribers who apply for them. 
Progressive retailers can find for these 
stickers many uses that will help to 
educate their customers to take 
advantage of this easy way of shopping. 

Manufacturers should be keenly 
interested in this development of 


STILL CHEAPER | | 
TELEPHONES 


Starting October | st domes- 
tic subscribers will get 200 
penny local calls a year free, 
or their equivalent in 2d., 3d., 
and 4d. calls. 

A 

This means that the average 
small home will be able to get 
the use of the instrument by 
paying only the 20|- quarterly 
rental. In effect, an all-in 
telephone service for 1/6 per 


week. 
C> 


Looked at as a price reduc- 
tion the concession is equal to 
a cash rebate of 4/2 a quarter. 

e 

The small trader, and all 
other business houses, will get 
a l0- yearly reduction of 
telephone rental. Where 


additional lines are rented 
the reduction applies to each 
line. , 





telephone business because a lowered 
sales resistance means a quicker clear- 
ing of goods from the retailers’ shelves. 
It speeds up turnover, the great aim of 
both the shopkeeper and the manu- 
facturer. 

Faster turnover introduces all sorts of 
trading advantages, among which are 
the possibility of lowering prices and 
the increasing of total volume of goods 
sold. It ensures freshness of stocks, 
and therefore more satisfied customers. 
In fact, if the position is examined 
minutely a list of at least a dozen sub- 
stantial trading advantages can be 
discovered. 


Manufacturers, Urge the Shop- 
by-Phone Idea 


With a keen eye on this new and very 
large ‘‘telephone market” which is 
opening up, ‘manufacturers should, 
therefore, prepare definite elements in 
their sales and publicity campaigns to 
assist their retail distributors in foster- 
ing the telephone habit among their 
customers. 

The live retailer will naturally do this 
to some extent of his own accord. But 
the whole onus should not be left on 
him. The position presents a magnifi- 
cent opportunity for the manufacturer 
to co-operate. 

I cannot, offhand, suggest specifically 
how manufacturers in the many differ- 
ent trades can do this. It is a matter 
for the sales promotion department of 
each individual manufacturer to work 
out. But I do put the idea forward as 
a most important point to study. 

Half a million more people every year 
with the telephone in their homes. 
What does that mean if only these new 
subscribers can be induced to make two 
or even one extra purchase each week? 
But the experience is that the increased 
business comes from all homes that 
have a telephone, and Britain will soon 
be a country that has ‘ʻa phone in every 
home’. With the autumn season 
approaching, and bearing in mind that 
as the weather deteriorates the tele- 
phone becomes more than ever appreci- 
ated by the user as a means of 
convenient shopping, the time to start 
thinking about this new opportunity is 
NOW. 
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~The Depression 
Killed Our Old Business... 
New One, 196 


So We Built a 
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ive years ago we were agents for a 

well-known make of electric tools. 

For more than thirty years we had 
successfully marketed these tools. Our 
sales had grown until we occupied an 
important position in the market. 

To-day we manufacture electric tools. 
Our sales are more than six times as 
great as the record year we experienced 
as agents and our business is rapidly 
expanding. In less than five years we 
have quadrupled our factory space and 
similarly increased our output—this in 
addition to manufacturing almost every 
component part of our machines, a job 
we could not undertake at the start. 

The sales figures reproduced here 
show the substantial upward movement 
of our business since 1932. These per- 
centages are the actual increases that 
have taken place, a fact which often 
receives sceptical comment from some 
oi my business friends! 

When I look back and consider our 
modest start as manufacturers I must 
confess to some good fortune. I do not 
mean that markets were presented to 
us, but we were fortunate in that the 
expansion in the use of electric power 
—which we did anticipate and did plan 
for—took place. The coming of the 
electricity grid system, for example, 
helped us as it enabled many country 
garages and similar works to use cur- 
rent and, therefore, become prospective 
customers for our tools. 

There is, too, the fact that we had a 
wide connection for the marketing of 
our goods. Indeed, it was this existing 
connection which was a primary reason 
for our reorganization as manufacturers. 


These Two Blows Gave Us 
Our New Start 
There were two factors which demol- 
ished our previous business in 
September, 1931. The first was the 
government's decision to leave the gold 


4, Better 


Says H. RICHARDS 


Managing Director, S.“Wolf & Co., Ltd. 


standard, the second was its decision to 


impose a duty on all tools imported 
into this country. When we went off 
the gold standard the devaluation of 
the £ in terms of German marks (we 
were buying from a German manu- 
facturer), coupled with the new duty, 
made trade out of question. Thus, 
overnight almost, our business received 
a severe blow. Shipments that were on 


How 
THE SALES ROSE 


Mr. Richards, who quotes the 
following sales increases since 
his reorganized company be- 
gan work, says even his best 
friends were at first sceptical 
about accepting them! 
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Electric Tool Manufacturers 


the way were actually turned back. 

It was obvious that the situation was 
not likely to improve for a long time, 
probably years. If, therefore, any 
action was to be taken a decision must 
be reached at once. It goes without 
saying that the only effective answer to 
such a problem was for us to manu- 
facture electric tools ourselves. 

At this point it was purely a case of 
saving the business. Our stocks on 
hand were sufficient to carry us until 
about June, 1932, if we concentrated 
on serving our present customers and 
did not seek new sales. In the mean- 
time we had to investigate (a) the 
chances of the situation changing; (b) 
the possibility of successful manufac- 
ture of the tools here to meet our exist- 
ing market needs and (c) to find out 
whether we could get production going 
well enough to take up the market at 
the time our stocks failed. 


Our Market Automatically 
Became ‘Protected’ 


By December we had completed our 
investigations and decided to manu- 
facture. 

One of the major factors helping our 
decision was, of course, our years of 
experience in handling electric tools. 
That gave us an understanding of the 
existing market and we had, therefore, 
a shrewd idea of the yearly sales we 
could expect even if we could not 
expand that market. But there were 
additional factors that gave us confi- 
dence. These wer: (1) The duty on 
our type of goods was a protection on 
which we could rely and which would 
help us meet foreign competition when 
the exchange became more favourable 
to our competitors from abroad; (2) We 
would have the big advantage of selling 
on the ‘‘Buy British” plea, a very 
strong point, especially under current 
conditions and in view of the fact that 
these electric tools were previously 
foreign made; (3) Our investigations 
had shown us that our old sales organ- 
ization left much to be desired and that 
if we reorganized along modern lines we 
could not only hold the market we had 
built up, but expand considerably. 


Why We Capitalized The 
Venture Ourselves 
In a transition such as ours, from a 


simple business of agents to a complex 
business of manufacturing and selling, 





poses, so far as capital is ‘concerned: , all the ice we ae in the ‘past 


“Yet 


; like financing a new business. 

ere is a difference in such a case. A 

market was not only present but 
captured. 

On the other hand, so long as we 
delayed production so was this market 
jeopardized. 

These were points which influenced 
us in considering the financing of the 
business. A further consideration was 
this: if we obtained outside capital it 
would be to launch the scheme on a 
bigger scale than the present market 
called for. Such being the case, there 

ere chances of overproducing or 


underselling. _ 

¿For these reasons we decided to 
finance our venture from our own 
resources, to seek first to hold and con- 
solidate our present market and then, 
if our plans matured, develop our trade. 


We Had To Decide WHAT 
To Manufacture 


Our aim was to proceed as quietly 
and as quickly with our scheme as we 
could. We had to decide, for instance, 


facture and what component parts 
would need to be made by outside 
firms. In this, of course, our financial 
arrangements largely governed our 
choice. Certain components were intri- 
cate in manufacture and the plant 
needed for processing them was far too 
expensive for us. 


~- Another problem we faced was the 
time lag between the ordering of plant 
and its “delivery and installation. 
= The factory we took was on the out- 
skirts of London, within reasonable 
distance of our old headquarters which, 
of course, we continued to occupy. We 
had a good reason for choosing a site 
of this kind. We wanted our business 
to pass smoothly from an agency to 
that of manufacturers and, therefore, 
the more closely we stayed by our old 
and recognized routine the more that 
idea would be accepted. When we had 
thoroughly established ourselves, then 
we felt we should be free to develop 
afresh. 
If you are at all familiar with electric 
ols you will know that there is a great 
ariety of types and classes. Here, 
gain, we were faced with the task of 
urtailing our efforts to meet our 
nances and to be in keeping with our 
autious policy. 
‘Naturally, the decision on what tools 
ò make had been taken when we 
ecided to manufacture. Our plant had 


een built up on that decision. We had 


st ourselves a policy to be followed: 
J we would produce tools of a quality 
s good as, or superior to, the tools for 
which we had been agents; (2) we would 
back up our belief in our product with 
12 months’ guarantee. The price, we 
new, would be right. 
fhe result of our investigations, 
iewed in the light of our experience, 
ade us decide on the manufacture of 


ols at the start, a ees duty aril 


“users. | 
large, uneconomic salds force operati E 
all over the eountry: 


June, 1932, when the stocks would: be 
near their end. 


the early snags and we started output 
in May. 


‘British’ Was The Advertising 
Theme Used 


By this time we had planned our 
advertising and sales campaign. As [ 
said earlier, one of the major points in 
our favour was the appeal ‘‘Buy 
British”, which was then popular. 
This became the big theme in our 
advertising. We started off by writing 
to all our customers informing them 
that Wolf electric tools were now being 
manufactured in England. All our 
labels, letterheads, leaflets, folders, 
booklets, etc., propagated this idea. 
Instead of “Wolf Electric Tools” it 
became ‘‘British Wolf Electric Tools’. 

In the first nine months or so it 
seemed that we had completely suc- 
ceeded. Our advertising to the trade 


how much of the tools we should mann. “6 ** tenstied along the Buy British 


lines and we tightened up our sales 
organization by putting extra men into 
territories, speeding up deliveries of 
goods, organizing our salesmen to call 
more frequently, to make out detailed 
reports and to explore ways of giving 
better service to customers. 

Indeed, we were doing so well that 
we were able to add three extra types 
of machines to our output by the end 
of the first three months. By the end 
of the second three months we were 
more than meeting the demand of our 
existing market. Now we had planned 
that the first year’s production should 
take up where the stocks left off. It 
was scheduled. to satisfy the captured 
market but we found ourselves with a 
growing surplus. 


Production Now Forced a Change 
of Sales Policy 


At this point we started to exert 
greater efforts in the market but results 
were inadequate. By the fourteenth 
month of production our shelves were 
loaded with surplus stock. 


To cut production was the last thing 
I wanted to do. We had fought hard 
to establish ourselves and had more 
than succeeded. Further, we knew 
that the potential market was big, if 
only we could reach it. Unless we 
could, our outlook was limited. 

We had realized before we started 
manufacturing that our sales systent 


needed tightening up. By this time I 


was convinced that it needed much 
more, Nothing short of scrapping the 
entire system and building afresh would 
meet the case. And that is what we 
did. a 

Our old way was to sell direct to 
This meant the existence of a 


However, our organ- 
ization had gone swiftly forward after . 


policy. 


We had 
either to cut production or raise sales. 


Even "80; Wwe 


A | we did. deal with: some dis 
We had planned to have the new ” 


> butors. they were not encouraged © 
factory operating by the beginning of 


develop trade in our products as they 
were in competition with us. 

These and other points led to the 
change I made. We decided to appoint 


distributors in all parts of the country 


and to sell only to them. In other 
words, we threw over the direct-to-user 
All our customers were 
requested to deal through appointed 
distributors. | 
We now have distributors in every 
big town in the country. In places like 
Birmingham we have two or three. 
These distributors are called upon by: 
one of our representatives. We has 
seven of these and each of them i 


responsible for a territory. Throug 


them we keep constant contact with the 
distributors and ensure that their stocks 
are kept high. 


How Stockist System penne 
Up Deliveries 


Actually, this stocking business | has 
become an important feature because of 
its influence on sales. A customer in 
Glasgow, for example, is now able to 
get a Wolf electric drill immediately h 
requires it if he goes to the distributo: 
In the past he had either to write to us 


or to the travelling salesman to place 


the order. He then had to await | 
delivery of the drill from us in London. 
In this way he might have to wait . 
several days for his machine. l 
This is typical of the huge saving in 
time to our customers brought about by 
the new sales system. It has had a 
enormous effect on the sales. “Som 
idea of this can be gained from the fat 
that although the stock-+rooms were 
choked with goods after 14 months of 
manufacturing, four months later we 
had cleared off every surplus tool! 
Indeed, so successful has our new. 
sales policy been that we are now manu- 
facturing 28 different types of electric” 
tools compared with the two with: 
which we started in May, 1932. We 
have had to expand in every directior 
We moved from our old. headquarte 


-at Blackfriars and from our firs 
factory near there. 


We built this 
present factory and offices and moved 
in during April of last year. We hav 
four times more space here and ‘ot 
production is more than four times. 


great as our best at the first factory. I 


addition, we are now “manufacturing 
almost every part of our tools. | 


This Intense Selling To Users 
_ Helps Distributors 
Before I finish with this matter i 
advertising and selling plans I mig 
mention that we do not merely puto 


goods into the hands of the distributo 
bigs tell them to go ahead. Far from 


We have a thorough and complete 


ee of advertising to the users of 


our tools. 


manufacturers . and 
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POLICY POINTERS 











FUTURE THERE ARE 
VERY FEW large 

EXECUTIVES concerns now that 
FOR have not some sort 


SMALL FIRMS 


of plan for training 
young executives 
for the higher posi- 
tions of management. I am not refer- 
ring to the preliminary training for 
youngsters taken on from the public 
schools but to the guidance given by 
the senior management to young men 
already successfully occupying junior 
executive posts that carry some 
responsibility. 

Such training, it is now accepted, is 
essential if a concern is to avoid running 
short of men who can hold the kind of 
control that is necessary in the modern 
progressive organization. 

But the small firm as well as the large 
one needs to have men coming forward 
who can lead it along on vigorous, pro- 





gressive lines. The difficulties of 
properly training young men in these 
smaller concerns are, however, much 
greater, 

In most small firms practically the 
whole responsibility for progress 


depends on one man, the managing 
director. So occupied is this individual 
with a wide range of affairs that he can- 
not bring himself to give up any time 
to the personal training of young men 
to take over some of his responsibilities. 

This, however, is something which he 
must overcome. One of the main 
reasons why many businesses fail to 
expand is this holding on to the reins 
by the chief executive himself. He has, 
perhaps, developed his firm to the limit 
of his own capacity and his mind be- 
comes obsessed with the idea that its 
whole fabric now depends on him alone. 
In the face of growing competition he 
takes upon himself more and more work 
instead of less. He cannot bring him- 
self to ‘‘slide out from under” and 
steadily to transfer responsibilities to 
capable young talent. 

The need to-day, therefore, is for the 
managing directors of small businesses 
to cut away from this cramping 
tendency and to make a definite plan 
of organizing their daily routine so that 
they can regularly devote time to train- 
ing young executives. 

The first positive step that can be 
made in this direction will be the first 
towards really setting a foundation on 
which the business can expand. 











The departmental heads and other 
‘“‘senior’’ men of the type of small busi- 
ness that is absolutely dominated by 
the managing director are not of the 
calibre to train the budding executive. 
First of all their knowledge and experi- 
ence are far too limited; secondly, 
jealousy and fear of being superseded 
will prevent their doing this. 

The managing director himself, must, 
therefore, make his own selection of 
young men, and he must, himself, 
definitely undertake to train them. 
Though it may be a wrench at first to 
do this, the wisdom of it, if properly 
done, will very soon become apparent. 








+ 
EXPLORE THE WHEN THE 
SLUMP set in some 
SMALL UNIT -oars ago thé Te 
MARKET stricted spending 





power of the public 
made it essential for the manufacturers 
of expensive and “‘luxury’’ goods to 
produce substantially smaller units of 
their products at, of course, proportion- 
ately lower prices. 
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By THE EDITOR 


In those days the 
governed almost entirely 
They couldn’t be otherwise. 

That condition lasted a long time and 
during the period the small unit of the 
quality product at a small price gradu- 
ally won for itself complete acceptance. 

Now that general prosperity has 
again returned the demand for a rever- 
sion to the bigges unit has not only 
failed to materialize, but the demand 
for the small unit has actually 
increased. 

Confectionery in small, easy-to-open 
packages is in demand, foodstuffs of 
all kinds in smaller packages are popu- 
lar, toilet goods in tiny but beautifully 
neat packs are the rage. The sale of 
small-size radios steadily increases 
despite the ability of users to afford the 
bigger models. 

I think two influences are at work 
here, possibly three, First, there is no 
doubt about the fact that the public 
like being able to buy high-quality 
goods for a smaller cash outlay. During 
the slump everyone had to do it, and 
now that people have more liquid 


was 
price. 


public 
by 


Speaking recently at Birmingham 
on the public's increasing tendency 
to buy im smaller units, Paul B. 
Redmayne of Cadbury Bros., Lid., 


said that this had resulted in a 4 

per cent increase in his firm's turn- 

over, despite a 5 per cent decrease 
in selling prices. 





money they still like it because buying 
a small unit for sixpence instead of a 
larger one for a shilling seems like a 
definite saving. 

This aspect appeals particularly to 
women as it permits them, still without 
sacrificing quality, to spread their pur- 
chases over a wider range of goods, 

Next there is the cumulative effect of 
the excellent work carried out by 
the chemists, engineers, and research 
workers of the various manufacturers. 
These scientists have so improved 
quality that the small, low-priced unit 
has been raised far above any risk of 
having the stigma of ‘‘cheapness’’ 
associated with it. Indeed, with many 
products the quality of the small unit 
has been so advanced that it has a new 
high merit of its own. 

The small radio, motor car, vacuum 
cleaner and refrigerator are examples 
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Spree tive seen Dey have 
in made to seem infinitely desirable. 
“In no branch of trade has this been 
yore marked than that which has to do 
with toilet and perfumery goods. Here 
he charm of the packs has definitely 
et the fashion for small units. 
I cannot here cite the thousands of 
xamples of increas®d appeal made by 


art of the package creator; it must. 


e just to mention it as one of the 
at influences that has been, and still 
“at work. 

be concl uso to be drawn is that 


nce dev besa into a definite cre 


ondition. 
Manufacturers will fnd that this is 


Jan immensely profitable field to. 


xplore; the small unit has distinct 
ppeal—always provided that quality 
eps it free from danger of association 
oe ‘cheapness”’ 
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ON PAGE to 
MR. BATTERS- 
BY emphasizes a 
fact of import- 
ance that should 

&. actively Ga by the man- 
agements of a vast number of manu- 
facturers. A al opportunity of this 
kind should not be left as a mere matter 
for sales see to look after— 


IDEA 


rE ee 


BEST BRAINS SOMETHING of 


ior “business. as 
The new thought is: don’t 


rs. to the G.P.O. to make the pu lic more 
be eee -minded; | 
into your own marketing campaigns 


introduce 
which will get the public to buy by 
telephone. By doing this 
as a whole. 
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started the 


when 


~ argument 

COMING other day 
SOUTH? ‘managing 

firm situated about 

twenty miles outside London gave it 

as his definite opinion that the newer, 


. growing firms in the South were attract- 
‘ing the best, young, executive brains 


from other 
country. 


industrial parts of the 
I couldn't agree with him at 


first, but the reasons he put up for this 


opinion certainly seemed logical to me 
in the end. Indeed, they 


had made at various times but which 
had at the moment slipped my mind. 

The newer firms of the South, he said, 
starting up in small but modern, ; good- 
looking factories with first-rate equip- 
ment, somehow carry the 
that they are going to progress. 
very appearance, 


fine, healthy atmosphere, their readi- 
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some thing ‘ 


you are. 
directly helping yourself through the- 
medium of speeding up retail activity. 


an 


the... 
director of a- 


coincided 
with some of the E TEE I myself 


onditions : je ambitious, “you go 
tive looks for. : : 

In contrast to this, the ‘old-fashioned 
sombre buildings farther North, th 
depressing air of “heavy” manufac 


o ture, the difficulties which firms hav. 


of extending their buildings, even. i 
they want to, the much less and attrac 


tive working and living conditions, an 
the general impression that firms ther 


prefer to “‘jog along’ in the old way al 


© combine to repel the modern, progre 


sive type of young man. 3 
we his managing director then went o 
give me a whole list of specifi 
Sei that he, personally, knew. 0 
where young executives in engineering 
chemistry, sales and- general manage 
ment had left businesses in Lancashir 
Durham, Scotland, and even the Mid 
lands, to join up with the new vigorou 
concerns in the South. 
That these young men coming ir 
from a distance really are men of th 


best ability, is proved by the fact tha 
they got their jobs after competition 
with hundreds of applicants.’ 


It seems to be a fact, too, that young i 
men from the big schools and universi 
ties instinctively turn first to the fast 


developing industrial areas of the So 
~ when looking for an opening in wh 
conviction. 
Their 
their situation in a- 


to start. The managements of these 
concerns therefore get first pick 
amongst the ranks of this high-gra 
new material. | 
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' What Other Executives say... 


These are opinions which have been expressed _ 


at various times 


controlling 


Extra Holidays 


"hese are some of the stickers which 
- the Post Office are providing free to 
small traders. The idea is that retailers 
especially shall use them on all invoices 
and correspondence to customers. The 
stickers are in a variety of attractive 
colour designs, the space for the individual 
phone number being, of course, blank 


vhere sales management is very highly 
leveloped. In the  ordinary-sized 
um the top management should get 
yehind it. 

In Britain there are well over half a 
million retail shops all 1 
nanufacturers’ products. Half a 
nillion more phone connections a year 

tween customers and these re tail out- 


en EA 


Are Essential 


mY hen an executive ‘‘goes stale” ae | 
| "off colour’ let him feel perfectly 


free to go away, to take what time 


off be wants to get back on his feet again. 
A good man goes stale because he’s doing _ 
his job well and thoroughly; a little break 
when he needs it is not a favour for ser- 
vices rendered: 


it's an absolute necessity, 
just as necessary as the daily time for 
lunch. And see that your managers hold 


this same point of view in regard to the 


rank and file. 
® 


Annual Holidays 
Are NOT Favours 


he same with annual holidays: give 
full holidays to everyone, no matter 


if they have ‘‘not served a year on the 
staff’: that has nothing to do with it. 
Holidays are not favours: they are a 
physical necessity that plays its part in 
enabling your peopie to give that effort 
throughout the year fpr which you pay 


to AN 
executives 


organization is right. 


Editors by 
well-known firms 


You Are Always 
“On Trial” 
emember that an organization is 


good as its leaders—never better, } 
are on trial the whole time. You ca 


not fail in a situation or be lax in ar 


matter without it being noted lower down 

On the other hand, you cannot»succeed or 
ta fine example without its being ap 

ciated.by all ranks, if the spirit of 


©. 


Brute b Won't 


Settle Arguments 
orbid any attitude of mere dominatiei 
F among ail executive ranks. Whe 
authority or superiority has to | 
exerted, let it be done by superior i 
tellect-—merit--example, and not just l 
brute force. 
ro ; 
isputes settle in the same way——ai 
quietly, not in view of a whole d 
partment. The most stubborn cor 
plainant will recognize the strength of 
su perior, argument. logically and quiet 





THE 


BUSINESS TREND 


A Monthly Review And Forecast Of Business Conditions 








Now For a Record Autumn 


utside foreign politics, everything 

has justified the optimists (our- 
selves among them) this month. 
Instead of dropping, house-building 
plans have risen by a surprising margin 
over last year. Municipal and indus- 
trial building is forging ahead rapidly. 
The pace of re-armament work has 
quickened, too; this has stepped up 
iron and steel outputs still further: 
while the shipbuilding yards (outside 
N. Ireland) are rapidly filling up with 
normal commercial orders. In fact, 
everything is set for a record-breaking 
autumn. 

Even the wintry summer has failed 
to set back buying seriously: June sales 
were not too good, but the July 
sales are said to have been extremely 
successful. Coronation plans promise a 
bumper season for London hotels, res- 
taurants and shops. But the buying, 
to judge by the 1935 Jubilee experi- 
ence, will benefit every town and vil- 
lage. Finally, commodity prices are 
rising very gradually but very steadily, 
aided by disastrous weather in the 
United States and elsewhere. Failure 
of Sir John Jarvis’s Jarrow scheme 
seems deplorable, but the experts alone 
know the facts and costs. 
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ACTIVITY FACTORS 





Business Activity ‘indax 

Stee] Production 

lron Production 

Coal Production 

imports (total value) 

Raw Material imports 

Exports (total value) 

Buildings: (total value) 

Factories, etc. 

Employment 

Wholesale Prices: 

Rail Traffics 

Postal Receipts (net) 

Bank Turnover 

Shipping: Entrances 
Clearances 

Rayon Output 

Raw Cotton 

Wool Text. Wages 

Electricity Output 

Retail Sales 

Motor Registrations 


New Capita! issues 


+ * 


It is true that a budget deficit has 
emerged; that the adverse balance con- 
tinues to increase: but these are baga- 
telles if the national income continues 
to rise at its present pace of over 
£1,000,000 a week. For higher buying 
power can correct a budget deficit in 
the following year, while invisible 
revenue from overseas must rise with 
increasing prosperity in the Empire and 
at home. 

We may consider these results (and 
their effects) seriatim. 


Home Trade Factors 
Make Good Showing 


T general level of business runs 
steadily higher. The latest figure 
shows a 5.5% increase over the corres- 
ponding figure of last year. There were 
many who predicted that the rising iron 
and steel production would be checked 
by the rise in price. This has not been 
borne out. Indeed, steel at 25.6% and 
iron at 2r.7% increase respectively 
shows that the big guns of industry are 
busy. Despite the increase of imports 
of iron and steel and the increase of 
home production (in many ‘cases fur- 
naces and rolling mills remain far in 
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arrear of orders}, demand exceeds 
supply. 


Why Building Is 
Still Expanding 


he building industry outdoes its 

backers’ enthusiasm and confutes its 
critics. Building plans passed in June 
amount to £10,312,300, compared with 
{7,868,500 in June, 1935, an increase 
of 31.1%. Of this total factories, offices 
and other business buildings amounted 
to £1,257,100, compared with £884,700 
last June, an increase of 43.5%. 

We predicted this months ago. It 
was obvious to our Editors, who travel 
the country from end to end. The 
building boom has everywhere followed 
revival. For three years activity has 
been intense in the southern half of the 
country, gradually spreading to the 
Midlands and Lancashire. It is now 
the northern half of the Kingdom’s turn 
to rebuild heavily. 

This trend is already taking place. 
In Scotland, for instance, the June 
figures total 41,444,500, a phenomenal 
rise of 155.6%. Of that total no less 
than {930,400 is for dwelling houses. 

Similarly, building is expanding in 





Raw Material 
And Other Imports 
‘RISE STEEPLY 


June overseas trade returns show a 
steep rise m raw material and total 
A imports. Raw materials alone rose 
23.7% while total imports rose 16.9% 
compared with June last year. Total 
į value of exports showed the reverse 
trend and fell by 2.595. The adverse 
trade balance amounted to £30,571,000 
on the month compared to £19,693,000 
on June 1035. 

This is not an unfavonrable sign 
A Domestic consumption of foodstuffs is 
going up, because the population have 
more work and more money. Increase 
f in raw materiais imports is largely 
4 accounted for by the rearmament pro- 
gramme and needs of factories in 
general business expansion. Increasing 
U British imports and increasing invisible 
income are expected to balance this 
position in coming months. 

Home iron and steel production con- 
A tinues to rise, latest figures being 21.7%. 
and 25.694 respectively. Another majoi 
$ industry in healthy condition is build- 
N ing. Total plans passed in June show 
J a 31.1% increase over June of last year. 
7 Factory, office and business buildings 
mR show even greater increase. 

Y _ Electricity output continues to climb. 

Latest figure shows 168% gain. The 
vital retail trade returns reveal a con- 
į tinued expansion. This time the gain 
N is 4.295. Wholesale prices are again up 
a healthy sign. 
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the northern counties, where the June 
increase amounted to 21.8%. In Lan- 
cashire and Cheshire the increase was 
more-—28.7% gain being registered. 


Rising Commodity Prices 
Affect Manufacturers 


Te upward tendency of most com- 
modity prices continues. This must 
affect manufacturing costs eventually, 
and, later, we can expect a general and 
gradual rise in all price levels. In many 
industries this has. of course taken 
place, but it is not yet general. It must 
take place, however, if the increased 
turnover recorded by most firms is to 
reflect adequate profits. But it is the 


chief danger to our expanding exports, 
even to “‘agreement’’ markets. 


Re-Armament Boom 
Helps Industry 


oS work is spreading out 
rapidly. Contracts have been 
offered to 52 new firms. These are out- 
side the concerns usually associated 
with armaments. Deliveries of aero- 
planes are now running at 34 times the 
rate of last year. Additions to the 
Navy and other naval work is spreading 
over the shipbuilding and ship-repairing 
centres. Indeed, with the increase in 
the ordinary shipyard activity, it is 
estimated that all shipyards will be 


HERE IS THE SITUATION THiS MONTH 
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London District: Summer 
sales season is making 
rood progress according 
to reports from big retail 
stores. Even though sea- 
sonal retail trade suffered 
from weather, official 
figures show 2.5% gain 
in February-May period 
compared to same period 
last year. 


E. & S.E. Districts: 
Agricultural outlook im- 
proved throughout east- 
ern district despite early 
weather setbacks. Crops 


prospering. Stock selling 


at better prices. Whitby, 
Lowestoft, Hull, Grimsby, 
fish landings fair. Prices 
moderate. 

Midlands: Leicester, 
Nottingham, §Northamp- 
ton footwear, hosiery, 


etc., now getting busy on 
autumn forward buying. 
Trade brisk. Increase 
iron/steel prices not 
affected demand. Plants 


ing at Bristol, Gloucester 
and other centres busy, 
particularly aircraft, Coal 
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up. Shipbmiding on Tyne, 
Wear up on recent years. 
Outlook hopeful. 


N.W. District : Pig- 
iron market in Barrow 
district very active. Fur- 
naces output sold. Work- 


O EXETER ington and other steel 
pa mills working at full pres- 

PLYMOUTH sure, Outlook good. 
em Ey TVeErpPoo! cotton market 

KEY TO TOWNS improving. Wheat dull. 
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Shipping has been quiet. 
1 Manchester yarn bookings 
improving. Piece goods 
‘business heavier. Engin- 
eering throughout Lanca- 
shire very active. 


Northern Ireland: 
Employment improving 
building, tailoring, 
food, drink and 
distributive trades, Ship- 
building and linen indus- 
tries, however, employing 
less. Total decline of 
unemployment in June 
400 compared with 
yr ago. General outlook 
tgmains about same. 
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working fully before 
months. 
Shipbuilding 
Shows Improvement : 
| i the second quarter of 1936 Britain 

built 43.5% of the world’s tonnage. 
Of 588 ships totalling 1,951,005 tons 
gross now under construction in the 
world, this country’s share is 229 ships 
totalling 848,732 tons gross. 

The British total is 50% higher than 
the figure of a year ago. It exceeds the 
total tonnage of the four leading foreign 
builders, Germany 365,179 tons; Japan, 
156,811 tons; Holland, 148,005 tons; 
Sweden, 124,250 tons. 

The announcement of the Cunard 
company’s decision to build eight new 
liners at the cost of something over 
£10,000,000 is a stimulating piece of 
news, particularly as the orders are cer- 
tain to go to British yards. Other com- 
panies, too, have been hinting of big 
programmes. All this is on top of the 
big naval programmes for the next few 
years. 

A reflection of these figures is to be 
found in the latest unemployment re- 
turns. On the North-East Coast there 
are nearly 10,000 more at work in the 
shipyards than a year ago. On the 
Clyde there are over 6,000 more at work 
in the yards. In both these centres 
there has been an improvement of over 
1,600 in each case during the past 
month. 

Heartening as these figures are, it 
must be remembered that the percent- 
age of unemployment in the shipbuild- 
ing industry in these areas is still 38.1 
in the North-East, 33.6 on the Clyde 
district and 10.4% in Wales, against a 
national average of 13.1%. 


Why Imports 


Have Increased 
T trade figures provide interesting 
reading this month. An examina- 
tion of the figures shows that big in- 
creases in raw materials or partly manu- 
factured goods have taken place. This 
is a sign that home manufacturers are 
thinking of prosperous times ahead. 
The healthy state of domestic trade 
enables them to look forward to heavy 
work. The second reason grows out of 
the first. The powerful position reached 
by home trade has expanded the pur- 
chasing power of the whole people. 
More’ money is being spent on food, 
drink, clothes, tobacco, etc., hence a 
rise also in these imports. 

One half of the increase in imports 
is due to the active state of domestic 
trade, while the corfsumer products 
mentioned make up one quarter of the 
increase. 

A second factor causing the big rise 
in value of imports is the rise in prices. 
Petroleum, for example, was lower by 
Iz,000,000 gallons last month but 
higher in value by £121,000. 

Both the monthly figures and the six- 
monthly figures show an increase in the 
adverse balance compared with the pre- 
vious year’s figures. The adverse bal- . 
ance last month was £30,571,000, 
compared with £19,693,000 of June, 
1935. On the half-year the adverse 


many more 


The Business Trend 


balance stands at /162,504,000, com- 
pared with {124,052,000 for the first six 
months in 1935 and £143,466,000 over 
the same period in 1934. 

There is no threat to British trade in 
the rising imports, as those categories 
chiefly affected either (a) help British 
production or (b) do not compete with 
British industry. The inference from. 
the figures is that bigger British exports 
may be expected in the coming months, 
along with a rise in the invisible income. 


Wheat And Cotton 
- Hit By Drought 
T: e terrible drought which gripped 

America recently has, without 
doubt, done much damage to both 
wheat and cotton crops. What its ulti- 
mate effect on the world market will 
be is yet to be seen. 

It is estimated before the drought 
that the world wheat supply was at 
its lowest for nine years. The esti- 
mated carry-over of the United States 
at that time was 125,000,000 bushels. 
The total world carry-over was esti- 
mated at 635,000,000 bushels. What 
the carry-over will be when the dam- 
aged crops are finally harvested cannot 
be guessed at the present. 

Prices have risen, and a dollar a 
bushel for wheat is again in sight. If 
tbis is achieved it will mean real pros- 
perity to the Canadian farmer, a sig- 
nificant point to those manufacturers 
developing Canadian trade. 


Foreigners Taking 
British Markets 


qT British trade is to pick up overseas 
there is a good deal of tightening up 
to be done one way and another. Un- 
fortunately, much that must be done 
is purely the work of the Government, 
helped no doubt:by industry. 

- The Germans have been successfully 
stealing the South Wales markets for 
coal. In the case of France, for ex- 
ampie, South Wales exported only 
1,800,000 tons of coal in the first five 
months of this year, 200,000 tons less 
than for the same period last year. 
German shipments, on the other hand, 
reached a total of 2,250,000 tons, an 
increase of 750,000 tons. 

Similarly, our export of coal to Italy 
has fallen from 884,000 tons last year 
- to 14,000 tons this year. Germany has 
increased her tonnage from 1,000,000 to 
2,500,000. In Egypt, too, British ex- 
porters have lost ground, and Germany 
has benefited. 

These discouraging apuras grow out 
of several reasons. In Italy’s case it 
was sanctions that caused the trouble. 
Other causes are the return of the Saar 
to Germany and, most of all, the 
subsidy for exports. 

The first step to give the British ex- 
porters a fair chance to quote for 
foreign orders should be the removal of 
the relatively high minimum price 
ruling for South Wales coals. This is 
necessary, for at the present time the 
Germans, knowing those minimum 
prices, have had no difficulty in sub- 
mitting cut figures to big foreign users. 
It is a ridiculous situation. 
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Prosperity At Home at home: there is little to invite busi- 
Is Business Keynote ness abroad. To sum up, it can be said 


here is every indication of continued that there is every prospect of a record 
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It’s Been 40 Years 
On The Way, But— 


CANNED OIL Now Kills a Bogey 


How a Six Weeks’. 
Campaign Gave It 


e 

Fz years ago the first crude motor 

cars chuff-chuffed into the “‘service 

stations’ of the day and had their 
engines supplied with oil from dirty, 
long-spouted tin jugs which had, in 
turn, been filled (more or less) from 
drums canted over by the strong hands 
of retail stockists. 


The ‘Dirtiest Job in Motoring’ 
is now Abolished 


Almost up to this present year of 1936 
such a primitive and messy performance 
has remained the penance suffered by 
retailer and motorist alike, in the 
interest of car-engine welfare. 

It seems remarkable that in all that 
time the methods of retailing lubrica- 
ting oil should not have been improved 
by the many ideas and devices created 
for the more convenient selling of other 
products. 

It might be said, in defence of this 
neglect, that engine oil needed no 
modern frills by which to attract 
buyers, that the ever-increasing army 
of motor users must buy oil even if they 
have to dig in the ground for it. 

But whatever substance, if any, there 
may be ip such a contention, the fact 
remains ‘that practically nothing, was 
done to improve the handling of oil 
until well after the petrol-by-pump 
system came into being. And even that 
development did not come about until 
some thirty years after petrol became 
in universal demand. 

When, therefore, Edward Joy & Sons, 
Ltd., manufacturers of the well-known 
“Filtrate” brand oils, decided to adopt 
at one swoop really modern methods of 
packaging oil, they could not find any 
proved experience that would indicate 
how such a proposition would be 
received by the motor trade and the 
public. 

Oil in sealed cans would entirely do 
away with all the old drawbacks. To 
the stockist it would give something 
that would be easy to store, to display 
and to serve to his customers. To the 
user it would guarantee quality and full 
measure and would banish the old bug- 
bear of soiled hands and ruined clothes. 


Why a Cautious Marketing Plan 
Was Essential 


Yet with such revolutionary advan- 
tages offered, the manufacturers were 
right in considering it unsafe to bank 
on the motor trade and the public rush- 
ing to accept them. 

The British public is not precipitate. 
True, it had already been long used to 


a 


the merits of modern packaging applied 
to hundreds of other lines. This, how- 
ever, was no guarantee that it would 
at once accept similar radical changes 
made in a traditional line such as 
lubricating oil. 

It must be admitted that this was not 
the very first appearance of canned oil. 
It had for some time been marketed this 
way in the United States, and a certain 
surplus from the American market had 
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EDWARD JOY & SONS 
LTD. ) 


manufacturers of ‘Filtrate’ oils 
successfully use a ‘feeler’ cam- 
paign to get the reaction of 
Motor Trade and Public to 


the new idea 


By 
R. W. MILES 
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found its way over here. But the 
quantity was insignificant, certainly not 
sufficient to give a market reaction 
either one way or the other. 

‘‘Filtrate’’ oils have been long estab- 
lished in the market. Their qualities 
are appreciated by the trade and by 
motorists. Sales have been steadily 
progressive, but with the increase of 
competition the management considered 
it necessary to introduce new features 
on which to base fresh selling cam- 
paigns. 

To the oils themselves nothing could 
be added, they are already as ‘near to 
perfection as science gean make them. 
It was decided, a i to turn to the 


National 
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Market 


new points of convenience offered by 
modern canning. 

This development introduced the 
important factors shown on the oppo- 
site page. 

These points provided a sound basis 
for a new marketing scheme. But, as 
just emphasized, it was considered 
prudent to avoid launching the cam- 
paign in full force at the outset. The 
company therefore embarked on a 
“feeler” campaign through their sales- 
men. Equipped with samples of the 
new canned product and the sales argu- 
ments in its favour, they introduced it 
to the trade. 


Salesmen were Instructed to 
Use no Pressure 


There is nothing sensational in: such 
a start, but it was fundamentally sound. 
There was no heavy boosting of pre- 
liminary response to give a false idea of 
the likely sales of the canned oil over 
an extended period. Indeed, there was 
not even pressure from the salesmen, 
who were instructed to introduce the 
product, but not to push it. The idea 
was to get an accurate measurement of 
the market’s reaction. 

This test was maintained for. two 
months and it taught the firm all they 
needed to know. They found that retail 
distributors were impressed with the 
idea, eager to try it out and certain that 
it would sell. The dealers backed up 
their belief in the product with orders. 

Special plant was necessary for the 
production of the new line. This was 
an expense that had to be watched 
carefully, for if sales did not keep a 
high-speed machine working full time 
costs would pile up, as the machine 
could not be turned to other uses. It 
was decided, therefore, on the basis of 
the initial test campaign that one 
machine, which automatically filled, 
weighed and sealed the cans, would 
take care of the business during the first 
few months. 

In the light of some months’ experi- 
ence the company see now that they 
underestimated the strength of the new 


MARKETING - ADVERTISING - SELLING 


appeal and the consequent growth of 
sales. Additional plant will therefore 
have to be installed before they launch 
into their major advertising campaign. 

The preliminary sales test was con- 
ducted weeks before they planned to 
start production and the result of it 
provided them with orders enough to 
keep the initial plant busy from the 
start, but the effect of the preliminary 
advertising campaign, which was also 
part of the marketing scheme, resulted 
in a cascade of orders. 


These Were the Aims of the 
Marketing Scheme 


The marketing scheme had two major 
aims: (xI) to introduce ‘‘Filtrate’’ 
canned oil to dealers; (2) to bring it 
before the notice of the motoring public. 

The first point was tackled this way: 
the firm continued to contact their 
retailers through their salesmen and at 


the same time planned to approach ail 


dealers through a direct mail campaign 
and through the trade Press. 

The scheme extended over a two- 
months’ period and the idea was to tell 
the garage owner and the motor agent 
that ‘Canned oil is here’. The points 
of advantage in the product were 
emphasized. In addition, it was felt 
that there might not be a full apprecia- 
tion of the ease with which the canned 
oil could be opened, so a feature was 
made of the simple operation of the 
cutter-pourer. Illustrations of a can 
being opened and oil being poured into 
the sump of an engine were used. 

A further point in the trade adver- 
tising was the illustration of the display 
rack given to retailers with their initial 
order. This rack, as will be seen from 
the illustration, is a metal-framed stand 
equipped with a special device which 
eliminates the risk of pilfering from the 
stand. It is quite safe, therefore, for a 
dealer to have the rack, complete with 
the full range of canned oil, on display 
outside his premises and at a place 
where every motorist who pulls up will 
see it. In addition, the qualities, sizes 
and prices are clearly marked on a 
metal display-board fastened to the top 
of the rack. 

These details are mentioned because 
the advertisements, which were pre- 
pared by the firm’s agents, had much 
to do with the great response which 
came from the trade. 


Direct Mail to Boost Main 
Advertising Campaign 


Backing up this trade paper campaign 
was the approach to the trade through 
the mail. This consisted of: (1) a per- 
sonal letter; (2) a special broadsheet; 
(3) a price list; (4) a window-bill, and 
(5) booklets. 

Some 21,000 dealers were approached 
in this manner. This list includes all 
those on the $.M.M.T. list and every 
other garage of standing in the country. 

The personal letter dealt with canned 
oil from the dealer’s viewpoint and told 
him details of profit obtainable, the 
points that made selling canned oil an 
easy task, what was being done by the 





d EEEE 
. Np ll tee ll ay ty pete Mig 


This attractive display stand enabled stockists 

to array the product ‘right under the prospect’s 

nose’, A locking device prevents unauthorized 
removal of the contents 


company to help him sell the oil and 
so On. 

The advertising matter linked up all 
Edward Joy & Sons, Ltd.’s, well-known 
oils through the use of the standard 
colours of the firm—red, black and 
yellow. They are an old firm and this 
link-up was correspondingly important. 

The broadsheet was made to serve 
two purposes: (a) on one side was listed 
the points of particular interest to the 
dealer, and (b) on the other side it was 
designed as a poster for the public. 
Thus, when the dealer had looked it 
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over, he was able to place it on display 
The poster side of the broadsheet carries 
illustrations of a complete rack of 
“Biltrate’’ canned oil and of the use of 
the cutter-pourer and the ‘‘Filtrate’’ 
socket. 

The price list was sent so that the 
dealer could always keep it by him and 
could see quickly what percentage of 
profit there was for him in handling 
canned oil. The window-bill was 
designed especially for what its name 
suggests, while the booklets, which are 
written and illustrated for the motoring 
public, were sent to the dealer for dis- 
tribution to his cuftomers. Needless to 
add, the standard colours were again 
used here. 


These Cartons Designed to 
Stimulate ‘Home’ Sales 


A second tie-up between the new pro- 
duct and the firm’s other well-known 
brands of oil has been made through a 
character known as “Fluid Phil’. He 
is of the Mr. Therm type and has been 
used in the past for linking up the 
various lines. He appears on every can, 
container, label and so on. 

One further help to the retailer has 
been designed and that is a carton. 
This cardboard container holds 24 pint 
or I2 quart cans and is primarily 
designed for home use. The idea is for 
the dealer to sell a complete carton to 
his customers. To help him do this the 
carton can be put on display, and 
although it is itself just an ordinary 
cardboard carton, it can be made 
attractive by the use of a bright label. 
The label—printed in red, black and 
yellow—is stuck on the carton and at 
once draws attention to the display. 

Simultaneously with this handling of 
the trade marketing side of the problem 


(Continued on page %0) 


WHY canned oil... 


because the new package offered the 


user these 8 advantages, highly pot- 


ential from a marketing point of view 


1. The can, sealed at the factory, is 
not opened until the time of putting the 
oil into the sump of the customer’s car, 
therefore ensuring that really pure oil, 
uncontaminated by dirt and dust, goes 
into the engine. 


2. A special socket can be fitted to 
the filler-caps of cars, in which case a 
can of oil can be placed in the socket 
and left there to drain into the engine 
even while the motorist is driving his 
car. 


3. For a car not fitted with the 
socket a cutter-pourer is used for open- 
ing the cans, thus making the procedure 
of filling simply a matter of jabbing the 
cutter-pourer into the can and then 
draining the oil into the sump. 


4, Canned oilyprovides a guarantee to 
the customer Ke the grade, (b) the 


price, both of which are clearly marked 
on the can. 

5. Besides being clean to handle, the 
cans make for speed in serving, as there 
is no intermediate filling of a measure 
or other delays. 

6. It was decided to market as a start 
four grades—Medium, Extra Heavy, 
Armstrong Siddeley brand and Trafford 
brand for Fords, thus making it possible 
for any retail distributor to stock the 
oil in small quantities. 

7. it was also decided to sell cartons 
holding 24 separate pints, or 12 quarts, 
to customers for use at home. 

8. A point of great importance to 
the distributors: canned oil makes it far 
easier for him to keep accurate control 
of his stocks. Accurate and simple 
stock-keeping was almost impossible 
with the old method of oil in bulk. 
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They’re Spending Money Here 








empty cotton-spinning mill in the 


a 
A Witton district of Blackburn has been. 


acquired by a new company for the manu- 
facture of a special type of slipper which 
is at present being made on the Continent. 
The managing director of the new com- 
pany is a Continental manufacturer whose 
factories turn out some 60,000 pairs of 
slippers a day. 

Production is expected to begin in Sep- 
‘ tember, when a staff under the direction 
of four key men from abroad will be 
employed. British machinery and raw 
materials will be used. 


} 


T results of the first six months’ opera- 
tions of a factory for the manufacture 
of nail-less wooden boxes for packing pur- 
poses at Bootle, Liverpool (The No-Nail 
Box Co., Ltd.), have been so satisfactory 
that a second manufacturing unit is being 
installed at a cost of £10,000, which will 
enable the firm to double the output and 
the number of employees. 


+ 


T rade is improving in Lancashire and the 
spending power of the people is being 
increased. With unemployment at lower 
levels than for many years, Lancashire 
towns have begun to enjoy the happiest 
holidays they have known for a long time. 

In Bolton, the distribution of holiday 
savings funds exceeded £200,000-~an 
increase of nearly £50,000 over last year’s 
figure. Burnley’s pay-out was a record 
for many years, and Blackburn, Colne, 
Leigh, Atherton, Tyldesley, Radcliffe, and 
Clitheroe exceeded last year’s figures by 
substantial amounts. 

Another pointer to the fact that people 
are spending more is provided .by traffic 
receipts. At Oldham, 2,969,818 more pas- 
sengers were carried on the municipal 
transport systems—which earned a profit 
of £17,12Qe—than in the previous year. 

In Manchester, 6,403,669 more passen- 
gers were carried compared with the pre- 
vious year, the receipts having risen by 
£32,910. The number of passengers in a 
year was-339,831,848, the receipts——-which 
‘ have risen by £155,933 during the last 
three years—totalling £2,251,914. 


+ 


Manchester's bank returns, which reflect 
the financial turnover of the city, 
show an increase on the first half of 1936 
of three million pounds when compared 
with the same period last year. 


+ 


Fome cotton mill operatives are to be 
taught the Dutch method of weaving 
for the production of furnishing fabrics in 
Heywood, Lancashire. A Dutch frm have 
taken over premises in the town and have 
installed machinery for the manufacture 
of soft furnishings and cloth for designing 
work. One of the directors states that 
most unusual designs will be introduced, 
and operatives will be taught the in- 
tricacies of operating a new Dutch patent 
in hand-weaving which will be used to 
manufacture exclusive patterns. 

The works will be ready for production 
this month. The firm is Moravian Fabrics, 


Ltd. 

A tar distillery belonging to the muni- 
cipality of Bury, Lancashire, is being 

taken over by a firm of chemical manu- 


- 


+ 
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facturers and distillers for the manufacture 
of road materials, bitumen, paint and 
varnishes. A new industry will thus be 
introduced into the town. The firm is 


Nemlin Chemicals, Ltd., of Bradley Fold,- 


near Bolton. 
+ 


anchester firms have secured contracts 
worth over £10,000 for machinery for 

New Zealand. In addition to an order for 
switchgear secured by Ferguson, Pailin, 
Ltd., of Openshaw, MancHester, an order 
for a synchronous condenser and semi- 
automatic control gear has been secured 
by ee ORO EE VICKS, Ltd., of Trafford 

ark. 


re > 


À Bury firm of paper-makers’ engineers 
have secured the main contract for 
the supply of a complete plant for the 
Associated Pulp & Paper Mills, Ltd., at 
Burnie, Tasmania. The plant is for the 
ae a of fine papers from eucalyptus 
wood. ` 


New Products for New Markets 
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Q wansea is becoming an important oil 


port. In one week 11,000,000 gallons 


. of crude oil were discharged and pumped 


four miles to the works of National Oil 
Refineries, Ltd., at Skewen, a record for 
several years. Annual trade in crude and 
refined oil and motor spirit now exceeds 
2,000,000 tons, and is likely to increase. 


+ 


he Wellfield sheet and galvanizing 

works, Llanelly, idle for seven years, 
has been bought by Richard Thomas & 
Co., Ltd. Employment is promised 350 
men. Output will be 400 tons of steel 
sheets weekly. 


+ 


bbw Vale Steel, Iron & Coal Co., Ltd., 

are reopening two collieries at Six 
Bells, Monmouthshire, which will absorb 
2,000 unemployed miners. The pits have 
only worked a few months since 1931. 


+ 


A proposal has been revived to con- 
struct a new arterial road between 
Cardiff and Swansea, by-passing Neath. 
Glamorgan County Council are sponsoring 
the scheme, estimated to cost £1,000,000 
and provide work for 500 men for five 
years. 








Riley Bros., boilermakers, of Stockton, 
have undertaken the construction of 
new type ships’ boilers for two motor-ships 
now under construction at Greenock. The 
contract is for boilers designed to use 
exhaust gases from Diesel engines for the 
generation of steam to be used for driving 
auxiliary machinery and for heating pur- 
poses. These gases have formerly been 
allowed to go to waste. 
+ 

A fully-laden 5-ton lorry travelled last 

month from Leicestershire to London 


on what is called ‘‘solid’’ petrol, made in 


Leicestershire from local coal. Average 
speed was 22 to 25 miles an hour. 
Consumption of the lorry under ordinary 


_road conditions is 0.2 lb. per mile per ton 


rolling load. The cruising range of one 
charge is r8o to 200 miles, while the saving 
in fuel cost is stated to be about 60 per 
cent. 

It is necessary to adjust the ordinary car 
engine to take solid petrol, but a number 
of firms have already begun this work, and 
also on the production of new vehicles 
which operate on this method. 

Solid petrol has the appearance of small 
cinders, the average piece being about as 
big as a thimble. Coal of low value is used 
to make this fuel. Recently 1,200 sacks 
of Irish peat were carbonized at the plant, 
and from these solid petrol was obtained. 

The by-products from the manufacture 


` of this fuel are all said to be marketable. 





Once again the well-designed package intro- 

duces the double advantage of (a) branding, 

and so concentrating sales in a particular 

direction ; (b) offering the user much greater 

convenience. This is the first time string has 

been so packaged. Designed by The Metal 
‘Box Co., Ltd. 


The firm is British Coal Distillation, Ltd., 
Newbold, near Coalville, Leicestershire. 


+ 


esearch in a special type of cotton 
grown exclusively in the Sea Islands 
(British West Indies) have enabled cotton- 
spinning experts to make a discovery 
which manufacturers: believe will open up 
a profitable new market for Lancashire and 
provide a new dress material at low prices. 
A yarn spun from a special type of cotton 
by a secret process produces in the woven 
fabric an appearance resembling silk. The 
firm is New Textiles, Ltd., 30 St. Anne 
Street, Manchester, 2. 


+ bN 


Ji, zPetiments in running motor-buses-by 
compressed coal gas instead of petrol 


ie 


are being carried out on Merseyside by the ~-. 


Wallasey Corporation, and are being 
watched with interest by other transport 
authorities throughout Britain. The gas 
is carried in two steel cylinders beneath 
the bus, and, compared with petrol at an 
average cost of 1s. 1d. a gallon, the com- 
pressor works out at sevenpence. 


+ 
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Scout the Salesmen’s August alibi: ‘Everyone’s away, we can’t get business’ 


+ 


THAT AUGUST ‘SLUMP’ 


5 Ideas to Help Counter It e B c. MIDDLETON 


his is the alibi season. True, 
customer ranks will be thinned out 

a bit for the next few weeks; but a 
business doesn’t stop because one or 
two of its important executives are 
away playing chemin de fer, climbing 
the Alps or otherwise indulging-in what 
they call a hard-earned: rest. Sales 
forces, however, are apt to exaggerate 
the situation: they get the idea that 
August at any rate is a closed season. 
The fact is: August is not a bad 
month, there are plenty of important 
people who are not away. What the 
sales force wants is a little special 
encouragement to make an extra effort. 


GET the whole office staff 
O ne sales-minded by offering 

special prizes to all em- 
ployees who turn in any kind of a lead 
or introduction which a salesman can 
convert into an order. 

Arrange the departments into Teams, 
elaborate the contest into an inter- 
team competition. The more novelty 
you can introduce into it, the better. 

Close the month with a team prize, 
individual money prizes, extra holidays 
next year or at Christmas, or what you 
will, but see that the scheme links up 
with the salesmen. Don’t leave them 
out of the prize-giving. 

Put enough enthusiasm into the 
scheme to prevent it being a flop. A 
flop is far worse than no attempt at all. 
But if it is successful you will have the 
additional satisfaction of having made 
your entire organization sales-minded 
to an extent that may bear fruit for 
a long time. 


= 


PLAN a special direct 
Two mail campaign to a list of 
specially selected pros- 
pects. Pick from your list those who 
haven’t bought for at least three 
months. Make a special offer of some 
kind. In seven days make a strong 
follow-up, passing over to the salesmen 
as many as possible of the names to be 
followed up personally. Make a special 
points or other award to salesmen 
clinching the greatest numbers of these 
special offer sales. The scheme has 
the advantage of tackling customers 
who have not bought for a long time; 
gets them back on the active list again 
and gives salesmen extra satisfaction of 
having revived these. ‘‘hard cases’’. 


h MAKE August into 
, Vv e A a special ‘users’ 


month”, an idea in 
which every salesman should take at 
least one substantial order a day (or 
week) from a customer who is already 
a user. This is specially valuable where 
accessories for a machine can be sold. 
Even additional machines can be sold 
in this way. Offer a prize to the first, 
second and third man’ to get a pre- 
determined number of orders from old 
users. This sort of scheme often sur- 
prises, by its results, the salesmen who 
have quite overlooked the extra possi- 
bilities of the satisfied user. 
of last August, dramatize 


Four mati 
them on a chart six feet 


square pinned on the wall and offer 
prizes for pre-fixed amounts of sales 
made this August in excess of last. 
Mark up the iÑcreases on the chart 


TAKE the sales results 


every day. Keep the spirit of com- 
petition going. Concentrate on‘special 
lines to make the attack more pointed 
and easier for the salesmen to handle. 
You might select lines that you know 
will go well or use the opportunity to 
push lines that have been lagging. 
@ 
F ZUE have an appeal to buyers. 
Something migbt there- 
fore be arranged along these lines. 
Select one line, make it a specially 
attractive offer and open a competi- 
tion for maximum sales. Salesmen 
might be instructed to run the 
“‘special’’ in with the rest of their 
business, or to concentrate strongly 
on it. It depends on the nature of the 
business. 

One firm I knew actually introduced 
a new line in thi$ way in what was 
apparently the slackest season of the 
year. The campaign was entirely 
successful, and the new line got quite 
a good start before the heavy buying 
season opened again in the autumn. 

Apart from a purely price offer, many 
lines can also be slightly adapted to 
give them a specific holiday season 
appeal. A little ingenuity in the pre- 
sentation can make all the difference, 
But this again depends on the nature 
of the goods. 

Of course some sales managers will 
long ago have planned what to do in 
August to keep volume up, but many 
hundreds more firms——-the smaller ones 
particularly—will not have done so. 
The above rough ideas might therefore 
suggest something that can be usefully 
worked out and put into practice at 
once. ' 


SPECIAL prices always 
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How The SECTIONAL Factory 
_ Solves The SMALL Manufacturer’s Problem 


‘BUSINESS Factory Site Survey No. 12 


he importance of the small manu- 
facturer, the firm that is at the 
start of its business life or has just 
struggled to the point where it can 
expand a little, is being more widely 
recognized to-day than in the past. 
This recognition is of great value as 
nearly 80 per cent 
of the businesses in 
this country can be 
classified as ‘‘small’’ 
firms — firms that 
employ up to 25 
persons. | l 
Any trend, there- 
fore, that affects 
the development cf ' 
firms -of this kind $s 
is of major import- BRA 
ance. 
A problem faced by the small firm in 
the ‘past has been to find suitable 
premises. Mostly it has resulted in a 
makeshift of one kind or another. An 
old house or even a barn or stables have 
been converted to use, or the floor of 
a big, old building has been taken over. 
In almost every instance it has been 
a case of adapting the industry to the 
building and not, as it should be, pro- 
viding a building completely suited to 
the industry. 
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The South Has Given An 
Industrial Lead Here 


During the past year we have seen, 
during the course of various factory 
site surveys, the importance of the 
existence of suitable buildings that can 
be rented or bought. Indeed, in the 
country-wide survey which was pub- 
lished in the December 1935 issue of 
Business this factor was rated second 
in importance by many progressive 
business men. 

There is no doubt that the South 
has given an important-industrial lead 
in this respect. Sectional factories, 
for example, have now become an out- 
standing feature of the industrial scene 
in the southern half of the country. 
In Welwyn Garden City, a leading 
industrial estate in the London area, 
is to be found every evidence ‘of this 
type of development. 

In our surveys of the northern parts 
of the country we have seen that this 
trend towards providing suitable build- 
ings, for small industries is in force. 
There, however, all the old and disused 
mills and other buildings of like nature, 
have been split up among the small 
firms that are developing and flourish- 
ing in those areas. ; 

_ The North has been used to thinking 
in terms of major industries, huge 
works employing hundreds, sometimes 
thousands. For such firms encourage- 
ment was naturally given by local 
authorities and other bodies. For little 


Site edidit inian penance aa aaa erw deae mernani oorde 
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firms starting with a mere handful of 
men, no such encouragement was given. 
In the first place, such small firms 
weren't noticed because of the con- 
centration on big business. Secondly, 
no local authorities or any other body 


‘would think seriously cf . providing . 
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These varying types are typical of the modern 

Sectional factories which, with all services 

laid on, make an attractive proposition for 
the small manufacturer 


Povearagen 


a series of workshops or sectional 
factories, for the express purpose of 
easing the way of the little firm. 

In the South, however, the small firm 
has been given ever growing considera- 
tion since the War. New light indus- 
tries led to the erection of series of well- 
planned, neat, new factories. It was a 
natural growth for the idea to extend 
to sectional factories and consideration 
oi the small manufacturer. It was 
realized that these small firms have a 
habit of becoming very large firms in 
a few years. Hence there was a long- 
view justification of the policy from 
the start. 


These Are Reasons Why Sectional 
Factories Are Growing 


We have quoted Welwyn as the lead- 
ing example of this modern, industrial 
tendency. The estate has proved by 
results that the trend is a strong one, 
and that sectional factories fill a par- 
ticular need to-day. 

There are a maig of reasons why 


the manufacturer is attracted by such 
factories. The major considerations 
are these: (1) There is no capital out- 
lay on buildings; (2) The building is 
modern in design and construction, 
built with a knowledge of present- 
day industrial needs and, therefore, 
expressly suited to the demands to be 


. made upon it; (3) All the essential ser- 


vices will be present at such a factory; 
provided by the estate management to 
the order of the manufacturer; (4) It is > 
more economical to rent a standard 
sectional factory than it is to build a | 
separate factory and be the only one to 
bear the cost of 
bringing in services. 

One of the attrac- 
tive points about a 
sectional factory is 
that there is no need 
to waste time and 
money in adapting 


ey 

rt | it to your uses. In- 

DEL. side, you have a 
<3 clear floor space 


which can be em- 
ployed to the highest 
pitch of efficiency. 
It allows for planning your productive 
plant and offices, a vastly different state 
of affairs compared with an old, con- 
verted building. 


This is The Efficient Type Of 
Construction Used 


Typical of up-to-date sectional fac- 
tories are those at Welwyn. They are 
plannéd to give the maximum of 
natural light in relation to their other 
functions. 

The general method of construction 
now used, is to erect steel-framed 
buildings with Trafford asbestos tiles 
laid on boarding. Patent glazing in 
each roof slope and provision of 
side windows gives ample natural light- 
ing and helps to reduce artificial light- 
ing costs all the year round. The floors 


_are of granolithic paving on concrete, 


suitably reinforced. The internal 
heights are 11 ft. to 13 ft. 6in. clear to 
the bottom of the roof principals and 
27 Ít. to the ridge. All office floors are 
built of wood blocks. The lavatories 
are fitted with wash-basins, the: floors 
built of hard tiles and the walls built 
of coloured tiles. Modern heating and 
ventilation systems are, of course, 
installed. 

The surest test of any trend or 
development is results. In this respect 
the trend towards rented factories in 
general, and sectional factories in par- 
ticular, has been fully justified in the 
eyes of the Welwyn estate manage- 
ment. During the first six months of 
this year they have had a 75 per cent 


(Continued on page 32) 
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This Equipment Gave 


FINGER-TIP CONTROL OF 
35,000 HIRE PURCHASE ACCOUNTS 


BEFORE REORGANIZATION 


A/cs in 52 looseleaf ledgers 


Postings by hand; balancing laborious 


Staff: 7 senior posting clerks, full time 


To check arrears ledgers 


searched, this could be done only as and 
when posting permitted access to ledgers 


Arrears collections eratic and ineffective 


Ledger cabinets gave little or no pro- 


tection from fire 


sas bade tee 


AFTER ‘REORGANIZATION 


A/cs in visible card index packs 


had to be 


and night 


Postings by machine ; balancing automatic . 
Staff: One posting clerk, 4 junior sorters 


Immediate and positive check on arrears 
- because ‘the position of every account 
visible and accessible at all times 


Collections became regular and effective 


Equipment gives full fire-protection day 


From an Interview With J. A. FAULKNER, C.A. 
Secretary, Rudge-Whitworth, Ltd. 


ae 


\ 

his company sells a large propor- 

tion of its output on hire purchase 

terms which they themselves 
finance. The ‘hire purchase accounts 
are between the customers and the 
company with the dealer acting as the 
selling intermediqry. 

The hirer can| pay the instalments 
either weekly or monthly, on arrange- 
ment with the company. Hirers who 
elect to pay weekly make payment to 


the dealer, who in turn remits his 
total collections monthly to the 
company. 


Some 35,000 accounts were involved, 
and at one time these hire purchase 
accounts were kept in 52 loose leaf 
ledgers, the accounts being arranged 
alphabetically. The postings were 
in all cases by hand. 


Arrears Most Difficult to Check 
Under Old System 


This was a laborious system, occupy- 
ing the full-time services of seven adult 
clerks. Under the new system, which 
is described here briefly, the whole of 
the posting is carried out by one 
accounting machine operator, with the 
assistance of four junior girls who pull 
and re-file the ledger cards. Further, 
under the old arrangement, the follow- 
up of accounts in arrear could only be 
conducted by a clerk searching a ledger 
from end to end and reviewing each 
account. There was no provision for 
visible indication of arrears on the 
ledger sheets. Owing to the size of 
each ledger it was often impossible for 


a clerk completely to review a ledger 
in one day. On the following day, the 
ledger being required for the posting 
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There are 25 accounts on this pack; instal- 

ment activity is plainly visible, arrears can 

therefore be noted at a glance. This principle 
gives compl&e account control 


© 


of the day’s incoming cash, the clerk 
conducting the follow-up had to utilize 
his services elsewhere until his ledger 
was again available. Then it was 
necessary to check over the accounts 
to ascertain if cash had been received in 
respect of accounts ear-markéed the day 
before for follow-up. 


These Were The Objects of 
the New Plan 


During the latter part of 1934 the 
department was completely re-organ- 
ized under the direction of the Secre- 
tary Mr. J. A. Falconer, C.A. The 
principle objects aimed at in the re- 
organization were ; 

(x) A visible indication of accounts 

in arrear. 

(2) A ready means of ascertaining— 

(a) Whether the accounts intro- 
duced from each dealer were 
reasonably good or bad. 

(b) The class of business intro- 
duced from each territory. 

(c) The efficiency of the status 
reports from each territory. 

(3) Accurate Accounting. 

To attain objects 1 and 2, ledger 
cards were adopted and filed in Cope- 
Chat Vertical Visible Packs—25 cards 
to a pack. These packs are housed in 
fireproof cabinets, being filed in double 
rows back and front. The increased 
protection of Cope-Chat fireproof cabi- 
nets, as compared with fire-resisting 
cabinets, was considered well worth the 
additional expense. The details of 
thousands of hire purchase accounts 


` 
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constitute one of the most vital records 
possessed by a firm doing this class 
of business. Itis therefore no exaggera- 
tion to say that their destruction by 
fire, or loss by other means, would be 
nothing short of a disaster. Such 
records are irreplaceable. 


Valuable Check on Type of 
Dealer’s Business 


The top edge of each card is printed 
with the months January to December, 
and this part of each card is visible in 
the pack, As payment is made the 
month is marked out, so that it is a 
very speedy matter to locate the card 
where payments are in arrears. 

The ledger cards are filed under the 
name of the dealer. By abstracting 
the arrears each month, the position of 
the accounts introduced by each dealer 
is computed, and by aggregating these 
results the class of business from each 
territory and the efficiency of the status 
reports can readily be ascertained. 


‘Help to Dealers in Collecting 
their Own Accounts. 


This system of filing has also enabled 
the company to supply their dealers 
each month with specially prepared 
collection sheets. These detail, in 
alphabetical order, the customers intro- 
duced and show the position of each 
account, 


Space is provided in the collection 
sheets for recording each weekly instal- 
ment paid. The dealer can therefore 
see at a glance the customers who have 
failed to pay their instalments and give 
the company considerable help in 
collecting accounts. 

To provide more accurate accounting, 
a National 2,000 Class Instalment Post- 
ing Machine and a National 3,000 Class 
Accounting Machine were installed. 
The former is used for posting entries 
to the Ledger Accounts and handles 
over 1,000 postings per day. The latter 
is used for the pre-listing of all cash 
received and the preparation of the 
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tied up with the actual postings 
recorded in the posting machine. 

These arrangements provide a day-to- 
day balance upon all accounts. 


Enabled General Status of 
Accounts to be Raised 


Statistics show that the objects have 
been attained; collections per account 
have been increased and arrears 
reduced; good dealers have been 
encouraged and unsatisfactory ones 
eliminated, and the inquiry agents now 
employed by the company are giving 


cash book in sections. Each section is efficient service. 


These conveniently placed 
cabinets hold all the 


accounts in packs of 25 hi 

as illustrated on the i 

previous page. The i 
Fuere 


cabinets are of double- 
walled fire proof con- 
struction, thus day and 
night safeguarding these 
irreplaceable records 
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Write or ’phone 


TODAY for full 
particulars to :— 





57a HOLBORN VIADUCT, E.C.1 Tel. CEN. 5655 (5 lines) 
And in all the Principal Towns 
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Duplicating es : Office Printing 
WHAT, IF ANY, IS THE DIFFERENCE? 


A’ a result of the article, published 
on page 22 of last month’s Busi- 

NESS, in which was described a 
famous firm’s method of controlling 
office printing, we have received letters 
from executives of several firms which 
raise two important points. 

In the first place, from that article 
by Mr. A. Please, Controller of Office 
Printing for the Legal & General Assur- 
ance Society, Ltd., the impression 
seems to have been gathered that the 
use of office printing equipment neces- 
sarily involves serious planning and 
close observance of considerable routine 
detail. 


Correspondence on this point comes 
under two heads: (a) Statements made 
that the writers are themselves success- 
fully using office printing equipment 
without following either the broad plans 
or the detailed supervision described by 
Mr. Please; (b) Questions in the tenor— 
‘Surely, if office printing requires that 
amount of planning it is of little use 
for any but the large concern such as 
that to which Mr. Please belongs?”’ 

This query, we think, is put by firms 
not yet users of this type of equipment 
but who are considering the possibility 
of installing it. 


Critics of Our Previous Article 
Are Right 


The second point taken up is Mr. 
Please’s statement that he has found 
men operators of office printing 
machines more capable from every 
point of view (and therefore more econ- 
omical) than young women. 

Here the correspondence is mainly 
assertion that, in the writers’ experi- 
ences, the contrary has been proved. 

Now all these correspondents are 
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right. Office printing machines can, 
and do, with little more thought or 
preparation than that given to a simple 
‘‘duplicator”’, turn out first-class work 




















The majority of users find that 
women operators consistently n 
produce work that is 

equal tothe highest 3 £ 
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Whether a straight. 
forward office form or 
an elaborate design is the 

subject for reproduction the 
operation for the user is just as 
simple and effective in either case, 
so why not drop the term ‘office 
printing’ and call the whole range of 

work just DUPLICATING ? 


that saves money. Further, many firms 
with office printing equipment installa- 
tions of all sizes employ girl operators 
with complete success. 

That Mr. Please has found 
requirements of planning and personnel 
to be best suited to his particular condi- 
tions in no way disproves this. Simi- 
larly, neither do our correspondents’ 
views suggest that the method Mr. 
Please is employing is anything but the 
best for the results he aims to secure. 

That such different ways of using 
office printing equipment should all 
be successful is actually a very high 
testimony to the adaptability of the 
machines. 

Where, I think, a certain amount of 
misunderstanding occurs is in the failure 
of many business men to appreciate 
fully the high mechanical standard and 
the degree of gmplicity to which the 
leading macs have been developed 


r: “ge 
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and the extraordinarily wide range of 
work of which they are capable. 

This naturally raises the question: 
“What is the difference, then between 
simply ‘duplicating’ and ‘office print- 


ing’? Where can a line be drawn that 
divides the two?’ I am sure I don’t 
know. Nor do any of the experts of 


whom I have asked the question. 

I think it would be a good idea if the 
term, ‘‘office printing’’, were dropped 
altogether and the older, more simple 
term, ‘‘duplicating’’, used instead. 

Duplicating has always meant the 
reproduction, in the office, of some 
simple form such as a typewritten sales 
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letter or memo. But such is the excel- 
lence of the modern office litho machine 
that the attractive folder or booklet, 
expressed in the most modern styles of 
type faces and make-up, can be as 
easily and surely eproduced as can the 
simple form letter, so why not call the 
whole process duplicating? 


The Smallest Office Has No 
Limit in Range 


When one has to produce a mailing 
piece in printer's type instead of ordi- 
nary typewritten matter it is true that 
an intermediate process steps in. The 
normal office has no printer’s type nor 
the photographic equipment by means 
of which to transfer the characters or 
illustrations on to the thin metal print- 
ing sheet of the duplicator.* 

But the need for this intermediate 
step in no way robs the duplicating 
process of any of its characteristic 


We are, of course, confining our attention to 
those machines which print by tne lithographi 
process, 


(Continued on page 34) 
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LOUD-SPEAKER TELEPHONE 
Saves Your Time 


t has been proved*by tests that any- 
I thing from 20%, to 40% of a chief 

executive's time is each day wasted 
in effecting contacts with the men 
under him. 

The Dictograph was designed as an 
internal communication system to re- 
duce this time loss to the lowest possible 
margin. 

The Dittegraph is more than a tele- 
phone, although it works fundamentally 
on the same principle. In appearance 


it is quite different and consists of one 
or more master stations and a number 
of sub-stations. 

Master stations are located in the 
offices of the chief executives and are 
provided with optional loudspeaking 
equipment. Mr. J. H. Whitfield, 
managing director of Dictograph Tele- 
phones, Ltd., has his master station in 
an attractive cabingt standing at the 
side of his desk, so that without moving 
from his chair he can operate the key- 
board. 

Each key on the board controls one 
sub-station. A point not generally 
appreciated is that the number of sub- 
stations in direct contact with a master 
station need be limited only by the 
requirements of your particular busi- 
ness. You may, for instance, require to 
be in direct communication with only 
three or four of your department heads 
or you may need to be in direct touch 
with two dozen or more. 


7 Features that Save Time 
The difference between the ordinary 
internal telephone and the Dictograph 
loudspeaking telephone goes farther 
than is apparent on the surface. Here 
are some of its advantages: 
(1) By flicking upwards a key on the 


keyboard of the master station, you can 
talk direct to the man or department at 
the sub-station controlled by that key, 
and you secure instant priority over 
other calls. 









f the executive wants to give his ordinary 

phone caller information from any depart- 

ment in his organization a flick of his finger 

will, in a matter of seconds, bring that informa- 

tion through the loudspeaker. Thus the normal 

phone call is in no way delayed or interfered 
with 


Some executives like the type of desk shown 

below. The row of contacts shows how the 

Dictograph telephone can be conveniently 
built into such a desk 
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By 
Our Own 
INVESTIGATOR 


(2) You can sit back and carry on 
conversation in a normal voice. As 
both your hands are free, you can refer 
to papers and documents on your desk 
as though the man you are talking to 
was in the room. 

(3) You can hold a conference with 
your executives without any of the 
people concerned moving from their 
respective offices. You merely flick up 
the keys controlling the sub-stations of 
the men who are to take part in the 
conference. Not only can each one con- 
cerned hear all the others say, but each 
can interpose, question and explain—in 
short, carry on conversation as though 
all were in your Office. 

(4) The conversations are private. 
None can cut in or overhear what is 
being said. 

(5) If you have a caller in the office 
at the time you are talking with your 
executives, there is no need for him to 
hear what is being said. Attached to 
your master station is a telephone ear- 
piece or handset—as desired. When 
you lift this for listening in the loud- 
speaker is automatically cut out. The 
conversation goes on as before, but 
your caller can hear no more than your 
questions and answers, as he would if 
you were using an ordinary telephone. 

(6) An incoming telephone call may 
necessitate your calling for information 
from other departments. By using the 
Dictograph this information can be 
obtained at once. 

(7) Any conversation held over the 
Dictograph can be recorded verbatim 
by your secretary if necessary. Just 
flick the key controlling her sub-station 
and she is called into action. 





Departments Not Left Leaderless 


One of the 
conferences in 


of calling 
executive's 


annoyances 
the chief 





ad 


office is that the various departments 
are left leaderless in the meantime. By 
using the Dictograph this condition is 
eliminated. 

An important point is that each sub- 
station can be made to give direct 
indication to any one of several clerks 
in a room. This is done through a 
buzzer system. The head of a depart- 
ment, for example, knows that when 
the buzzer sounds one long buzz that 
he is needed. After that, the buzz can 
be broken up for signalling purposes: 
thus, two buzzes for Smith, three for 
Brown, four for Jones and so on. 


Shows if You Are ‘Engaged’ 


When a department calls you from a 
sub-station a soft buzz announces the 
call and a white shutter appears over 
the key controlling that station. If you 
wish to take the conversation, you flick 
up the key concerned. If you are busy 
and don’t want to be troubled, you 
merely throw over a small switch 
located above the keyboard. The buzz- 
ing is then cut off and an indication goes 
through to the sub-station caller show- 
ing that you are busy. 

Another time-saver is the priority 
given all calls from your master station. 
At any time you can clear the line, even 
if conversation is going on between the 
sub-stations. Directly you throw up 
your key to any sub-station, a light 
appears on the corresponding sub- 
station. This indicates to the speakers 
that they must give way to your call. 

Yet another point is the quick 
internal or external telephone link-up 
that is possible. The Dictograph can 
have direct communication with the 
telephone switchboard; you can, there- 
fore, flick up the key and ask for an out- 
side call to be obtained or transferred. 

Still another time-saver is the signal 
that can be left on for your secretary 
at her sub-station which tells her the 
moment she returns that she is needed, 
and by whom. 

The sub-stations are not, in the nor- 
mal way, equipped with loudspeakers. 
The usual type of one-piece ear- and 
mouthpiece telephone is used. 

The ability of management not only 
to have time for thinking and planning, 
but to be able to translate thought into 
immediate action, is one of the broad 
yet vital advantages of this loudspeaker 
telephone system. 


Why Not work to Music? 


In Mr. Whitfield’s own instrument 
radio has been installed. “I find a 
pleasant background of music, toned 
very low, helps me in my work,” he 
explained. ‘‘There are many executives 
who feel the same way, and that’s why 
we are producing this type of master 
station when it is preferred. After all, 
music has helped production in the 
factory, so why can’t it help brain- 
workers in the office?”’ 

Naturally, the layout and cost of 
installing the Dictograph system varies 
according to each business. All installa- 
tions can be obtained on deferred or 
rental terms, or, of course, purchased 
outright. The company also gives a 
comprehensive maintenance service. 
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VALOR |A PENSION SCHEME 


STEEL FILING CABINETS 


reduce risks of loss 
by fire or vermin 









Install “VALOR” 
Steel Filing Cabinets 
To-day 


HOUGH low in cost these 
Cabinets are made of best 
British materials throughout 
and to the usual “VALOR” 
high standard of workmanship. 


“VALOR” Cabinets are easily 
handled and have none of the 
disadvantages of wooden Cabi- 
nets which are liable to warp or 
crack and do not offer complete 
protection against vermin. 















They can be supplied in quarto 
and foolscap sizes with from 1-5 
drawers, and are attractively 
finished in olive green stoved 
enamel. (Special finishes can 


be arranged for.) 


Write to-day for List 20/V.56 giving full 

particulars of these Cabinets, also Sicel Cup- 

boards, Shelving, Clothes Lockers, etc., to meet 
all office requirements. 


Buy British Goods 


The VALOR CO. Ltd. 


BROMFORD, ERDINGTON 
BIRMINGHAM 


120 Victoria Street, S.W.1 
0i 
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to Fit Your Own Business 


By OUR INSURANCE CONSULTANT 


he response made by readers to my 
T articies in the June issue of BUSI- 

NESS was so great that I feel sure 
it will be of assistance if I give a few 
details of the pension scheme I had in 
mind. In the June article my remarks 
were confined to general principles and 
the objects aimed at. 


Not for Staffs That Are Con- 
stantly Changing 

In the first place, the scheme ts prim- 
arily designed to meet the requirements 
of a more or less permanent staff, such 
as clerical and skilled employees. It 
could, of course, be adapted to other 
cases, but generally it must be admitted 
that it is of little practical use to those 
staffs which are continually changing. 

Furthermore, firms I think view in 
rather a different light the whole idea 
of pension schemes as far as they con- 
cern employees with little or no service 
to their credit, as must necessarily be 
the case with that type of employee 
whose occupation is generally of a 
temporary nature only. 


Alternative Schemes 

There are very many and varied 
schemes which can be submitted to 
meet the individual needs of the em- 
ployees and the firm. 

Usually, a contribution from the em- 
ployee of a flat 24%, 5%, or 10% of 
his salary is arranged, the employers 
paying a like or increased amount, 
according to the amount of pension the 
firm has ultimately in view. Others, 
however, prefer to have the scheme 
drawn up in such a way as to have 
the contributions divided into salary 
grades, as follow: 
| 
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Salary or Wages 














Grade 
per annum 
Exceeding Not exceeding 
| A ~~ cr £104 

B | £104 £156 | 
C £156 {208 | 
D £208 £260 | 
E £260 


| | ana se on | 
a= 2 | ] 
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*"Forty Years’ Service—What Then?” 
with your obligations to the old employee. 
Busrness for June. 


and as the future salary is enhanced 
and the next grade is attained so the 
contribution is increased. 

The amount of pension can either be 
a fixed amount per week, payable at 
age 60 or 65—or along the lines of the 
Civil Service scheme, whereby 1-60th of 
the salary at retirement is credited for 
each completed year of service, subject 
to a maximum pension of 2-3rds of the 
annual salary. 


Death Benefit 


In the event of the employee becom- 
ing deceased before pensionable age, a 
cash sum is immediately payable to his 
wife or legal representative. 


Incapacity Benefits 


The scheme in question would in- 
clude the following: 

(a) Remission of premiums during 
periods of prolonged incapacity as a 
result of illness or accident; 

(b) Payment in full forthwith of a 
cash sum or an annuity for complete 
incapacity in the event of loss of sight, 
hands or feet. 


Evidence of Health 


A medical examination would not 
generally be required with these 
schemes, but it might be necessary if 
special circumstances rendered it so. 


Employees Leaving Service 

An employee leaving the service of 
the employer, from any cause, would 
have the option of continuing the pay- 
ment of his own contribution. The em- 
ployer for his part could surrender the 
contributions he has paid or assign them 
to the employee, according to the 
circumstances of his leaving. 


Relief from Income Tax 


Employees would be entitled to relief 
from income tax up to certain recog- 
nized limits in respect of their contri- 
butions and assuming the scheme is 
approved by the Inland Revenue 
authorities. The employer would be 
allowed to rank it as a trade expense 
for the purpose of income tax. 

So far only the usual employees have 
been referred to, but in this respect 
directors, partners, managers and those 
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in receipt of higher salaries should not 
be lost sight of when considering these 
schemes. It may, however, not be con- 
sidered practical or advisable to admit 
into a general scheme these executives, 
in which event it is incumbent upon a 
firm to make some provision for them 
if the whole idea of staff protection is 
to be carried out effectively. Adequate 
protection should be arranged for these 
individuals separately, the effect of 
which would be the same as the bene- 
fits for the other employees under the 
general scheme. 


Death of a Partner Might 
Financially Embarrass a Firm 
Whilst on the subject of partners and 

those who are financially interested in 
a firm, it might not be out of place 
briefly to refer to the position which 
may be created by the sudden decease 
of such people, and the widow or other 
dependant requiring the cash from the 
business. Such a state of affairs might 
come at a difficult moment and possibly 
seriously embarrass a firm. This con- 
tingency can easily be protected to the 
extent of the cash interest. 

These additional remarks relating to 
pension schemes should throw further 
light upon a important subject and one 
which is seriously engaging the atten- 
tion of many firms to-day. 

There are some firms who say they 
cannot afford such a scheme and merely 
allow the matter to drift indefinitely. 
They should realize that they are only 
putting off the evil day, as it is a sub- 
ject which must eventually be tackled 
and the earlier the better, before many 
of the staff reach pensionable age. 

The point does not require stressing, 
that any firm with a good pension 
scheme will invariably get more effec- 
tive work fgom the staff who have the 
knowledge that both they and their 
dependants are adequately protected 
for the future. 

If any readers of Business would 
like a scheme drawn up to suit their 
own special requirements, this will 
gladly be done, free of cost or obliga- 
tion. Address your inquiry to the 
Insurance Consultant, c/o The Editor, 
6 Carmelite Street, E.C.4 and the 
necessary details will be worked out for 
you to study at your convenience. 
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The Cope-Chat 
Vertical Visible Ledger 
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GREATLY 
INCREASES 
POSTING 
SPEED. 


GIVES EASY 
REFERENCE 
WITHOUT IN- 
TERFERENCE. 


IDEAL FOR 
HIRE 
PURCHASE 
LEDGERS. 


Write for a Copy of ‘A FOOLPROOF HIRE-PURCHASE SYSTEM” sent gladly by return post. 


THE COPELAND-CHATTERSON COMPANY, LIMITED 
EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4. 


Telephone : CITY 2284 (3 lines) 


SPECIALISTS IN MACHINE POSTING EQUIPMENT. 


PATENT NESTING 
CHAIRS FOR SPACE 
ECONOMY 


(Parent No. 344159) 


Please send for catalogue 
(Ref. B.) showing our com- 
plete range of tubular steel 
furniture for all purposes. 


Cox & Ce LD vorevisiw.s 
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The New Managing Director 
asked me 5 questions 
—| couldn't answer one 


How many times does our stock turn 
over in one year ? , How many items turn 
over twice ? How many ten times ? How 
many have not turned over even once ? 
How many items are down to three weeks’ 
supply ? 

| said | could not answer offhand, but 
would set the staff on overtime to search 
the records and prepare a list. He glared, 
and exclaimed : ‘Great heavens, man, you're 
1926—all facts should be visible to-day—get 
hold of that Kardex crowd !”’ 

| did. | sent for one of their specialists. 
He sat down with me for four solid hours. 
we analysed the whole position, and it was not so simple. 


Three days later 
he returned with a scheme (I must take my hat off to the way they do 
things—every detail covered—splendid hand-drafted proofs and blue print 


of new layout of equipment). The Chief O.K.'d the expenditure at once— 
he’s a man of action all right ! 

Well, to cut a long story short, that com- 
bined purchase and stock record was in full 
operation inside one month, we do the work with 
2 clerks instead of 3 and already we have cut 
our stock investment by I5 per cent and yet 
have a much better balanced stock. The Chief 
says I'm 1936 now, and a budding organiser ! 
Later, | heard him raging about outstanding 
accounts and faulty credit ; bet he will liven up 
the ‘‘counting’’ house next. I'll give Robinson 
the tip. 


To all ambitious 
executives who know 
that ‘“‘things are not 
right” we issue a 
cordial invitation to do 
likewise and consult 
the Kardex Research 
department—without 
obligatidn of course. 
Make an appointment 
or writefor Booklet B.7. 





ajase 


| LEADENHALL STREET, LONDON, 


Phone: Mansion House 3921 


E.C.3 
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CANNED OIL 
Kills a Bogey 


(Continued from page 19) 
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efforts were made to obtain the atten- 
tion of the public. The question of the 
use of the general Press is always a 
debatable point, but it was decided, 
however, that the first step would be 
to go for the motoring public through 
the specialized Press. 

There is no doubt that the policy ts 
successful. The firm took pages in the 
motoring ‘‘consumer’’ papers, copy and 
illustrations being practically the same 
as used for the trade Press. Certain 
modifications, of course, were made, 
but the idea behind the advertising was 
the same—to familiarize the motoring 
public with the idea of canned oil, to 
show them how to open and use a can 
and to point out the definite advantages 
of canned oil. In addition, an invitation 
was made to write for the booklet. 

It is still early to speak of lasting 
results. The company can only estimate 
what the steady demand will be a year 
from now, but if preliminary results 
form any safe basis of judgment, it 
seems as though the market will be very 
good indeed. As it is, the response has 
been overwhelming. Since the prelim- 
inary campaign started orders have 
come in for goods at the rate of 100,000 
cans a week. Indeed, so successful has 
the marketing scheme been that plans 
for a wider advertising campaign, 
whereby the firm would use the national 
dailies, has been delayed until the pro- 
duction organization can be adjusted to 
take care of the rush of business. 


+ 
A New 
EXHIBITION 


For Xmas Goods 


anufacturers will be interested in 
the new exhibition—The Christ- 
mas Gifts Exhibition and Yule- 
tide Fair—which is to be held at 
Dorland Hall, Lower Regent Street, 
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DESK DIARY No. 1296 3/6 


arvposd Pad printed with Retail 
old figures on quality paper, 
is fitted on to an attractive No. 1297 4/ j 
base moulded in With Swivel 

Pen Socket 


(As illustrated) 
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FRANK PITCHFORD & Co. Ltd. 
“Velos” House, Well St., London, E.C.1 









With the 
“VELOS” 323 
STAPLER 


Complete with 
1000 STAPLES 


RETAIL 5/6 


No. 323/c 
CHROMIUM 


PLATED 6/6 Made in Engiang 
WRITE for NEW LIST of INKSTANDS Etc. 


RING: NATIONAL 0055 (4 LINES) 
PLEASE MENTION "BUSINESS" 


London, W.1., from December 2nd to 
24th. rit 

This is the first exhibition of its kind 
that has been held in the heart of 
London's West-end and a powerful 
advertising campaign utilizing national 
daily papers, London evenings, subur- 
ban press, outdoor publicity, etc., with 
an expenditure of 44,000 over four 
weeks, will certainly attract visitors. 
In fact, every step is being taken to 
inake the event one of the outstanding 
exhibitions of London's year. 

To firms selling Christmas gifts, 
Christmas provisions, catering or com- 
modities which in any way pertain to 
the festive season, the exhibition should 
prove a profitable new source of busi- 
ness, not only for the Christmas period 
but throughout the year, 

A prospectus of the exhibition has 
just been issued giving particulars of 
space, rentals, etc., and is available on 
application to the Organizers, Christ- 
mas Gifts Exhibition, Dorland Hall, 
Regent Street, London, S.W.1. 
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They’re 
Spending Money 
Here 


Fises show big advance in pig-iron and 
steel output in South Wales and Mon- 
mouthshire. Total production was only 
300 tons short of that of the North-East 
district, which was the highest in Britain. 


+ 


F” the first time for several years steel 
production on the North-East Coast has 
exceeded 200,000 tons in one month. Out- 
put was 210,600 tons. 
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À n aircraft factory is to be established 

in Belfast, by arrangement with 
Harland and Wolff, the shipbuilders, and 
Short Brothers. The factory is being built 
on a site next to the east yard, Queen's 
Island, and will accommodate about 2,000 
employees. 












PENCILS 


VENUS PENCILS are 
incomparably smooth 
and long lasting, their 
standard of quality never 
varies. 
MADE IN ENGLAND, 
KNOWN THROUGHOUT THE WORLD 


if wou would like to select 
which degree suits you best 
name three (e.g. 2B., B., 
H .B..) and we will gladly 
send ‘samples for you to try. 


VENUS PENCIL Co, Lid., LONDON, E.5 
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Don’t Sigh for Success 


for Promotion 
Power 
Prosperity 
and 
Happiness 





GRASP IT-NOW/ 


Life is always ready to shower its rewards 
on the man who helps himself, the aggressive 
personality who makes his own “‘luck"’. 
For, fantastic though it mav seem, it és 
actually possible for you to make your own 
luck, to mould your life as vou would have it, 
to achieve your dearest ambitions. 

At this very moment, no matter what mav 
be the difficulties that beset vou, or the 
circumstances of vour present life, there is a 
mighty power within you waiting for vour 
orders—a power that can sweep you irre- 
sistibly up to the heights of Achievement and 
the pinnacles of Success, 


THE SECRETS OF PROMO. 
TION, POWER AND PROS- 
PERITY NOW REVEALED 


If you feel condemned to mediocrity, hemmed 
in by doubts, worries, lack of confidence, 
timidity or ill-health, here is the news of 
your lifetime! It is for you that Daniel 
A. Simmons has written his inspiring lecture 
—‘*Realization"—a 
masterly and invalu- 
able message by one 
of the world’s leading 
practitioners of Ap- 
plied Psychology, 
written in the 
simplest language and 
now sent entirely 
FREE. It tells 
how vou can con- 
quer, by vour own 
efforts, in your own 
home, all the negative 





Dept. B/R1, 3 & 5, Queen St., Manchester, 2 
I Please send me free and without I 
! obligation, the complete copy of your | 
i 6,000 word *‘Realization™ Lecture. 
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qualities that are now holding vou back 
from Life's richest rewards; how to become 
fearless, self-confident, independent, pros- 
perous, powerful and victorious. 


HOW TO MAKE YOUR 
OWN FUTURE 


Many thousands of men and women of no 
greater ability than yourself have become 
geniuses of art, literature, commerce, govern- 
ment, ete., simply by following the proved 
and practical methods expounded in this 
amazing lecture. It is within your power 
to do the same ... and do it now! No 
longer envy the ‘“‘fortunate ones" of vour 
acquaintance. No longer resign yourself to 
failure or mediocrity. Make this the Turning 
Point of your life. Start now to mould your 
own future, to shape your fortunes and to 
make your own chances. No matter who 
vou are, what you are or where you are. 
“Realization” cannot fail, 


METHODS HAVE BROUGHT 
SUCCESS TO THOUSANDS 
OF MEN AND WOMEN 


That this astounding System actually works 
is proved by countless grateful letters from 
all over the world thanking Daniel A. Sim- 
mons for increased salaries, business promo- 
tions, professional and social successes, 
beautiful homes, happy prosperity, renewed 
health, and release from fears, worries and 
obsessions. 


Prove it for yourself —FREE 


Your copy of this priceless 6,000 word lecture 
is now waiting to be posted to you—abso- 
lutely FREE and without obligation of any 
kind whatsoever! All you have to do is to 
fill in the coupon and post it to-day. Don't 
let the ‘‘Little You’’—the doubting, scoffing, 
timid You that has hitherto kept you in a 
narrow rut—rob you of the chance. Forget 
the failures of the past, Turn over a new 
leaf this very day and 


Send Coupon now for FREE 
Book to PSYCHOLOGY 
PUBLISHING CO., LTD. 


Dept. B/R) 
3, 5 & 12, Queen Street, Manchester, 2. 
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A Faetory Estate 
Planned for Industry 


f Mes Factory Estate at Welwyn has been scientifically 


planned to provide all essential industrial services without 

obtruding upon the natural beauty of the surrounding country. 

Power is cheap; Rates low; Variety of excellent houses always 

available which enables staff and workers to live within a few 

minutes of their Factory and of the open country. Everything 
is modern, bright, cheerful and efficient 


25 MINS. from KING’S CROSS 
ON L.N.E.R. MAIN LINE 


WELWYN 
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WELWYN GARDEN CITY LTD., WELWYN GARDEN CITY, HERTS. PHONE 248 





; Would you like 
>50 NEW CUSTOMERS? 


We have helped some firms to gain more than 
50 new customers. 


Would you like details of how it was accomplished 
—and our suggestions for YOUR _ business? 


J. W. RUDDOCK & SONS 


DIRECT ADVERTISING CONSULTANTS 


LINCOLN 
And at 3 OLD JEWRY, LONDON, E.C.2 





A MINUTE SAVED IS MONEY GAINED 


Unpunctuality is a menace, swelling your overheads without 
contributing to your profits, and it can be reduced at once to 
a minimum by the “G.-B.” System. Time saved means profit 
gained—start preventing wasted minutes at once by means of the 
system chosen by thousands of eminent corporations and big firms. 
Models to suit the smallest office or the largest works—send for 
catalogue and full details. 


GLEDHIL BROOK 


TIME RECORDERS LTD. 


38, EMPIRE WORKS HUDDERSFIELD 
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How The SECTIONAL 

Factory Solves The Small 

Manufacturer’s Problems 
(Continued from page 22) 


increase in the number of inquiries for 
factory space, compared with the first 
six months of 1935. 

Particular significance is attached to 
that increase because during the past 
year intensive development of the 
sectional factory idea has taken 
place. 

As far back as 1926 the first sectional 
factories appeared at Welwyn. The 
idea was then taking root that the 
small man starting a new business 
was well worth looking after. In the 
first effort the estate management built 
a factory divided into four units with a 
floor space of 1,700 sq. ft. per unit. 
It was probably prophetic of the aims 
and ideas behind this development 
that Murphy Radio Ltd. took one of 
these units at a time when they em- 
ployed a mere handful of people, and 
that chiefly for experimental purposes. 
To-day that same firm has extensive 
factory premises at Welwyn, and they 
now employ nearly 1,000 workers. 


Double The Floor Space 
Let In Half The Time 

That initial effort was so successful 
that the plan was carried forward. This 
year two big, new schemes—one started 
in February and one in July—were put 
into operation. 

At this rate of progress the area of 
sectional factory floor space built, o1 
being built, on a rental basis has in- 
creased by 80 per cent since the begin- 
ning of the year. 

The area of floor space actually let 
in the first seven months of this year 
is more than double the area let during 
the whole of 1935. 

This means that in the current year 
the lettings of floor space will probably 
equal the total amount of floor space 
let since sectional factories were first 
built at Welwyn in 1926. 

In these figures can be read the result 
of the trend. It means that the small 
manufacturer is being given a better 
chance to-day than ever before to reach 
prominence. He can house his business 
in an up-to-date factory that is as 
economical to run as the factories of 
manufacturers many times his size. 





> 


The Slump Killed 
Our Old Business 


(Continued from page 12) 


buy radios and tobacco from the retail- 
ers, SO we tell the engineers and other 
users of electric tools to get our tools 
from the distributors. 

We carry out mailings to garages, 
repair shops, foundries and so on as a 

-selling help to our distributors. We 
furnish distributors with stereos for 
their own local advertising, sales 
literature, display units, advertising 
stickers for letters. We print sales 
letters for them on their own letter- 
heads and provide a number of other 
helpful services. 

This all has the effect of building up 
the goodwill which we want. Distribu- 
tors know that we are out to help them, 
therefore they help us. 


Here Is a Repair System that 
Will Aid Sales 


All the factors I have mentioned 
have helped towards the prosperous 
state of the company to-day, but we 
are still planning ahead. By the end 
of this year our sales will have gone 
up another 65 per cent or more and 
we are planning for further increases 
in the coming years. 

Additional factory space and plant, 
more distributors, more representatives 
and so on—all these will shortly be dis- 
cussed. At present, however, we are 
busy testing and adjusting our newly 
developed organization. For instance, 
we have recently had to tackle the 
problem of a repair service. Till 
recently the practice has been for 
customers to send back any tools need- 
ing repair direct to us or via our distri- 
butors. We would then repair the tool 
and return it. 

This was a system we inherited from 
our agency days. It seemed to me 
wrong in view of our general speed-up. 
This service should, I felt, be in keep- 
ing with our new methods and I have 
evolved a scheme to suit the purpose. 
From now on any customer who sends 
us a repair job will get a perfect tool 
returned to him the day we receive his 
repair. 

We are able to do this by organizing 
a special repair service department. In 
that department are kept a minimum 
number of each of the types of electric 
tools we produce. When, say, a drill 
of type “ʻA” comes in for repair, a type 
“A” drill is returned at once from the 
service stock to the customer. Then, 
when the customer's drill is repaired 
and put into first-class condition, it is 
not sent back to him but put into the 
repair service stock in place of the drill 
that was sent out. Thus, the customer 
gets immediate service while the cost 
to us is no more. 

We believe that it is through this 
kind of effort that new sales are made 
and held, and I quote it merely as an 
example of our policy at work. 











MORE SALES 


WAITING 
TO BE COLLECTED 


by trained salesmen 





WILLIAM G. FERN, Ph.D. 
> 


Buyers say “no” automatically. Trained salesmen expect this and 
understand how to interest the buyer and change his “‘no”’ to at least 
interested attention. Eight Fern Courses train thousands of men and 
women every year to collect more sales—will you be one of them? The 
edition of “The Achievement of Business Success” is free for the asking. 
This book tells the story of all the Fern Courses. Here is a full list of 
them : 


NEW SCIENCE OF SALESMANSHIP [for Salesmen and Sales 
Managers | 


THE ART OF SELLING [A basic course of principles | 

RETAIL SALESMANSHIP [for those in shops and stores | 

MILK SALESMANSHIP | for all those selling milk | 

SUPER SALESMANSHIP [A refresher course for all salesmen | 

MANAGEMENT AND SELF-MANAGEMENT [for all 
executives | . 

THE ART OF MANAGEMENT [for minor executives | 


THE ART OF EFFICIENCY [for those who wish to wring 25 hours 
out of 24] 


Each course is completely described in “The Achievement of 
Business Success”. This book will be sent free to every earnest inquirer 
for more sales and more pay. Send for your copy this day. It will be 
a great day in your life. Write now. Send this coupon or write on 
your own letterhead. 


@ POST TO-DAY PLEASE « 

The Secretary, Fern Business Institute, Lid., 

11 Upper Woburn Place, London, W.C. 
[If you phone, ask for Euston 2507] 


Kindly send me your book “The 


Achievement of Business Success”.  ] 


am anxious to make this vear a success 
year, 


NAME iiis 
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Lessage to Esem tives 


YOU OFTEN NEED A COPY 
OF AN IMPORTANT PLAN, DRAWING 
© OR DOCUMENT 


CAN YOU DO IT IN YOUR OWN 
OFFICE OR WORKS? 


WE MAKE NO APOLOGY IN 
CALLING YOUR ATTENTION =. 
OTO THE EXTRAORDINARY EFFICIENCY — 
OF THE 


MARK 


MAY WE SEND YOU PARTICULARS... 
AND DEMONSTRATE ITS SIMPLICITY? 


IT WILL SAVE YOU TIME & MONEY 


i What’s the Difference ? 


(Continued from page 25) 


simplicity. The machine manufac 
turers have an ample service which: 
takes care of the preparation of the 
plate. 

Suppose, for instance, 
smart-looking folder for 
some, pues goods.. It 


you n DA 


: if oe -out of the folder, prea: typ 3 


and size of illustrations, all well- anc 


i | good. He simply does: this and hand 


< MODERN PRODUCTS (L.C.L.) LTD., 264 High Road,'CHISWICK, W.4 8, 


Control and echeck time 
with’ a “NATIONAL” Master 
Electric Clock & Time Recorder 


P EEE o TIME STAMPS, 
“RADIAL, AUTOGRAPH & COSTING 
RECORDERS, also ELECTRIC DIALS 


British Manufacturers and Patentees 
NATIONALTIME RECORDER Co. Lid. 


\quinas Street, Stamford Street - S.E.1 


Telephone : Waterloo 6641 Telegraphic : 


DON’T WORRY | 


out your shop when on holiday get. a GLEDHILL 


ISTER and leave. your: Bones witha . tranquil 

d, secure in the knowledge that the Gledhill will 

» a close check on every transaction till you 

im. Wise traders have worry-free holidays—ov er 

‘90,000 of them put their trust in- Gledhill Tills. 
nd for particulars, instalment plan, ete. ` 


G. H. GLEDHILL & SONS LTD. 


50, Trinity Wor HALIFAX 


Natrecord, London 


3 ‘it, with. the: 
‘| machine 
fj ment, and they do the rest. 


qto the. 


lis required. 


{Teach case. 


; to ti 
depart 
Within : 
short time, back comes the prepare 


rypewritten “ 
manufacturer's 


‘copy’ 
art 


| plate, ready to be snapped on to the 
| duplicator and run off: a high-quality: 


printing. Job that will easily match. 
best one pia in 
standards. eS 


If you have not aman to a out 
the folder and specify the type, it 
doesn’t matter a bit. Simply tell. the 
machine manufacturer's art department 
something of what you want and leave 


the designing to them. It’s all part of 


the service. When you: have ¢ approved 
their lay -out the plate is made and. 


| handed to you to run off. 


Thus you see how it is that with one 
modern duplicator and a reasonably 
intelligent girl operator you can quite 


| easily supply practically” all your own 
“4 printing needs with a great saving i 
| costs, and enjoy” also the advantages of 


speed and privaty of production. 


There is no Founda: for this 
Old Excuse 


This knocks on the head the protest, 

We don’ t want to turn ourselves Into: 
printers’, which is advanced by many 
business men when they are approachec 
to go in for what. is, in effect, duplicat- 


| ing which has been lifted t to the, realn 


of real printing. 


There is no need. for them” to © ‘tu 
themselves | into | printers’ = t 
need do is to use duplicating plates. 
two sources; the first, made in- 
own office- “when the peed is for 
nary typewritten, “hand-written G 
sketched matter, and the second from 
the machine. supplier’ s studio when 
professional type. and illustrated matte 
The -operation of the 
machine remains precisely the same i 

A properly instructed gir 
or youth can handle both classes 


P| work. 


ro BRITISH 


The capacity of ‘a single. made 


machine using ‘plates: ‘made by the. 


and /or- those. a by the manufa 
turers’ | i 


can de al with pret t 
matter 
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HAVE YOU A WORKS PROBLEM? 


Just a glance at the COPE-CHAT Visible Index will 
show you the activity of 124 works records :— 

















. Position in the works of any order. 

. Relation of performance to promise. 

. How the department or the machines are “loaded”. 

. Where and when overtime is necessary. 

. How “‘Priority’’ orders are faring. 

. Plant and Machinery Maintenance (History and Costs.) 


If you have a works organisation query we will be glad to have 
an opportunity for service. We have catered for hundreds during 
the past 40 years. May we help you ? 


THE COPELAND-CHATTERSON COMPANY, LTD. 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 
_ Telephone: CITY 2284 (3 lines) 
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Streamlines 





in the design of its well-known Equipment, and 
takes this opportunity of announcing an entirely 
new range of Autographic Manifolding Registers. 


THE “400 LINE” TRU-PAK 


Incorporating improved operating and mechanical 
features, coupled with a most modern and digni- 
fied appearance, the EGRY TRU-PAK provides 
the most up-to-date and speedy method of hand- 
ling multiple sets of forms requiring handwritten 
carbon copies for internal routine purposes. 








. Interleaving of carbon paper and handling of forms is entirely eliminated through the use 
of Continuous Stationery. 


One writing, and one turn of the operating handle will deliver a set of forms consisting 
of an original and up to 5 carbon copies. Machines are made in various sizes to meet the 
-usual standard commercial forms. @ 


FEED Typewricer l 
Attachment. `™ Where `i 
‘routine forms 2 are typed $ 
ae of being aide : > of records afforded by the locked compartment into which a complete copy of the issued 


‘device will - speed-, aH : forms is fed for control purposes. If necessary, a dissected analysis of certain pre-selected 
; 


‘`: The most important feature of this inexpensive device lies in the security and protection 


the’ output ‘of, ¿SUC 
multiple setsi, 


H —EGRY LTD. 


j 7 \ 


ia | Telegrams : EGRYCOMPAK, EALUX, LONDON 
WARPLE | WAY, ACTON, LONDON, W.3 Telephone: Shepherds Bush 3377 (3 Lines) 


items only may be so retained in place of the copy. 
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An ‘hiportant: ‘and particularly fussy client tele- handicap which affects an organization . from 
phones’ Mr.. Brown on urgent business . .. but managing-directors to office-boys. Such a handi- 
Mr. Brown is not available! If he had not been cap is entirely wiped out by the installation of 
foiced to, all personally on the Manager of another the DICTOGRAPH Internal Telephone System. 
department: . for, some confidential information, Establishing instant contact with every depart- 
' Mr. Brown’ would. not have upset the client... ment, either individually or together, the 
nor, inéidentally, would he have dissipated almost DICTOGRAPH gives facilities which save time 
an hoür of: his | ‘valuable time. Lack of efficient and add to efficiency. It requires no trained 
inter-departmedtal communication is a severe operator and cuts out all delay... . 


WHY NOT WRITE TO-DAY FOR FULL PARTICULARS P 


DICTOGRAPH 


INTERNAL 
TELEPHONES 
ABBEY HOUSE, WESTMINSTER ond AURELIA ROAD, CROYDON 


(ABBEY 5572/3/4) (THORNTON HEATH 2427) 


Branches throughout Great Britain and representatives overseas. 
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ou know best 
when you know 


_iNational 


HICH are the best machines on which to 
mechanise your accounting work or to 
modernise your already, mechanised system? 
This —if it is not actually the question of the moment — 
must arise in any progressive concern sooner or later. 
Unless you know the capabilities of the most efficient 
machines yet evolved you cannot intelligently answer. 
We shall welcome an opportunity to prove to you that 
the ever-growing preference for National Accounting 
Machines shown in every branch of commerce is being 
won by sheer merit. The designers of present-day 
“Nationals” looked ahead. How well they anticipated 
the accounting needs of to-day is now evident in the 
unique range and variety of accounting jobs to which 
“National” machines can be applied. Whatever the 
, extent or nature of your business—small or large, 
manufacturing, distributing, banking, finance, ship- 
ping, hotel, catering, building, publishing, anything — 
you will know best how to invest in accounting 
equipment when you know what “Nationals” offer. 
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SEE THE “NATIONALS” AT 
Stands Nos. 27, 28 and 34 
Business Efficiency Exhibition 
BIRMINGHAM 


Alternatively, for details or demonstration, write, 
phone or call :—The Accounting Machine Division, 
The National Cash Register Co. Ltd., 225 Tottenham 
Court Road, London, W.1. Phone Mus. 981 | (H lines) 
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Continuously Better 
Production 


Says A. PERRY-KEENE 


Cost Controller, The Austin Motor Co., Ltd. 


= egative’’ thinking is not by any 

means the precise term to de- 

scribe the management attitude 
which I am about to outline. For the 
want of a better one, however, it is the 
term which we ourselves have come to 
apply to this particular angle of think- 


‘ing. I think there is a good deal of 


aptness in it, and it has the virtue of 
avoiding a‘more technically worded 
description. ` 

Negative thinking is the very anti- 
thesis of the usual business policy. It 
is an attitude that completely shatters 
the self-complacent pride that many 
manufacturers show the moment their 
works turn out a finished component 
or a completely assembled job. 

Just for a moment let me go back a 
hundred years. 


Manufacturers Lulled by 


Satisfactionwith STANDARDS 


From the beginning of the nine- 
teenth century until the Great War we 
had a long spell of industrial pros- 
perity. Steadily Britain built up for 
herself a position that put her on top of 
the business world. All through those 


` years no crisis arose, nothing hap- -~ 


pened to shake any of our stalwart 


‘manufacturers out of a comfortable 
routine that developed as time went | 
on into a sort of industrial religion. 


What the British manufacturer made 
was inevitably a thing of permanence. 
His achievements became standards 
which the outside would accept and 
which he himself*also became con- 
vinced were as fixed as the stars. 





In An Interview 


Then came the War, and it had been 
in progress but a very short while when 
everybody’s carefully built-up stan- 
dards were shown to be hopelessly 
inadequate. 


How Standards Became 
Exposed as Inadequate’ 


Suddenly the crisis into which the 
country had been plunged called for 
a thousand new products to meet new 
uses that had never even been thought 
of, and existing products were instant- 
ly required to be made better and to 


Serve a far wider range of purposes 


than had ever been contemplated. 
And these new: demands that were 
suddenly thrust upon our manufac- 
turers did not represent a single 
intensive peak that died away and left 
the former unruffled calm. The 
pressure was not relieved so that 
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industrialists could sink back again 
into their comfortable routine of pro- 
ducing the standards of which they 
were so'proud. No, the crisis rapidly 
intensified and harassed the whole of 
industry with continuously changing 
demands of the most revolutionary 
nature. 

Everybody in the field of industry 
woke up to the fact that there were no 
longer any such things as standards. 
The product that was satisfactory and 
adequate to-day was to-morrow found 
to fall far short of vital requirements. 
New and unheard-of demands on its 
capacity called for its instant manu- 
facture to still fresh specifications. 
And before that change had time to 
be settled upon in the factory, again 
new demands were thrust forward to 
be met by the harassed designers and 
engineers. 

The net result of all this was that 
products were rapidly developed and 
improved to a marvellous extent. The 
most wonderful machines came 
into being and former simple things 
that had for long been accepted as of 

‘“‘unimprovable standard’’ were en- 
dowed with new merits and efficiency 
such as nobody had foreseen, even in 
the flights of their imagination. 


Industry Was Given a Powerful 


Lesson 
Four years of this kind of com- 
pulsory activity constituted a most 
valuable lesson to all those manufac- 


‘-“turers who were astute enough to 


perceive it. 


What did this lessor eee 2 ot 
taught that no ` achievement of 
designers and production engineers 
could, if progress was 'to;be made, be 
accepted as a standard to be set up 
and ‘admired. 
achievement, ‘no’ -matter how 
apparently high! it was) formed the 
basis only of still further and better 
development. Ë <:i% £ 

It taught the’ policy £ ‘of negative 
thinking. That} ‘is,,it ¿showed the 
manufacturer that whenever he 
pga any single . thing in his 
works, a split pin, a set of gears or a 
complete machine he..should at once 
take that thing—apparently perfect as 
it may be at first sight-and think 
negatively, or pethaps I! ' might say 
destructively, about it. i 

gt į 
These are thé Questions that 
Build Improvements 


He should look at it’ long and 
critically and think to himself: Now 
what haven’t we done? . Where and 
how can this thing be’better designed; 
what manufacturing operations can 
we combine to i make it a better 
article yet cheaper to. produce? In a 
year’s time, or less, this thing will be 
out of date; what will make it so? Let 
us anticipate those changes now. 

I am afraid there are.a vast number 
of manufacturers who have not learned 
this lesson of négative thinking, at 
least, not to its full extent. Manu- 
facturers are stilli too proud of what 
they make, or rather too satisfied with 
it. Their designers draw up a new 
model and their works get busy on its 
production. Mr: ‘Manufacturer gets 
hold of a finished) component; “Abt”? 
he says, ‘“beautiful’ piece. of work’’ 
He looks at it lovingly. i That's the 
standard we produce, ’’ he. comments 
proudly. Se 

Same way with :‘ the complete 
product. He takes a’ specimen into his 
office, stands it on his desk, tilts him- 
self back in his chair and: admiringly 
surveys the wonderful work of his firm. 
Maybe he will call in a little gathering 
‘of directors and together they will con- 
gratulate themselves ‘on this new 
standard. They! will. unanimously 
express complete fagreément that the 
new model is unbeatable, the most 
perfect of its kind; and: soon. They 
are satisfied. be oe a 
| | ie 
We Have no, S tandards in 

Products or ‘Tools 


Now we are proud. ‘of i the Austin 
motor cars, but we aré not satisfied 
with them or with any single com- 
ponent in their iconstitution. This 
great organization; would never be of 
the size and enjoy., the: prosperity 
which it has to-day if.) we were. 
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[It . taught that any. 


This company has been built up to 
its present state solely by a policy of 
negative thinking. 

We have no standards, either for 
our tools or for the hundreds of 
thousands of individual items which 
we manufacture.’ Our designers, the 
most expert we can find, give of their 
best when they draw out, say a piston. 
In the works the piston. is produced 
by the finest combination of machine 
and man that we can bring together. 
But the resultant piston: is it perfect? 
Is it a standard with which we are 
satisfied? 

No, to both questions. 


A Special Department Does. 
Our Negative Thinking 


True, the piston may be going for- 
ward into large scale production at the 


Negative Thinking... 


Shatters the policy of satis- 
faction with the product. In- 
stead of allowing the 
comment ‘‘see what perfect 
design and workmanship 
we turn out’’ it scouts this 
complacency. Of the latest 
and best achievement it 
compels the criticism : 
“What haven’t we done ?’’ 


The first policy fosters stag- 
nation, the second stimulates 
progress. 
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moment, but simultaneously it also 
goes to our “negative thinking 
department”. Yes, we have a special 
department to do our negative 
thinking, our critically analytical 
thinking. Some thirty highly skilled 
specialists who spend their whole time 
scrapping our standards as soon as 
they are made, creating new and still 
better ones to supersede them. 

Our new piston, then, reaches this 
department and is at once assaulted 
with. the most critical examination 
that can be directed on it. ‘“What 
haven't we done?” is the main attack 
of this criticism. 

Every single component that we 
produce comes, at the moment of its 
birth, into the negative thinking 
department for ‘this process of destruc- 
tion and re-creation into something 
new and still better than before. 

Now I am not preaching Austin 
methods, I cite the above illustration 
only as an example of what the policy 


BUSINESS for SEPTEMBER, [936 


of every manufacturer should be 
to-day if he wants to make constant 
progress. 


How It Cuts Costs and 
Improves Work 


Just as an indication of what nega- 
tive thinking has enabled us to do let 
me quote just two examples : — 

A certain manufacturing operation 
that used to take us 64 hours now 
takes exactly 16 seconds, and into the 
bargain the product turned out in 16 
seconds is infinitely more accurate 
and of far better quality than the one 
on which men laboured for 64 hours. 

Another important item that former- 
ly cost us £3 2s. 6d. to produce now 
costs just Is. rod. 

Tens of thousands of such examples 
could be given, but these two are sufh- 
cient to indicate the result of negative 
thinking, the policy of never being 
satisfied with a standard. 


Tools and Premises Also Come 
Under Review — 


This critical analysis of the products 
themselves also involves a similar 
examination into the tools that 
produce them and the factory lay-out 
that is associated with the tools. As 
some indication of the action which 
this policy compels I might mention 
that in an average working day we 
carry out some sixty changes of 
method or routine. 

‘And every one of these changes 
achieves some definite step in the 
direction of the more economical pro- 
duction of a better product. 

The direct effect of such a policy on 
business in general is: (1) To expand 
markets and turnover because selling 
prices can be continuously reduced 
and quality improved; (2) To increase 
employment not only in the actual 
manufacture of the article for which 
the demand is so increased but i in the 
many indirect fields as well. 


It ¿is a Policy for EVERY 
Business 


If producers would reverse their 
policy of proudly accepting the stan- 
dards they have achieved and would 
concentrate the energy of management 
continuously on a critical analysis of 
every item turned out and every tool 
used in the factory they could achieve 
similar results. 

The policy has nothing whatever to 
do with money or capital, nor is it the 
monopoly of the big firm. Itis a basic, 
common-sense policy of business as 
available to the one-man-and-a-boy 


. firm as to the bigger concern. Indeed 


it is the way in which the one-man 
concern can build “himself up into the 
great corporation. 


MANAGEMENT - CONTROL - POLICY 


When We Swept Away Tradition... 


MANAGEMENT BECAME EASIER: 
WORK anD MORALE IMPROVED 


Says T. M. HERON’ 


here are probably very few busi- 

nesses that are so badly organized 

in a general sense as those which 
have to do with making women’s 
clothes. Most of the labour is engaged 
on a piece-work basis; hours of work 
vary enormously; production soars or 
sinks in dizzy sequence with the seasons, 
with corresponding periods of rush and 
depression; while the labour turnover is 
probably as high as for any industry in 
the country. 

These factors have always been a 
source of worry to me and for years I 
have set my mind to the task of bring- 
ing order out of this chaos; but it was 
not until I took over our present factory 
at Welwyn Garden City that I was able 
to put into practice a series of experi- 
ments which have turned out to be 
highly satisfactory. 

This dces not mean to say that we 
have solved every problem of rationaliz- 
ing our business, but our progress has 
been such that we are hoping to go still 
further ahead in the near future. We 
can look forward thus hopefully 
because, in the past six years, we have 
achieved the seven points outlined in 
the bold type panel on this page. 

‘There are, of course, other favourable 
advances, but these seven present the 
major gains and serve as examples of 
how we tackled our problems and 
solved them. 


Our Plans Necessitated a New 
Type of Factory 


During the past twenty years I have 
had experience of manufacturing in 
several of the big cities in the South 
and the North. In that respect I am 
no different from the majority of the 
people in our industry; but, when my 
dissatisfaction with the normal condi- 
tions prevailing in the dress trade grew, 
I saw that the usual workroom type of 
organization was not enough. 

Without going into details of the 
ordinary dress factory conditions, I can 
say that the first requisites for a rational 
organization such as I conceived were 
(a) plenty of light; (b) plenty of clean, 
fresh air and (c) plenty of space. 

Those were the factory conditions 
foremost in my mind. In addition, I 
wanted a really modern factory that 
would allow me to carry out all kinds 
of experiments in division of space. 

The second big factor I thought over 
was that of staff. H I was io build up 
a steady staff employed on a regular 
wage basis as in other industries, not 
only must the factory and work be 
such as to be agreeable, but the locality 


Managing Director, Cresta Silks Ltd., In An Interview 


should also be attractive. My aim was 
for the staff to live near the factory. 
In the past my experience has shown 
that long journeys to and from work 
not only consume much of the leisure 
time of employees, but also leave them 
tired and irritable. If, then, they could 
live within walking distance of their 
work, so much the better. 


Local Staff Is a Stabilizing 
Influence 


These conditions more or less ruled 
out the big centres of population, and 
the fact that our chief market was 
London made it expedient to locate 
somewhere in the Home Counties. 

We found the ideal spot for our pur- 
pose at Welwyn Garden City. A new 
factory meeting all our requirements 
was available, the locality was attrac- 
tive residentially and it was near to 
London. 


7 VITAL 
GAINS 


1 Violent seasonal peaks and 
slumps in output evened 
out till not more than 15% 
variation throughout the 


year. 
2  Piece-work and irregular 
hours abolished ; all 


workers now paid regular 
wages for standardized 
hours. 


3 Five-day week worked, 
with full pay for all 
holidays. 


4 Cramped, stifling con- 
ditions replaced by spaci- 
ous, well-lighted shops in 


healthy country air. 

5 Absenteeism almost elim- 
inated.’ 

6 Output increased by 5 per 
cent. 


7 Heavy labour turnover 
reduced nearly to vanish- 
ing point. 


Once we had possession of the right 
type of factory we were free to make 
further moves. Most of our staff, for 
example, moved down to Welwyn with 
us and thus formed the nucleus of our 
permanent staff. 

It is interesting to note that we found 
we were able to attract the best type 
of. labour to Welwyn. We found that 
the good type of girl was willing and 
anxious to make her home in the Garden 
City, while the lighter kind felt she was 
“buried in the country’’. Now this was 
to our advantage because, if we were 
to attempt planned production, we 
wanted a steady staff of good workers 
who were not likely to leave us because 
someone else offered them a few weeks’ 
work at special rates. 

Probably the biggest single factor in 
the success of our scheme for planned 
production was the adaptability of the 
factory itself. We were able to try out 
our ideas as often as we liked, because 
of the light, air and space. » 

In our industry the proportions of 
equipment are largely affected by even 
small alterations in the finished product. 
Thus, one kind of frock will need so 
much space devoted to cutters, so much 
to machinists, so much to ironers and 
so on, whereas a slightly different kind 
of dress will necessitate a complete. 
rearrangement of space allocated to each 
department. 


Organization Split into Easy 
Control Groups 


In our experiments, for instance, we 
have replanned the layout of the factory 
three times before deciding on our 
present form. 

A glance at the interior of our plant 
at the present time will show clearly 
what we have done. All our work now 
falls into groups. Each of these groups 
has a partitioned part of the factory to 
itself. 

We have made this arrangement for 
two reasons: (1) because we found that 
large units were difficult to control and 
(2) that the partitioning can be carried 
out in a standardized way and can be 
adjusted easily at any time. 

All our movable sections that form 
the partitions- are in ten-foot parts. 
Thus it becomes possible to make a 
rapid rearrangement of the interior lay- 
out, should we decide it to be advisable. 
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This ten- foot sta ada; diei follows 
throughout and includes not only the 
sections, but the’ wardrobes, silk cases, 
cutting, pressing, sewing tables, etc. 
Even our office ‘files’ and cabinets are 
on the same scale. ae é 


How We Even Out The 
Seasonal ‘Peaks 

In the ordinary ‘way: this sort of 
experimenting and sorting out of the 
best means and: ways- of laying out the 
factory could not be done. To attempt 
to partition offa- city, workshop in this 
manner would. incur many disadvan- 
tages. In particular; it, would take up 
space that could beyill-afforded, would 
necessitate much additional lighting and 
affect the supply ofair!' ' 

The arrangement, of |the order 
of the departments : naturally 
follows a set course; it;is merely 
the size of each . unit that needs 
readjustment ‘now “and then. 
Thus, having settled that point, 
we set about providing’ a system 
whereby we could ensure steady 
work throughout the’ year. 

I have already mentioned the 
fact that in the ‘dress! industry 


production figures,’ ‘were all 
mountains and ‘valleys when 
transferred to a chart. Behind 


this irregularity lie; three major 
reasons: (1) the seasonal nature 
of the work; (2) the, piece-work 
basis of employment;, (3) the 
influence of style and fashion. 
A long examination lof 
the problem has :. | 
convinced me | ! 
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of July or the beginning of August. 

This move and others of a similar 
nature certainly had a big effect in 
straightening out these erratic graphs 
and enabled us to tackle the second 
evil, piece-work. By the planned pro- 
duction schedule we spread the work 
so that our employees could be engaged 
all the year-round at regular weekly 
wages. 

The third problem, that of fashions, 
was a matter of skilled knowledge on 
the part of our stylists. This enabled 
us to produce dresses some months in 
advance wherever there was reasonable 
certainty. Otherwise, this type of work 
must be hurried through at short 
notice. 
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in production of seasonal or other lines, 
the factory takes up work on pyjamas 
and no time is lost. 

It is not suggested, of course, that 
our methods are entirely suitable for 
every industry that suffers from high 
peaks and low levels in production. In 
particular, it is impossible to eliminate 
their evils unless the producer and the 
distributor are working together. That 
is why we have our own retail shops 
and do not supply the general market. 
We are thus in a happy position for 
making our calculations and arranging 
our production accordingly. 


Getting Standardization Into 
Work and Wages 


Other points I have mentioned 
are, of course, not governed by 
such considerations. The ques- 
tion of regularity of work and 
wages, for example, is, to my way 
of thinking, highly desirable and 
has a ‘far reaching effect on 
ultimate results. 

When we bring out a new dress, 
for instance, we log it. All items 
of material and time used in its 
making are recorded and worked 
out in detail, so that we know 
where we stand in relation to our 
wage scale. We know how many 
dresses can be produced each 
week at the standard we set. 
There is no need for our workers 
to hurry over their jobs and 
thus produce faulty work. The 
fear of falling behind and 
SSN so losing money 
j is eliminated, 


A revolution in planning swept away the crowded, unhygienic conditions usually associated with the dress trade 


and! created these ideal workrooms. 


On the right are shown the standard, adjustable partitions which, as 


; described in this article, play an important part in simplifying the control of varying types of work 
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that it is possible to” -bvercome com- 
pletely the first two, “factors and to 
mitigate the third, ' 

Seasonal, work, for’ eximple, includes. 
such things as the prodiiction of tennis _ 
frocks, woolleri’ dresses, and so on.” 


These, although! not-standard i in design, ~ 


do not alter enormdusly|from season to 
season. Intelligent anticipation on the 
part of our stylists was all that was 
needed to enable us? to prepare some 
time ahead. Thus. Wê were able to start - 
production on’ tennis: ‘frocks’ in Novem- 
ber and on woollen. dresses at the end . 


But this flattening out of season trade 
production did not entirely solve the 
problem and we devised a scheme of 
standard production to fill in all gaps. 
Certain lines do not vary much from 
year to year and it was on these that 
we hinged our scheme. One example is 
enough to show how it works. Let us 
take silk pyjamas, They are of standard 
pattern, very little affected by fashion 
and style. They can, therefore, be pro- 
duced at any time throughout ‘the year 
without danger of becoming old- 
fashioned. Now, when any lull cccurs 





consequently the morale, ..health. and 
amiability of the staff goes up, 
and production is actually better 
under such conditions than under 
the piece-work system. Indeed, not 
only have we been able to keep up a 
steady production’ so that it does not 
vary more than 15% between any two 
weeks in the year, but we have found 
all along that the quantity of pro- 
duction is anything up to 5% more, 
while the quality has achieved a higher 
level. 
(Continued on page 46) 
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We Hold This 





Mental S tocktaking 


every 


Autumn... 


a 


By C. E. W. BAKER 


Managing Director of a Household 
Appliance Manufacturing Concern 


have always maintained that once 

a year the management of a firm 

ought to carry out a mental stock- 
taking. We ourselves instituted this 
development about five years ago. Per- 
sonally I tried to introduce it: before, 
but I had not then control of the com- 
pany and there were considerable dif- 
culties in the’ way of getting my ideas 
carried out: 


Enthusiasm As Well As 
Efficiency Introduced 


However, since we adopted the prac- 
tice we have made substantial savings 
in overheads, and have certainly in- 
duced a greater enthusiasm among the 
executives and the staff. 

September is the month in which we 
do this little job of checking up. We 
chose this month for two reasons: (1) 
The languor of the summer months 
being over and holidays finished every- 
body felt more like it and more ener- 
getic with the approach of autumn 


weather; (2) Because nearly all firms, if - 


they carry out any overhaulings and 
make any re-adjustments, do so in 
January. We wanted to be different. 
We felt that our efforts would not be 
so likely to be regarded as purely 
routine. 

There are lots of things which make 
it necessary for a firm to take stock of 
itself. Changes in conditions and pub- 
lic taste which to-day come quickly and 
without warning make it imperative to 
be ever watchful and to keep a policy 
of management which is flexible and 
instantly adjusted to changing in- 
fluences. 

Most firms entertain the comfortable 
feeling that they are doing this, but I 
feel sure that a good many manufac- 
turers, if they were to make a really 
‘critical examination of their organiza- 
tions, would find that not everything 
possible was being done in this direc- 
tion. 

No sane executive, of course, will let 
things slide, but each individual has his 












own ideas of the heads under which an 
overhauling should be made. 

Below I give the main heads under 
which we make our investigation. They 
are not necessarily placed in the order 
of their relative importance. It would, 
in fact, be difficult to say which was 
the most vital. It doesn’t really matter, 
they are all, to my mind, essential. 


1. Reviewing the Markets 
and Selling Methods 


A firm is lucky if it goes through 
a year of highly competitive 

trading without losing some portion of 

a market. Account-mortality tends to 

become high unless the situation is 

carefully’ watched. 

We ask ourselves: 

(a) What are we doing to obviate 

account-mortality ? 

Are we doing everything possible 

to find new business to replace that 

which is lost? 

(c) Specifically, what are we doing? 

Do our salesmen, who are in con- 

stant touch with users, faithfully 

and promptly report back user 

reactions to our products and to 

those of our competitors? 


(e) Have we a responsible member of 
the management out among cus- 
tomers observing and testing, with 
the idea of getting all the threads 
of. information which will enable 
us to keep our products ahead of 
‘demand as ‘users’ 
- change? 

o “Do we USE this information fully 

_ of and when we get it? 

(g) Are we making the best use of our 

research into the trends of future 

customers’ demands and to create, 
ahead of time, new products to re- 
place those that are obsolescent? 


ideas and needs 
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[Tze brains of every 
business need a 
yearly overhaul. 
We analyse our- 
selves under these 
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(h) What have we done this year to 
re-create demand for old products? 
What new uses for them and new 
sales arguments have we introduced 
in order to renew their popularity? 


(i) What proved non-profitable lines 
can we drop altogether? 


All the above, of course, are good, 
satisfactory questions. But I should 
emphasize the fact that it is quite use- 
less to ask them unless the management 
conscientiously sees them through, en- 
sures that it gets the true answers to 
them and then follows up with the 
right constructive action. 


2. Merging Interests to 
Reduce Undue Competition 


Healthy competition is the life blood 

of business, but if it develops be- 
yond reasonable proportion it becomes 
ruinous. 

“An intelligent grouping of interests can 
result in pooled brains that yield better 
results in the way of improved products 
and new designs. It also enables more 
efficient management through central- 
ized control. A tremendous saving in 
overhead costs is nearly always possible 
through bigger buying of raw materials, 
the unification oof manufacturing 
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methods and the cutting out of over- 
lapping lines. |). fe 
' On the selling: ‘side’ better results are 
possible by means'-of. ali concentration 
of the sales forces’ ` - ui 

We ask ourselves.:’ “Have we gone 
carefully into this question of possibly 
making a profitable’ amalgamation with 
one or more competitive concerns? 

j E i 

3. Management and `, 
- Executive Perondi j 


f mPhasis has already been laid on the 

fact that the ‘management should 
be kept flexible and Blive to the move- 
ment of changing influences. The 
ability to keep this flexibility depends 


entirely on the attitude of mind of the: 


various executives. | 


This self-analysis of ourselves and the- 


other “higher-ups’ ’ is a; ‘bit of a diffi- 
culty but it has to be done, frankly and 
without bias. 7 | 

We ask: Are our managers as vigilant 
as formerly? Are any. of them getting 
into a rut? Would any, of them react 
profitably to a: change of department? 
Have any departinents | become un- 
necessary,-or need reorganizing? 

This time last year, for example, our 
: accountant put forward: a scheme for 
mechanizing the accounts department. 
Before the Christmas we had his scheme 
working. It proved so. effective that we 
found we had [to put in a new and 
better system of‘ stock control and to 
revise the whole routine of material 
issues to the works.: i 

Thus one substantial improvement 
led to others which we might not have 
thought of individually.’ This year we 
- shall give special.; attention to these 
departments totsee.if still further im- 
provements are possible: : 

‘Incidentally, ‘I might mention that 
the mechanization. of our accounting 
department released fourteen girl clerks 
whom we were glad to absorb elsewhere 
in the business. | At that’ time we badly 
wanted extra help.:and‘girls were ex- 
ceedingly hard to’ get: : 

Then we look. at the! ordinary staff. 
Are they kept {on ' their toes? What 
about incentives for better work and 
output; have we considéred all possible 
schemes here? | Many: producing firms 
are using broadcast. music. Could we 
use it? i g 

What about B ‘Sharing? Is that 
a feasible idea in our business. Have 
we considered a group’ life insurance 
plan or a pension scheme? 

What is our'labour turnover? Are 
we having costly, difficulties because of 
employees frequently; leaving? 

Are there any: | dead; 
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any need for change? 


jobs that are 
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kept going merely because they are 
routine? These dead jobs have a habit 
of remaining covered up. It needs a 
“keen survey to spot them. 


We are not using a house magazine. 
Could we do so with advantage? Could 
we get sufficient matter to keep it going 
and interesting? What would be its 
cost as against results secured ? 


4. Buying Raw Material 
and Costing 


ne of the most live executives in an 
organization to-day, we consider, 
should be the buyer of raw materials. 
Are we in on the very best markets— 
price, quality, deliveries, etc., con- 
sidered? Few firms, I think, would 
admit that they are not buying at the 
best possible sources, nevertheless, it is 
a matter that “should be challenged. 
New and improved materials are con- 
stantly being brought out. We must 
know about them. 

Are we buying far enough ahead and 
big enough to get price advantages with- 
out overloading? How do we pay? 
Are we getting our discounts? 

What about the costing system? Has 
anything been done lately to apply the 
best and most modern ideas? 

We hold that on the costing system 
depends to a very great extent the 
effectiveness with which the manage- 
ment can handle its financial matters. 
There cannot be a proper close-up con- 
trol of any organization unless the cost- 
ing is both fast and accurate. 

Whatever system has been developed 
by our own staff, shall we call in an 
outside specialist to lock it over? We 
may be missing something that has an 
effect on the profit and loss curve. 

What are our profit margins; is there 
Look into these 
especially as they apply to new lines 
introduced since last year. 


5. Plant Replacement 
and Factory Lay-out 


here was a famous manufacturer, 

head of a company whose name is 
known the world over, who always 
walked out into the scrap yard before 
he walked through the shops of any of 
his factories. ‘‘Show me your scrap,” 
he used to say, -‘‘and I’ll tell you if the 
machinery’s all right.” 

I heard of that incident when I was 
a young man and I never forgot it. 
That manufacturer had served his time 
through the machine shops. He knew 
what he was talking about. 

Ever, since we started our yearly 
check-over scheme we have applied it 
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very rigorously to the factory. _ We 
have not a large plant, but it is 
specialized and therefore needs a very 
critical examination. 

It is no platitude to urge the use of 
the best modern plant. It is business 
suicide not to use it. 

Being in our own minds fairly 
satisfied with our machinery we ask 
ourselves: Do we know what our com- 
petitors are using in the way of plant? 
Do we study the plans‘:and methods in 
use in factories outside our own trade? 
Have our technical men gathered any 
hints or good ideas from ways in which 
other people are employing machinery? 
Our technicians should visit the best 
factories in our line in other countries. 
Have they done so; with what concrete 
results ? 

Does our cost system at once show 
up a machine’s capabilities so that it 
can be compared with the latest and 
best on the market? 

Do we visit all trade eenibitions to 
see what new machinery is coming for- 
ward? Whether we shall consider in- 
stalling it or not we want to be informed 
of all appropriate new plant that comes 
on the market. 

What plant have we scrapped lately? 
Is there some item that it would be 
profitable to scrap (a) now; (b) within 
three months? 

Since last year what changes, if any, 
have become necessary in the factory 
lay-out? Are jobs timed with the 
object of showing up if minutes are 
wasted by men having to walk about to 
fetch tools, materials, etc.? Could we 
introduce more labour-saving devices: 
lifting-gear, conveyors, etc? 

Do we handle in the best and most 
effective way any suggestions from the 
men which have a bearing on improve- 
ments anywhere in the factory? 

I do not claim that the foregoing is 
by any means an exhaustive list of 
questions that touch on every point 
throughout the organization. It does, 
however, enable us to get a line on the 
most important activities, and during 
the discussion with our executives one 
point naturally leads to another that 
probably has not been written down. 

I should explain that we hold our 
mental stocktaking in a quite informal 
way. It is no third-degree gruelling of 
executives and employees but just a 
constructive talk which everybody 
realizes is for the benefit of the business 
as a whole. 

The results we have achieved from 
the idea have definitely saved us thou- 
sands of pounds in overheads, and have 
vastly increased the efficiency: and 
smooth running of our concern.. 
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There Is A Double 
Advantage in this. Gardening Scheme 


I. It will enlist wives’ influence in keeping men in their jobs 
2. Will increase employees’ interest in products they manufacture 


From an Interview with J. BEHARRELL 


By F. T. POULTON 


Managing Director, Hawker & Botwood Ltd. 


ne of the most valuable assets a ` 


firm can enjoy is stable labour. 

In this company that ideal has 
been achieved in a very high degree. 
One of the points which Mr. .Beharrell 
emphasizes to his employees is that 
every man on the pay-roll can rest 
assured that he is employed for life 
—provided he pulls his weight and 
works harmoniously in the spirit of 
co-operation. 

That assurance in itself, apart from 
the many other things that are done to 
increase the physical and mental com- 
fort of the staff, has certainly created 
a stabilizing influence on employment. 
This frm has the lowest labour turn- 
over of almost any concern in its par- 
ticular line of business. 


In Effect, This is an Increase 
. In Wages 


Nevertheless, with further ideals 
always in view, Mr. SBeharrell has 
developed the plan of ‘‘settling his men 
on the land’’ with the double aim of 
still further stabilizing labour and of 
providing what is equivalent to a sub- 
stantial increase in wages, 

The company has taken over a two- 

acre plot of land adjoining the works 
and is having this divided up into allot- 
ments. Each man will be given a 
section in which he can raise vegetables 
for the use of his family. 
4 But this will be no ordinary allot- 
ment scheme. The firm is engaging 
professional gardeners to get the land 
into first-class shape and thereafter to 
devote their whole time to advising and 
helping the staff to get the very best 
produce from their plots. 

The firm manufactures plant fertil- 
izers; the professional gardeners will 
therefore also advise the men as to the 
best fertilizers to use for the particular 
vegetables they wish to raise. 


The Plan also Helps the Firm’s 
Research Dept. 


Incidentally, the interest of the firm 


itself is not overlooked here. This culti- - 


vation of vegetables will enable the land 
to provide very useful experiments. 
The results obtained by the various fer- 
tilizers will be carefully watched and 
recorded for use by the firm’s chemical 
research department. The staff allot- 
ment will, in a way, serve as an experi- 


mental ground for existing 
fertilizers. 

This routine, however, will in no way 
restrict the original scheme of providing 


John Beharrell, native of Hull, 
begun business life in a factory 
there, 6 a.m. till 5 p.m. As 
he progressed he developed an 
ardent desire to improve 
working conditions for those 
under him. 


To-day ideal employer: says 
major object of management 
should be to study employees’ 
welfare. 


Controls one of the cleanest 


‘and most hygienic factories in 


the trade. Awards monthly 
prizes to employees who keep 


‘shops and equipment in best | 


condition. 


Spends much of his time 
devising fresh improvements 
in pension scheme, canteen, 
and every point of workers’ 


security, comfort and re- 


creation. 





and new 


=~ free land to the staff. Indeed, it will 


vastly improve the benefit of it. While 
being quite free to grow what they like, 
the men will have, without cost, expert 
assistance that many a professional 
grower would envy. 

As the scheme progresses, it is the 
idea that the men shall take allotment 
cultivation really seriously and that 
they will enter for various association 
competitions for vegetable growing. 
Naturally, no compulsion will be exer- 
cised to induce the men to go in for this 
sort of thing to a greater extent than 
they feel inclined. But it is felt that 
they will succumb to the fascination of 
it, and that once they see the results 
that are possible and catch the spirit of 
healthy competition among themselves 
and with outsiders their keenness will 
need curbing rather than’ stimulating. 


The Men’s Wives’ Influence is 
Brought In 


But the effect of this as a labour 
stabilizer: Mr. Beharrell rightly holds . 
that a man’s attitude to his job is in- 
fluenced to a tremendous extent by his 
wife and the general conditions of his 
home life. As he said to me when we 
were discussing this subject the other 
day: “No sensible wife would let her 
husband lightly throw up a job which 
provided her all through the season 
with foodstuffs that made her a cash 
saving of about a pound a week in 
housekeeping.” 

So there you have it. The wife saves 
money and is provided with infinitely 
better vegetables than she could buy at 
a shop. “And,” Beharrell pointed out, 
“the wife does not see only the money 
she saves on housekeeping: she has her 
eye on the many little extra things that 
she can get for herself with the money 
so saved. Don’t you think that in such 
circumstances Mr. husband would bring 
down a lot of trouble on his head if he 


contemplated any upset of that little 


arrangement? ”’ 

But the benefit is not a one-sided one. 
True, the wife appreciates the substan- 
tial contribution to the housekeeping, 
but the husband and everyone else in 
the family naturally benefts as well by 
there being the equivalent of more 
money in the weekly budget. Things 
bécome easier all round, and everybody 
is happy. 


Thus; ~ through its effect in the 
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ployees’ homes,: the’ allotment scheme 
is expected to make ‘thel men feel still 
more settled in their jobs, 
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land, and under expert guidance, the 
fertilizers which the firm makes. This 
fact will do more than anything else 
could to arouse their intelligent interest 
in the products which they help to 
manufacture. 


Every manager knows that a man 
works better when he is personally in- 


terested in the jobs he handles. So 
that here is an almost perfect example 
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of this factor being put to its most 
effective use. 

And not the least consideration to be 
borne in mind is that when a workman 
is personally interested in the products 
he manufactures and is enthusiastic 
about the results which he himself can 
see that they achieve, then outside, in 
his everyday contacts among friends, he 
spontaneously becomes the best kind of 
salesman for his firm’s goods! 


l a BUSINESS TREND 


A Monthy Review And Farecast Of Business Conditions 
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"Will the Boom Last ? 


We Aihwer L Questions That TEST the Situation 


uly and ua have astonished 
ob the prophets: Unemployment has 
sunk toa record lowjlevel. In spite 

of much bad weather, the! retail sales for 
July were 5.8% higher than a year ago. 
This is just below the. average rise for 
the half-year. Although’ coal exports 
fell, output in the June quarter was 
over 660,000 tons up on last year. Iron 
‘and steel outputs: both hit new records. 
Foreign trade as tmnade.a.sudden and 
surprising spurt.! 1 Rail ‘traffics have 
nearly doubled their, : average rate of 
improvement. ‘There: are no signs of 
any serious shrinkage ini the building 
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New Capital Issues r of 


trades. The motor, aircraft, and wire- 
less industries continue to boom. Even 
the cotton trade is looking up. Indeed, 
the current British trade figures are 
almost .unbelievably good. So good 
that they are making statisticians 
pause. a 


4 Test. 

Questions 

ee the average business man, busy 
and pleased as he may be, there is 


a slight, sickening reminder of 1929 in 
the upward slant of every conceivable 
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curve. ““Isn’t this too good to last?’’ is 
the natural question. To answer it we 
must break the situation down to its 
four underlying problems. We need 
information on four vital issues: 


1. Is the building boom break- 
ing or on the edge of breaking ? 

2. Gan our pre-war overseas 
trade be resuscitated. 

3. How far can the special areas 
be got back to work? 

4. How far is the present ex- 
pansion under the control of either 
the Banks or the Treasury? 





FACTORY BUILDING 
BOOM CONTINUES 


A further 58.8% increase in building 
plans for -factory, workshop, office and 
business buildings is the keynote of 
July figures. This compares with total 
building increase of 5.4%. 

Steel and iron production continues to 
rise. Compared with July last year 
former shows 21.2% and latter 20.8% 
increase. Coal production, too, rose 
8.8%. Two other very — significant 
figures are the 15.1% increase in raw 
TLT 
| increase in raw cotton imports. Both 
these back up all signs of great manu- 
facturing activity. y 

The 4.7% rise in employment is a 
furtherance of a steady trend which 
is now reaching the “black spots”. 
Other figures, almost without excep- 
tion, point the same way—wholesale 
prices up 6.2%, retail sales up 4.7%, 
ap ing entrances and clearances up- 

ou and 4.1% respectively, postal 
receipts up 56.2%, rayon output up 
28.8%, etc. 

Although exports still lag consider- 
ably behind imports the 9. 9% increase 
over a year ago is an indication of the 
trend that can be expected in coming 
| months. 

How toe read the chart: Black bars- 
give the latest available figures for the 
month of July and the percentage- 
increase or decrease compares 
July, 1985. The shaded bare represent. 
j the previous: month’s figures—May—and. 
show the increase or decrease com-— 
pared to June, 1935. The Commodity 
Prices chart is based on the same idea. 
= The prices, however, are for the finalt 
week of the month. 


The Business Trend 





r. Changing Aspect 
of Building 
P building boom is being main- 
tained. Actually the pace of 

improvement is . slackening; although 
the total value of plans passed in July 
increased by 5.4% over last year, there 
was a fall in house building of £486,300. 
Factory plans passed increased by. 
58.8%: this was largely due to the 
rearmament programme. As house- 
building represents seven elevenths of 
all building, the increase in factory 
work cannot be expected to continue 
to offset the shrinkage in house build- 
ing already begun. So a considerable 
expansion in slum clearance work will 
be needed to maintain the present level 
of building activity. - D 

The change in the general trend in 
building is clearly shown by the yearly 
moving average figure, which fell from 
209.1% (1927-30=100) in .the . first 
quarter of this year, to 28.8% in the 
second quarter. On the other hand, 
the decrease in building-activity will be 
very gradual, in our view. As we have 
indicated, the building boom has “not 
been ‘evenly spread; in counties like 
Yorkshire, Lancashire, and South 
Wales, it is not yet evident, yet the 
revival of business and a continuance 
of cheap money will inevitably achieve 
a building boom in these areas in due 
course. i 

The answer to our first question is, 
therefore, that the building boom’ is 
slowing down, and may be on the brink 
of a very gradual decline. 


2. Where Overseas Trade 
Can Expand 


T possibility of an export revival 
is more difficult to assess. At the 
present rate of improvement, the 
revival would certainly be over before 
we had returned to the pre-war level 
of exports. On the other hand, the 
increase of 9.9% in value was recorded 
for July exports. . 

Further, in the first six months of 
this year our exports to British coun- 
tries and to other depreciated and de- 
valued currency showed a rise of 5.9%, 
despite a fall of 29.3% to European re- 
stricted countries, and a rise of only 
0.1% to gold bloc countries. In other 
words, while sanctions and exchange 
restrictions nearly strangled our trade 
with the gold bloc in the spring of this 
year, we continued to do an increasing 
business with the sterling area. The 
withdrawal of sanctions should make it 
possible for us to get back much of our 
Italian business. On the whole, how- 
ever, we can only look forward to a 
restricted expansion of foreign business 
so long as possible expansion is con- 
fined to sterling and other devalued 
currency. 

Of course were Britain and America 
both prosperous, they would purchase 
more from each other. But the increase 
of Egyptian and Indian cotton supplies, 
the growing Empire petrol production, 
the Ottawa Agreements, coupled with 
our own and America’s tariffs on machi- 
nery, make it difficult to see how Anglo- 
American trade can expand beyond 


narrow limits. Our own need of more 
raw cotton, machine tools, pig-iron, 
copper, for armaments and other pur- 
poses, should be the largest factor in 
expanding our foreign trade. 


3. Push New Industries 
Into Special Areas 


Te past month has seen the first 
vigorous steps towards re-vitalizing 
the special areas. A trading estate is to 
be set up*by the Government at Gates- 
head; a second is in view for South 
Wales. Skilled workers are being re- 
cruited for rearmament work from all 
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the areas. £4,000,000 will be spent on 
various schemes in the areas during the 
next couple of years. 10,000 houses are 
to be erected; 2,000 smallholders are to 
be settled on the land; a second trading 
estate is in view in South Wales. 
Efforts are being made to induce the 
Government to place as many arma- 
ment factories and supply shops in 
these areas as possible. In our view 
these areas can only be saved by very 
vigorous re-organization of all basic in- 
dustries and the equally vigorous intro- 
duction of new and secondary industries 
into those areas. The new situation 
makes’ this econonfically possible: for 


HERE IS THE SITUATION THIS MONTH 


London ‘District: Em- 
ployment continues to fall 
in London area. Total 
unemployed now 67 
compared 19.1 for U.K. 
Retail trade recovering 
from bad weather set- 
backs. Building activity 
again increasing: London - 
port enjoying most active 
period - in its history. 
Industries still very busy. 
Anticipate record autumn. 


E. & S. E. Districts: 
Late good weather help- 
ing to save crops all over 


East Anglia, etc. Chemi- 
cals business on east # 
coast quiet. Shipping 


tonnage demand quiet at 
Hall. Lowestoft, Grimsby, 
Yarmouth, Hull, Whitby 
fish landings fair. Prices 
a little up. 


Midlands: Wool, cloth- 
ing, leather, boots trade 
at Leeds, Bradford, 
Leicester Northampton, 
Walsall, enjoying fair 
spell. Good demand in 
metal, hollow-ware. hard- 
ware trades, In Sheffield, 
Birmingham, etc., iron, 
steel, general engineering 
industries busy. Output 
expanding. Plants work- 
ing at capacity. 


W. & S. W. Districts: 
Foreign demand for 
Welsh coals slow. Em- 
pire demand better. Home 
demand fair. Swansea 
tinplate works fairly busy. 
Now working over 60 
capacity. Bristol cloth- 
ing factories busier. En- 
gineering trade in area 
are busy. Agricultural 
conditions improved. 
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N. E. District: Durham, 
Northumberland coals en- 
joying steady market. 
Shipbuilding, ship repair- 
ing on Tyne, Tees, Wear 
all much improved. Iron, 
steel market good. Out- 
put increasing. Steel 
manufacturers have re- 
cord order books, 


wi 


N. W.. istrict: Stronger 
cotton market at Liver- 
pool. Shipments of grain 
still low. Shipping en- 
quiries fair. Manchester 
varns inquiries keen 
Healthier tone in piece- 
goods market. Through- 
out Lancashire engineer- 
ing industry shows jm- 
provement in keeping 
with other areas. 
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revival robs the South of some of its 
normal advantages: Be 

There is now ample evidence that 
both the production of ‘goods and their 
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dom can be effected as cheaply from 
both Manchester and Birmingham as 
from the South of England. Wages are 
rising fast in the prosperous areas as 
skilled labour becomes increasingly 
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scarce. Skilled mechanics have to be 
imported by the Government from Bir- 
mingham to their new Nottingham 
factory. More than one clothing manu- 
facturer in Leeds is so short of labour 
that he is taking or building factories 
in small Yorkshire towns where labour 
is available. 

As the boom continues and as the 
work of rearmament gets into its swing 
(not before the spring of 1937, when the 
London agreement permits the laying 
down of heavy warships), the scarcity 
of labour and the highness of wages and 
other rates will force many manufac- 
turers back to the North and the West 
from London and the Midlands. From 
this point of view we believe that the 
future of the special areas is better than 
it has been since the slump; but it will 
take time for rearmament work and new 
industries to spread over them. 


4. Where Are We 


Heading ? 
"wee most serious of our four questions 
is “Where is uncontrolled expansion _ 
leading us?” No one would suggest 
that the present expansion is under 
control. At the present point in the 
normal boom the banks should be rais- 
ing money rates under pressure from 
the Treasury. To-day the Treasury's 
influence is exerted to keep rates low. 

So far the effect on retail prices has 
been negligible, thanks largely to the 
iron control on prices in the gold bloc. 
But basic material prices rose by 16% 
between March, 1935, and March, 1936; 
semi-manufactured articles and food 
prices are both rising. In this country 
wholesale prices rose by 5% in the last 
quarter alone: in France by roughly 
8%: inGermany by 3%: in Belgium by 
24%. What will happen to prices when 
France and her satellites are driven off 
gold? 

Further, the pressure for higher 
wages shows signs of increasing, par- 
ticularly in the cotton spinning, the 
woollen and the mining industries. But 
the danger from rising prices due to lack 
of Treasury control of credit is still 
remote. 

On the whole we think that the 
answer to all of our questions can be 
relatively optimistic. There is no evi- 
dence which shows danger even to the 
present boomlike nature of the revival. 
On the contrary, barring political up- 
heavals, business should continue on 
its present basis for another twelve 
months. Next summer building acti- 
vity may definitely decline, but work 
on rearmaments will take up the slack. 
By 1938 we may be more dependent 
on armaments than it is pleasant to 
consider ! 


U.S. Revival Sustained 


And Spreading 


y oong abroad, the situation is not 
so patchy and white as hitherto. 
Improvement is no longer confined to 
the sterling areas: at last America is 
getting back to work. The average 
concern is making money instead of 
losing it. For the first quarter of this 
year profits were up by 50% over last. 


MARKETING - ADVERTISING - SELLING 


This Simple Control Plan 
induces salesmen to get 


MORE BUSINESS PER CALL 


This company says: The 
most valuable order is 
the 
brings away in his pocket. 
The total of orders thus 


one the salesman 


personally secured .. . 
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By W. McCARGO CROSS, Director, Vacuum Oil Co., Ltd. 


ow while the system of control that 

I am going to describe here very 

briefly was designed for our par- 

ticular business, it could, I believe, be 

applied in principle by many concerns 

employing a force of travelling sales- 
men. 

It is a system of control devised to 
guide the salesmen’s efforts so that they 
can get the best possible results in the 
circumstances particular to our business. 

Our business naturally divides itself 
into two distinct parts: the first is the 
sale of lubricants to the garage trade for 
re-sale to the public, and this we term 
dealer business; the second is the sale 
of lubricants direct to consumers for 
their own use—and this classification 
covers all users of lubricants, whether 
they be commercial user operators, 
factories, collieries, laundries, etc., 
etc.—which class we call consumers. 
I shall refer to them in these terms 
throughout this article. 

We have a force of salesmen who 
cover the country. In the home 
the two sections are handled separately 
counties and thickly populated areas 
by salesmen specializing in each type of 
business, while in the less dense areas 
the salesmen handle both dealers and 
consumers. Our range of products is 
very wide, several hundred kinds of oils 
„and greases, 

Our long experience of the motor 
trade has proved to us that more orders 
and better orders (by ‘‘better’’ I mean 
greater quantities and wider ranges) can 
be secured by a salgsman personally 
calling on his customers and bringing 
the signed order away with him than 


can be obtained by letting the customer 
send in the order at his own conveni- 
ence. 


* 


The Salesman Can Check these 
Two Loss Sources 


In the absence of a salesman a dealer, 
and to some extent a consumer, too, 
will do one of two things when he wants 
to reorder: 


(1) However loyal he may be to our 
company, and however friendly he may 
be personally with our salesman, we 
know from experience that if he 
becomes out of stock of any of our 
lines, he does not rush to the telephone 
and dispatch his full order. No, he 
takes his time, waits a few days, and 
such is the pressure of competition that 
in the meantime a rival salesman prob- 
ably visits him. The rival salesman has 
personal contact, his persuasion - is 
stronger than the abstract, association 
of our company in the customer’s mind. 
The customer therefore follows the 
stronger lead and stocks up with rival 
oil. 

(2) Alternatively, if the customer does 
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Ee call made by a Sales- : 
: man costs a certain sum :; 
in cash; we aim to reduce : 
: this cost by increasing the : 
: EFFECTIVENESS of every call : 
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not actually take in competitive pro- 
ducts, he phones or writes his order to 
us. Butin the absence of the salesman, 
he instinctively orders the minimum 
quantities and ranges on which he can 
get his usual discounts. 

With these facts before us,we made 
it the basis of our sales policy that every 
salesman should have impressed upon 
him the importance of making always 
the maximum number of effective per- 
sonal contacts throughout his working 
time. 

Taking the year round, we expect our 
salesmen to average ten interview-calls 
a day in town areas and eight in 
country districts. We emphasize this 
requirement of interview-calls because 
only those calls in which the salesman 
actually contacts and interviews his 
man are of any use to us. We com- 
pletely disregard all other calls, even to 
instructing the salesmen to omit men- 
tion of them from reports. 

Naturally, it would be no good laying 
down these requirements if we had no 
control by which we could see that they 
were carried out. 

We have such a control in the special 
form reproduced here. 

In Fig. 1, section A is for the analysis 
of business obtained from both types of 
customer, 7.e., dealers and consumers, 
by personally secured orders. Section B 
is for the analysis of orders that come 
in by post, phone and any other means. 
Section C provides us with a composite 
picture of the salesman’s final effective- 
ness, especially his ratio of business 
personally secured to that of business 
from ‘‘other sources’. 
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Fig? 1: Section iA teferred |! to in the text’ ds: the whole o 
lower half to the triple. line; 5 section C is the remainder. 
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DIRECT SALES. 3 


1. PERSONAL—OTHER SOURCES. 
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These ore the figures 
EA » by which each sales- 
“man’s effectiveness 

is judged 


f the upper section of this. illustration ; section B extends from the left of the - 
In the forms used by the Company these sections extend right across the sheet; 


' l they were divided only for convenience of reproduction 





From section! A we ‘also get a sales-. 
man's per-call effectiveness. From this 
we have calculated, what each call costs 
us in cash. This gives usja sound reason 
‘for urging the salesmen to make each 
call as effective and ‘valuable as pos- 
sible. They appreciate this point much 
more quickly and fully ; when they see 
that a call anyway costs:so much and 
that it costs no more to ‘come away with 
a good order in their pocket than to 
come away with’ only promises. 

In fact, we constantly emphasize that 
the only order that’s ofany use at all 
is the one the: ‘salesman’ brings away 
with him in his, ‘pocket. 


Sign That\the Silman is 
Not Effective 


If we esee from, the! analysis that 
orders coming from ‘ ‘other sources” on 
any particular ground are abnormally 
high, we know at orice ‘that that sales- 
man is either not making sufficient per- 
sonal contacts or is, not: making the 
right sort of contacts. {He is leaving 
far too much tọ the initiative of the 
customer, his selling is not effective; to 
borrow a term from contract bridge, his 
territory is “‘vulherable’’ to 
attack by competitors. ` i 

It is not that we want, to 
take disciplinary action} in 
such cases. There may jibe 
several reasons why the'sales- 
man cannot get, his “orders 
personally. The action |_| 
take is constructive, help- 
ful; the sole object., 18 ef 
remove the difficulties. that 
prevent the salesman from 
getting his maximum hof 
personal business. o 

On the lower half of’ our 
control sheet, Fig. 2, we 
have another check. ‘ *} | 

As in every business, . we 
know that inevitably va 
number of customers, must 


——, 


tional lines sold .to existing customers. 
The lower half of this sheet enables us 
to see what proportion of energy each 
salesman is putting into the building up 
of new business. .Here again we have 
a comparison; live customers of the two 
classes, and prospective. 


THESE FORMS CONTROL 
THE EFFECTIVENESS 


OF-— 
Ordinary Calls 
Calls for New 


Business 


| Fig I. 
Pig 2. 


If the proportion of new business to 
old is insufficient, or if the ratio of 
actual results is too small for the pro- 
portion of new prospects apparently 
called upon, then it means that action 
once more is needed from the area 
manager or head office. 


It will be noticed that in this analysis 
sheet our products are broken down 
into only two main groups: ‘“‘high 
grade” and “‘other’’. The reason for 
this is our company’s desire to concen- 
trate effort on the sale of the higher 
grades. The single column for ‘‘New 
grades” does not constitute a complete 
analysis of lines. In a control of this 
sort such a detailed ‘analysis is not 
really wanted. On a separate series of 
records, however, we have it. Thus if 
it is suspected that a salesman is keep- 
ing up his gross figures by concentrating 
on a limited number of lines and is 
losing the sale of others to competitors, 
we can turn at once to the complete 
classification and see exactly what he 
is doing. 


This is the Ratio on Which 
We Judge 


Thus the crux of this control is to see 
what proportion of total business (exist- 
ing and new) is represented by orders 
personally booked by salesmen at their 
calls, The requirement laid down (and 
it is a figure carefully calculated on 

(Continued on page 48) 


2 LIVE—PROSPECTIVE. 


an ws Ne E ONLY.) 





PEER 
Number 





be lost each year; To’ main- 
tdin a progressive business, 
therefore, this loss must be 
more than offset by. néw 
customers secured and addi. 
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Fig. 2: 

‘mortalities’ and to build a steady expansion. From these two sections of the report form we can see 

exactly what proportion of his time and energy (and the comparative effectweness of the effort) each 

salesman devotes to building new business among both types of customers—dealers and customers. 
The term ‘Live’, of course, means existing customers 


Vitally important is the creation of new business to compensate for the inevitable 
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DISPLAY MATTER ‘TAILOR-MADE’ 


TO FIT EACH DEALER’S WINDOW — 


WHEN. WË DID THIS IT INCREASED 
SALES ABOUT 30 PER CENT AND CUT 


OUT THE LOSS OF UNUSED MATTÉR 


* 


ntil recently we followed a common 
U practice of manufacturing firms 

so far as our window display. 
materials and methods were concerned. 
That is, we designed various- ranges of 
showcards, cut-outs, window bills, etc., 
had them printed in bulk and distri- 
buted them to our travelling salesmen 
for issue to customers as they thought 
fit. 

Throughout the country we have 
some 8,500 retail dealers, so it can be 
understood that the amount of display 
materials distributed to them in the 
course of the year was considerable. 

About 18 months ago we became 
aware that this arrangement was very 
far from the best that could be 
followed. We had produced a novel 
display of triangular design which 
largely went to waste because we had 
not considered the fact that most of our 
dealers are traders with small window 
space. Thus, our first attempt to do 
, something outstanding in window dis- 
play was turned into an expensive 
experiment. 


This Research Told Us How 
To Use Displays" 


This led to some investigation, and 
we found that there had been a high 
percentage of waste in all our window 
display materials for years. Many 
dealers had never troubled to use it; 
others had used it in the wrong way. 
‘Further, we found that the tendency 
among our travellers was for them to 
thrust the display materials on their 
dealers without troubling to explain to 
them how it should be used to be most 
effective. 

The more we looked into the matter 
the more we were convinced that our 
tactics had been wasteful in every direc- 
tion. There was no planned effort at 
all. Window display had become quite 
disconnected from all our other forms 
of advertising. Facts, however, showed 
that window display was essential. We 
were in a highly competitive market, 
and unless our goods got full display, 
right on the spot where they were 
bought, it was obvious that the sales 
pressure exerted by all our other adver- 


tising was, to a large extent, dissipated.” 


Obviously, a detailed study of the 
situation was needed. We, therefore, 
called in the services of an expert dis- 


play organization. Thair work corre- 
sponds to that of an advertising agency. 
They do in the window display field 
what the agency “does in the field of 
press and other forms of advertising. 
The firm is Wridale Display Studios, 
Ltd. 

Their first task was to analyse our 
8,500 retailers into grades. This was 
done’ through a team of investigators 
who called on every retailer, assessed 
the value of his windows from a display 
viewpoint and arranged with him for 
definite displays in a specified window. 


This Dealer Classification Gave 
Us a Shock 


As the result of this investigation our 
dealers were divided into five classes: 
1,000 top grade; 70o first class; 3,300 
second class; 1,500 third class; 1,500 
fourth class. 

But what of the final’ 500?” They 
were ruled out as useless for display 
purposes. This was a bit of a shock to 
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Mirror glass that can bé as easily man- 

ipulated as a Lincrusta wallpaper to 
fit any degree of curved surface has much 
widened the scope of the decorative 
artist and the display man. Mirror 
mosaic, white or in a variety of attractive 
tints, mounted on a thin flexible backing 
and known as ‘Vitroflex’, is made by the 
famous glass firm of Pilkington Bros., 

Ltd., of St. Helens, Lancs. 
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us as we had regularly been sending 
these dealers display material. The 
reports, however, showed beyond doubt 
that these dealers had windows which 
were hopeless for display. In some 
cases they were windows no bigger than 
those of the ordinary house, others were 
made up of such small panes of glass 
- that-no-display could be seen except in 
small sections, and so on. 

On the other hand, the 1,000 top- 
grade windows were located in main 
shopping thoroughfares, were at least 
ro ft. long and provided an unbroken 
length for display, were well-designed 
and lighted ina modern manner. First- 
class windows were of similar nature 
but located in streets not so good for 
shopping purposes. Of course, some of 
them were to be found in main 
shopping thoroughfares but could not 
be classified in the top grade because 
of certain drawbacks, such as indiffer- 
ent lighting, class of stockist and so on. 

An interesting point about this 
investigation was that the investigators 
were able to call our attention to a 
number of first-class retailers who were 
not on our books. In these cases, our 
travellers were instructed to call upon 
the dealer and try to get him for a 
customer. By this means we were able 
to add about 200 more to our books 
and, at the same time, get thé very best 
window display for our goods. 


Different Class Retailers Need 
Different Displays 

The next step was to design display 
materials in keeping with the research 
findings. We found, for example, that 
each of the five classes really needed a 
separate display. This was entirely at 
variance with our former policy of one 
display unit for all. 
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Designs were siera in which the 
theme of our press, ladvertising was 
incorporated. ”' Before, lit had been our 
practice to get out display material 
which more or less ‘reproduced our 
newspaper advertisements. Working 
with our display experts, however,. we 
came to see that. the techniques were 
. entirely differént:: =» For: instance, our 
. main theme in: press ‘advertising had 
been to have ‘a figùrelof a housewife 
handling our product: Our window 
displays had followed, exactly the same 
idea. An admirable : tie-up, so we 
thought. Andi wë, ‘were right, but we 
had failed to. o -advantage of 
display. Ti 

The new dedignis’ took advantage of 
the very attractive: ' pack, of our goods. 
It aimed chiefly to! show: off this pack 
and to show the: product being used. 
The figure of. ithe: housewife handling 
the product was brought into the dis- 
play by means ‘of a: big card on which 
appeared copy; as'.well' as the figure, 
hung in the background... 

In our first effort along these new 
lines this one display was'used through- 
out, but it differed in size and shape to 
meet the special needs of the five grades 
of windows. Later, we, went farther 
and produced different designs for the 
different grades" °° a! 

be wt nea F 
How We Got: the Dealers to 
USE: the: Displays 


The plan wel ‘had:agreed upon was 
drawn up for regional displays. Thus, 
London and the. Home ‘Counties made 
_ up the first region | 'to:-be; tackled in the 

new way, the West: of England was the 
second, the Midlands the] 
third and so on! _ Dealers. 
in these regions“ were in- 
formed of the! day,” on’ 
which the display material, ` 
would arrive together. with 
a window-dressing expert. 

Now this is quite an im-: 

‘portant aspect ofithe plan,’ 
. While it is true that j in the 
. investigation. of 5 ‘windows 
the dealers had beer asked 
to promise display space 
for our material, there ' 
was no guarantee that 
' they would give it if they 
were left to arrange their. 
own windows. ! Special 
window dressers, theret" 
fore, went roundi with, the - 
material and dressed the ` 
window there and : - then! ` 


This was part! of ` ‘the - 2 
service given iby i the : 
organization we, Bad. 

called in. ase 


They also followed ag 
their window-dressing ser} i 
vice with a check.’on''re- | 
sults. Within a reasonable! - 
time of the window, being’ , 
dressed a representative of! 
the organization called ‘oni 
the dealer concerned ‘and 
asked him if he was satis- 
fied with the service. Any., 
adjustments that’. ‘were’: 
mecessary were made" ‘ath. 
this point. a oe W 


While the representative was there, 
however, he made inquiries on results. 
These were turned in on reports and 
compared by us with what our order 
books showed and with the reports of 
our travellers. 


It is very difficult to assess the cash. 


value of a window display, but our final 
figures on the first display showed that 
sales went up by over 30% in ro weeks. 
It was apparent, in any case, that this 
new display pulled in a lot of plus sales 
—sales that we had been missing. 


We Linked-up With Good 
Counter Displays 


Counter displays form an essential 
part of any display scheme. We have 
found, in our experience, that a window 
display should last between two weeks 
and a month and that it should be 
followed by at least six weeks to two 
months’ counter display. 


In this respect, I might add that our. 


window display unit was made to be 
adapted to a counter display unit. If 
this can be done it certainly lowers the 
total cost. If it cannot be done, then 
it is necessary to design a special 
counter display if you want to get full 
benefit of the window display. 

Another interesting aspect of the dis- 
play problem is the proportion of 
advertising money to be spent on it. 
Before we adopted this new line of 
approach we were spending over 15% 
of our advertising appropriation on dis- 
play. Now we are spending 36%, an 
adjustment that has brought about the 
excellent results shown. f 

Naturally, if the fullest beneft of a 


What This Scheme Did— 
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lI. Divided 8,500 retail dealers ‘into 5 classes. 


Enabled display matter to be made to suit 
each class; it was therefore USED, not 
wasted. 


Showed the firm for the first time how many 
dealers of each type it had on its books. 


Eliminated 500 non-profitable accounts. 


Added 200 new dealers, first-class accounts, 
that had not been discovered by the firm "s 
salesmen. 


Made it much easier for the salesmen to get 
more interviews and more business. 
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display scheme of this kind is to be 
gained it becomes necessary to gear the 
sales effort of the travellers to meet the 
special conditions that arise. 


Our Plan Definitely Helped 
the Salesman 


When our change of policy in the dis- 
play field was being talked over it was 
decided to get the opinion of the 
travelling salesmen. We called a week- 
end meeting, and we were quite pre- 
pared to hear a few objections raised, 
especially as the plan meant that (a) 
a salesman interviewer. and (b) a 
window dresser, both from an outside 
organization, would call on our sales- 
men’s customers. 

Our fears, however, 
ately dispelled. Our salesmen wel- 
comed the idea. It was then we learnt 
that they really disliked the idea of 
acting as distributive channels for dis- 
play material. They said there were 
three main objections to the old system: 
(1) looking after the material wasted 
their time and took up space in their 
cars; (2) having to talk to their custom- 
ers about the value of the material 
distracted attention from their chief 
mission, that of sales; (3) dealers who 
were willing to use the material wanted 
advice and help on displays, a service 
which they had neither the time nor 
the qualification to give. 

The idea of a special service to 
retailers pleased them. Not only did 
they see the advantage of being freed 
from the worries of distributing material 
and ‘“‘selling’’ the retailer on the value 
of display, they also saw that such a 
service would ensure satis- 
factory display material 
actually being used for dis- 
play. This, they pointed 
out, would enable them to 
increase sales, especially 
as our goods had not been 
given the best displays in 
the past. 

It was obvious at this 
meeting that there was no 
need to convince our sales- 
men of the value of the 
new scheme. They already 
appreciated it and were 
enthusiastic. The only 
point that remained was 
to ensure that they made 
the vital tie-up that was 
necessary if full benefits 
were to be obtained. 

This was done in logical 
stages. From the meeting, 
the men went back to their 
territories and informed 
the retailers of what was 
happening. They told them 
that an interviewer was 
coming and that the pur- 
pose of his visit was to in- 
vestigate the possibilities of 
their windows for display. 

When the research had 


were immedi- 


been completed, plans 
drawn up, designs agreed 
upon and preliminary 


dates fixed for each dis- 
trict, the salesmen were 
(Continued on page 49) 
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Theyre Spending Money 





“hes for Industry” was an idea born 
among members of the Stalybridge 
municipal council two years ago which 
has resulted in the largest cotton mill for 
miles around getting back to full-speed 
operations. But not with cotton. 

Five firms are now busily engaged in the 
mill, which was bought from the Lanca- 
shire Cotton Corporation in 1934. The 
firms are: Alan Lister, Ltd.; the Staly- 
bridge Rubber Co.; the Buckton Vale 
Quarry Co.; Protecta Garments, Ltd., 
and Hilton's “Champion” Brush Works. 


+ 


D to build 7 side-tank locomo- 
tives for the San Paulo Railway and 
3 locos for the Central Railway of Peru 
have been secured by Beyer, Peacock & 
Co., Ltd., of Gorton, Manchester. 


+ 


Nasmyth, Wilson & Co., Ltd., of Patri- 
croft, Manchester, have an order for 
14 locomotive boilers for the Bengal- 
Nagpur Railway. Gresham & Craven, 
Ltd., of Salford, and George Richards & 
Co., Ltd., of Altrincham, have orders for 
parts and machinery from the Bombay, 
Baroda & Central India Railway. 


+ 


T wo 24,000 ton liners for the P. & O. are 
being started by Vickers-Armstrong, 
Ltd., at Barrow-in-Furness. This gives 
direct work to 1,800 men for 2 years. 


+ 


A great new clothing factory is to be 
built by Montague Burton, Ltd., on 
the East Lancashire Road at Walkden, 
Manchester. First unit planned to be 
ready in 1937, the second in 1939 and 
completion in 1941. Employees antici- 
pated: 5,000. 
+ 


A new works being built for a firm of 
paper board and strawboard manufac- 
turers near Warrington, is expected to be 
ready next February. Work will be pro- 
vided for about 1,000 people, 800 of whom 
will be men. 

> 


As the result of the joint enterprise of a 
local firm and a Prague (Czechoslo- 
vakia) tannery, a new company has been 
formed for the manufacture in Bolton of 
special light leathers, including box and 
willow calf and all classes of upper leathers. 
The new company-——Bolton Leathers, Ltd. 
—-has a nominal capital of £100,000. 


+ 


London firm, Bamford’s Spring In- 

teriors, Ltd., is transferring its plant 
to Walton-le-Dale, Preston, where it will 
re-open Flats Mills, a large factory that 
closed down 6 years ago. 


+ 


ith Howard & Bullough, Ltd., of 
Accrington, the Contracts Dept. of 
_the War Office have placed a contract for 
shells. Work will thys be provided for 
hundreds of extra men for a period of 
several years. 


Here 


contract for munitions has also been 
placed with Lang Bridge, Ltd., calico 
printers’ engineers of Accrington. This 
will also give‘ much extra employment. 


+ 


At Chorley, Leyland Motors, Ltd., are 
extending their works. 


+ 


A large factory has been erected at 
Bromborough, on the Cheshire side of 
the Mersey, for the Liverpool firm of 
Fawcett, Preston & Co., which specia- 
lizes In sugar manufacturing machinery 
and hydraulic presses. 


+ 
A £3,250,000 programine of locomotive, 
carriage and wagon construction for 
1937 bas been decided upon by the Lon- 
don Midland & Scottish Railway. 


+ 
(xa expects to become one of the 
biggest paper-making centres in 


Britain. A large mill will be erected on a 
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New Products for New Markets 





A industry for Scotland is the 
possible outcome of tests carried out 
to prove that Scottish coal and peat can 
be used as motor fuel. These tests were 
conducted on the Glasgow-Edinburgh 
road, and were arranged by the Duke .of 
Montrose to show manufacturers and coal- 
owners how they could create a new 
industry. 


> 


P reduction has begun at a new factory 
in Newcastle-upon-Tyne of improved oll 
seals for protecting bearings by preventing 
oil leakage. Plant has been installed, ex- 
clusively designed for the manufacture of 
these seals, and also seamless rubberized 
chrome leathers (claimed to be proof 
against water, oil and atmospheric con- 
ditions) for protecting exposed mechanism 
on aircraft, motor-cars and industrial 
equipment. 

Another new product of this factory is 
a rubber-like material, although not con- 
taining rubber, stated to be oil and fuel- 
proof and very heat-resisting. This per- 
mits mouldings for oil-sealing hydraulic 
and pneumatic applications which have 
hitherto baffled designers. The firm is 
George Angus & Co. 


+ 


cyclist’s lighting set invented at Sun- 

derland, and now being marketed, 
provides a bicycle headlight with 120 yds. 
beam, lighting a width of road of 20 ft., 
with a seven-watt headlamp, and also a 
red rear lamp. 

The device contains a battery, which 
enables the cyclist to have a light even 
though his machine is not in motion. A 
special suspension system reduces the 
pressure against the tyre, and so lessens 
the call on the rider’s energy. The con- 
cern is the Sunderland Engineering Equip- 
ment Co. 


2! 


y4-acre site this year, providing employ- 
ment for several hundreds. 


+ 


Q trut quota of Welsh tinplates has 
been advanced from 6o to 65 per cent 
owing to increased orders. Prices are up 
by 5s. to £6 a ton. Steel-workers in 
“heavy’’ section of industry have had 
wage advance of 4s. weekly. 20,000 tin- 
platers are earning highest wages for 
several years. 


+ 


£ 4,500,000 new stip mill and steel works 
now being erected at Ebbw Vale 
(Mon.) will employ 10,000 men directly 
and indirectly within next six months. 


+ 


ore work for miners and dockers will 

result from removal of deadlock over 
prices in Welsh coal and pitwood barter 
pact with France. Agreement provides for 
purchase of 120,000 tons of coal by France 
and of 80,000 tons of pitwood by South 
Wales coal firms. 


(Continued on page 56) 
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A miner’s electric safety lamp, invented 
by Professor W. M. Thornton, head of 
the Department of Electrical Engineering 
at Armstrong College, Newcastle-upon- 
Tyne, has been officially approved by the 
British Mines Department, and placed on 
the market. 

The presence of gas is detected by press- 
ing a switch, which lights up a small cir- 
cular window in the lamp. 


+ 


he Bede Metal & Chemical Co., Ltd., of 
Hebburn-on-Tyne, now installing plant 
for the production and use of pulverized 
fuel to replace ordinary coal firing of the 
furnaces, claim to be the only works of 
their kind operating in the British Isles. 


+ 


G Pecial bricks used on the outside of a 
new factory being built in Birmingham 
by Cadbury Bros., Ltd., will reflect sun- 
light into the surrounding streets instead 
of casting gloom. 


+ 


Q clentsts at the plant-breeding station 
of the University of Wales, Aberyst- 
wyth, have completed experiments in 
breeding grasses which will stand the 
rigours of Welsh mountain climate. 

There is a dearth of good pasture land 
in Wales, but nearly 20 years’ research 
now makes it possible to produce pastures 
in strange places. 

Another outcome of the researches will 
be to facilitate crops of strawberries, 
raspberries, apples, pears, and vegetables, 
normally available only during a few 
weeks in the year, practically in all 
seasons. 
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To Be New 
n the northside ‘of ‘the Thames 
between Purfleet: and, Grays there 
is a stretch of land. which may 

well- develop into the -Trafford Park of 
the South of England. Certainly it has 
many advantagés which'’ are almost 
unique in their-combination. 


” € 5 


This survey of the ‘West Thurrock 
area must necessarily be from, the view- 
point of*the future rather. than the 
present. It is true that in the past few 
years firms have been building big fac- 
tories in the district.’ Indeed, plants 
costing many hundreds ‘of, thousands of 
pounds have been'erectéd in the locality 
lately. The really big jdevelopment, 
however, is yet to come. i That it will 
come no business: màn in! the district, 
and no business man. who has examined 
the district, doubts. |‘. i 

i. N 
The New Thames Tunnel 
Will Be Here: | 

It is particularly fortunate that this 
survey should be : written: at a time 
when the area concerned has been 
brought prominently into industrial 
news. Work on the £3,000,000 Dartford- 
Purfleet tunnel béneath’ the Thames is 
starting immediately. The jvalue of this 
for. road transport will -be “immense. 
Traffic to the south-east of the country 
can come from east, north-east and 
north-west straight through without 
touching . London. i, It „will be a vital 
connecting-link between the country 
north of the Thames and ithe: country 
south. pea See 

The point is stressed because the new 
tunnel will add tothe facilities offered 
by the new industrial ‘area being dis- 
cussed. Goods dispatched, by road 
transport from factories. in!the district 


4 


will save hours of ‘time “On journeys: 


t a } X z 
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south of the river. Instead of having 


to travel London-wards to the Black-' 


wall tunnel, vehicles will cross the river 


clear of the tanglements. of London 


traffic... - 


t 


+ Ten Points of Interest to . 
: Heavy Industries 


In the centre’ of this Thames-side area 
between Barking and Tilbury is the 
West Thurrock Industrial Estate, an 
area, of 3,500 acres with a two-mile 
frontage on the river. It is here that 
a group of‘business men are planning 
to create. a, Trafford Park of the South. 

They start with :one big advantage 
that Manchester did not have: they 
have a natural deep waterway to the 
site. Manchester had to build the Ship 
Canal. 

The major advantages for big indus- 
trial development on this estate can be 
summed up in ten points: (xr) Direct 
access for ocean-going steamers from 
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This picture clearly shows some of the 
magnificent land available for factory 
development. 
frontage. 
systems already exist but rail extensions 
and many more new roads are projected 


Note the deep water 
Good railway and road 


‘Trafford Park’ of the South? 


all parts, of the world; (2) deep water’ 
frontage ` suitable ‘for jetties and 
wharves; . (3) closeness to London 
Docks, thus making sure of low lighter- 
age charges where cargoes are dis- 
charged at the docks; (4) low cost of 
handling cargoes at the jetties on the 
estate. and. transporting- goods to the 
factories; (5) special railway rates con- 


.cessions to inland destinations; (6) good 


building foundations, cheap building 
materials; (7) all essential services: 
water, gas, electricity, etc., at low 
rates; (8) coal and fuel at low cost from 
coasting steamers; (9) plenty of good 
labour in the area; (10), within easy 
reach of Britain’s biggest single market 
—the Greater London area. 

Many of these advantages are, of 
course, vital to the location of big 
industries. Of these, the shipping 
facilities are probably of the highest 
importance. - Certain of the big firms 
which have already located .in. and 
adjoining the estate have built addi- 
tional jetties and wharves; here ocean- 
going vessels load or discharge cargoes. 
The West Thurrock Industrial Estate, 
of course, provides all these shipping 
facilities, including the loading and 
discharge of steamers and lighters at 
cheap rates. Haulage between jetties 
and individual works is provided: at ‘an 
inclusive flat rate charge of Is. a ton 
for all classes of goods: 


L.M.S. Railway Gives First- 
Class Service 


Another interesting advantage is that 
the ‘free: water” clause of the Port of 
London allows ljghters free entrance to 
all enclosed docks. This means that 
goods discharged direct into or shipped 





Products on the Radio Times List are: being 
given valuable help in obtaining wider distribu- 
tion. | 

The Radio Times List % is being included 
regularly in announcements issued by the Radio 
Times in the principal trade journals. 

These announcements are explaining to retailers 
why they can stock these products with conf- 
dence. It is being explained how the unique 
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conditions under which the Radio Times is 


read assure retailers of a steady demand for 


all products regularly advertised therein. 


W rite for particulars to the Advertisement 
B.B.C., Broadcasting House, 
Portland Place, W. 1 (Phone Welbeck 4468). 


Director, 


ye The Radio Times List contains the names cf 
products regularly advertised in the Radio Times, 
during their own advertising season, to the extent of 
not less than 13 insertions or an equivalent of {1200 
per annum. 


~~ your —_——— on the 


La ere ee 


me ` 
NÈ ae 


AREAN 





eom PAAA ey EAA a aA b A e 


AN A.B.C. PAPER GUARANTEED AVERAGE NET SALES FOR 1936—2,600,000 PER WEEK 
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POST HASTE! A rush at post-time, congestion in the 


dispatch department ; it’s bound to happen—when correspondence methods 
havet- nöt | been modernised. But where Ediphones are in use, and 
NOBODY, NEED WAIT FOR DICTATION, what a 
simple’ ‘matter it is to’ keep on top of routine, and 
deal; with! the flow of work smoothly and quickly. 
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Theʻi new: Edison principle of Balanced Voice-Writing is the 
greatest advance made in the development of the dictating 


Sends i accuracy and clearness of reproduction. FREE 


DEMONSTRATION 
AT YOUR DESK 
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Every responsible executive is invited 
to ‘‘sample’’ Ediphone Voice-Writing, 
without obligation. You buy nothing 


í E 
b. until the Ediphone proves its davan 
I a ip tages. 
Write or ull Secs eS Information about the latest Edison 
ticulars to THOMAS | >, invention, the Telediphone, is now avall- 

able. One of its many valuable uses is 


A. EDISON LTD.! 
Victoria mouie 


R oe Bal anced Pa Miting to take down a verbatim report. of 


London, W.C.I. v- z telephone conversations. 
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Branches and Dealers in all Principal Cities 
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MODEL eD n MARCHANT CALCULATOR IS TO Wii 
BE SEEN‘IN MANY OFFICES WHERE SPEEDY, 
ACCURATE: CALCULATING IS ESSENTIAL: : : 


BUT. IT Is NEVER HEARD! 


Silently! singothly, hour ce hour, and for days on end, 
this Model’ “D” Marchant Calculator renders efficient 
and fool- “proof” service. It is the ‘Quiet Calculator’’—the 

Le BUSINESS EFFICIENCY EXHIBITION 
most: scientifically developed machine on the market, ‘yet 


it costs ‘no! more: than an ordinary calculator. Bingley Hall, Birmingham 
Complete control under one hand. Distinct control for 


ik 
division! and. fultiplication, - ‘addition and subtraction. MARCHANT 


Ba ge | Ei SILENT SPEED CALCULATOR 


foot 
Demonstrations. in: your office ‘or a visit ‘to the Exhibition: will 


convince’ “you, of : its superiority. 
ae 
tt  —____ 
MELBOURNE HOUSE - ALDWYCH: LONDON > WC2 (TEMple Bar 2531 
| LG SMITH. & CORONA TYPEWRITERS.LTO ee CANNON STREET ° BIRMINGHAM ` AE Midland aia 2 
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MODEL. “D” 
MARCHANT CALCULATOR 
Exhibited at 


STAND No. 32 








AUTOMATIC AND POWER - DRIVEN 


WORKS MANAGEMENT & CONTROL 


West Thurrock : New ‘ Trafford Park’ of the South ? 





from lighters avoid all wharfage or 
dock dues. 


A vital consideration of any indus- 
trial estate is the extent of railway 
facilities. At West Thurrock the L.M.S. 
crosses the estate with two lines (1) 
from east to west by the London- 
Tilbury main line and (2) on the eastern 
side by thegRomford-Gravesend line. 

The factories already located there 
and in the adjoining territory have, of 
course, their ‘own sidings. The L.M.S., 
however, proposes to develop further 
the facilities they offer. Additional 
lines will be laid as soon as the demand 
is great enough, and a new passenger 
station and a big new goods yard will 
be built. Thus’ the already ample rail 
facilities will be greatly extended. 
Quick, direct rail service for the distri- 
bution of all kinds of goods to all parts 
of the country is available at the 
present time, and all the firms who are 
now located in the district speak highly 
of the service given by the railway 
company. 

Most of the companies in the district 
use all three means of transport—water, 
rail and road. Taking a broad view of 
the situation, it might be said that most 
of the transport of goods to the London 
area is taken by (x) road and (2) rail. 
The use of barges and river traffic for 
the short journey up to the docks seems 
to be falling off. 

Distribution of goods over 
country -is largely divided between rail 
and road. The big factories, of course, 
send héavy consignments by rail, 
lighter consignments by road. There is 
also a good deal of transport carried out 
by coastal shipping vessels. Where time 
is not an important factor this method 
of transport is cheap and effective. 
Heavy and big loads are carried at a 


the . 


very low cost. For overseas trade, the 
ocean-going steamers are loaded at the 
wharves and jetties owned by the 
various companies or by the estate. 


Why Stork Margarine Located 

at Purfleet 

The one word ‘‘accessibility’’ sums 
up the reasons why JURGENS, LTD. 
have located their Stork Margarine 
Factory (incidentally, one of the most 
famous examples of straight-line pro- 
duction in the country) at Purfleet. 

‘One of the: main reasons which 
guided us in the selection of our 200- 
acre site at Purfleet was the excellent 
transport facilities available’, an offi- 
cial of the company told me. “To 
begin with, we have our own jetty for 
ocean-going ships, which means that we 
have direct water communication to 
all parts of the world. We use this 
both for bringing in our coal and raw 
materials and for shipping goods. 

“We have our own railway sidings 
connected with the L.M.S. Railway, 
and the road accessibility is irreproach- 
able. We could, in fact, hardly be 
better served by the three most im- 
portant transport facilities—rail, water 
and-road. 

‘Another factor that decided our 
choice was that there was plenty of land 
available of the type suitable for our 
purpose, and that the neighbourhood 


afforded exactly the right type of 


labour. 


“It was most important, too,” the 
official continued, ‘‘for us to have a 
clear stretch of land between ourselves 
and any other factory. We felt it 
essential to -ensure being above ge- 
proach by keeping away from other 
industries, the activities of which 


people might imagine to impair the | 
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This is typical of the rapid riverside development taking place within this area. 
Note the deep-water jetties at which ocean-borne -cargoes can be handled direct. 
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cleanliness of the atmosphere obviously 
essential to the manufacture of a food 
product such as ours. 

“We have always made a special 
feature of the freshness of margarine 
when it is delivered to the consumer. 
The nearness of Purfleet to London 
serves to minimize our problems of 
distribution to the Southern Counties.’’ 

It is precisely this point of view that 


- was put forward by all the firms visited 


in the course of collecting material for, 
this article. It influenced to some 
extent such firms as Associated Port- 
land Cement Manufacturers, Beacon 
Stone Co., Ltd® R. ‘A. Wiltcher Co., 
Tunnel Portland Cement Co., Ltd., 
Marley Tile Co., Ltd., Thames Board 
Mills, Ltd., Anglo-American Oil Co., 
and so on. 


These Three Points Attracted 
Most Firms 


All this area of land along the north 
side of the Thames should, as Mr. 
W. R. McLaughlin, industrial manager 
of the West Thurrock Industrial Estate, 
said, belong to Kent. Geologically, the 
chalk deposits belong to the chalk hills 
of the county. The river, however, cut 
its channel between them and left this 
big spit of land as the only chalky land 
on that part of the north side of the 
Thames. As a result, it has long been 
the home of cement manufacturers. In 
addition, there is a plentiful supply of 
gravel and sand, hence the attraction 
to manufacturers of tiles, bricks, arti- 


ficial stone, concrete and other building 


materials. 

For, these reasons.most ofthe firms 
in the area to-day were attracted there 
for three advantages: (1) Raw materials 
on the spot; (2) first-rate transport 
facilities; (3) extensive London market 
at hand. j 


(Continued on page 44) 


+ + 


A CORRECTION 


hrough an error that we failed to 
Ta in the proofs a wrong im- 
: pression may have been gathered 
from an expression in the article “Little 
Adjustments That Turned This Sug- 
System from Failure to 


Longmuir, published in the July issue 
of Busness. 

At the top of the first column on page 
11 the sentence which begins ‘‘Anony- 
mous letters were received through the 
suggestion box, and there was an 
undoubted tendency .. .’’ etc., should 
have read as follows :— 

Anonymous letters were not received 
through the suggestion box, but there 
was an undoubted tendency .. . etc. 
(the italics are ours). 

Mr. Longmuir has pointed out to us 
that at no time have anonymous letters 
been sent by employees in this way and 
that it has never been found necessary 
to conceal the identity of suggestors. 

We offer our apologies to the joint 
authors of this article for any wrong 
impression that may have been 
conveyed. 
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Ie: any organization anes accounting 
in any of its phases is|carried out, ‘it 

is amazing to, ascertain’ the number 
of times the same information i is copied, 
posted, re-copied, and: re-posted, and to 
see how at every stage, ithe copied or 
posted figures must be}! checked and 
balanced to guard against the errors 
liable to be made in this Clerical labour. 

Pretty well every. business ' transac- 
_ tion begins by some. employee putting 


pen, pencil or typewriter to paper: a.. 


telephone message must‘ be written 

down; the workman accounts for his 

time on a docket;,storés must be requisi- 

tioned: by writing; .a. pui: hase must be 
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Posting System Saves 


y H. A. SIMPSON, F.C.W.A., 
| Comptroller, United Steel Companies Ltd. 


ERE is the first article of a series of three 

in which Mr. Simpson describes the enor- 
mous savings in clerical labour, materials and 
cash made possible by this system of posting 
which he has developed for the companies within 
the Corporation. This article embraces items 1, 
2 and 3 in the panel at the lower left corner of 


this page. 


_ The second article (to be published 
next month) will take in Nos. 4, 5 and 6; 


and 


the third, Nos. 7 to 12. 


written down; an invoice is made out 
by typing; the output of a machine is 
recorded on a form, in fact all move- 
ments in every organization must be 
recorded either by writing or typing. 

It is the necessity of marshalling all 
these written lines of every transaction 
into similar classes and abstracting and 
posting them to the appropriate. ac- 
counts that starts the drudgery and 
expense of clerical work. 


It Saves Clerical Drudgery 


If, on the other hand, all these lines 
of information are originally written on 
a unit card that is designed in such a 


‘posting is éliminated. 


way that it can be used as the vehicle 
to go right through to the final presenta- 
tion of the figures, then all copying and 
In addition, 
tedious checking is also eliminated 
because there is'no intermediate point 
at which mistakes can enter. Figures 
that are correct at the start are correct 
all the way through to the end.- They 
must be: they are the same figures, 
untouched by anybody. 

This specially, designed unit card is 
simplicity itself; it is called the Slip’ 
Post Unit Card. It can be made any 
size, length and depth to meet the 
many uses that it can fulfil. -Also, it is 


LABOUR | and CASH Saued by Introducing This System 


+ CLERICAL ENTRIES 


DEPARTMENT’. y 


bought” 


2. Sales Analysis by Dept., Pro- 


duct! ‘and Customer 


3. A Profit'and Logs a/c by Dept., 
Product and Customer .. 


4, Process Ledger ‘a/cs. 20,000,000. 
5. Analysis | ‘of Orders Recd. 12,000,000 
6. Progress and Planning Records 25,000,000 
7. Job Cost, ales 1 6,300,000 
8. Departmental Cost ajes a 4,000,000 
a 
io. Ag OR j -+ 10,000,000 
11. Analysis, of Storés and Repair ghee 
Materials. used .. 21,600,000 
12. Analysis of Raw Materials used 2,000,000 
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SAVED YEARLY 
1. Recording all. Materials 


Office Wages 


132,900,000 


DEPARTMENT 





CASH SAVED 
YEARLY 


a £25,000 


10,000,000 By Replanning Proatsee] in the Works £100,000 
Better Marshalling and Charging Raw. 
11,000,000 , Materials ort f “ ‘£30,000 
Reduction in Waste ; Fy = ar 56,000 
11,000,000 | 
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Us 133,000,000 Entries a Year 


true to say that any document can be 
made into a slip post unit card by simply 
slotting that document with a horizontal 
and vertical slot at both ends. For 
example a clock card, stores requisi- 
tion, wages allocation card, invoice or 
an order can readily be made into a slip 
post card. 

Fig. t is an illustration of one of the 
simplest forms of the slip post card; 
a ‘‘Job cost sheet of materials consumed 
against a machine”’ 

It will be seen that this cost consists 
of the original stores requisition on 
which the material was issued to the 
job hung up on a backing sheet suitably 
slotted after being priced and extended. 


_. MATERIAL 
TERMS 
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Thus the fullest of information is pre- 
sented with the minimum of clerical 
labour; and if at any period in the pro- 
cess of the job the foreman or the works 


manager should express the characteris- . 


tic doubt as to the accuracy of the costs 
he can be met with the reply that the 
figures are his own, or his men’s, 
original writing! ; 

The fullest advantage can be obtained 
from the slip post system when it is 
used in conjunction with the Paramount 
punched card and visible index systems, 
all three items being the products of 
the Copeland-Chatterson Co., Ltd. The 
backing sheets containing the horizontal 
slits can be fled most suitably in the 
visible index panels. 


18 Written Entries Saved in 
One Operation 


The cards are quickly -and easily filed 
in the slots, a rate of five a minute 
being an average speed, and twenty or 
so can be withdrawn from the slots at 
one operation. .But although easily 
withdrawn they defy any attempt at 
being dislodged unless withdrawn in the 
proper way. 

In the lower left-hand corner of page 
26 is a list of uses to which we have 
put the slip post system. The great 
advantage of it, as æ system, is that it 
can be used with the same beneficial 
results in the medium or the very small 
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business as in the large organization. 
Or it can be used in any part or section 
of a business. It costs very little to 
install, and it can be worked by junior 
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Lop: Fig. x1 
Centre: Fig. 2 





Lower: Fig. 3 
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labour as there is nothing to ‘‘learn’’. 

Just as looseleaf ledgers were looked 
at with suspicion some years ago, so is, 
I am afraid, this slip post unit card 
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greatadvantage 

of this system 
is that it can be 
used with equal 
facility and effect- 
iveness by the small 
as well as the large 
business ; or it 
can be used in any 
individual parts of 

a business 
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regarded by thay: “to ak Its sim- 
plicity and effectiveness are uncanny. 


But just as the Idoseleaf ledger is now , 


universally used, „sobin | ithe near future 
will be the slip. ‘post’ unit card. If every 
accountant in industry were to experi- 
ment with this; card: On}, a small section 





of his accounts, the ‘Tesuits achieved 
‘ would be such that "he would not hesi- 
tate to conver, the: remainder of his 
récords to this? system‘l.. 
athe Be 
1. RECORDING ALL RAW 
MATERIALS. ‘BOUGHT 


Fig. 2 is a- raw atil purchase 
record of the old: ‘memo type which we 
formerly used on’ ‘the! ‘basis of one sheet 
` per class of material. per!supplier. The 
use of this method nécessitated at least 
eighteen separate. ‘entries under the 
various headings.. 

A purchase record: ‘of iis kind was 
opened up immediately; the purchase 
department plaéed’: ‘an. order, for raw 


material, and as sdon as the advice note , 


(an original card, ‘reproduced here, and 
three flimsy copies for departmental 
purposes) was made out and sent to the 
raw materials department and this card 
was dealt with as described above in- 
stead of its contents being posted as 
formerly. 

It will thus be seen that for every 
wagon advised and ‘received eighteen 
figures are saved from being re-written. 
This is because the original entry is 
made to serve every purpose as, ‘being 
made out on the unit posting slip it is 
capable of being physically arranged 
under the various headings. 


2. SALES ANALYSIS BY DEPT., 
PRODUCT & CUSTOMER 


3. PROFIT & LOSS A/C BY 
DEPT., PRODUCT & CUSTOMER 


When invoices are typed a unit card 
as Fig. 6 is typed at the same time. 
This card contains the following 


information: 


Your ORDER Nou.sscesesssses eves 


TRUCK 
NO. NO. | CAST NO. 
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this slip post card is hung on a visible 
tray it has the same affect ‘as if those 


figures were posted into a ledger. 


Fig. 7—the slip post card—gives the 
following information : 


(1) Customer and the customer’s 
number. 

(2) Order number. 

(3) Product or job number. 

(4) Carriage and commission. 

(5) Discount. 

(6) Total tonnage or number of 
articles. 

(7) Selling price. 

(8) Total sales value. 


all this information being obtained from 
the summary of the invoice cards. 


‘(g) Total cost value which is ob- 
tained from the job cost 
records. 

{10) Profit or loss. 


Therefore, from these slip post cards 
the following information can be ob- 


Oua ORDER Nonicerccsscrcorssecsoes 


DESCRIPTION 


Q 
‘Sean mane Oo al 
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Fig. 6 


was received from the supplier details — 


were posted in the advice note column, 


showing the date ‘and’ the, advice num- : 


‘ ber, the wagon 'humber|! land the date 
advised. When ‘the Wagon was received 
and passed over the weighbridge a copy 
t of the weighbridge sheet was sent to the 

raw materials departments and its con- 
tents were posted ‘under the ‘ 
on painted tare’? ‘column, ’ ‘namely,. the 
date, the wagon umber, and the weight 
‘pased on the painted tare. 

When we replaced:; this old system 
with the new we; used the- sheet shown 
` in Fig. 3. Advice. notes as Fig. 4 were 
then sent to suppliers; and these were 
‘set into position onthe’ appropriate 
backing sheet instead- -of [being posted. 
. When the wagon’. was} i received and 

passed over mage - weighbridge, Fig. 5 
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‘received - 


ality number, Tonnage, 
ize number, Selling rate, 
Process number, Sales value, 


Department number, 
Invoice number,.:area, 
customer and country 
number. 


Grade number, 
Truck number, 
Number of articles, 
Cast number, 


The amount of carriage, freight, in- 
surance and commission applicable to 
that particular item of the invoice is 
added to this card after it has been 


‘typed. This unit card can then be 


slotted and easily sorted and sum- 
marized into’any analysis which may 
be desired. 

When these invoice cards are being 
summarized the adding machine opera- 
tor must put the answer to the addition 
down somewhere, so she can easily put 
it down on the slip post card, ‘then if 


vel dala elle 


TOTAL 


Fig. 7 


tained daily, weekly, or monthly: 


(1) Total profit or loss. 

(2) Total profit or loss by depart- 
ment. 

(3) Total profit or loss by product 
department. 

(4) Total profit or loss by area. 

(5) Total profit or loss by area, by 
customer. 


Gives the Company’s Financial 
Position Promptly 


By hanging these cards on a backing 
sheet a visible analysis of those results 
can be presented. The summary card 
of these slip posts can be made at any 

(Continued on page 49) 
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An entirely new and 
remarkably efficient 


29 


type f OFFICE STATIONERY 


introduced by the BUSINESS FORMS 


DEPARTMENT OF 


W. H. SMITH & SON, LTD. 


A Business Form which, when used in a typewriter or accounting machine, 
cannot slip or creep, keeps perfect register irrespective of the number of 
copies in each set, and is so controlled that spacing and dine finding 
are practically automatic, is the latest development for use in all 
types of modern Business Machines. 

best describes 


P OSI TIVE F ORM CONTROL these results 


the secret of which lies in the Alacra Platen, which incorporates a special 
device for aligning and controlling paper feed. Automatically, as the 
platen turns, almost like magic, aligning pins rise at each end . . . rise 
and mesh perfectly with the marginal holes in the Alacra forms. These 
pins, operating only at the front of the platen, control the forms so that 
all copies are in commercially perfect alignment as they reach the writing 


ma 








ORIGINAL RECORDS are 
the BASIS of YOUR BUSINESS 


The Alacra Registrator for all handwritten records is the new Register 
with trouble-free mechanism and positive paper control. At each opera- 
tion only one major part moves. There are no multiple moving parts to 
wear or get out oforder. The Alacra pinwheel aligning device guides the 
forms positively from the pack through the machine in perfect register. 
Forms cannot slip or creep. Carbon copies are provided automatically 
and a continuous record of all transactions is retained in the file com- 
partment. The special Alacra forms, used in the Registrators, are designed 

to give not only cash or credit amounts, but also all the relevant 
facts for each transaction—the full details of your business 
Mo not just the figures. They are ideal for sales slips, 
ri material requisitions, invoices, cash receipts, ` 
delivery notes, and many other types 
of forms. Alacra Registrators are 
available in many models and 
sizes, from the handy Portable 
to the Rotary Electric. 
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position, and at the same time speed 
up the work by enabling the operator 
to make full use of the spacing and 
line-finding mechanism of her ma- 
chine. Only Alacra continuous forms 
with their accurate printing and posi- 
tive feed can eliminate so many un- 
necessary operations, or give such 
excellent carbon copies. Alacra sta- 
tionery, with special “one-time” car- 
bon, gives a surprising number of 
copies, and makes the typewriter into 
a more efficient Billing machine. 


The Alacra Platen can be fitted to 
all the well-known makes of type- 
writing, invoicing, accounting, tabu- 
lating and addressing machines. It 
is installed at a very reasonable cost, 
and is simple to operate. Write to 
W.H. Smith & Son’s Business Forms 
Department for full particulars 
about Alacra forms and their many 
uses, or telephone Holborn 4343. 


ALACRA 


CONTINUOUS BUSINESS FORMS 


Supplied onky ty 


. W. H. 
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N aturatty, all the advertising you 
see isn't evolved’ and produced by 
Crichton. But, over the course of the 
past five years, we have done some very 
good advertising~-folders and booklets 
and showcards and things—for firms in 
nearly 180 different businesses. 

Advertising material prepared by 
Crichton is not only. inspired with real 
enthusiasm for the product, but is 
backed also by the application of sound 
selling principles.’ > į 

The Crichton plan is:to'infuse selling 
ideas into your sales matter, to make it 
attractive and effective, andto help you 
increase the efficiency of.your advertising 
effort. i ee Y . 


Whatever your: business; whatever 
form your advertising takes, ask Crichton 
to send a representative: to, talk things 
over with you or|write to-day for our 
amusing little folder ‘‘Crichton Admirals 
Three”. ed 
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Mr. 1.D.C. represant- 
ing IDEAS, DRAW- 
INGS & COPY that 
make your advertis- 
ing pay ! 









IUDIOS 
Ltd. 


Q 


el b 
5 CHANCERY LANE, LONDON, W.C.2 
| _ Telephone: Holborn 8400 
ad 





| GLEDHILI 





€ RITTALL WYNDOFAN 


ensures that crystal clear atmosphere 
in your office or study essential to 
efficient work and clear thinking 


Draughtless, silent and trouble-free’ 


RICHARD CRITTALL & C0. LTD., BUSH HOUSE, LONDON, W.6.2 


TELEPHONE: TEMPLE BAR 7777 


| is a healthy sign, but it. also 








increases unpunctuality. The 
benefit of the busy petiod may 
be lost if unproductive minutes 
neutralise ‘yout efforts and rob 
you of profit. The G.-B. system 
encourages punctuality by its strict 
impattiality—send for catalogue 


of various models, etc. 
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TIME RECORDERS LTD. 
38, Empire Works, HUDDERSFIELD 





OFFICE PRACTICE & EQUIPMENT 


3] 


Here We Tell You What’s NEW 
in BUSINESS EQUIPMENT 


For This Autumn Season. ... 
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The extraordinary 
range of this new 
machine by the 
Addressograph- 
Multigraph Co., 
Ltd., is outlined on 
page 32, This 
machine will be 
first seen at the 


a > < t 


' Business Efficiency 
Exhibition 


Ml te nee Ne alle I a 


{f you go to the Business Efficiency Exhibition at Bingley Hall, Birmingham, 
next month, this survey of the newest developments in business equipment 
will give you advance information of those things which you would like 


particularly to examine further there. 


We should emphasize, however, that in 


the succeeding pages we have included many new items introduced by firms who 


will not be showing at the exhibition. 


Firms that will have stands at Bingley 


Hall are marked with an asterisk; those not so marked will not be represented 


there. 


So, whether you go to Birmingham or not, this survey can act for you 
as a comprehensive guide as to what new and better equipment has been 


produced since last year. 


he design and manufacture of EXECU- 

TIVE DESKS has become almost a 
science. The “Dynamique” steel desk 
produced by Art Metal Construction Co. is 
a good example of what the latest researches 
have produced. 

Apart from its handsome “straight line” 
appearance the new points of strength 
which have enabled the centralization of 
the legs have also brought about another 
big advantage. The user of the desk can 
stretch his own legs about in any direction 
and as far as he can reach. To tall men 
this is an immense boon; it eliminates 
cramp and fatigue. 

In dull black and chromium this is a 
handsome as well as an efficient piece of 
equipment. 


í< 


+ 


f vou have ever seen how an AUTOMA- 
TIC STAFF CALL SYSTEM will— 
almost instantly—locate any executive, no 
matter where he may be in a huge factory 
or block of offices, you will realize how this 


instrument saves many costly delays in 
the course of a day or week. 

The system developed by Siemens 
Brothers & Co., Lid. is one of the simplest 
and most effective. On the little switch- 
board shown in these pages you simply 
insert the plug opposite the name of the 
wanted man and his code call automatically 
sounds throughout the premises. He then 
goes to the nearest telephone and is at once 
informed who wants him. 

Where a factory adjoins the offices or 
where the organization is on several floors 
or has scattered units, this appliance 
quickly repays its cost in time saved. It 
can be had by purchase outright or on a 
rental plan. Illustration page 34. 


+ 


here can be but few business men to-day 
who are not aware of the value of the 
DICTAPHONE as a 24-hours-a-day auto- 
matic private secretary. But the latest 
developments of the DICTAPHONE- 
TELECORD have introduced still further 


Use this Survey to see 
at what points these 


latest developments could 
assist YOUR business 


By 
THE EDITOR 
+ 


factors of accuracy and time-saving. The 
automatic recording of speech and con- 
ferences is now possible, An example that 
can be seen and tested will occur on the 
24th of this month when the opening of the 
Business Efficiency Exhibition at Birming- 
ham will be recorded on the Telecord. 

Continuous recording of speech and 
conference is secured by the twin-mandrel 
Telecord which carries two cylinders. 
When one cylinder is full the recording is 
automatically transferred to the second, 
the operation being repeated as often as 
necessary. 

The function of the Telecord in recording 
both ends of telephone conversations is a 
factor that no business man should fail to 
look into. You will be able to test examples 
for yourself at the Dictaphone Co.’s* stand 
at the Birmingham Exhibition. ə Illustration 


page 23. 
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Pyrene’s new portable, high-capacity fire 
pump delivers 58 galions of water a minute. 
Further text reference on page 38 
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This is the latest machine just introduced by 
Kaye’s Rotaprint Agency Ltd. Double 
width (194 x x4 ins.) it has:a printing speed 
of 5,000 impressions an hour and embodies 
the following features: automatic suction 
feed, damping, inking and jogging. It also 
gives hair-line register. This view shows 
the feed side of the machine 





We should mention here an important 
point of the Dictaphone Co.’s service: A 
Dictaphone user visiting any town in 
which the company has a branch office 
can have a Dictaphone ‘installed at his 
hotel, free of charge, for his use while he 
is away from home. The cylinders he 
dictates can be posted to his own office or 
transcribed at the company’s local office 
immediately. : 

+ 


W: are a bit premature in announcing 
the following new product in DUP- 
LICATING MACHINERY, but A ddresso- 
gvaph-Multigraph Lid.* have kindly given 
us advance particulars of their new ‘Model 
goo Autoelectric Addressograph’’ which 
will not make its début until the 24th of 
this month when it will’ appear on the 
company’s stand at the Business Efficiency 
Exhibition. A 

Little need be said here‘about Addresso- 
graph-Multigraph machines in general, there 
cannot be many:among BUSINESS readers 
who are not familiar with the extraordinarily 
wide range of “duplicating? which the 
various models provide. 

But you will be interested to read about 
the capacity of thé new “goo Autoelectric’’. 
The illustration in these pages shows you 
what it looks like. In performance an 
official of the company tells us that it 
“will do a hundred different office, store 
and factory jobs from ro to 20 times faster 
than hand operation could do them, and 
the cost is not a great deal more than that 
of an ordinary typewriter”. 

For printing-in' names, addresses, dates, 
salutations, facsimile signatures on letters 
or any standard matter on office or works 
forms the new machine—-even at the hands 
of an inexperienced operator-—turns out 
work at the rate of 1,200 an hour. Skilled 
operators get 2,000 an hour. 

With automatic form ejector even this 
work is speeded up 30 per cent. 

Another feature is a listing attachment 
which automatically spaces names or 
numbers, as for pay-roll,, account-listing, 
inventories, etc. Carbon copies can be 
taken. 

By means of a dating attachment, dates 
can be inserted on bills, statements, etc. 


A numbering attachment automatically - 
numbers any forms put through. 
_A counting device enables a complete 
check to be kept on the number of impres- 
sions made. 

It would take a good many columns of 
this paper to list the various jobs to which 


‘this new machine can be put. So what we 


suggest is that you make a point of seeing 
this “goo Autoelectric’”’ in actual operation 
at the exhibition. Illustration page 3I. 


+ 


A new and very interesting LEDGER for 
machine book-keeping has been devised 
by Percy Jones (Twinlock) Lid.*: It is of 
a type that has hitherto been considered 
unobtainable. 
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The twin-maridrel Dictaphone- 
Telecord described on page 31 





(Right) 
‘Alacra’ continuous stationery 
in which ts incorporated the new 
pin-wheel device for exact and 
non-slip alignment, introduced 
by W. H. Smith & Son, Ltd. 
This alignment device can be 
fitted to any standard typewriter. 
Text reference page 38 
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Indicates that this firm 


is exhibiting at the 
Business Efficiency 
Exhibition 
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Owing to the modern trend in book-. 
keeping machinery which necessitates sheets 
being fed into it front edge first, any 
punching along the bottom edge of ‘the 
sheets presents difficulties. If the punched 
edge is inserted into the machine first, it 
is liable, in fact, almost certain, to catch 
and tear on the paper guides. 

It has, therefore, been the aim of manu- 
facturers of this type of equipment to 
evolve a Ledger which would have all the 
general features of a loose leaf book, but 
at the same time have no punching. 

This firm has succeeded in producing 
such a ledger. 

The general type of this ledger is of the 
instantaneous release design whereby the 
ledger can be dropped into a release box 
and a lever pulled across, extending the 
mechanism and freeing the sheets instan- 
taneously for use. It has these 4 important 
points :— 

{1} The sheet has no punching along 
bottom edge. 

(2) The binder has a powerful grip on 
the sheets. 

(3) Itis capable of expansion to accom- 
modate growing contents of the ledger. 

(4) It can allow the statements, which 
are sometimes duplicate or even triplicate, 


‘to be dropped.in between the sheets and be 


gripped all along their edge. It also allows 
the statements to have an unpunched edge, 
a much more convenient arrangement of 
this form. 

The punching on the sheets is placed 
along the side—just two semi-circles about 
#-inch up from the bottom edge of the sheet. 

Another important feature is that sheets 
can be ruled what is known as tumble- 
heading as the sheets supplied can be fed 
into the machine either from the top or 
the bottom edge. Illustration page 35. 
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A7 system which SAYES TIME AND 
MONEY in the office and for the 
factory naturally has a strong claim on the 
business man’s attention. 

The Copeland-Chatterson Co., Lid.* has 
for nearly half a century applied research 
and practical experience to producing such 
systems. Their “Paramount” punched 
card system, for example, uncanny in its 
simplicity and effectiveness, has not even 
yet shown all the points in a business 
organization at which it can improve the 
control. 

On page 26 of this issue, one of the 
most recent applications of the ‘‘Para- 
mount” system is described; and new 
applications are being found for it almost 
every week. 
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The new ‘Primus’ Autographic Register by 
Carter-Davis, Ltd. which uses continuous 
stationery. Further text reference on this page 





The ‘‘Cope-Chat” speedrail Posting Unit, 
built expressly to facilitate machine 
accounting, is another famous product of 
this firm. The Speedrail holds thousands 
of accounts but completely eliminates the 
fetching and carrying of ledger trays. Even 
at night no carrying of units into the 
strongroom is necessary. The Speedrail is 
its own self-contained fire-protected cabinet. 
Simply slide the account containers into 
the housing, lock it and they are safe, 

Other ‘‘Cope-Chat” products are Loose- 
leaf Books, Accounting Equipment, Fire- 
Files, Safe-Cabinets, Visible Indexes, etc. 
On this company’s stand at the Exhibition 
there will, in fact, be one of the most 
comprehensive displays in the show. 


> 


he REPRODUCTION OF DOCU- 
| MENTS, pictures, plans, deeds, con- 
tracts, statistics, etc., is often wanted 
quickly. The “Raidagraf’ by Modern 
Products (L.C.L.) Lid. has been designed to 
give this photographic reproduction, econo- 
mically in the office, without the aid of a 
camera. 

There are really two processes: The 
Black Line process which copies from any 
fairly transparent document having the 
text or design on one side only; and the 
Raidabrom process for copying, say, the 
page of a book, catalogue, etc. where there 
is matter on both sides of the sheet. 

A big advantage of this apparatus is 
that an average junior can use it. No 
technical skill is required. Illustration 


page 34. 
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it is vital in many businesses to have a 
DAILY BALANCE SYSTEM. Carter- 
Davis Lid* have a system which daily 
provides the management with key figures 
for control, without involving the use of 
specialized accounting machines. 

This is really a machine method applied 
to pen and ink, and combines the writing 
of the three records at one operation-—the 
Customer’s Statement, the Ledger Account, 
and the Daily Journal. 

All entries to the various accounts are 
balanced and proved correct at the time of 
posting, and customers’ statements are 
ready to be mailed on the first of every 
month. 

The Daily Journal, which is written at 
the time of posting to the individual ledger 
accounts, provides a detailed summary of 
all entries made—the Customer's name, 
debit, credit total of sales and cash discounts. 
Provision can also be made to combine at 
the same time an analysis of sales under 
the desired number of classifications, values 
or quantities. 

Each day’s work is „balanced and a 
proven balance of all accounts is produced 
without additional operation. The system 


can be planned to suit the individual 
requirements of your business. 

This Balance System departs in no way 
from the established principles of book- 
keeping, it is simply the application of a 
new method of writing and keeping accounts, 
in a most concise and accurate form. 

Carter-Davis also specialize in cut and 
continuous machine record forms and 
stationery. Their Primus Attachment and 
Primus Carbon Pack enable continuous 
stationery to be used on any standard 
typewriter. 

The latest addition to this firm’s products 
is the Primus Autographic Register which 
provides a means by which continuous 
stationery, with its advantages, can be used 
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thermostatic control is unique. A Dulrae 
installation occupies no usable space and 
is invisible, yet by its form of radiation the 
entire area and content of a room is 
uniformly warmed. ' 

Another Crittall product of particular 
design is the Wyndofan, a noiseless little 
electric fan that extracts used air from a 
room through a window pane. “Ventilation 
without draught? is secured by this 
inexpensivee device. 

One of Crittall’s newest products is a 
portable air-conditioner that warms or cools, 
filters and dries or humidifies the air of a 
room. Itis a little castor~-mounted cabinet, 
48 by 24 inches that needs only to be 
plugged into the electric main. This 

d 


The ‘Dynamique’ executive desk by Art Metal 
Construction Co., further text reference on page 31 





for all kinds of handwritten multiple forms. 
Its simple construction and the absence of 
complicated mechanism make it a durable 
and long-service machine. 


& 


famous name in the field of AIR 
CONDITIONING AND VENTILA- 
TING is that of Richard Crittall & Co., Lid. 
Their Dulrae system of warming offices 
and other buildings by radiant electric heat 
from a low temperature source under 
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appliance is particularly effective in offices 
where no central air-conditioning plant is 
fitted—~it is equally effective in the business 
man’s home. 


© 


© have a continuous and automatic 
TIME SERVICE FROM GREEN- 
WICH eliminates at least one prolific 
source of disputes in a business organization. 
Smith’s English. Time Clocks Lid., have 
completely scouted the old alibi that used 
to be put forward to cover up so many 
shortcomings. 
Apart from the famous ‘“‘straight’’ 
electric clocks for the business or the home, 
Smith’s have a fully automatic synchronous 


The Fanfold adapter which adds to the typewriter the 
capacity of a continuous billing machine. 


Further 
text reference on page 38 
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On the panel you list the names of your 
executives. By plugging in the contact 
opposite any name you atitomatically sound 
that man’s code’ signal throughout the 
organization. It “gets your man”, wherever 
he is, thus saving hours a week in delays. 
It is Siemens’ Automatic! Staft Call System. 
Text! pera paee 31 





Time, Recorder which requires no “in” and 
“out” shift lever.’ | l There is no chance, 
therefore, of ; double h „recording. This 
machine, also, |, is the ‘only one on the 


market: which! provides a two-colour 
recording, with a. ‘different setting for 
Saturdays, Je i 


We, should call. attention here to an 
important development. in Smith’s Bi- 
Synchronous Master: Clock System for large 
organizations. }It is ‘a ispecial carry-over 
mechanism which ensures the uninter- 
rupted function of ‘the whole unit in the 
event of a maits current failure, 
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he LOUD- SPEAKER TELEPHONE 
has not been basically changed since 
Dictograph Telephones: Lid. began installing 
this type of instrument To years before the 
public became ‘familiar with broadcasting. 

Such improvements, however, have been 
steadily made {to | the technical detail of 
these telephones that, {without question, 
they are, as a! system,jithe biggest time 
saver in inter-departmental communication 
that has yet béen “introduced. 

We would refer readers to the article 
published on page'26 of ast month’s issue 
of this paper which. ‘describes the full use 
and working of. the latest Dictograph 
loud-speaker instruments. 
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OSTAL FRANKING performs a double 
service: (a), It speeds up the handling 
of outgoing mail ; '{b); TÉ gives you a much 
closer check on postal expenditures. 

Incidentally, did you! know that every 
franking impression now bears the registered 
number of the séndeér’?, Unauthorized 
negotiation of the’ stamps is thus made 
impossible. 

Universal Postal Frankers Lid.,* make a 
franking machine suitable for every size of 
firm. There isthe new ifJunior”, a highly 
capable little miAchine at{low cost. It gives 
you any of 23, denominations of postage 
between 4d. and rrd! printed at one 
impression. Its speed is about 2,000 an hour. 

Then there isjthe “Universal” that gives, 
in one impression, any postal value between 
$d. and 29s. 1144. at'a speed up to 3,000 an 
hour ; hand or electric, operation. 
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.Voice- Writing. 


The ‘Multi-Value Electric” -model will 
deal with bulky parcels, air-mail letters, 
telegrams, etc. 

The “High Speed Model A” should be 
seen in operation to be appreciated, With 
electric semi-automatic feed it seals the 
envelopes while it franks and finally stacks 
the letters at a speed of 250 a minute. 

“Speed Model F” has electric automatic 
feed ; it seals and franks at 125 a minute. 
This is the machine for quickly handling 
the medium size mail. Itis a good “average 
firm’’ machine. 

+ 


s a personal aid to the busy executive 
VOICE-WRITING has been famous 
for many years as the product of Thomas A. 
Edison Ltd.* . 
This month we are privileged to give 
some brief facts of the company’s latest 
development, that have not been published 
before. 
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The new Pro-technic Ediphone for Balanced 
Described on this page 





These details concern the new Pro-technic 
Ediphone, of which we also give an illus- 
tration. 

The Pro-technic Ediphone is the latest 
product of the Edison Laboratories, and 
contains every improvement suggested by 
past experience or evolved by research into 
the principles discovered by its famous 
inventor, Thomas A. Edison. 

This research --has been directed to 
ensuring a clear reproduction so that there 
can be no possibility of error in transcribing 
the words dictated. 

The “Recorder” being that part of the 
mechanism which registers the spoken 
word on the cylinder, is naturally the most 
important part of the dictating instrument, 
and since so much depends upon its design 
and construction it is on this part that most 
experimental and research work has been 
concentrated. 
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The ‘Raidagraf’ gives photographic repro- 
duction, without the aid of a camera, of 
documents of any kind. Text reference 


page 33 





Generally speaking, the recorder should 
make a light cut on the cylinder so that the 
recording stylus vibrates freely and 
accurately with minimum surface noise, but 
there is the disadvantage that a light cut 
lacks stability and over-vibrates with 
certain heavy tones causing indistinctness. 

The problem has been to obtain the 
advantages of a light cut without the 
disadvantages mentioned, and this has been 
accomplished by a new principle evolved 
in the Edison Laboratories in the nature 
of a counter-balance: hence the term 
“Ediphone Balanced Voice-writing’’. 

It is due to this principle that the new 
Pro-technic Ediphone makes an accurate 
recording of every voice whether loud or 
subdued in quality—in fact anything from 
a shout to a whisper is recorded and 
reproduced with every shade and inflection 
of the voice. 

The outward appearance of the Ediphone 
has been improved by making the exterior 
of steel which renders the instrument 
dust-proof and stable. 

For the first time all working parts are 
protected from dust and injury, ensuring 
cleaner and more enjoyable use, more 
economical operation, and a longer life to 
the instrument. 
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Fanfold’s 
has many important advantages. 
reference pages 38-40 


‘Feathegweight’ Recording Pad 
Text 
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This new type of ledger has been designed by Percy Jones (Twinlock) Ltd., to overcome the difficulty formerly experienced 
by feeding into accounting machines sheets that were punched along the base. See description page 32 


I" the May issue of BUSINESS we described 
a SILENT CONVEYOR SYSTEM of 
a unique type installed in a famous London 
hospital; in June of last year we published 
details of a new PNEUMATIC TUBE 
MESSENGER SYSTEM that saved a 
London store 850 hours a week. These 
installations were made by the various 
departments of the Lamson Pneumatic Tube 
Co., Lid. 

At the moment of going to press we have 
no details of a new type of document 
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conveyor system which we understand 
Lamsons are producing. We shall, how- 
ever, publish details of it in another issue. 

But this firm, of course, also manufac- 
tures other famous products. 

Their portable, heavy duty VACUUM 
GLEANER is made especially for business 
houses. It is claimed to be equal to five 
household type suction cleaners. It is an 
extremely compact machine—and has its 
own self-contained tool box. 
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THE FOUNDATION OF EFFICIENT 
FACTORY ORGANIZATION 


new model in AUTOGRAPHIC 

MANIFOLDING REGISTERS is 
introduced by Egry Lid.* and is known as 
the “400 Line Tru-Pack”, an extremely 
handsome instrument. Interleaving of 
carbons is unnecessary by the use of 
continuous stationery. One writing and 
one turn of the handle will deliver a set of 
forms consisting of one original and up to 
five copies. Absolute security of records is 
ensured by the locked compartment into 

(Continued on page 38) 





AS 
WS - IN°FACT 


FOR ANY PHASE 
OF WORKS ORGANIZATION 
YOU CANNOT DO BETTER THAN 


INVESTIGATE FULLY THE 


COPE-CHAT 


range of 


UNIT RECORD 


CONTROL METHODS 


Hand Operated Punched Cards. 


Visible Contro 
Unit records of all kinds. 


¢ 


systems. 


Why not ask for details, gladly sent per return post 





The Copeland-Chatterson 


COMPANY LIMITED 


San ie Exchange House,Old Change, London, E.C.4 


Telephone : CITY 2284 (3 lines) 
Branches throughout the provinces 
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Christmas Novelty Gifts 


By 


F. C. MILES 





XIDE-& CHEMICAL Co, LTD. 
YS STREET LONDON; (EC. 


e BURASI * 
*,° elephsacts EYAL F51Z-S4 k AGAR 
ee Lehe > 


very year sees a greater number of 
firms including in their sales pro- 
eee ee sees JAS a1 n Cr - NR ae motion budget a special allocation 
SPECIALITIES: REDA ,6' “sat i H i . 38 3 a + for Christmas novelty gifts. This fact 
STA abai Tt gs P eee bella” ==. alone, I think, confirms the value and 
ee incite 24 DE DEOR L a effectiveness of the practice. 
Pant RURU AND 2) Wie) 4 II 18 25 oe , po a But the selection and distribution of 
Nbig Aa N ' s ; . i > this form of goodwill advertising must, 
2 _ DPACITIERS far Yrren Estanis 7 


2 AMONMANPR AGS gih Ce n — i _ like every other item of sales promo- 


s{) COPPER SULPHATE. 17g, : 5 5 : 2 

CHING OXIDES nr n a tion, be properly planned if adequate 
P OA |, Ee > : ; SEIN refults are to be secured. Christmas 

err easr | --~ > @. This novelty note pad has its own lighting a NA ee 5 
TELETHONE BECTON nhe, 4 ANON equipment. By drawing out the pencil (see novelty distribution is not philan- 
Anana ae yonan eia y KEE : arrow) a small electric light is automatically thropy; it’s business. Therefore, to 
ABE Ea a switched on under the hood. Return of the send an ash-tray to an executive who 
pencil extinguishes the light abhors smoking, to give a desk gadget 
to the man who hates to have anything 


Left: Typical example of a combined ore than the bare working essentials 


LE - -BS calendar, memo pad and phone directory. 1 front of him or to post a gold-lettered 
ieee! 6 || CB This example shows how advertising matter golf diary to the man whose only recre- 
ies Ce vz Cue can be displayed ation is fishing is all a waste of money- 
. ‘and good opportunity. It is the height 

of bad business. 
pr ae gees ae Even more important, therefore, than 
a oe . the selection of your proposed novel- 
Sp Se eet ae ties is the drawing-up of the list of the 
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-i recipients and the careful investigation 
l ‘into their likes and dislikes. Many of 
> (C ontinued on page 51) 
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EO anti ua Quite a novelty in toys for younger folk. 
r- shnurni- ma The assembly of this clock appeals to the 
E i ee t ‘ mechanical mind of boys. The advertis- 
Erh t-a .°-4 ing matter is put on the specially large dial 
“Be oe Ue 4 
“7 r i 
. ee ea fe yt k e a a 
| cer i This is a de luxe quality pad, calendar arid 
? os directory. The latter is in the form of a 
N be: „i Sliding tray. This model is in heavy, highly 
| . AS finished metal 


+ 

3 

z 

s + 
wt 


an be bar 2 f 
ET areg e blede parei we ifa 
aa a ao, fan reet 


fa : 
fafa. ` ve 3 
a AL LTE Ry Ore goes 


4 










t 

paia =; TA a R ota Business men often write letters in the train. 
; LEI y Gade ER Enclosure of documents, etc., often takes 
ia seh a letter over the 14d. rate. In such cases 
Eee we ade eee this novelty pencil comes in handy ; a postal 
a ot i balance is incorporated in it (arrow shows 
rane 7 scale). Correct péstage can thus be ascer- 

EON N $ : : tained. Quite a useful gift 
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All over the place, those loose stamps seem to get. And what a 
job it is to check up on them and try to get the post book right. 
How much easier, quicker, safer and altogether more up to date 
to handle your outgoing mail with the aid of a Universal Postal 
Franker. Time and labour are saved, losses stopped... the Franker 
is almost its own auditor... and every letter you send can be a free 
advertisement for you as well. Let us send you FREE an interesting 
illustrated brochure by return, 


Universal Postal Frankers 
Ltd., Victory House, 99-101 
Regent Street, London, W.1 


REGENT 2981.2, 


A SAD PICTURE 
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Few offices are so small that they cannot 
profitably use this clever Universal “Junior”. 
No office has a mail so big that it cannot be 
efficiently franked by Universal 

















FOR MEDIUM OR LARGE 
ADDRESSING TASKS... 


Addressall Machine Company equipment represents 
the last word in efficiency with economy. Whether 
your requirements call for a junior or major machine, 
Addressall can satisfy you. The machine illustrated on 


right handles all addressing jobs as well as Listing Wage 
Sheets, Somerset House Returns, etc. 


+ Exhibiting at the BUSINESS 
EFFICIENCY EXHIBITION 
BIRMINGHAM 


STAND 20 










The ‘LITTLE 
WONDER’ 





Addresses envelopes, labels, postcards, quickly 
and neatly, supplied ready for use with 125 
Stencils and an A-Z Index. 


ADDRESSALLOT 





ADDRESSALL MACHINE CO. 266 HIGH HOLBORN, W.C.1. (Holborn 3571-2) 


ALSO AT MANCHESTER, GLASGOW AND BIRMINGHAM 
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This KARDEX 
CABINET— 


— @A_ containing 1000 
ee visible records 


will tell you 


at a glance 


How many 
customers are not buying; 


customers buy once but 
do not repeat; 


new accounts are opened ; 
buy half your lines ; 
enquiries are not followed up; 


customers are neglected by 


salesmen. 
RAPID REFERENCE—LOW CLERICAL COST 


) 
TO K A R D E xX (Phone: MANsion House 392! 
I LEADENHALL STREET, LONDON, €E.C.3 
Please send, without obligation, details of Kardex applied to :— 


Sales ) 
Stock & Purchase 
Production Planning | 
Accounts & Credit 


STAND No. Íi 


BUSINESS 
EFFICIENCY 
EXHIBITION 
BIRMINGHAM 


Sept. 24 to Oct. 3 















Cross out where 
not required. 


NAME... 
ta a NOSAR RIETEN OWNS EN I CRION OAI IRSN A A ONE SON 
BUSINESS 


CPSP REECE HERE EEE EERE EORSE EEE O OTE CR OREO OO OES 





















Why not 
DOUBLE YOUR BUSINESS ? 


Why not, indeed! There are not many firms which have made a sales 
increase of even 20% in these days of intense competition. 

Some enterprising firms however, have made this increase—and more— 
with our co-operation. 

If yours is a good product and you offer an efficient service, we will 


gladly indicate the lines on which we could co-operate with you to 
obtain the same good results. 


J. W. RUDDOCK & SONS 


DIRECT ADVERTISING CONSULTANTS 


LINCOLN 
Also at 3 OLD JEWRY, LONDON, E.C.2 
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|What’s NEW In 


Business Equipment 


involves no extra weight on the typewriter 
Carriage, it rides on its own ball-bearing 
carriage. Illustration page 33. 
The Fanfold ‘Featherweight Register” 
is an extraordinarily neat piece of work. 
For recording telephoned orders, booking 
orders in a retail store or market, for taking 


is 





Battery of Filing Drawers by Milners’ Safe 
Co., Ltd. Text reference page 38 





inventories, this register is ideal. Made of 
aluminium it is really ‘featherweight’ and 
can be carried about anywhere or slipped 
into a pocket. You don’t have to worry 
about carbons, completed forms are ejected 
and dropped into a slot where they are held 
together on a clip tray file in consecutive 


order for checking or posting. Illustration 
page 34. 
The “Cashier” Register is a desk or 


counter model, but it is unique in that it 
occupies far less space than the normal 
type (there being no ejecting cash drawer) 
and offers better protection. 

Instead of a cash drawer a hinged lid 
automatically rises when a bill is issued 
and only when a bill is issued, thus a 
record of every transaction is forced. 


e 


hen it comes to AIR PURIFICATION 

the name Ozonair Ltd. comes readily 
to mind. Besides the big installations of 
air purification units which this firm is 
well known for supplying, their portable 
outfits are becoming increasingly used in 
offices and private homes. 

Their portable model 128 is particularly 
popular in this connection, Capable of 
dealing with a room up to 3,000 cub. ft. it 
consumes electric current of only 25 watts, 
with fan working and only 5 watts without 
the fan. 

+ 


A little ADDING MACHINE, hardly 
bigger than a 50 cigar box Is an item 
that has a place in thousands of 
It is low in price, works as quickly 
fingers can move and weighs only 
It is made by Bell Punch Co., Ltd. 


offices. 
as the 
5} lbs. 


< 


©* of the greatest time-savers in 
inter-departmemtal communication is 
undoubtedly the LOUD SPEAKER 
TELEPHONE. The product of Ericsson 
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| Invest in 


MACHINE ACCOUNTING 
IT PAYS ! 
By ig 


Yourself’ 








SO a 


7 i 


W ALLAN 














4. UNBROKEN BOTTOM EDGE. 2. EXPANSION UP TO 25%. 
3.GRIP — PERFECT ALIGNMENT. 4. SPEED — INSTANT RELEASE. 


5. ECONOMY IN PRICE. 6. PORTABILITY. ° 





cares’ A DN invest Some of Your Leisure | To many gy gy of young men 
Sign eG aS, Foot now prospering in Commercial and 
; Hours and Draw Dividends of Business callings, the receipt of the 
nm Prosperity in Your FutureCareer! “Guide to Careers” was like the 
Y investing some of your spare raising of the curtain on the stage of 
ii evenings in home study under life. It opened their eyes to a vista 
ar the experienced guidance of the ae : 
Metropolitan College, you may make SPARE TIME, for all A = AE 
ri yourself an effective and success- Secretarial, Bankine T gen) and TARAG 
ul future, a + pn “or inai - 
if a are ambitious, you will ance Exams.; for Professional! Prelim- 
realise the value of such spare-time BA. aad oder ee 
forcsuncenttol ahha yonr UO | Deateees for Civil Somes Beto aah 
ore succes LAU > 3 > J A z ice i 
By thie. aileag hino pasa acquire Relieving Officers Exams., ete, Also 
during Angr hours pee you are not prove: d ) COURSES in Anette 
engaged in your regular work. the peara dA . Accountancy, 
vital Pe resem knowledge which is ot iedeers Me ae "i fr 
essential to success. set ages 
nn ~ m So . r Tie lieve ion Do hhe 
A ME TROPOLITAN COLLEGE enalish, ors Education, Publi 
Postal Training is the best obtainable Speaking, et 


—it is the finest investment any 
young, ambitious man can make for 
his future welfare and progress in 
business life. 

You need a business or professional 
training but once in a lifetime. 


of achievement far surpassing their 
expectations or hopes: and it guided 
their steps to a prosperity and proi 
gress that, but for its inspiration they 
might never have attempted. 

Your future prosperity waits NOW 


Be content only with the best on your decision. Let the urge of 


—that provided by the Metropolitan your ambition have sway. The turn- 

TH E N EW POST A STE College, the College of proved Success. ing point of your career may be in 
7h ; the attached Coupon. 

i FREE 132-PAGE mi Fill in that Coupon and post it 

GUIDE TO CAREERS to-day to the College. So will you 

WITH NO BOTTOM PUNCHING [| CORE TO CAREERS” ity cites Sli 


your 











decision ‘now the ladder of leadership. 
The sheets are punched at (=z... ns) antan] ff 229 send at COUPON—POST NOW 


Please send me—without charge 
or obligation—the College 
132pp.. GUIDE TO CAREERS 
t0pp. CIVIL SERVICE GUIDE 


(Cross out Guide not required) 





FREE COPY 
of the Metro- 
politan Col- 
lege “GUIDE 
TO CAR- 
EERS in Sec- 
retaryship, 

Accountancy, 
Law and 
rne Somena 

a carefully 
CIVIL SERVICE compiled 182- 
Forthcoming Shoe page volume 
and how best to prepore which shows 
Aue CUCkG at you plainly 









NaME..... 
(In Capitals) 











al ADDRESS...... 


the side so that they F= 
may be fed into the 
machine top or bottom. 
lt is now possible fo use 
tumble headed sheets and 
unpunched statements with safety. 


THE NEW POST HASTE 


Exam, (if any) in 
which lntercated,.. ..cccecoscnse 


POST Coupon (jd. if unsealed) to Metro- 








WILL DEFINITELY INCREASE BENEAME that vance. | pian coc Depe Si Aaa i 
THE SPEED OF YOUR OPERATOR. | fzehastitey pon, Which your | MaMa st ea 
A uture happiness depends, 
a 
PERCY JONES Jwin/cck) Ltd. METROPOLITAN COLLEGE 


BECKENHAM, KENT. Dept. G9, ST. ALBANS 


Ey. 


What ts 
Plus ? ` 


THE ALL-BRITISH 


vt IDEAL RAPID-ADDING MACHINE 


Qa ag 


for every office, large and small, SPECIAL FEATURES ARE : 
because it is absolutely trust- © Speed—as fast as the fingers can move. 
worthy, very cheap, and faster @ Special design to ensure accuracy, 


than any machineonthe market. © Portable—weighs only 5ẹ Ibs. 
So practical so handy so @ Stows away in a drawer—travels to out- 
> á side work in its attaché case. 


@ Available for Sterling, Decimal currencies, 


efficient—equally useful to the 
experienced or occasional user. Costings. 


Send for descriptive literature. @ COSTS ONLY 20 GNS.—ALL-BRITISH. 


Sole Manufacturers—BELL PUNCH CO. LTD., 39 St. James’s St., London, S.W.1! 


INCREASE YOUR SPEAKING POWERS 


Learn how to develop and to express in speech the lucid, fluent, apt and convincing manner. Hundreds 
full powers of your personality. Master the art— upon hundreds of Religious, Business and Political 
7 





for it is an Art—of Public Speaking, of putting workers have increased to a degree they had not 
your viewpoints before every kind of audience, from thought possible their powers of expression —and 
Bible students to hardened secularists, in the most with it their influence—as the result of studying. 


GRENVILLE KLEISER’S Public Speaking Course 


it also greatly aids the preparation of lectures, ad- 
dresses, articles and sermons. Among the numer- 
ous subjects it teaches are :—What Makes a Good Speaker 
—The Power of Right Thinking —Choice of Subject —Preparing 
and Writing a Speech or Sermon—Committing to Memory 
—Pleasing Effecte—Word Building—How to Gain Self-Con- 
fidence—How to Concentrate—Right Use of Constructive 
Imagination— Speaking to Convince and to Persuade — 
Your Unused Powers and How to Develop Them—The 


FRE E—48 PAGE BOOK 


’ Fill in and post this coupon for aninteresting and informative 
booklet on Public Speaking, "Talking for Results”. 


i B. 





Study of Gesture — Persona! Magnetism 
—Extempore Speaking —Practice Hints. 
l To Messrs. Funk & Wagnalls Co., 
27a Farringdon St., London, E.C.4 
Send me, without cost or obligation, 
the free booklet, ‘Talking for Results” 


IGA incccccccccacndcccdvensdeiacuscspcoakeanas 
(Mr. or Rev.) 


PB COON: o cia vee sccesksssdsedsbondsansetucénce 
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Telephones Ltd. is an outstanding example 


‘of this instrument. 


Its great advantages are : 

(1) You can get any department without 
dialling, calling switchboard, holding ear- 
piece or speaking into mouthpiece. 

(2) Hold conference without single 
executive out of his department. 

(3) Right of way over other conversations. 

(4) Hear replies aloud—keeping hand 
free for desk work. 

(5) If necessary, loud speaker can be 
switched off so that self only need hear 
replies. 

(6) Full secrecy. 

+ 


y ie: greater extent to which RECORDS 
can be KEPT VISIBLE, the better 
and greater control you have over them. 
Shannon Ltd, specialize in the provision of 
all kinds of visible equipment to facilitate 
this control of your business. 

One of the firm’s newest products is the 
“Shannofinder’, a desk work organizer 
that enables you to keep any document 
instantly accessible at any time. This 
interesting item and the Shannon Letter 
Sorter are illustrated in the firm's announce- 
ment on page 48 of this issue. 


+ 


pecial books to ensure that LIVE 
RECORDS only are kept for reference 
are specialities of J. W. Ruddock & Sons. 
Their “Robin” Looseleaf book is a well- 
known example. 
+ 


Mest business men realize to-day the 

important part played by SCIENTI- 
FICALLY DESIGNED CHAIRS in 
banishing fatigue. The Tan-Sad Chair Co. 
(1931) Lid.* will show a range that includes 
designs for every grade of employee, from 
the managing director to the juniors. The 
new “Elkhart” Pullman de Luxe chair for 
executives is of particular interest. It is 
illustrated on page 43 of this issue. 


+ 


uccess in British-made TYPEWRITERS 

has certainly been achieved by the 
Bar-Lock.* Full ranges of these models 
will be seen on the company’s stand. 


+ 


Grecia! CHAIRS that “nest” together in 
bulk are essential for works canteens, 
factories, recreation halls, ete. The excel- 
lent designs offered by Cox & Co., are set 
out in a catalogue which will be sent you 


free on request. 
e 


“AS supplied to R.M.S. Queen Mary” is 
sufficiently good recommendation for 
a NOISELESS TYPEWRITER. The 
Remington Typewriter Co., Ltd.* can claim 
this proud distinction. You will be able 
to test these models on the company’s stand. 


+ 


Ts very important points about the 
FIRE EXTINGUISHERS manufac- 
tured by the Nuswift Engineering Co., Ltd., 
are that they contain no damaging element 
such as corrosive acid and that they do 
not deteriorate. Those two claims may not 
seem—on paper—to be outstanding. Yet 
one day an emergency might arise and 
demonstrate to a Nuswift user that actually 
they represent a very high saving in cash. 


+ 


hose who have to consider the subject 

of TIME RECORDING cannot afford 

to overlook the famous products of Gledhill- 

Brook Time Recorders Ltd. For many years 

this firm has specialized in time recording 
systems to suit every type of business. 
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8 REASONS WHY YOU SHOULD FIT A 


GARDNER instantaneous PLATEN WINDER 
Can be used to turn the 5 Fits any typewriter. Easily 
Platen Roller quickly in either attached by anyone. Fitted 


direction. Ideal for work necessi- 
tating frequent insertion and re- 
moval of papers from a machine. 


2 Greatly speeds up imvoicing 
on continuous stationery. 

3 Brought into operation in- 7 
Stantly. Return to normal 

aulomatic. 


free of charge in Central London 
by our mechanics, if desired. 

Invaluable for front feed 
Machines. 


Prevents the Platen Roller 
becoming shiny through too 
frequent use of the paper release. 


Greatly facilitates the inser- 


with the normal working of tion and removal of papers 
the machine. from the machine. 


SS TEE SE) 


GARDNER & RICHARDSON 


BLACK SWAN YARD * BERMONDSEY * LONDON ‘SE 1 


4 Does not interfere in any way 





One Machine does the work of Two 


Continuous Form Billing in addition to regular typing 


Your typewriter actually does the work of two machines 
when used with “Fanfold” Continuous Form Adapter, because 
the many time- and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages of 
regular typing. 


““Fanfold’’ Continuous Forms typed over our Attachment effect 
savings in Billing time, and costs, ranging from 17% to 78% 
without affecting the operation of the typewriter for regular 
correspondence and other purposes. 

“Fanfold” Adapter places no strain whatever upon the type- 
writer carriage; because of the very simplicity of construction 
and operation there is nothing to get out of order. 


anfo/, 


TRACE mansa 


NORTH CIRCULAR ROAD, LONDON, N.W.2 
Telephone : GLAdstone 5477 (3 lines) 


See Stand 46, Business Efficiency Exhibition (Birmingham), Sept. 24—Oct. 3 
EE ESS 1 Eaton ett Ae ee tebe mst a 








PATENTS APPLIED FOR 







43 


JAS THE MOTHER OF THIS 
INVENTION! . 


We designed and patented this on our own premises 
to speed up typing, to eliminate aching arms and 
thumbs from incessant twirling of typewriter platen 
knobs on invoicing, continuous stationery, statements 
and lengthy forms. 
quite simple, easily fitted to your machine 
and does not 
movement. 


You can see it’s 


12/6 


POSTAGE FREE 


interfere with carriage 
Complete with twirler wheel 
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PLATEN WINDER 
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INTRODUCING... 
The New TAN-SAD 


Executive’s Chair 


“ELKHART” 







REGD. 

Pullman de Luxe 
Ka 

Health — Comfort — Elegance 


Recline without Tipping 


In various finishes and 
upholsteries 


Write for the "UTILE RED BOOK” which tells you all about it 





THE TAN-SAD CHAIR CO. (1331) LTD. 


AVERY HOUSE, CLERKENWELL GREEN .. . LONDON, E.C.I 
p 
NS a a 
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A Factory Estate 
Planned for Industry 


he Factory Estate at Welwyn has been scientifically 


planned to provide all essential industrial services without 

obtruding upon the natural beauty of the surrounding country. 

Power is cheap; Rates low; Variety of excellent houses always 

available whfch enables staff and workers to live within a few 

minutes of their Factory and of the open country. Everything 
is modern, bright, cheerful and efficient 


25 MINS. from KING’S CROSS 
ON L.N.E.R. MAIN LINE’ 








WELWYN GARDEN CITY LTD., WELWYN GARDEN CITY, HERTS. PHONE 248 








AIDAGRAE ... AN ECONOMICAL 
AND EFFECTIVE METHOD OF DUPLICATING 
ANY IMPORTANT DOCUMENT... 





MODERN PRODUCTS (LC.L.) LTD. : 264 High Road, CHISWICK, W.4 
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WEST THURROCK : 
New ‘Trafford Park’ 
of the South? 


(Continued from page 25) 





Both Mr. J. Mathiesen, director of 
the TUNNEL PORTLAND CEMENT 
CO., LTD., and Mr. S. V. Nicholson, 
works manager of the BRITISH 
PORTLAND CEMENT MANUFAC- 
TURERS, pointed out that their com- 
panies were ideally situated from the 
viewpoint of all three reasons men- 
tioned, 

‘For coastwise shipping we are in a 
very favourable position,” Mr. Mathie- 
sen said. ‘“‘The same is true for foreign 
shipping. We can ship direct from our 
works or from the Port of London."’ 

He added that the rates for shipping 
to Cardiff, Liverpool, Glasgow, New- 
castle, Hull and other ports around the 
coast were very low. 

“The river, rail and road facilities to 
all parts is a big advantage,’ said Mr. 
Nicholson, ‘‘and, as you know, we draw 
our raw materials from within half a 
mile or so of the plant.” 


Ample Good Class Labour 
Available Locally 


New industries starting in the West 
Thurrock district find an extensive 
labour market upon which they can 
draw. There is not only the local 
population at such places as Grays and 
Purfleet, but also at places all up and 
down the river between Tilbury and 
Barking. Now, with the new tunnel, 
labour will be able to cross from Dart- 
ford and similar nearby centres, thus 
releasing another source for employers 
to draw upon. 

When industry first started to locate 
in the area, much of the labour came 
from the east side of London. That 
was the nearest point from which 
skilled workers could be drawn. The 
natives of the district were chiefly 
agricultural workers and had to be 
trained to factory employment. Now, 
however, a large population of skilled 
workers live in the area. 

All the firms interviewed mentioned 
the good class and intelligence of the 
labour available. They also pointed out 
that there was plenty of it that could 
be taken up by new industries. 


Low Costs of Building Factories 
On the Spot 


One of the favourable features of the 
West Thurrock Industrial Estate and 
the adjoining property is the fact that 
the area is a centre of building material 
manufacture. This means that build- 
ing of factories and offices can be 
carried out at a very economical rate. 

This is especially true with regard to 
all kinds of concrete work. Blocks, 
tiles, slabs, artificial stone and so on 
are all made locally. Furthermore, for 
straight concrete work all the essential 


45 


THURROCK 


INDUSTRIAL ESTATE 





Excellent factory sites with River, Rail and Road communication and all Supply Services. Write for 
descriptive Brochure, 


THAMES LAND COMPANY LIMITED, 53 Parliament St., London, S.W.1 
Telephone: WEHIrehall 7271 
FOR ANY 


JCA FACTORIES ‘ii: 


AL Oo N G S L DE i M A N C H E STE R D Oo C K 4 å An exclusive lr airera Eagna Mra promenas the following 
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Capable of connection 
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Railways” r Oa n 
FACTORY SITES 


Low - priced land in 
low-rated districts. 
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Good labour supplies. g 
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materials within easy fi] 5i a Fi 
reach. gi 5 w 2H 
. S88. 
Availability of rt Le 
shipping facilities at 33 a wg gi 
LONDON, BRISTOL, g fi ot 
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DIFF, NEWPORT, 
SWANSEA and PLY- 
MOUTH. 
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Cheap lighting and 
power. 
= 


Ample water supply. 
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Adjacent to large 
centres of population 
and industrial areas. 





-= 
Advice freely given as to the BEST LOCATION to suit YOUR particular 
requirements, including prospective transport charges, on application to : 


The Chief Goods Manager :— 
Write to:-TRAFFORD PARK Development Department 


INFORMATION BUREAU [aM GREAT WESTERN RAILWAY 


TRAFFORD PARK, MANCHESTER, 17 J O nERN FACTORIES PADDINGTON STATION, W.2 


or BUSH HOUSE, LONDON, W.C. 2 (Tel. : Paddington 7000, extension 2465) 
Paddington Station, W.2 JAMES MILNE, General Manager 
rere 





It didn’t just happen 


- THAT LANCASHIRE, became the foremost industrial 0 
_ centre of England right from the start of the indus- _ T E on 
_ tnalera. Just as it needed the proper background and 

combination of forces to set the wheels of industry 

in motion, so to- day we find Lancashire possessing 

-all the elements necessary for the advancement of 

modern industrial enterprise. 


ees: dpi | tories for gene T erection 
AND it 1s a significant pointer to Lancashire’s present McLaughlin ‘er out, “On the 


position that the bank clearings for eincachive’s two other hand, farther back from the river 


is ideal land for development of the 
cities—Liverpool and Manchester—are more than one- light industries. It is in this part o 


and-a-half-times the combined totals of Birmingham, the estate that the sectional facto 
Bradford, Bristol, ] aoe TERNE ate scheme will be developed”? | | 
radiord, Bristol, Hull, Leeds, Leicester, Newcastle, After the style of all such moderi 


Nottingham and Sheffield. | developments these sectional factories | 

| when built will enjoy a prominent: 

| | | position near the London-Tilbury main 

CLOSE investigation of Lancashire’s advantages and | road. Thus they will be on sites ibe 


? a show. that thes Area, is kai Po for | in pres ou dus ease 


oy Ia that: is suitable för their’ reeds, 
| This is especially true of young firms 
pend suite theme fan gies ae 7 vif looking for: a suitable home. near the 
eee uae ere Fee a tag tts TR ; | London market and in an area which 
Full information nue eer advice will be given on © fis rapidly developing. The factory 
nf © u i owned by the Beacon Stone Co. stands 
oi dential inquiry to on a two-and-a-half-acre site. Thë 
J. BENNETT STOREY, General Manager, j available foor space amounts $ 
11,900 ft. super. There is a L.M.S 
| railway siding on the site. The tota 


LANCA SHIRE | Eo ge toe the type of 5 
INDUSTRIAL DEVELOPMENT COUNCIL | opportunity which exists in the district 


for a firm which does not want to builds 
Ship Canal House, King | ‘Street, Manchesier, 2 | its own factory. 


My + 
Preliminary information obtainable through pe | Wh en We S wept 


THE TRAVEL AND INDUSTRIAL DEVELOPMENT. ASSOCIATION OF GREAT BRITAIN AND 


RELAND, é Arlington Street, London, S.W.1, British Empire Building, Rockefeller Center, New | Away Tradition 


York, and 28 Avenue des Champs Elysees, Paris. 
(Continued from page 10) 


= If any further instance is needed. 
| show how much we have benefited. 
| regular work and wages, the overtim: 
| problem will provide a graphic instance 


YOUR JOBI YOUR BUSINESS Why We Set a Limit to 
} i | À Y A L L E N D “| N S M O K E | We stil have ae overtime it 


our busiest season: but at no time di 
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l WRITE N 0 W if we need to put in extra time for mor: 


than two weeks of a season we alway 
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limit to the maintenance of a standard 
or quality plus output, and that even 
on a day-to-day basis this should be 
considered. For instance, we have 
already one, and shall before long have 
two, fifteen-minute breaks each day, 
whether we are rushed or otherwise. 
The first will be in the morning and 
the second in the afternoon. Tea is 
always provided. 

Some people have wondered why a 
break of fifteen minutes. Well, to that 
i reply that it is a period long enough 
to afford the ordinary person a rest, a 
chat and the chance of a cigarette. A 
five-minute break is over before anyone 
realizes what has happened. A quarter 
of an hour gives people time to relax 
and to take their minds off-their jobs 
with the result that they go to it with 
renewed vigour at the restart. 

Another small point I have con- 
sidered is the colour of the walls and 
surroundings. We have yellow, a cheer- 
ful and stimulating colour which helps 
to reflect light and has its effect on the 
minds of all working in the building. 
Anything that makes conditions happier 
and healthier is, in my opinion, worth 
while. 


Absenteeism Has Been Almost 
Eliminated 


As I have already explained, one of 
the reasons for taking the Welwyn 
factory was the health of the staff. 
To-day we experience practically no 
illness or absenteeism. The clean fresh 
atmosphere in which they live and work, 
the opportunity really to have leisure 
time and the fact that they can go home 
and eat good meals, all have contri- 
buted to this happy state. 

We have done all we can to encourage 
and develop this condition of health and 
happiness. A fortnight’s holiday and 
pay, a five-day week (we do not work 
on Saturdays except in the rush period) 
and paid general holidays, have formed 
part of our contribution. It has paid 
us and paid our staff, with the result 
that we have, to all intents and pur- 
poses, eliminated labour turnover. 
Indeed, the only changes recently in 
our staff have been additions. 

Having got thus far, we are now ready 
to carry our plans farther. We propose 
te have a larger factory, which will be 
a help. We have learned by experi- 
ment that even the most unsettled 
type of industry can be stabilized and 
guided along planned lines. We are 
now setting out to see how much 
farther the technique of the modern 
factory can be carried in our industry. 
The results, we feel sure, will at least 
justify the experiment. 
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WHEN A FEW 


WORDS WOULD HAVE MADE ME! 


But now I can face the largest audience 
without a trace of stage fright 


HE Annual Dinner of our Association—well- 

known executives in the industry present— 
and without a word of warning the Chairman called 
on me to speak—and my mind went blank! 

I half rose from my seat, bowed 
awkwardly, and mumbled, “I'm afraid 
you'll have to excuse me to-day,” 


the start you will find that it is becoming easier and 
easier to express yourself. Thousands of men and 
women have proved that by spending only 20 minutes 
a day in the privacy of their own homes they can 
acquire the ability to speak so easily 
and quickly that they are amazed at 
the great improvement in themselves. 





and dropped back in my chair. 


Speechless—when a few words would 
have made me! The opportunity I 
had been waiting for all my life—and 
I had thrown it away! If only | 
could have made a simple little 
speech—given my opinion of trade 
conditions in a concise, witty, interest- 
ing way, | know I would have been 
made for life! 


Always I had been a victim of 
paralysing stage fright. Because of 
my timidity, my diffidence, I was just 
nobody, with no idea of impressing 
others—of pushing myself forward. 
No matter how hard I worked, it all 
went for nothing—I could never win 
the worthwhile positions, the impor- 





WHAT THIS FREE BOOK WILL 
SHOW YOU 


How to address con- 
ferences 
How to enlarge your 


y 

How to speak before your 
club or lodge 

How to laip ve and 

How to address board 
meetings 

How to make after-dinner 
speeches 

How to train memory 

How to ae a a winning 
personality 

How to sell more goods 

How to overcome fear 

How to write better letters 


How to develop self- 
confidence 














Send for this 
Amazing Book 


This easy method of training is 
fully described in a very interesting and 
informative book whifh is now being 


sent to all readers of “Business”. 
It is called How to Work Wonders 
With Words. In it you are told 


how this astonishing new method will 
enable you to conquer stage fright, 
self-consciousness, timidity, bashful- 
ness and fear. Not only famous men 
and women, but thousands of others 
have sent for this amazing book and 
are unstinting in their praise of it. 


tant offices, simply because I was 
tongue-tied in public, 


Then I discovered how to overcome 
my stage fright—and I was amazed to 
learn that I actually had a natural gift for public 
speaking. With the aid of a splendid new method. I 
rapidly developed this gift, until in a ridiculously 
short time, I was able to face large audiences— 
without a trace of stage fright! 

To-day I am one of the highest paid men in our 
industry. Scarcely a meeting is held without my being 
asked to speak. My real ability, which was hidden so 
long by stage fright, is now recognised by everyone. I 
am asked to conferences, luncheons, and banquets as a 
popular after-dinner speaker. This remarkable training 
has made me into a self-confident, aggressive speaker— 
an easy, versatile conversationalist—in a very short time. 

No matter what work you are now doing or what 
may be your station in life; no matter how timid and 
self-conscious you now are when called upon to speak, 
you can quickly bring out your natural ability and 
become a powerful speaker. Now, through an amaz- 
ing new training, you can very soon become an 
outstanding influential speaker, able to dominate one 
man or five thousand, 





ingly 


In Twenty Minutes 
a Day 


This new method is so delightfully simple and casy 
that you cannot fail to progress rapidly, Right from 


How to converse interest- 






You are told how you can bring out 
and develop your priceless “hidden 





talents’’—the natura) gift within you 
—which will win for you advancement 
in position and salary, popularity, social standing, 
for a copy 


and real success. Send at once of this 


truly remarkable 
book. You will N oO W 
SENT 


find it as vital to 
your daily think- / 
ing, speaking and FREE La 
writing as breath Ena 
is to life. Post the J 
coupon — NOW. á 
No cost. No Ar 

obligation. ale 






PSYCHOLOGY PUBLISHING CO., LTD., 
(Dept. B/ES10),3, 5 & 12,Queen Street, Manchester,2 


Please send me, FREE and without any obligation, 
my copy of your inspiring book “How to Work 
Wonders With Words”, and full information regard- 


ing your Course in Effective Speech. 


Address 
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‘| Enables Salesmen to get 


MORE BUSINESS 
PER CALL 


(Continued from page 13) 










FIND THAT 
DOCUMENT 


long experience) is that from dealers a 
minimum of 7o per cent of business 
should be personally secured, and that 
from consumers 50 per cent. 

The reason for the difference is that 
the conditions and buying policies of 
the latter are not the same as those of 
the ordinary retail business, particularly 
has allowance to be made for the fact 
that in some big commercial houses the 
buying department never hands orders 
to salesmen personally. 

It is important, of course, that the 
salesmen in the field be kept informed 
of their progress. We therefore make 
a full analysis quarterly and these 
analyses are sent to all branch sales 
managers. Each salesman is given a 
copy of his own figures, of the branch 
average figures, and of the figures of the 
man in the branch who has made the 
best showing in each section. Every 
salesman can thus see periodically 
where he is and what to head for. 






Think of the precious minutes you waste look- 
ing for that document that ‘‘was somewhere 
on your desk” . . . while the important client 
is waiting, inwardly criticizing your methods. 
Many times you've said you would put a stop 
to it.. . come then, do it straight away by 
ordering a SHANNOFINDER—the perfect 
desk work organizer assuring instant accessi- 


Salesmen Sceptical at First 
me When this form of control was first 
bility to every paper. Moreover, the occasion instituted, the salesmen did not take 


very often arises when you have to refer to THE SHANNON LETTER SORTER | 2!together ae oe Tapy Bad soe 
papers in the train t fh A Speeds up filing and prevents idea that they were being “policed in 

S e in, car or strange office. or SY 5 ove 9 ee fF > be s à 
error. Enables easy and rapid some way. It had to be shown to them 


Shannofinder keeps them where you can find sorting of correspondence into quite clearly that the possibility of 
them at a glance. 16 divisions—index strip— alphabetical order ready for policing’ was not in the mind of head 

A IE + f ` > 5 Sl filing. Used also as suspense office at all. It was shown to them that 
price 12/6 post free in Great Britain. file. only by knowing exactly what kind of 


efforts were being put into the terri- 
tories, and exactly what kind of results 


ř were being obtained, could the sales 
management devise and provide the 
proper sort of backing and help from 
headquarters. 

This viewpoint was soon fully appre- 


ciated. Salesmen know that, after all, 
only a certain number of effective 
interview-calls can be made in a given 


han non IMPERIAL HOUSE time. They realize, also, that the basis 
of their own personal progress rests 
I5, 17, 19 KINGSWAY, W.C.2 | upon their effectiveness per call, so that 


all the encouragement and guidance to 


BIRMINGHAM BRISTOL LIVERPOOL MANCHESTER NEWCASTLE-ON-TYNE | this end which they receive from head- 
GLASGOW CAIRO, EGYPT quarters is readily welcomed. 


4 YOU CAN SAVE 


YOU DON'T BUY WHEELS A Po 
EACH TIME YOU FIT NEW P; O 
TYRES — WHY THROW wa WW /O 


AWAY TYPEWRITER ON 
SPOOLS EACH TIME YOU TYPEWRITER 
FIT A NEW RIBBON? RIBBON 
obec! ont e eas COSTS! 
typewriter ribbons. 


: : 
Write for 24-page booklet R A K A R B O N 28 VICTORIA ST., S.W. 1. ‘Phone VIC. 9488 














Re call 


How ‘Tailor-Made’ 
Displays Saved 
Money 


(Continued from page 20) 


informed of these. They were given 
each a set of plans and designs. Armed 
with this information, they passed it on 
to their retailers. 

At this point the drive for extra sales 
started. No heavy pressure was 
brought to bear on dealers, but our 
salesmen were instructed to suggest that 
additional stocks should be bought 
against the forthcoming window and 
counter displays. The majority of our 
dealers responded, so that when each 
district was ‘‘dressed’’, adequate stocks 
were on hand to meet the first of the 
increased demand that resulted. 


Salesmen Linked Up With 
the Window Displays 


Salesmen in all territories were given 
a date list for window-dressing of their 
customers. They were asked to adjust 
their calls so that they followed the 
window dresser round their territory 
three days behind him. We felt that in 
this lapse of time the increased demand 
would show itself powerfully enough to 
get fresh orders booked in time to 
prevent retailers running out of stock. 

As the results show, the scheme 
worked smoothly. District after district 
was covered in this manner, and the 
fact that we did it in progressive steps 
enabled our factories to meet the steady 
pressure of increased orders. Violent, 
country-wide increases were avoided 
and production was maintained at 


capacity. 
> 


SLIP-POST SYSTEM 
Saves 

133 Million Entries 
A Year 


(Continued from page 28) 


point; for example, the total of each 
product can be inserted on a separate 
coloured card, and the following ques- 
tions can thus be answered at a 
glance : 


(1) What is the total profit or loss? 
(2) In which department has this 
profit or loss been made? 

(3) On which orders or products in 
this department has this profit 
or loss been made? 

(4) In what area has this profit or 
loss been made? 

(5) On which cfstomer has 
profit or loss been made? 


this 





FANFOLD 
MACHINE 


v 
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Invoicing costs 


can be further reduced 


by THE NEW REMINGTON 
ALL-ELECTRIC 
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IF YOU ARE ALREADY using continuous multiple forms, the striking 


IF YOU HAVE NOT 


features of this new machine will at once impress 
you. 


There is no pounding of the keys or slamming 
back the carriage—just a light, easy touch on the 
keyboard and the most perfect copies are produced 
on all forms of the set. Pressure is regular and 
even—it does not vary as finger-pressure does. 
The carriage is returned electrically—quickly, 
smoothly, and without effort. . 


This machine gives you perfect work and highest 
output with least fatigue. 


yet adopted continuous forms for invoicing, order 
sets, etc., this new machine will give you every 
possible advantage of the system right from the 
start. 


No stopping to interleave carbons—no fiddling 
with forms—just getting on with the work, and 
that means 25 per cent to 50 per cent more inwoices 
from each typist. 


SEND FOR LEAFLET No. BBI5 


The REMINGTON 


ALL-ELECTRIC FANFOLD MACHINE 


(For Fanfold or Interfold Forms) 
ALL-ELECTRIC KEYBOARD 


ELECTRIC LINE SPACING 


with Automatic Totalling of Invoices if desired 


ELECTRIC RETURN OF CARRIAG 
AND MANY OTHER ELECTRIC FEATURE 


REMINGTON TYPEWRITER Co. LIMITE 


ACCOUNTING MACHINE DIVISION, 100 GRACECHURCH ST., LONDON, E.C. 


Phone : 


Mansion House 3333 


Branches in all Principal Cities 





MORE SALES 
WAITING 

TO BE COLLECTED 

by trained salesmen 


WILLIAM G. FERN, Ph.D, 


Buyers say “no” automatically. Trained salesmen expect this and 
understand how to interest the buyer and change his “no” to at least 
interested attention. Eight Fern Courses train thousands of men and 
women every year to collect more sales—will you be one of them? The 
edition of “The Achievement of Business Success” is free for the asking. 
This book tells the story of all the Fern Courses. Here is a full list of 


them : 


Business Success”. 
for more sales and more pay. Send for your copy this day. 


NEW SCIENCE OF SALESMANSHIP [for Salesmen and Sales 
Managers | 

THE ART OF SELLING [A basic course of principles] 

RETAIL SALESMANSHIP [for those in shops and stores] 

MILK SALESMANSHIP [for all those selling milk | 

SUPER SALESMANSHIP [A refresher course for all salesmen | 

MANAGEMENT AND SELF-MANAGEMENT [for 

e executives | 

THE ART OF MANAGEMENT [for minor executives] 

THE ART OF EFFICIENCY [for those who wish to wring 25 hours 
out of 24] 


all 


Each course is completely described in “The Achievement of 


This book will be sent free to every earnest inquirer 
It will be 


a great day in your life. Write now. Send this coupon or write on 


your own letterhead. 


@ POST TO-DAY PLEASE « 


The Secretary, Fern Business Institute, Ltd., 


II 


Upper Woburn Place, London, W.C.1 
(If you phone, ask for pai 2507] 

book “The 

J 


year. 
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After these questions have been pro- 
perly answered and the facts ascertained 
in connection with the monthly profit 
and loss account those Slip Post cards 
then be taken apart and filed away in 
the customer’s file and built up into a 
profit and loss account for each cus- 
tomer. It will therefore be seen how 
there has been prepared a complete 
sales analysis, a detailed profit and loss 
account for the factory, and a detailed 
profit and loss account per area or pet 
customer without any posting having 
taken place, and without any duplica- 
tion of figures. 


The Author will be Glad 
to Help You 


Editor’s Note: In case any reader ol 
Business wishes to have further infor- 
mation on the methods of employing 
the slip Post Unit System as shown ir 
this article and which will be outlinec 
in the two succeeding articles, Mr 
Simpson has kindly offered to provide 
this information. Inquiries should be 
addressed to Mr. Simpson at the Unitec 
Steel Companies’ Offices, 17 Westbourne 
Road, Sheffield, ro. 


+ 
CLOAKROOMS 
Without Space 


~ mall factories are often pressed fo 

space and at times can ill afford tı 

provide a cloakroom for the work 
men. In one factory space has bee 
saved by hanging the men’s coats an 
hats up near the ceiling on horizonta 
bars attached to ropes that run ove 
pulleys. When work starts in th 
morning the men sling their clothes o 
the wooden bars and haul them uf 
The ropes are then secured to a wa 
peg and the clothes are out of the wa 
until needed. In a famous motor-ca 
factory the same plan is used, not onl 
to save space, but to prevent me 
wasting time going to and from the 
coats for odds and ends. They canne 
afford ‘‘minute-killing’’ in mass-pr 
duction factories. 


PENCILS 


VENUS PENCILS are 

incomparably smooth 

and long lasting, their 

standard of quality never 
varies. 


MADE IN ENGLAND, 
KNOWN THROUGHOUT THE WORLD 
select 
best 





Use Christmas 
Novelties that 


Pull Business 
(Continued from page 36) 


the recipients you will know person- 
ally; their characteristics will, there- 
fore, present no difficulty. But with 
the others your sales representatives 
can help. Your salesmen know their 





A key holder is useful to most people. Keys 
are raised into, and allowed to fall clear of, 
the protecting soft leather bell by raising or 
lowering the small ‘button’ you see imme- 
diately above the dome of the bell. It is 
made in various qualities and sizes 





customers; take your representatives 
into consultation. 

Of course you cannot provide a 
special gift for each and every customer 
in the list, but at least you can in this 
way avoid making such bad blunders 
as I have just mentioned. 





Clocks for gifts are popular. In this type 
the advertiser's name appears in the crescent 
shaped aperture in the dial and slowly 
revolves with the mechanism of the clock 





Christmas novelty gifts fall, broadly, 
into four classes: ° 

(1) The throw-away type costing 

little, perhaps a fraction of a 






British Made 
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Lk SS $ TRESS Surface 47 x 20 
(including extension) 


300 Oak Chairs 


Clearing at 12/ 


ERE is an opportunity to seize! 


These little desks were originally designed and made to a 
We now offer 300 of them at 47 


sell by another firm at over /4. 


only 44/-—in either light, medium or dark polish (real Oak) 


AMAZING 


ee: “hn 
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OFFER ! 
300 only 


4-Guinea 


Oak Desks 


clearing at 


44/- 


Formerly £4 4 0° 


Contry Orders : 


Desks 2/6. Chair 1/- extra. 





A few only as this 


77/- 


clearing at 


This represents the most amazing value ever offered, so seize 


this chance at once! 


The chairs are also dark oak polish—they are honestly worth 


21/-; the upholstery is in good leatherette. 


Send at once for 


details of various desks, etc., included in this huge clearance sale. 


Pencil your address across this advertisement. 


Literature will 


follow by return. But order this special desk or chair NOW— 


¿he demand will be a record one. 
7 DAYS’ FREE TRIAL to any approved Customer. 
nothing (money refunded if dissatisfied). 


write to: 


OS 


ERP F-_EDPD-DDDDDDOPDP PPPS ~ 


g v m 


LTD., 53-57, Old Bailey, London, E.C.4. 


Also at 16-18, St. Mary's Parsonage, MANCHESTER (Blackfriars 6345) 


(755) 
You risk 
ACT NOW. Call or 


City 3313 
(4 lines) 
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THIS DESK PAD, APPOINTMENT 
RECORDER AND CALENDAR is some- 
thing out of the ordinary. It will keep its 
place on the desk of the man who matters, 
and will be used every day. The cover is 
produced in real leather, and can be blocked 
with advertisement. A great feature of the pad is its 
quick reference index by means of which a date can be 
speedily entered in any particular month. The Pad 
contains a two- reference Calendar and the leaves 
are perforated In two goon, so that notes may be 
retained or discarded. Yearly refills can be distributed 
to ensure your advertisement retaining its position on 
your client's desk. 

Samples and Estimates from : 

Sole Manufacturers 


A. G. Advertising Novelties Co. 


STANDARD WORKS, SPENCER ST., LONDON, E.C.1 
Phewe è Clerkenwell 2258 


Quicker 
Record-Keeping 


Do your staff spend their time in 
searching through “dead” records ? 
Are your records strictly in alpha- 
betical order ? 


In the “Robin” Looseleaf Book 
Record-keeping system “dead” 
leaves can be removed as soon as 
they become obsolete. Every entry 
is in alphabetical order, and can 
be referred to as easily as an 
entry in a diary. Compact; durable. 


ROBIN BOOK, comprising binder 
bound full maroon buckram, 
A-Z index and 200 leaves, G / 6 
(feint, cash or double ledger) 


Or with binder bound maroon 12 / z 
pigskin back and corners - 
Post free, with catalogue. 


J. W. RUDDOCK & SONS 
Looseleaf Book Manufacturers 


LINCOLN 
Also at 3 Old Jewry, London, E.C.2 
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“THAT'S TORN IT!...” 


Yes, but it’s quite in order. 


She’s typed six copies of that invoice 
with perfect alignment and clear registration. 


And now, without 


any inserting or removing of forms or interleaving of carbon she 
will proceed to the next—quite simple ! 


Primus Continuous Stationery on invoicing, work forms and day 


book recordings saves time and temper. 
stationery, it might just as well be 


| PRIMUS 


You are obliged to use 





Continuous Stationery 
See Stand 61, Business Efficiency Exhibition, 


Bingley Hall, 





Birmingham, 


CARTER-DAVIS Limited 


Sept. 24—Oct. 3. 


QUEEN ELIZABETH ST., LONDON, S.E.| 


PRIMUS ATTACHMENT 





penny, and distributed by the 

thousand. 
(2) The personal gift, i.e., articles for 
the recipient’s personal use: wal- 
lets, diaries, cigarette-cases, etc. 
The general gift type, articles for 
his use in the office or home: 
calendars, telephone-pads, blot- 
ters, etc. 
The specials: novelties or useful 
articles made up in special form 
to symbolize the sender’s own 
products. 

In the first group there are innumer- 
able ideas: puzzles of a hundred differ- 
ent kinds, novelty folders, brochures, 
blotting slips, cut-outs typifying the 
product, etc. 


(3) 


(4) 


Telephone: HOP 0204/5 
SUPPLIED TO FIT ANY TYPEWRITER 


In the second group are included such 
things as golf tee-cases, season-ticket 
cases, pocket knives, wallets, diaries, 
cigarette cases, lighters, pencils, key 
cases, etc., most of which can be 
lettered or engraved by the suppliers 
to meet requirements. 

In the third group there is a very 
wide choice of desk blotters, calendars, 
desk lighters, smokers’ sets, clocks, 
thermometers, humidity recorders, pen- 
stands, etc. 

Group four, of course, requires much 
more thinking about. Generally you 
will have your own ideas about special 
gifts made to represent your own pro- 
ducts. Perhaps you can even have 
them made in your own’ works. Where 
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this latter is not possible, however, any 
of the reputable novelty gift manufac- 
turers can make what you need. If, 
too, you are not sure about designs you 
can hand the whole matter over to the 
novelty manufacturer whose experts 
will draw up and submit designs. 

As examples I will quote a few that 
I have seen from time to time: A 
manufacturer of conveying equipment 
had a spiral chute in stainless steel, 
about a foot high, with a cigarette 
lighter incorporated like a lantern in 
the top. This was not a cheap novelty 
but, sent to carefully selected people, it 
proved a lasting advertisement. 

A firm of trunk manufacturers put 
out a desk clock built into the front 
of a miniature wardrobe-trunk. The 
trunk was beautifully made and was 
complete with miniature steamship 
labels. The manufacturer’s name was 
put unobtrusively across the clock face. 

An attractive thermometer I saw was 
mounted on a block of highly polished 
granite. The name of the supplying 
quarry company was lettered in gold 
along the foot of the block. 


NOW is the Time to Make 
Your Decisions 


There is practically no limit to the 
designs of these specials. In the great 
majority of cases, however, the excel- 
lent standard articles produced by the 
novelty specialists will be found 
adequate. 

A point I should like to stress is the 
need for getting this Christmas gift 
business settled early. This month, 
September, is an ideal time. To 
approach the gift manufacturers now 
is to get the widest choice of lines and 
the best service. The trade is peculiar 
in that it rapidly rises to an intensive 
peak as the season goes on, and it can- 
not be expected that difficulties will 
not arise if the discussion of designs, 
special lettering, engraving or deliver- 
ies are left till the super-pressure time 
arrives, 

+ 


Marketing Scheme 
Increased Sales 
24% 

In Six Months 


ncreased sales, lower selling and dis- 

tributing costs and the almost com- 

plete elimination of bad debts has 
resulted from a change of selling policy 
by a large firm that manufacture food- 
stuffs. 

For many years this Midland firm 
had been campaigning to get as many 
retailers on their books as possible. 
Eight months ago they had 23,000 on 
their books, all of which were called 
upon by their travelling salesmen. 

It was through an analysis of bad 
debts that the change of policy was 
made. Over 90 per cent of the dealers 
who were on the bad debts list were 


OR groups a to Ta size | 


xtent. of business, turnover of the 
1's goods, etc.; (b) cost of servicing, 
h included cost of selling, distribut- 


g providing display materials and 


ther advertising helps; (c) class of 

ade done; (d) extent of past and 

esent business; (e) estimate of future 
ibili ties. 


noises Revealed the Worth- 
> While Customers 


When these figures were worked out 


the firm was able to classify all their | 


dealers. They discovered that 21.8% of 


the -dealers did 84.2% of their total 


The remaining 78.2% did 


em only 15.8% of the. busi- S 


f this remainder, 30% did 10% 


‘residue of 48.2% did. only i 


% of the business between them. 
his last group was composed mostly 


one-man shops and it was from this — 


gr that 90% of the bad debts came. 

+a Closer examination: ‚showed 
h ut the businesses in this group were 
o small and were so lacking in capital 


d enterprise that it was obvious that 


only a small percentage had a real 
‘chance in such a keen market. 

_ With these findings on hand the firm 
set about reorganizing their sales and 
distribution services. Territories of 


travelling salesmen were mapped out 
fresh. The 48.2% of very small dealers | 


who were bad risks and provided, at the 
“best, few sales and little profit, were 
ignored. To include them in a sales- 
man’s calls was merely to waste his 
valuable time, run up selling costs all 
round and probably lose business in 
more lucrative fields. 
= This tightening up on territories 
enabled the firm to concentrate on the 
best retail outlets. Salesmen’s calls on 
e top-grade customers were doubled 
nd additional calls were planned for 
the middle group of 30%-——a group 


hich, the firm felt, was worth develop- 


ing, as its members had chances of 
xpanding into really important retail 


How Costs Were Saved 
On Distribution 


Similarly,. distribution service was 
peeded up by cutting out the unprofit- 
le dealers. Dealer helps—such things 
‘window displays, local advertising 
s and so on-——-were intensified in the 
o first groups instead of being spread 
' the whole range. Thus, the effect 
f concentration of both selling, adver- 
tising and distribution within these 
limits made all three groups much more 
fective and, at the same time, got the 
oodwill of the dealers to a much 
teater extent than before. 
t must be pointed out that the policy 
ras not to cut off supplies from the 


: of unprofitable | dealers. - z They 
etain Sto i 


_ Salesmanship 


‘The Stepping Stone to a 
Progressive Commercial Career 


-H you. are in a dead-end post or are seeking a 
_ career o with real prospects, you owe {it to 
yourself to investigate the possibilities of Salesman- 
ship, whether as a means of increasing your earning 
-capacity or as a logical way through to the 
‘important key position of Sales Manager. 
Every year some 4,000 keen, alert young men, who 
have. never sold anything before, commence careers 
“on the road”. 

You can. qualify tor a work through interestin 

. Spare-time study mbined with PRACTICAL 
SALES DEMONSTRATION CLASSES, after which 
“our Appointments Department will provide you with 


Introductions to Salaried Posts 
: Many hundreds of keen young men of good educa- 
on. and appearance, who have never sold anye 
hing before, undertaking this oo have been 
uccessfully. introduced. - y us to good, promising 
Posts “on the road.” 
What Students Say: 


I want to thank you very much for pong Tez me 


| fixed up in a position so soon. 


* w + 


Lay should like to record my afpbreciation of the 


i ee of the Appointments Department, who 


supplied me with the interview on the last day of 


$: PURER: T kave been duly appointed” H. B,D. 


* * * 


{OCT have pleasure in confirming my appointment as 


Sales Engineer with ——~, Salary £312 a year, 
commission and expenses, My very best thanks 
5 Ki your kelp in o taining Pa past for ai ‘ 


Following your introduction I VN been appointed - 
‘tothe sales staif of ——. Thank you for your 


ttention and we ing heip in getiing this a hey 


fo ment for me.’ E. 
ie * 


* * 


Rw | can fay no heartier tribute to your Course than 
‘to say i raised me from an ‘out-of-work’ into a 
£50 a month job.” P À FEL 
Be ‘ 


I think you could not have picked out a eh 


firm ad me to work in,’ 


Send for FREE 32-page Book 


Ce ace the opportunities for vourself. A free 


copy of our illustrated brochure~- 
“The Profession of Salesmanship’”’ 
3 gladly be sent you on Sa Fill in the 


=goupon in the next column TO-DAY 


Sales Management 


The Key Position in Com ner 
el Today x 


To the salesman who has already achieved di 
tion “on the road” there is every incentiv A 
him to qualify for an EXECUTIVE sales mit 


Examinatjons in Sales ! 
Management a 
Every year ATTWOOD- trained men are pass 
the examinations in SALES MANAGEME 
by the Incorporated Sales Managers’ i 


the leading examining bedy in this. ‘eu 
Why not decide to secure the hall-mas 


Qualified Sales Manager? Many firms who. 


operated in the past without Sales - ‘Manage 
now appointing such men. There is ample 
tunity for the qualified man to secure 4 
openings. 


What Students say : 

“This is to let yonu know I am holding down 
job of London Manager for ~~~. This position 
worth at least £1,000 a vear, and IT have only 
and your colleagues to thank for my w g; 


k b 4 


“On the first of Mav I was made Sales Manag a 
a salary of £800 a year plus over-riding camunission 
This ts evtively due to your training.” I. He: 


“The ; Qualified Sales + Manage 


Managers 
“SAL ES ee 


MEN in conpor eae ad your copy, post 
fromm i == = 


POST THIS COUPON og 


The WALLACE ATTWOOD COLLEGE, LID.. 
Dept, BS., Victoris House, Southampton Row, 
WEL 


; Please’ d me, free of cost or Nati acres 
fa} “The Profession of Saleamanship, 5s 
(b). “The Onalfied Sales Mansger.” 

{Strike out book not required.) 


| om WALLACE AT COLLEGE Lid 


Victoria House, Southampton Row, London, W.C1. 


periodically sent lists of special offers 
and things of that kind. There was no 
attempt to squeeze out the little man. 
It was merely a case that the firm did 
not find it worth their while to spend 
time and money hunting for business 
among members of the group. 


Although it is early yet to reach 
lasting conclusions, the policy has so far- 
paid. Sales to the 21.8% group of 


retailers who were doing 84.2% of the 
business have increased. Those retailers 
have responded to the favoured service 
given them. Goods are getting better 


displays in the windows and on the 
„counters. 


“But the particularly stiong point of 


“has brought about in the second field. 


The 30% of retailers who did 10% of the 
trade have, in six months, raised that 
percentage to 19.1 calculated on the ol 
basis. Further, the heavier concentra 
tion on these retailers has enabled th 
firm to get a better understanding © 


their requirements. Travelling sale 
“men now send in reports on the dealer: 
estimates of business possibilities, 


their own observations. This is pro 
a very helpful practice. If, for exam 
a dealer expresses his belief that a 
tain line of the company’s goods wot 
go well in the district Hf push 
arrangements are made for a spec 


display at the dealer’s shop, PI 
the new policy is the Asvelopment ies adv 


with some Hel in local. 





Às supplied to the 


hiai + aa =; a 
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$ Points such as these help greatly in 
developing the business. Sales for the 
past six months have increased, in total, 
24.5%, while sales and distributing costs 
have dropped by over 14%. Further, 
bad debts have been almost eliminated 


VERO LU aan ALY as the retailers now being serviced— 


L 


t 


T s 
naa *i a ser > 


about 14,000—are all ‘‘safe’’ accounts. 
An important conclusion reached by 
the firm is that their national distribu- 
tion does not rely on the number of 
outlets nearly as much as they thought. 
It is the quality of the outlet which 
draws the line between sound and 
unsound distribution. As a result of 
this finding they have, for the purpose 
of future expansion, drawn up a list of 
requirements affecting any new retailer 
who becomes a customer. Unless such 
a retailer attains the standard set, they 
will supply him with goods, but they 
will not give him their regular sales, dis- 
tribution and advertising help service. 


$ y4 
r sr 
As 


sate 
eee 


ate 


i , oes sta è _ ~ E 
2 a 7 5 s . > hy b, an rr 
fa ai me « A Ma o* Kai ie ores À 
tr y . X 
‘ E c > Ty . > 
Ved. 2 E 
ree} $ "tae ò 
s; Ka ae 1 
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New Model 


iat sutras ae A 


Koen 
fees $ RETARA s> 


IARE ea i EAEAN T Government Campaign 
Sate SLES As Valuable 
SA Rect, Sales Aid 


Lu = 


More Potatoes” was referred to by 


N o I SE E L E S g 4 pS rhe 8 he Potato Marketing Board's recent 
peers: | campaign urging the public to ‘‘Eat 
‘a, * fe : ae. et . eels oe | 1 ; p ma 4 % : te N > 7 


Write for booklet No. 
B362 lo REMINGTON 
Typewriter Co., Ltd., 
100, Gracechurch Street, 
London, E.C.3, or ‘phone 
Mansion House 3333. 


the Chairman of Smith’s Potato Crisps 
(1929), Ltd., at the last General Meet- 
ing, as the firm’s best publicity agent. 

There seems to be no doubt that, 
where a Government body controlling 
the marketing of a staple commodity 
smiles benevolently on a national 
campaign to advertise it, there is a 
golden opportunity for the firms using 
that commodity in their manufacturing 
process to cash in on the campaign. 

By linking up the advertising of their 
manufactured product with that of the 
raw material they create thereby a 
cumulative appeal of tremendously 
increased value. And that without 
necessarily increasing their advertising 
appropriation. 

Steadily rising wage levels are in- 
creasing purchasing power and expand- 


WRITING PERFECTION WITH SILENCE! : ing the home market, and industrialists 
THE MOST.EFFICIENT TYPEWRITER EVER BUILT are being presented with splendid 


opportunities. A big Government food 








“UNIVERSAL” 


VELOS MOISTENER 1509 
Regd. Design No. 812832 
New Sleeves for Rollers 3d. pair 


TWIN ROLLERS 8} ins. long 


for all sizes in Envelopes, Labels, etc. 


Ensures an even distribution of 
moisture and is ALWAYS DAMP 
but NEVER TOO WET. 


Enclosed in strong non-rusting metal 





Frosted Green enamel. Prevent 
UNBREAK ABLE. Marking 

your 
WRITE FOR LIST OF THER “VELOS” EXCLUSIVE OFFICE APPLIANCES. Office 








FRANK PITCHFORD & Co. Ltd., LONDON, E.C.I Desk 
“VELOS” HOUSE, WELL STREET. Phone: NATional 0055 (5 lines) Madein England 





VELOS “323” 


Stapling Machine 







Retail for fastening papers, 
RAA enclosures to letters, etc. 516 










323/c Full Chromium 6/6 





SIZE LABEL 
OR ENVELOPE 





No. 323 STAPLES Boxed 1000s 1/- 1000 







Rubber Feet 







drive would prove a tremendous help 
to individual firms manufacturing foods 
which could be stressed as being 
“natural’’. 
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Eye-Catching 
Display Stand 
Sells More Wire 


ire does not lend itself very easily 
Wi attractive display for sale in 

retail shops or big stores, but a 
Canadian manufacturer of wire has 
designed two display frames that are 
drawing a lot of attention in retail hard- 
ware shops and stores. 

To stand on the floor is a large stand 
made of chromium-plated tube mounted 
on a black wooden base. Along the 
tubular stand are fixed hooks, like 
ordinary coat-hooks, and on these are 
placed neat coils of wire for heavy, 
domestic or farm use. There are twelve 
hooks each carrying a different gauge 
wire and on each hook are coils in three 
popular lengths. Each coil carries an 
artistic tag bearing brand name and 
price. 

A second frame is a much smaller 
edition designed to stand on the shop 
counter. On this is displayed in a 
similar manner proportionately smaller 
coils of light wire for odd-job use in the 
home. Each coil, of course, bears its 
neat brand and price tag. 

Reports are that these handsome dis- 
play frames are real eye-catchers and 
that they have resulted in a substantial 
increase in the sale of wire. 


+ 


nstead of the usual jargon: ‘'24% dis- 
count for cash’’, a store proprietor put 
on all his invoices: ‘‘If this amount is 
paid within 7 days your account will 
be credited with 1s. rod.” (or whatever 
the amount is). He found this a far 
better incentive to prompt payments. 
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Here is a man of whom you are the business equal in every respect 

... Save one. He has a pull over you in one direction. Relying 

upon SHANNON Visible Equipment in his office, he has trebled 
his efficiency and is working with incomparable thoroughness. 


With SHANNON Visible Equipment you can achieve the same 

result ... the time factor, so valuable to you, becomes an asset 

instead of a liability ... thoroughness becomes the keynote of 
your organisation. 


Write to-day for free illustrated book ‘“‘Lift the Lid off your Business”. 


hannon 


VISIBLE EQUIPMENT 





SHANNON LTD., 
IMPERIAL HOUSE 
I5, 17, 19 KINGSWAY, W.C.2 
BIRMINGHAM BRISTOL LIVERPOOL 


MANCHESTER NEWCASTLE-ON - TYNE 
GLASGOW CAIRO, EGYPT 















PATENT NESTING 
CHAIRS FOR SPACE HEL 


ECONOMY rn AN 
(Patent No. 344159) 


Please send for catalogue 
(Ref. B.) showing our com- 
plete range of tubular steel 
furniture for all purposes. 










Do Were Up 102,000 tons. South Wales 


el other diets increased 1 more than that 


‘ebruary, re-opened, aA 850 
A colliery at Abertillery which hgs 
y worked six monghe since 1931 has 
restarted 400 miners. 


+ 


ne of the biggest factory deals that has 

taken -place in Birmingham for some 

e has just. been completed. 
at. Tyseley, covering” 


turing Co., Ltd., 
r motor controls, ete. 


other new v een BKA. “Alloy s, Ltd., 
“that has taken a factory in. 
yi is to produce aluminium alloys | for all 


* 


h Reynolds “Taube 


Books for the Office 


‘OFFICE ORGANIZATION 
-AND MANAGEMENT 


Includjng Secretarial T Eleventh . 
“Edition by . Stanle “Rowland. - E 

“book which shoulc be" in the hands ‘af 
every executive. Completely revised 
and brought up to date, it gives a. 
comprehensive survey of modern busi 
ness methods. 315 pp. 7/6 net. 


PITMAN’S OFFICE 

DESK BOOK | 
This book is full of information on all- | 
points that arise in the course of busi-. [| 
ness routine. It will save time and { 
trouble and lead to greatly increased 


efficiency in the office. 304 pp. Third _ 
Edition. 2/6 net, ae 


Of a bookseller or direct from 


PITMAN 
ark t | Sta, Kingeway,,) w. C. A 


GHTNING (+357) CALCULATOR 
a am 


—£9,999-19-113 


Deci mals-—Numerals 


Koup to 99,999,999 


Easily fits in the pocket. 


iy Size 4} in. x Zin. x tin. 


EACH 5/9 


ONLY 
POSTAGE 3d. 


h GW Full instructions sent. 
Figures can be ADDED, SUBTRACTED, 
MULTIPLIED OR DIVIDED with apeed 
and accuracy. Write, call or telephone 

1. te whether 
orbit Baye APPROVAL AGAINST REMITTANCE, 
fa o or money Instantly returned.. ‘Order How, 


A large. 
acres, has. 
chased by Midland Electric Manu- ~ 
for electrical switch- | 


sirming-. | 


king another large D to. Pers ‘ 
at Tyseley for their. aluminium alloy : 


z. d. or Dectreal mode required, 


department for tubes, bars and sections. - 
The firm are also laying down complete. i 


plant for aluminium alloy sheets and stri 


at Broadwell Works, Oldbury, near Bir- 


m n h ; { 2 j 
ingham, for which a separate ene) ling 170, 000. tons hallding on the Tyne 


has recently been formed. 


+ 


t Witton, Birmingham, practically all: 
departments of the General Electric. 


being.’ date. 


vast 


Conon ay S are 


factory 
extended. 


+ 


B itmingham is to have a vast new Tech- — 

which, occupying a 
four-acre site in the centre of the city, 
will cost well over £1,000.000, a eh 
Designs are now to be invited for’ a set 
of buildings to house the Central Technical 


Coll C = : l l 
rel AEri College and School of a O rders for alec ; ‘steering gears {fo 


nical College, 


Art. 
+ 


at a cost of £117,400. 


+ 


£1,605,000. 


Dorman, Long & Co., Ltd., hida a Sone 
tract to supply and erect 4,170 tons of 
at 1,500,000 Chinese dollars, 

{on a new bridge across the Chiang-Tang 
g river at Hangchow. v 


steel, value 


+ 


+ 


comes the announcement that in South- 
west Durham generally—one of the 
hardest-hit areas in North-east England 


ment (or advertisements) in the September, 


numbered below. 


Ee receive more. 


this year launched. 76 Toile, a Gagane 


of 59,594. compared with 13 vessels an 


49,595 tons in the corresponding period 0 
last year. There are now 35 vessels tota 


B% develo a taking | ace: in the 


Wemyss Coalfields in Scotland; many 
miners. will ‘find: "employ nent: at. an early 


Abou 150 taped are t pres : 
built on the Clyde, and the ‘yard t 
so busy that the summer holidays of man: 


_ of the workers haye been interfered | with 


more than 30 ships now under cor 


< struction in foreign shipyards have ‘bee: 
received by R. Donkin & Co., Ltd S 


health centre is to be built in Léisst Andrew’ 4 Works, Newcastle. 


© 


i Eist vessels are building or od orda fa) 


Mhe North- east Coast, which has built- 
some of the world’s greatest bridges, 
has two big contracts for bridge buiding 
abroad. ; 
The Calcutta Port Commissioners’ have: 
accepted the tender of the Cleveland 
Bridge & Engineering Co., of Darlington, 
for a new Howrah Bridge at Calcutta. The 
price quoted by the Paringio firm was 


the Tyne, Wear, and Tees. Recent 
orders incl ude four for Sunderland—o,o000. 
tons, 8,200 tons, 7,500 tons, and a 5, 


= ton motor vessel—two for the Tyne— 
> tankers each of about 12,250 tons—~and 


one for the Tees. 
+ 


When Outsiders Bid 
for. Your Employers 


e careful in meeting comp ütve b : 
) ding for your people. Workers of all 
< tanks, if they are good, are bound te 

or less alluring offers from. 

It is here that the soundness 


| of your: own. organization will be tested. 


Fi utes Foundry, Stockten-on- Tees, 
| has been re-opened after twelve yor. r 
į idleness. 


Obviously, it is “useless to try to outbid 
an offer that is wholly out of line with 
what you intend to pay for a man, but 


= reckless bidding soon becomes known and 
C may rapidly be used as a stick for yor 
| - own back by employees who cannot justi 
| Coincident with the news that Wolsing- 

ham Steel Works are employing more- 
men than in any other peace-time period, 


their demands. A firm policy of soun 
remuneration and logical promotion is 
best safeguard against: any exploitation 
this direction and the greatest inducemen 
for men of calibre and foresight to. remai 
with Pn: 


Y% you desire information Fom the Editor or Homi Advavtisess 
‘To BUSINESS Service Department, 6 Carmelite Street, E.C 
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BY THOMAS DIXON 


vertime working, as every business 

man knows, is sometimes unavoid- 

able. A sudden rush of important 
letters and orders has to be dealt with, 
and there is no option but to work late 
to get things cleared up. 

Occasional overtime of this kind does 
no harm. No one likes it, of course, 
but it has to be accepted as a factor 
inseparable from business. It would be 
ridiculous to say that all work must 
stop exactly as the clock strikes six. 

Constant overtime—that is to say, 
overtime working which‘has become, or 
threatens to become, a normal part of 
the system—is quite another matter. 
It is, I am convinced, neither healthy 
nor profitable. When a great deal of 
overtime is found necessary, an increase 
of staff is clearly desirable. 

Apart from the extra cost—overtime 
must usually be paid for at special rates 
—overtime has a disastrous effect on 
output. An overworked staff is never 
efficient, and the production drop which 
results from undue fatigue is very 
remarkable. In fact, it has been proved 
over and over again that too much 
overtime may produce a condition of 
affairs under which production no 
longer shows a profit. Extra wages, 
light and heat, a lower rate of output, 
more absenteeism, illness and accidents, 
rapidly swell production costs until at 
length they reach a wholly dispropor- 
tionate figure. 

One way—perhaps the most satis- 
factory—of dealing with increasing 
work is to secure a higher individual 
output. Scientific jaanagement has 
paid great attention to this problem, 
and in the past few years improved 


NOT IF USED AS A 
SUBSTITUTE FOR 
INCREASING STAFF 








methods have resulted in the individual 
employee doing a great deal more work 
without increased effort. It is an 
enormous advantage to do this, because 
the extra work is handled practically 
without extra cost and the percentage 
of overhead expense is thus materially 
reduced, 

Mechanization in the office has 
brought about enormous savings in this 
way, especially in the process of deal- 
ing with business correspondence. The 
shorthand typist who takes down and 
transcribes 600 lines in a day finds 
when she is transferred to the Dicta- 
phone that she can type 1,200 lines 
without the slightest additional effort. 
In other words, the business that is 
growing can get twice as much work 
from its shorthand typing staff and so 
halve the costs. No one can question 
the value of such an economy as this. 

More valuable still, from the adminis- 
trative and financial aspect is the 
saving effected by the Dictaphone in 
the time of the executives—the men 
whose time is worth most per hour. 
The Dictaphone makes it easier for 
these “key men” to deal instantly and 
expeditiously with every detail that 
comes to their desks. Thus not only is 
their own time saved, but because work 
is promptly dispatched—there is no 
waiting until a shorthand writer is 
available—the operations of the entire 
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organization are speeded up and delays 
and overtime are enormously reduced. 

Thousands of business men who have 
too much to do, but feel they cannot 
yet afford extra assistance, would find 
in the Dictaphone a solution of their 
problem because the Dictaphone would 
increase their personal output, enable 
them to do more business, yet save 
them the expense of additiopal staff. 

That is a fact well worth bearing in 
mind now that business is showing 
steady improvement. 

Make up your mind to investigate 
the Dictaphone. It may your 
most urgent problem. Post the coupon 
for ‘‘What’s an Office, anyway?’’ 


solve 


LTD. 


Managing Director) 


THE DICTAPHONE CO., 


(Thomas Dixon - 


Telephone : Holborn 4/61-2-3-4 


KINGSWAY HOUSE, 
KINGSWAY, LONDON, W.C.2. 


And at Manchester, Birmingham, Glasgow, 
Liverpool, Leeds, Bristol, Newcastle-on-Tyne, 
Dublin, Belfast. 


POST THIS COUPON NOW 


THE DICTAPHONE CO., LTD. (Dept. H) 
Kingsway House, Kingsway, 
London, W.C.2 


Please send free book ‘What's an Office. a 


way ?"’ to 


NAME .. 


ADDRESS 


As good as a 


round-the-table conference 


MODERNIZE your office or agency . . 
method of internal communication yet devised. 


the finest 
Flick 


. with 


a key in the privacy of your office, speak into a neat microphone 
and your executive replies by loudspeaker—crisply and clearly. 
This sums up the ERICSSON LOUDSPEAKER TELEPHONE 
SYSTEM. No misunderstandings, repetitions, wrong decisions 


—conversation natural, clear, and free from strain. 


Here are 


the distinctive advantages of the Ericsson system. 




















You can get ‘any’ department 
without dialling, calling 
switchboard , holding earpiece 
or speaking into mouthpiece. 
Hold conferencewithout single 


executive out of his depart- 
ment. 


Hear replies ALOUD —keep- 
ing han 


free for desk work. 


4. 


If necessary, loudspeaker can 
be switched off so that self 
only need hear replies. 


Right of way over other con- 
versations, 


FULL SECRECY. 


Can you afford 
to be without 
these conveni- 
ences and ad- 
vantages ? 


Ask for particu- 
lars of moderate 
RENTAL MAIN- 
TENANCE, or 
make appoint- 
ment for a free 
demonstration 
at your own 
business address. 


MASTER STATION 


ICSSON TELEPHONES LTD., 


NATIONAL BUILDINGS, 67/73 KINGSWAY, W.C.2 
Telephones HOLBORN 3271-2-3 


LOUD SPEAKING INTER-COM- 
MUNICATION 


TELEPHONES 





ACCURATE FITTING 


Gee & Watson Multigraph Plates are curved to 
fit the cylinder absolutely true at all points, 
thus ensuring precision of reproduction on the 
longest run. 


FASTER SERVICE 


Gee & Watson sincerely believe that they 
now offer one of the fastest services for the 
making of Curved Plates. 


DEPENDABILITY 


Gee & Watson plates are well etched and 
closely routed and the accurately fitted feet will 
not pull off or permit the plate to move. 


QUALITY 


Gee & Watson plates are made by men who 
know their jobs from A to Z, and whose pride 
it is to produce work of very much more than 
ordinary quality. 


Get in touch with 


GEE & WATSON 


LIMITED 





Multigraph and Roneo original curved plates. 

Blockmakers in Line and Tone, Photographers, 

Retouchers, Typesetters, Electrotypers and 
Stereotypers 


Ill Shoe Lane, Fleet Street, London, E.C.4 
Telephone: CENtral 7337 
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HAVE YOU A WORKS PROBLEM? 





the COPE-CHAT Visible Index will 


show you the activity of 124 works records :— 


. Position in the works of any order. 

. Relation of performance to promise. 

. How the department or the machines are “‘loaded’’. 

. Where and when overtime is necessary. 

How ‘‘Priority’’ orders are faring. we 
. Plant and Machinery Maintenance (History and Costs.) , 


If you have a works organisation query we will be glad to hayé 
an opportunity for service. We have catered for hundreds during 
the past 40 years. May we help you ? 


THE COPELAND-CHATTERSON COMPANY, LTD. 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 


Telephone: CITY 2284 (3 lines) 
















in the design of its well-known ‘Equipment, and 
takes this opportunity of announcing an entirely 
new range of Autographic Manifolding Registers. 


THE ‘‘400 LINE” TRU-PAK 


Incorporating improved operating and mechanical 
features, coupled with a most modern and digni- 
fied appearance, the EGRY TRU-PAK provides 
the most up-to-date and speedy method of hand- 
ling multiple sets of forms requiring handwritten 
carbon copies for internal routine purposes. 





Weare exhibiting 
at the following 
Exhibitions : 


BUSINESS EFFICIENCY 
EXHIBITION, Biapley Rali, Birmingham. 


Shoe and Leather Fair—Brewers— 
Royal Agricultural Halb London, N.i 














Interleaving' of carbon paper and handling of forms is entirely eliminated through the use- 
When sending for of Continuous Stationery. > 


vee as oe Se One writing, and one turn of the operating handle will deliver a set of forms consisting 
FEED Type artar of an original and up to 5 carbon copies. Machines are made in various sizes to meet the 
Attachment. Where usual standard commercial forms. 


routine forms are typed = The most important feature of this inexpensive device lies in the security and protection 


ee Ce eae of records afforded by the locked compartment into which a complete copy of the issued 


device will speed u forms is fed for control purposes. If necessary, a dissected analysis of certain pre-selected 
the output of suc items only may be so retained in place of the copy. 


——_EGRY LTD. 


Telegrams : EGRYCOMPAK, EALUX, LONDON 


WARPLE WAY, ACTON, LONDON, W.3 Telephone: Shepherds Bush 3377 (3 Lines): 


USE THIS 
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If you desire information from 
the Editor or from Advertisers 
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FAN complete with 


3 yds. Flex, separate 
Switch and Adaptor 


T. 128 Standard and 
Fan Fitting £7 : 


T. 128 D. Double 
and Fan 
£8:7:6 : 
T.128 DR with regula- 
tion for 4 strengths 
of Ozone and Fan 
í 12:6 
Supplied without Fan less 
£2::17 :6 


£9: 


a 
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VENTEX AIR FILTER 


cleans the air to the point of sterilization 


Telegrams : Ozonair, Sowest, London 


OZONAIR IN YOUR ESTABLISHMENT 


WILL. KEEP YOUR STAFF FIT 
OZONAIR PURE-AIR 


All Problems of AIR PURIFICATION 
DEODORISATION, etc., solved by 


OZONAIR APPARATUS 


OZONAIR LIMITED obept. 3 


OZONAIR HOUSE, ST. LEONARD STREET, LONDON, S.W.I 
Telephone: VICTORIA 0012 
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‘‘Couldn’t do 
without 
it now... 





22 


The Slave 





of the Dial 
An extract from a letter written by a 
Yorkshire Metal Manufacturer. 
s 

... “ we certainly couldn’t do without Telematic establishes close contact between all departments. 
now. Qur buildings are large and scattered, yet Enables Directors to speak with Departmental 
any individual can be found and spoken to at once, Managers without a moment’s delay — Gets facts 
no matter in what building he may be. With the and figures instantly — Flashes instructions while 
loudspeaker it is not necessary to hold a receiver at ‘they are timely and effective — Automatically 
ali—-one merely flicks a key and speaks. Then finds an executive if he is not in his office — 


Links a distant branch office or 
factory to Head Office — Per- 


again, when a client “phones on 
a trunk call, we can get through 
to the department concerned, and forms a hundred and one invaluable 
get the information required like duties — speedily, efficiently. 
a shot, while the client waits. The No organisation can afford to be 


servicing is perfect, too, and one without Telematic. - For a small 


can have every confidence in quarterly rental, a system exactly 
recommending this equipment.” suited to the requirements of any 
Telematic gets things done in office or factory can be installed 


seconds instead of minutes. It and maintained. 


TELEMATIC 


Telephone Rentals Limited 
FOR EFFICIENT CONTROL 


SEND FOR YOUR COPY OF THE TELEMATIC BOOKLET. 
Please telephone for a copy or attach this slip to your letter heading and post to Telephone Rentals Ltd., 
Horseferry House, Westminster, S.W.1. Telephone: Victoria 8681. 





TELEPHONE RENTALS LTD., HORSEFERRY HOUSE, WESTMINSTER, S.W.1. Telephone: Victoria 8681. Controlling Sub- 
sidiary Companies (Installing and Service) in London, Glasgow, Newcastle, Leeds, Sheffield, Manchester, Liverpool, Birmingham, Bristal, 
i ~ Cardiff, Belfast and Dublin. : l 
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Still Higher QUALITY in Products 
Further SPECIALIZATION in Manufacture 


x 


attention 


HE one factor above all others 

| that is going to sell goods this 

autumn ʻand winter season is 

quality. That is not a platitude, it’s 
a fact. ; 

If one were to look round industry 
and take a note of the general direc- 
tion of its activities one would find 
that, in their many various ways, 
businesses are planning to add some- 
thing more of quality to their ranges 
of goods. i 

A few seasons ago price reduction 
was the great incentive to the buying 
public. To-day they’re not so much 
attracted by a mere price cut as by 
a definitely better article: one that 
will last longer, look better, be more 
easy to use, fulfil a wider range of 
uses or possess some tangible advan- 
tage like that. 

Only a few days before dictating 
these notes I was going over the 
factory with a director of a famous 
motor-car firm. Not a 1937 price had 
been reduced. I was told, however, 
that orders in hand at the moment of 
speaking were 23 per cent ahead of 
those on the book at the same time 
last year. 


Output Restricted so as to 
Maintain Quality 


This frm had deliberately curbed its 


sales budget for 1937, fixing a sub- 
stantial increase on 1936’s total, but 
nevertheless refraining from setting it 
as high as the maximum amount of 
business actually offered to it. As the 
director put it to me: “We' have 
installed every possible improvement 
in the works but we are firmly hold- 
ing down our output to a volume that 
enables ,us to increase the amount of 
work put into certain’ processes and 


finishes by individual craftsmanship. — 


2 Main Factors to claim manufacturers’ 
Autumn—Winter 


this 
By THE EDITOR 


“If we were to increase our out- 
put to the maximum we should have 
to do these processes by machinery, 
by mass production. By retaining 
our craftsmanship methods we are 
raising the quality of our productions 
but, by using the most scientific 
equipment in other directions, and by 
a larger turnover, we are able to keep 
our prices unaltered. We are selling 
an improved product, not a reduced 
price article. There is no need for a 
special price appeal.” 

. That, of course, was the case of a 
motor car essentially in the popular 
price market; it was not in the real 
quantity production class. : 

But even in the quantity production 


class—-what might be called the cheap- 


end of the car tradé—the provision of 
extra quality for the new season is 
just as apparent. There are already 
plenty of published specifications of 
next year’s models. Go through them. 
and you will find that the cheap cars, 
even more, than the luxury lines, are 
being sold on the appeal of those ““extra 
somethings’ given: bigger engine, 
more body-comfort, noise suppression, 
wider choice of coachwork, etc. 
Price reduction, though included by 
some manufacturers, is by no means 
the main platform. 

Taking a single industry in a general 
sense another excellent example of 
improved quality as the main sales 
factor was provided at the recent 
radio exhibition. 

Almost without exception the sets 
were advertised and sold, not on price 
so much as what extra they would 
give the listener. Short wave recep- 
tion was the main ‘“‘extra’’. It was 
almost universal. And there were 
other introductions, many of them 
technical but nevertheless they were 
extras, advancing the ‘quality’. 


x 


Season. 


I saw some interesting things going 
on at the works of a well-known fire 
extinguisher manufacturer. This firm 
has a large research and experimental 
staff. In addition to devising new 
apparatus for tackling fire-fighting 
problems the engineers here are con- 
centrating hard on improving the 
quality of even the simplest forms of 
extinguishers which have been good 
sellers for years. 


Intensive Research to Find Every 
Possible Improvement 


Every improvement that can pos- 
sibly be discovered is tried out, and 
if proved satisfactory, incorporated. 
Most of such improvements are purely 
technical, rarely obvious to users. 
Some of them might seem at first to 
be so small as to be negligible. But 
no possible opportunity of improving 
quality is overlooked. The search for 
improvement in detail is as vigorously 
sought as are the spectacular improve- 
ments in more showy types of pro- 
ducts. 

Of course, improvement and de- 
velopment have always been natural 
routine processes in any manufactory 
that intends to remain in business at’ 
all, but to-day it is far more than a 
routine matter: it is an activity with 
the full energy of aggressive manage- 
ment behind it. It is the main plank 
of business progress, the chief weapon 
with which to combat intensive com- 
petition. 

Coming right down to simple goods 
of an everyday nature, improvement 
in quality is just as obviously the main 
sales appeal. Though the ‘‘quality’’ 
may be incorporated in some factor— 
such as the package—outside the 
actual product itself, it is there just 
the same. 


As an example may be quoted string 
boxed and branded in an easy-to-use 
carton. Boxed string offers great 
convenience to the user. It is a new 
thing, recently introduced by a famous 
frm, but it has already revealed 
greatly increased sales possibilities. 

Hundreds of cases exist where a 
more-convenient-to-use caxton, tin, 
bottle, wrapper, etc., has added a 
quality—that has formed the main 
factor of increased sales of a product. 
And the effort still goes on; it is 
essentially a line of modern, profitable 
research. ° 


There are Many Advantages in 
Specialization 


As a natural outcome of this univer- 
sal policy of building quality, greater 
specialization in manufacture has 
arisen and is developing steadily. 

The motor-car firm to which I have 
just referred is building one type of 
engine bigger than it has marketed 
before. But it is installing it in one 
chassis only, abandoning the policy 
of offering it as an alternative power 
unit in several chassis. It is specializ- 
ing, thereby avoiding a host of expen- 
sive factors that would otherwise have 
to be undertaken in the subsequent 
servicing arrangements. , 

The fire-fighting appliance firm has 
developed—and is rapidly expanding 
—a tremendous business through its 
policy of specialization in fire 
appliances for specific purposes. For 
example new and highly advanced 
types of apparatus have been devised 
for ships, other types for municipal 
power-houses and big electrical plants 
and still others for hotels, offices, 
' factories and so on. a 

Further than this, the personnel 
who sell these appliances are all 
individuals picked for their special 
experience in ‘the fields concerned. 
That is, in addition to their complete 
training as fire prevention engineers, 
the men are widely experienced in the 
technique of ship engineering, electri- 
cal power station engineering, indus- 
trial building construction, etc., as the 
case may be. 

This is indeed specialization and is 
the kind of manufacturing and selling 
that is going to make headway more 
than ever in the future. : 

A firm of fertilizer manufacturers 
which for years sold its products on 
a general scale has lately almost 
trebled its business by making three 
specialized divisions of its trade: (a) 
to farmers; (b) to market gardeners; 
(c) to amateur gardeners, i.e., the vast 
‘“‘domestic’’ market stimulated by the 
house-building boom. 

A small firm of constructional wood- 
workers which entered the office furni- 


ture manufacturing field as a side line 
to its main activity found it’ had 
tackled a proposition that was too 
tough. It could not, retain a footing 
in fhe general run of this highly 
competitive business. It was being 
squeezed out by the big fellows. 

But the proprietors, in their en- 
deavour to hold the office furniture 
business, discovered a distinct need 
that was not met by the big firms. 
They saw an opportunity to specialize 
in made-to-measure office equipment 
to suit special needs, providing these 
“specials’’ at unusually attractive 
prices. 

As a result this firm has now a new 
problem to face—orders secured for 
special office furniture threaten to fill 
the whole factor? full time! 

In this case specialization enabled 
the capture of a market that was not 
well catered for by the big manufac- 
turers of office furniture. The big 
firms, producing standard equipment 
in large volume, were necessarily 
charging high prices for custom-built 
items of non-standard design. The 
small firm, however, with its wood- 
working machinery and skilled staff 
only partially employed could turn its 
hand to anything and produce made- 
to-measure designs at low cost. It was 
an opportunity to specialize, the pro- 
prietors saw it, and took it. They are 
now laying down plans for a factory 
extension. 


How Specialization Makes for 
Better Control ` 


Several notable firms that I have 
visited recently have reduced the 
number of lines for which they have 
been famous for years and are now 
specializing in limited fields. 

In this way not only are large sums 
being saved in manufacturing costs 
and overheads but the fewer markets 
are being covered much more fully 
and with greater satisfaction to 
customers. It means bigger business, 
improved goodwill, lower costs and 
better control. 

From the point of view of internal 
control specialization offers many 
advantages. By concentrating on 
limited markets the capacities of these 
markets can be more accurately 
gauged for the sales budget. Thus 
economies in buying materials can be 
made by placing bigger orders, by 
purchasing further ahead or by a com- 
bination of these two factors accord- 
ing to the peculiarities of the raw 
material market concerned. 

Specialization needs less variety of 
plant and permits a more economical 
lay-out of factory and stores. It 
introduces economy of packing and 
closer standardization of freight ex- 
penses. 
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Nor are these economies confined to 
the factory. With a reduced -variety 
of materials handled reductions in 
labour—or at least a simplification of 
it—can be made throughout the entire 
office organization. 

It is simpler, too, with a small, 
specialized range of products, to carry 
out the intensive research and experi- 
ment which are essential to discover- 
ing the factor of improved quality just 
referred to. 


Adequate Training of Personnel 
Becomes Essential 


With a great number of products 
being definitely made to a higher— 
and still rising—technical standard 
along specialized lines, labour intro- 
duces a problem that has to be 
watched. ’ 

Adequate training of personnel is a 
need to which management must direct 
close attention. Not only must initial 
training be adequate but, much more 
important, there must be a compre- 
hensive system of continuous training 
that ensures an ample supply of skilled 
labour for all points of the business. 

Putting hands to work is no longer 
a matter of drawing straight from the 
labour market. A director of a well- 
known. electric lamp works told me 
the other day that out of 500 girl 
applicants for assembly jobs no less 
than 300 were rejected as unsuitable 
even for an initial test. The initial 
test then weeded out 160 more, and of 
the-1r4o0 finally taken on about half 
were dismissed or put to other work 
during the first week. 

This firm maintains a special train- 
ing school for various skilled jobs 
carried on by men. When three 
vacancies occurred in the school 
through trainees passing on into the 
factory as fully qualified operatives 
more than 40 applicants were inter- 
viewed to provide three who were 
considered acceptable as new trainees. 

‘“We could undoubtedly have found 
three out of the first ten applicants 
who could have been trained to do 
the particular work satisfactorily,” 
explained the director to me. ‘But 
we are not out to discover merely who 
can do the work. We seek those who, 
in addition to technical ability, have 
the character and temperament that 
will make them loyal, permanent and 
progressive members of our firm.”’ 

This, I thought, was an excellent 
example of what management is doing 
to-day, and must do, in even greater 
degree, in the future. I thought 
nothing could more clearly show the 
vast difference which exists between 
the building up a staff to meet the 
needs of the modern business, and 
yesterday’s practi&e of just taking on 
employees. 
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Gets Better Work at 


Much Lower 


By 


A. CG. MARCHANT 


Managing Director of a New Firm 
Makins Agricultural and Domestic 


Metalware 


HE great fact being realized and 

l acted upon to-day is that the 

‘human element, and not the mod- 
ern machine, is the most vital factor 
in industry. It is recognized that the 
question: ‘‘Man or Machine?’’ hotly 
debated but a few years ago, does not 
exist. No matter how highly mechan- 
ized a factory may be, the human 
element governs it and therefore comes 
unquestionably first. The matter goes 
far beyond the\phase of mere ‘‘welfare’’ 
in factory life.. 

At one time it was thought that this 
personnel consideration as a major 
factor of management applied only in 
the case of the very large firm. But 
this is certainly not the case. The con- 
sideration of men and women, both 
from the humanitarian standpoint and 
from the more profitable manufacturing 
point of view, is’ essential in every 
factory. 

We ourselves are only a medium-size 
concern and have been in existence less 
than two years. But it may be inter- 
esting to hear what improvements we 
have brought about by our efforts to 
humanize factory conditions. 


This is the Backbone of 
Our Plan ` 


The most straightforward way of 
describing our plan is to split it under 
three main heads: (1) Policy; (2) rules; 
(3) the supervisor. 

The briefest examination of what to 
avoid in factory organization, if a plan 
is to give true consideration to the 
human element, will give a firm basis 
on which to formulate a policy. Under 
such circumstances, for example, we 
consider it is undesirable to enforce rigid 
discipline, to adopt the highly imper- 
sonal attitude, to hire and fire without 
hesitation, to give flat orders and to be 
unapproachable. These and many other 
points leap to mind, and though they 
are small in themselves, they are large 
in total. 

Our policy takes ,into account all 
these factors. We look on every 
employee as an important part of our 


Cost 


organization. That being so, he must 
be developed as an individual who is 
of value to us, to bring out the best 
in him for the good of ourselves and of 
himself. 

To our mind, by letting him know 
that we consider him as someone with 
an important job to do, he will also 
assume that attitude. He will then 
develop his skill and talents’ accord- 
ingly, give us his loyalty and co-operate 
with us in building up a sound organiza- 
tion. On the other hand, we consider 
that if we regard him as a mere cog in 
the factory, he will respond in that 
direction and become nothing more 
than a feeder of machines. 


Unwritten Rules That 
Bring Harmony 


It is all very well to have these ideas 
in one’s head, but to make them effec- 
tive they must be communicated to the 
employees in order that they shall be 
inspired with the co-operative spirit and 
be encouraged towards enterprise and 
development. | 

Basically, the rules we observe in the 
factory are those of reason, recognition 
of individual rights and the rights of 
the organization as a whole. To achieve 
successful obedience to these points we 
are organized on lines in keeping with 
the spirit as well as the letter of these 
rules. 

There are six points which carry out 
this work. They are not written rules, 
but every employee knows that they 
are faithfully observed by the manage- 
ment and must be faithfully observed 
by themselves. They are: (1) No one 
is dismissed in the way normally asso- 
ciated with this act; (2) all executive 
jobs and other promotions are awarded 
to members of the staff; (3) every 
employee has freedom at all times to 
approach the management direct; (4) 





each employee is encouraged and 
expected to develop deep interest in his 
or her job; (5) the management seeks 
the opinion of all members of the 
staff on problems affecting them, and 
always gives the reasons why things are 
done; (6) personal appreciation from 
customers and others is given direct to 
the employees concerned. 

Probably there is nothing very out- 
standing in that list. The essential 
thing is, however, that we live up to it 
and do make a constant effort to bring 
those points into play in alt our work. 
It is not a complete list of what we do, 
but it serves as the backbone to the 
system. 

I will take some examples that illus- 
trate each point. The question of 
dismissal is an important one. In many 
factories there is a feeling of uncertainty 
among employees, an idea at the back 
of their minds that they may be turned 
away casually at any time because of 
a small slip, personal antagonism 
between them and one of the bosses, 
or because work has‘slackened. There 
are dozens of reasons for such a feeling, 
and it has a detrimental effect on their 
outlook and work. It can lessen their 
interest in their job, make them difficult 
to deal with, hostile to co-operation and 
so forth. 


No Employee Need Have Fear 
of Being ‘ Fired’ 

We make it plain to all our employees 
that they are in no such danger of being 
fired when they join us. We tell them 
that we have no personal feelings inter- 
fering with our work and happiness, 
and that if there is any discontent on 
the side of anyone, the matter will be 
investigated by the management. The 
person who is at fault—if such there ~ i 
—will not be fired without quibble 
Every: effort will be made to reason 7 
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the situation and fit that person into 
some part of the organization that, is 
more suited to him or her. 

If, for example, an operator proves 
to be below standard and the section 
leader tells the management he doesn’t 
want that operator, we consult other 
section leaders and ask them if they 
could make use of him. The situation 
is explained to each section ‘leader and 
they do their best to fit the man into 
another department. 

Should all section leaders refuse to 
have him, we then have a talk with the 
man and point out that no section 
leader is willing to take him into his 
group. We listen to what he has to 
say. Usually, he is impressed by the 
fact that no one wants him and admits 
that he has been to blame. Neverthe- 
less, we still try to discover some point 
at which the man can be fitted in. But 
if this finally proves impracticable, the 
man leaves, but he has the feeling that 
we have done everything possible for 
him. I might say that we have had to 
release only one operator in this way. 


Promotion Open to Everyone 
In The Factory 


The question of promotion often 
occurs in a firm such as ours which is 
growing rapidly, but all the staff know 
that there is no favouritism, no employ- 
ing outside men or women when it 
comes to filling an executive post. It 
is on the work and personality of each 
man or woman that promotion depends. 
In our factory the heads of various 
sections and departments are all people 
who have risen from the ranks. 

Before discussing this question 
further, J, would point out that 
numbers 3, 4 and 5 of the rules I have 
mentioned can be included here. They 
all have bearing on whether a person 
is advanced or not. 

For instance, the point about the 
freedom to approach any member of the 
management helps to select those men 
and women who have ability above 
average. This applies in particular to 
such things as new ideas for organiza- 
tion and production. 

We ask for any man or woman with 
suggestions to put them before us. 
We do not offer a set scale of rewards, 
nor even the promise of any reward. 
Naturally, when we have tried and 
tested the idea, we do make an award 
in proportion to its value and import- 
ance. But the vital thing about this 
arrangement is that it encourages all 
those who have initiative and brains to 
get their suggestions worked out in 
detail and then to come forward with a 
cut-and-dried plan. When an employee 
does that, we know we have found 
someone worth watching, a worker 
likely for promotion. 

At the same time, this freedom to 
approach the management reveals the 
nature and possibilities of the staff. 
Those who come with grouses and 
grumbles, who display a pettiness of 
mind or the wrong spirit, naturally 
reject themselves as promotables. 





The point about developing interest 
in work is another that bears on promo- 
tion and the welfare of the factory staff 
as a whole. In many ‘“‘flow-produc- 
tion’’ factories discipline and orders for 
working are of the ‘‘theirs but to do 
and die’’ type. 


Why We Discuss Problems 
With The Staff 


I have already said that a cardinal 
part of our policy is “reason”. We 
believe in explaining to the men and 
women the whys and wherefores of their 
work. We discuss it with them when 
any occasion arises. 

For example, recently we decided to 
put in some new high-speed machines 
capable of handling a new type of work. 
This equipment cost much money and 
the works manager, myself and other 
executives had worked hard on the 
various problems of buying and instal- 
ling new machines, but we didn’t leave 
it there. The charge-hands were called 
into the discussion and the problem put 
before them and their operatives. We 
told them our aims, what we proposed 
to do, why we proposed to do it, and 
then asked them to think the matter 
over and give us their suggestions. 

When they brought their suggestions, 
together with their reasons, we then 
debated the matter with them, showed 
them why we accepted some suggestions 
and rejected others, and, generally, 
prepared their minds for the new work. 

This approach and co-operation with 
the factory workers tends to cultivate 
in them a thinking attitude towards 
their work. They realize that they 
have some say in the choice of 
machines, the plan and layout of the 
factory, the methods of doing the work, 
and so on. 

Further to encourage this outlook we 
do not wait for real and concrete cases 


“(QNE of the greatest prob- 
lems in business is to 
build up the most efficient 
staff for to-day and the future 
with a minimum of labour 


turnover entailed in the 


process.”’ 
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to happen. We look about us and pick 


up a possible problem and ask the staff 
their opinion. 

The object of this practice is to rely 
on reason to interest and hold the staff 
at their work—mnot to hold them from 
fear of losing their weekly wage. 

In some of these test problems that 
I set before them I discuss the pros and 
cons just as fully as though they were 
actual cases. Everyone must solve the 
problem as he would if there was no 
person in authority to turn to for help. 
When each has his solution prepared, 
I go over it carefully and we discuss 
together to find out where it is sound 
and where shaky. 

The practice develops the individu- 
ality of the men and women. It 
encourages them to work on their own 
without rigid supervision, to rely on 
themselves, and, in fact, to work 
towards becoming the non-commis- 
sioned officers of the factory. As they 
show aptitude they are given wider 
opportunities of developing and, even- 
tually, of filling executive positions. As 
a plan, we have proved it to be highly 
successful. 


Personal Appreciation is a 
Real Stimulus 


The sixth point deals with the praise 
and blame question. We have proved 
to our satisfaction that a little praise 
goes a long way—much farther than a 
heap of blame. Not that we hesi- 
tate to check up when an error has 
been made. We do, and without loss 
of time, but we do not allow such 
checking up to degenerate into shouting 
matches. It is done quietly and con- 
structively. 

On the other hand, if work is good, 
then we do not hesitate to say so and 
give credit to the operator. What is 
more, if any of our customers congratu- 
late us on good work, prompt delivery 
and so on—as they often do—we pass 
it along to the men and women who 
did the job. Business is not so imper- 
sonal that such considerations do not 
matter. They do, and our practice of 
passing them along nas had happy 
results all round. 

In a recent special job we did for 
another manufacturer he was so pleased 
with the work that he came round to 
congratulate us. I suggested, as he was 
here, that he might like to say those 
things to the staff who handled his 
work, and tock him through the factory 
for that purpose. The good effect of 
this was enormous. 


How the Supervisor Cuts 
Out Red Tape 


Now we come to the third phase of 
our system, the supervisor, that guard 
against a brittle organization that would 
prevent the development of all those 
points about which I have spoken. 

Obviously, in a factory conducted on 
lines such as ours, where the human 
factor is considered as much as possible, 
the most difficulf task is to get that 


{Continued on page 42) 
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Annual General Meeting 


MEAN Something to the Shareholders 


HE ceremonial melancholy of the 

| Annual General Meeting is gradu- 

ally being banished. After nearly 

a century during which the atmosphere 

of this statutory formality has been 

sacrosanct, the influence of modern 
ideas is to-day showing effect. 

But tradition dies hard, and it is only 
among companies blessed with pro- 
gressive types of management that this 
development has yet become apparent. 

Last month the “Triplex” Safety 
Glass Co., Ltd. provided one of the 
most advanced examples of how the 
Annyal General Meeting can be made 
more interesting and definitely more 
informative to the shareholders, and, 
through these very factors, of increased 
benefit to the company. 

The ‘Triplex’? Company presented 
its accounts, statistics and other matter 
by means of lantern slides. 

When I approached Mr. Graham 
Cunningham after the meeting, I put to 
him what I thought was a rather aptly 
phrased question. ‘‘What,’’ I asked 
him, “‘is the policy behind the idea of 
thus dramatizing the general meet- 
ing?’’ 

“Dramatizing!”’ he exclaimed. 
“That’s just the very thing we did 
not do,’’ and he went on to give the 
following explanation. I quote Mr. 
Cunningham almost verbatim: 

First of all there was no attempt 
whatever to introduce the ‘‘entertain- 
ment’’ element into our shareholders’ 
meeting. The Annual General Meeting 
is, I consider, essentially a financial 
matter, and we were most particular to 
keep it strictly within this sphere. But 
what I am convinced about is that even 
a purely financial occasion can be stifled 
to a twenty per cent effectiveness or 
raised up to something like full effec- 
tiveness, according to the manner in 
which the proceedings are conducted. 

I think it will be agreed among the 
majority of business executives that the 
average shareholder,*when he comes to 
the general meeting, gains no more from 
the proceedings than the one or two key 


By F. T. POULTON, from an Interview with 


GRAHAM CUNNINGHAM 
Managing Director, ‘Triplex’ Safety Glass Co., Ltd 


figures already given him in the printed 
report and balance-sheet. Even those 
among the shareholders who are them- 
selves active business men rarely gather 


-more than a fraction of the real informa- 


tion given out in the chairman’s speech. 
And there is very good reason for this, 





Shareholders’ interest is increased if they 
can actually see the products made by the 
companies in which they are investors. 
These pictures, thrown on the screen, 
showed (top) ‘Perspex’ (a product for which 
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the Company has selling rights) as used 

for aircraft cowling, and (lower) the type 

of scientifc glassware made by a subsidiary 
company 








it is impossible to put into effective 
words the real significance of much of 
the figure data. Its comparative values 
cannot be conveyed by the reiteration 
of bald facts. No means but graphical 
demonstration can reveal the influences 
upon the. plan of the company’s affairs 
which are represented by these various 
figure-facts. 

I will refer again in a minute to what, 
among these figure-facts, ate the most 
difficult of all to explain except by 
graphical display. 

But the superiority of visual display 
is equally marked when applied to the 
more readily assimilated figures such as 
the profit and loss account and the 
balance sheet. 

Take the average gathering of share- 


holders: there they sit, comfortable and 


lethargic, with the printed accounts in 
their hands. They will keep their eyes 
glued on the chairman while he gives 
his verbal explanation; they will hear 
what he says, but all the time will not 
see the figures, they will see merely the 
speaker. It is his personality that will 
chiefly occupy their minds the whole 
time, and such divided attention will 
quite miss the fine shades of significance 
which certain of his remarks should 
convey. 

In the case of a meeting which winds 
up a successful trading year, I think 
this detached tendency is all the 
stronger. Lulled into complacency 
by the satisfactory dividend already 
announced, shareholders are still more 
likely to let the meeting pass as a mere 
formality, still less likely to exercise the 
vigorous mental effort necessary to 
grasp the full purport of the chairman’s 
remarks. 

With these thoughts in our minds/ 
therefore, we planned our gene 
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meeting this year. At the conclusion of of the profit and loss account. At every’ holders’ attention was instinctively 
the formal opening of the meeting by mention in the address of figures, I directed to the screen; they were seeing 
reading the convening notice and pointed to them on the screen. the figures. They were, through the 
auditor’s report, the lights were lowered In the same way I dealt with the means of the eye, getting a far quicker 
in the already curtained room and atten- balance-sheet which came on as slide and deeper appreciation of the facts 


tion naturally then focused on the ten- number two. than they could possibly have done by 
foot screen arranged behind the dais on Now here is the important point of means of the ear alone. 
which was the chairman’s table. which I took particular note (and asked As a matter of fact, the human mind 


As managing director of the com- my colleagues on the platform to check automatically recognizes the inferiority 
pany, I gave the address amd opened it by observation of their own): of aural appeal alone and actually 
by having thrown on the screen a slide throughout my remarks the share- demands visual appeal to back it up. 
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the subject of verbal discussion is there- 
fore obvious. 

But even the visual demonstration of 
things like figure-facts will not hold the 
full attention indefinitely, so to avoid 


any risk of monotony we.alternated our. 


statistical slides with pictures of our 
various works and products. ` 


Statistical and Pictorial Views 
were Alternated 


For example, after talking about the 
purely money matters in our balance 
sheet, I referred to our land and factory 
buildings at King’s Norton. Reference 
to land and buildings in the ordinary 
unillustrated speech conveys but little 
to the average shareholder. He realizes 
vaguely that such an asset exists, but 


it is just a balance-sheet entry repre- - 


sented by a figure of some sort. 

At this reference, however, the 
operator threw on the screen a fine 
aerial view of our King’s Norton works, 
It is reproduced at the heading of this 
article. Here was something that every- 
one in the room could appreciate. 

While I was remarking: ‘‘Our land 
and buildings at King’s Norton cover 
over 29 acres ...’’ etc., shareholders 
could really see what 29 acres of modern 
factory looked like. They realized that 
this was their factory. They could see 
the proximity of main railway lines, the 
excellent sidings and the beautiful 
country surrounding the works. The 
statement in the speech therefore really 
meant something to them. 

Following this picture came a view 
of our Willesden factory where the 
company makes Laminated ‘‘Triplex’’ 
safety glass of special natures, including 
a bullet-proof type; and a similar 
reaction applied here. 

Then we came back to statistics: a 
balance sheet of “‘Triplex’’ (Northern) 
. Ltd., an associate company. When the 
financial items had been explained, my 
long pointer being used to emphasize 
them, a picture of the works was 
shown. 

In this way I dealt with all our 
associated and subsidiary companies. 


Gets Shareholders Interested also 
in the Products 


The particular value here was not‘ 


‘only to convey to the shareholders a 
real idea of the properties in which they 


held investments, but also to show 


them, and to get them interested in, 
' the actual products manufactured. 

For example, we showed a fine range 
of scientific glasswear made by our 
associate company, Quickfit Quartz 
Ltd., and a highly specialized product, 
i ‘Perspex’”’, for which the main com- 
pany has the selling rights by arrange- 
ment with Imperial Chemical Industries, 
who manufacture it. 

The arrangement with I.C.I. was an 
interesting item in the speech from the 
shareholders’ point of view. But the 
interest of such an announcement was 
naturally increased when the material 
was actually shown.. * Quotation of the 
mere name ‘‘Perspex’’, and a statement 
that it was of particular value for: such 


‘uses as cowling for aeroplanes, would 
have left most of the hearers unmoved 


and uninformed. Many would probably 
not’ even know what an aeroplane 
cowling was. ' 

A big company seldom knows any- 
thing about its shareholders beyond the 
fact that they hold stock, but by 
making them acquainted with the 
actual goods which their money helps 
to produce, it is always possible that 
their interest thus stimulated may react 
directly to the favour of the company. 

I mentioned just now comparative 
figures that were extremely difficult—if 
not impossible—to convey adequately 
by word of mouth, or even by printed 
paper. This then, is where the graphical 
demonstration proves its greatest value. 

Every annual statement bears some 
references to the progress of the com- 
pany for the period under review. 
Generally these take the form of lists 
of figures, sales increases, output totals, 
and so on. But such lists can never 
tell a story except to, a few statistically 
minded experts who give them close 
study. To the average shareholder they 
convey very little. 


Only Effective Way to Show 
TREND of Progress 


When, however, I threw on the 
screen the graphical moving annual 
total, shown on page 12, the sales 
achievements stood out as a clearly 
charted history and general trend that 
could be appreciated by all. 

I explained to the shareholders just 
what a “‘moving annual total’ was in 
case any among them was not familiar 
with this method of recording. Then, 
as a contrast to the completeness of this 
history, I put on a slide showing the 
last year's footage sales month by 
month (also shown on page 12), and 
explained how such a chart was quite 
useless for indicating the trend of pro- 
gress. After this Pome my address ran 
as follows: ; 


cf 


. Our turnover hace risen from 
2 958 feet in. June, 1933, to 4;185,000 
at June, 1934, to 5,237,000 at June, 
1935, and to 5,964,000 at June, 1936. 
That in itself is very satisfactory, but 
we must recognize that there is a 
limit somewhere to that rapid pro- 
gress. We do not, however, consider 
that that limit has been reached; 
accordingly, we were not satisfied 
when, towards the end of -last year, 
the curve started to flatten out, and 
from November until February a 
decline set in. We-knew the reason. 
Certain motor-car manufacturers who 
had formerly been fitting ‘Triplex’ 
all round on. all models had started 
to fit their cheaper models with 
ordinary plate-glass in the body- 
lights in order to compete with other 
car manufacturers who had not 
adopted safety glass all round... .”’ 


Now that was a perfectly clear state- 
ment. But you can imagine how the 
unwieldy string of figures would have 
passed right over the heads of the 
listeners and how the falling off in 
sales, due to certain car manufacturers 
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trying to fight competition, would have 
failed to represent any real position to 
them. 

On the other hand, with the chart on 
the screen in front of them, with my 
pointer touching every figure total as I 
mentioned it, you will understand how 
easily every shareholder in the room 
could thoroughly appreciate the speed 
and volume of the company’s progress. 


Also, they could actually see the pre- . 


cise extent of the temporary set-back 
and observe the incidence of strong 
recovery that followed it. 


8 
Figures Could Not Convey 
Facts Such as This 


Similarly, the important figures repre- 
senting the importation of foreign cars 
to this country could never have been 
conveyed to the meeting except in the 
graphical form shown. Yet when my 
audience saw this slide, I could sense 
the unanimous interest expressed in it. 
They could see exactly what it meant 
and could at once grasp its significance 
to the company and to British industry 
generally. 

Without describing the few other 
pictures and diagrams shown on the 
screen, I think I have explained enough 
to indicate the policy behind our inno- 
vation and the method by which we 
carried it out. 

As proof that it was a success, I 
might mention not only the expressions 
of appreciation made by the share- 
holders at the end of the meeting, but 
a significant fact which I myself felt 
during the address: Just as an actor 
can feel, across the footlights, the 

“‘atmosphere’’ prevailing in the house, 
just as he can sense whether he has 

“‘got’’ his audience, so I cguld plainly 
feel, not only the interest, but also 
the understanding of my shareholders 
throughout the meeting. And this is 
the great point, I believe, to achieve. 

It might be interjected here that the 
time limit for a successful meeting of 
this kind—even allowing for the advan- 
tage of pictorial illustration—is narrow. 
The total time occupied by our proceed- 
ings was 35 minutes. This, in my 
opinion, is the maximum during which 
full attention can be held in average 
circumstances. 


Why We Did Not Use 
a Film 


I have been asked why I did not use 
a film for showing the works and pro- 
cesses. My answer was that this would 
have introduced just that element I 
wanted to avoid. A general meeting is 
a financial meeting and figures are best 
shown on a “‘still’’ slide. To show 
moving pictures would have made a 
sales show which would be entirely out : 
of place at a meeting of shareholders 
assembled to hear about the year’s 
progress of the Company. 

No, the lantern slides were just 
illustrative enough to push home the 
points of my statement and static 
enough to prevent attention from 
wandering into the wrong sphere. 
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POLICY POINTERS 





By THE 


BUSINESS Mea aon a Mr. 

AT SPIS TRI YT ethven for his 1n- 

l OPPORTUNITIES formative remarks 
EVERYWHERE (on page 18) about 


the opportunities 
which exist in the North Eastern area for 
young men with amhition and ability. 
The business man who made the state- 
ment which we published in August 
did not, we are sure, intend his observa- 
tion to belittle the conditions which 
ruled in other parts of the country. He 
simply spoke, as Mr. Methven speaks, 
on what he personally had observed. 

From our own experience we also 
know that many young men from 
the older industrial areas of England 
have joined southern firms. It may 
be, as Mr. Methven says, that the social 
amenities of the London district as well 
as any possible business openings have 
an influence on this movement. But 
even so, we should not like to think 
that this influence activated only the 
‘Gmpermanent get-rich-quick’’ type of 
young man. 

There are types of business other than 
those to which an ‘‘impermanent, get- 
tich-quick’? young man would be 
attracted that are more profitably con- 
ducted in a social area. 

Another reason why a big proportion 
of young, enterprising men, beginning 
their careers, look to the South for their 
openings is that they find here a wider 
choice. That there is a wider choice is 
proved by,the official figures recently 
issued by the Board of Trade, quoted 
below : 


COVERING 1935 


Employ- 
New ment | Factory 
Region . |Given by) Ex- 
j Factories) New | tensions 
Factories 
Greater . 
London 213 19,000 II 
` Midlands 69 7,900 27 
E. Counties 26 1,800 4 
N.W. . 
England I2I 11,350 62 
E. 
England 45 6,650 22 





Factories transferred FROM other 
areas TO the folloning :— 


Greater London 58 

Midlands 4 

E. Counties I 

N.W. England 8 

N.E. England a | 
These figures are, I think, very © 


eloquent. But an argument of this 
kind would find many protagonists for 
the various areas, and it is not at all 
certain that any satisfactory conclusion 
would finally be reached. 


— 


EDITOR 


What is certain, however, and this 
has been clearly shown in the series of 
factory site survey articles that we 
have been publishing for some months, 
is that in nearly all the industrial areas 
of England there are far greater oppor- 
tunities than ever before for the young 
man with brains and ambition. What 
is more, there is published information 
about the enterprise that is being 
shown, and the advantages that are 
offered in the various districts. The 
young man is now much better guided 
in his choice. 


& 
PROFIT-SHARING IT WILL sur- 
——hNerlrInea. — prise many 

DECLINES: : business men to 
WHERE’S THE know that, in 
— INAR 9 T the face of in- 

SNAG? creasing pros- 


perity 
ber of profit-sharing schemes operated 
by individual firms continues to de- 
cline. According to the Ministry of 
Labour Gazette the total in operation 
at the end of 1935 was 420 as com- 


When You Buy — 
r ON PRICE 


You can never be sure: 
It’s unwise to pay too 
much, but it is worse to 
pay too little. 

When you pay too much 
you lose a little money— 
that’s all: but when you 
pay too little you some- 
times lose everything, 
because the thing you 
bought is incapable of 
doing the thing it was 
bought to do. 

The common law of 
business balance pro- 
hibits paying a little and 
setting a lot. It can’t be 
done! |. 

If you deal with the 
lowest bidder it is well 
to add something for the 
risk you run, and if you 
do that you will have 
enough to buy quality. 















, the num- ., 
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pared with 427 at the end of 1934. The 
decline has, in fact, been continuous 
since 1929 when there were 515 in 
operation. A further outstanding fact 
revealed is that, taking all industries, 
nearly 60 per cent of the schemes 


. Started have come to an end. 


The question naturally arises: why is 
this? In most cases the reasons are so 
bound up with individual and local 
circumstances that it is not possible to 
go into them in detail. One factor. 
does, however, seem to have had a 
general influence in making the schemes 
unpopular. That is the personal re- 
action of rank and file employees when 
they face a withdrawal of dividends 
owing to a decline in the profits of the 
company. 

When a cash payment of any kind 
is regularly made over a reasonable 
length of time to employees they incline 
to regard the award as a right and to 
resent curtailments of it if for any rea- 
sons such have to be made. This state, 
when it arises, generally creates dis- 
satisfaction and petty friction that ulti- 
mately prompts the management to 
abandon the scheme as a failure. 

Obviously, dividends cannot be paid 
if there are no profits; while therefore 
it is unreasonable for staffs to think 
otherwise their resentment at the cessa- 
tion of dividends generally arises be- 
cause the theory and practice of the 
profit-sharing scheme was not properly 
‘‘sold’’ to them by the management in 
the first place. “How do we know 
there are no profits?” they complain, 
while they probably harbour the 
thought that the whole thing is a 
wangle and that the figures are being 
manipulated by the higher-ups. I 
have known actual instances where this 
is the precise reaction. 

Whenever a profit-sharing scheme is 
started one of the most important 
things for the management to do is to 
see it is fully explained, and, by having 
on the Board representatives of the em- 
ployees, or by some other means, en- 
sure that the rank and file can have 
confidence in it. , 


è 


NDUSTRY is, in itself and when pro- 

perly chosen and conducted, delightful 
and profitable to the worker. When your 
toil has been a pleasure you have not 
earned money merely, but money, health, 
delight and moral profit all in one.—Roberi 
Louis Stevenson. 
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HERE’S THE A NEW factor - 
“eer AE 4 _ tremendous potenti 
TEST OF A benefit to ate em- 
GOOD SYSTEM ployees wasindicated 
to me by Mr. H. A. 
Simpson in the talk we had .regarding 
his article which appeared on page 27 
of last month’s issue. Mr. Simpson 
laid much stress on the fact that the 
dull, purely “routine” quantity of the 
work involved in costing and accoun- 
tancy was due to the enormous amount 
of hand labour necessitated by most of 
the systems in use to-day. 


(Continued on page 18) 
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A Monthly Review And Forecast Of Business Conditions 





What Will Rising Prices and Devaluation 


EPTEMBER, which came in like a 
Giz. certainly went out like a 
lion. On the evening of the. 25th 
the franc fell; fell definitely after its five 
years of shivering on the brink. 
Immediately the atmosphere cleared 
temporarily. The Continental ex- 
changes rose. The gold market soared. 
It was felt that a devaluation by the 


gold bloc, directed and _ tontrolled 
through an  Anglo-Franco-American 
Agreement, backed by co-ordinated 


machinery of the Exchange Equaliza- 
tion Funds of the three countries, 
would reduce the temporary damage 
possible to the exchange through 
devaluation to a minimum. So it 
proved. 

In the natural enthusiasm for another 
step towards the opening up of the 
channels of international trade, some 
of the longer range results are being 
ignored. 

It is scarcely realized, for instance, 
that this new devaluation by France 
automatically devalues the pound by 
another 10%. The price at which the 
Treasurers insist that the pound should 


ACTIVITY FACTORS 
MINUS 

Business Activity Index 

Steel Production 

Iron Production 

Coal Production 

Imports (total! value) 

Raw Material imports 

Exports (total value) 

Buildings: (total value) 

Factories, etc. 

Employment 

Wholesale Prices: 

Rail Traffics 

Postal Receipts (net) 

Bank Turnover 

Shipping: Entrances 
Clearances 

Rayon Output 

Raw Cotton 

Wool Text. Wages 

Electricity Output 

Retai! Sales 

Motor Registrations 


New Capital Issues 


Do to Business ? 


be held, viz., 4.86 to the pound, entails 
this. The exchange in the fall of the 
franc exchange witnesses to it. 


Where It Will 
Hut Britain 

HIS simultaneous devaluation by 

France, Switzerland and Holland 
must put a sudden strain on our own 
international machinery and trade. A 
cheaper franc means a blow to our 
rapidly increasing tourist traffic from 
America, France, Belgium and 
Holland. It may mean that London 
can no longer hold the long-desired 
laurel which has fallen to her after half 
a century of effort—leadership in the 
world’s fashion markets. Belgium will 
compete more successfully with us in 
the dominion markets, whose raw 
materials she is ready to absorb; 
Holland may recapture much of that 
shipbuilding and ship-repairing work 
which she has lost. Altogether, the 
British export trades will face more 
severe competition than they have 
known since 1931. 
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ANALYSIS OF COMMODITY PRICES 


PEREA 3 8 MINUS 
Rubber 
Wool 
Tin 
Cotton 
iron 
Steel 
Coal 
Copper 
Wheat 


Sansa 
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Here zs 
The Lesson 


HE lesson for the business execu- 

tive is clear. As we insisted on 
devaluation in 193I; as. we again in- 
sisted when tariffs were first applied, 
neither of these artificial safeguards or 
stimulants must be used to shield 
inefficiency of production or distri- 
bution. On the contrary, every effort 
must be made to reduce costs by every 
conceivable method and machine, for 
we are gradually but certainly returning 
to the keenest world-wide competition 
for trade. Tariffs may still hold 
certain industries; but they are no 
permanent safeguard of any market or 
of any reputation. 


But these Figures 
Are Good 


UGUST and September business 
news has been brilliant. A month 
which usually shows fewer unemployed, 
found jobs for 66,000 more people: 
altogether half a million more workers 





Major Industries 
Show 
Big Increases 


The month of ut which normally 
shows less employed and slackening in 
major industries showed gains instead 
this year. Iron and steel production 
rose by 17.2% and 14.9% respectively; 
66,000 more people were in jobs, and 
even building, at plus 4.2%, rose over 
the figures for August last year. 

With the exception of wool textile 
wages and new capital issues, there is 
no important figure on the main chart 
that shows in a minus position. It is 
particularly significant that the factories 
buildings figure continues to stand so 
far ahead of general building. This 
month it is 20.0% up. 

Significant, too, is the increase re- 
corded by that basic -industry—coal 
mining. Production showed a 6.8% in- 
crease over August last year. Retail 
sales, another key figure, showed a gain 
of 6.8%. Rayon output, raw cotton 
imports, bank turnover, electricity out- 
put, postal receipts, shipping entrances, 
and clearances, all revealed a continued 
upward trend. 

Of particular interest to the manu- 
facturer are the signs of activity in raw 
materials and commodities prices. Since 
May raw materials have risen by 9%. 
How to read the chart; Black bars 
give the latest available figures for the 
month of August. The percentage 
increase or decrease compares with 
August, 1985. The shaded bars represent 
-he previous month’s figures—July—~and 
show the increase or decrease com- 
sared with July, 1985. The Commodity 


The prices, however, are for the final 
week of the month. 
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Prices chart is based on the same idea, 7 


m 
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are in employment than a year ago. 
The individual industries recorded im- 
provement without exception (apart 
from a trifling set-back in wool). 
Building again bettered expectation 
with a rise of 4.2% in plans passed over 
a year ago; steel production was up by 
14.9% over last year; iron production 
by 17.2%; rail trafiics by 3.2%; retail 
sales by 5.8%; motor registrations by 
no less than 14%; while even coal pro- 
duction showed a rise of 6.3%. 

' Figures like these show that we are 
rapidly approaching the top of the 
present cycle; some three-quarters of 
the country is alreagy enjoying boom 


conditions; Sir William Beveridge’s 
estimate of an increase in unemploy- 
ment by 800,000 when the present 
upturn ends is merely an evidence of 
the extent of the present prosperity. 


Commodity 
Prices Rise 


HE most important new trend is 
"Tite rise in commodity prices. Raw 
materials have risen by 9% since May; 
primaries and semi-finished articles by 
10%; raw foodstuffs by 6%; manu- 
factured articles by nearly 3%. 

The reason for these rises is clear. 
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HERE IS THE SITUATION THIS 
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London District : Retail 
trade experiencing pro- 
mising start to autumn 
trading. Industry very 
busy. Many extensions to 
existing plant still being 
carried out. Employment 
rising. River traffic very 
active. Growing general 
trade activity expected to 
go on through winter to 
coronation season. 


E. & S. E. Districts ; 
Activity at Grimsby, Yar- 
mouth, Lowestoft as Bear 
" Islands fishing grounds 
opened month earlier- 
Sept. 1. Move will even 
out market supply. Tim- 
ber prices advance, help- 
ing Canadian wood. Re- 
cord season anticipated. 
Corn, stigar crops of low 
yield, Root crops good. 


Midlands: All branches 
Midlands engineering _ ex- 
tremely busy. Electrical, 


iy 


Lihat 





radio, kindred trades 
working at pressure. 
Motor trades expecting 
boom conditions after 
show. Wool, clothing, 
boots industries experi- 
encing good business. 
Outlook promising. Mid- 


lands factory extensions 
still proceeding at high 
rate, 


W. & S. W. Districts: 
Welsh coal industry re- 
mains unchanged. Ship- 
ping business outlook ım- 
proved, South American 
chartering better. Iron 
and steel at Swansea en- 
joying active conditions. 
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Increased industrial activity in Great 
Britain, America, Holland, France and 
other parts of the world is gradually 
absorbing the surplus stocks of the 
chief raw materials. The latest figures 
show falls of from 12% (tea) to 29% 
(coal) in stocks of the leading primary 
products. So far, these results have 
not seriously affected either our com- 
peting capacity abroad or purchasing 
power at home. British export prices 
rose by only 1.6% in the second 
quarter of this year over last year, 
the cost of living is up only four points 
in the same time; wage rates have also 
risen but 4.3% from their lowest. 


Once more such figures prove that 
the trade cycle is in its second period 
approaching maximum intensity. The 
danger of rising costs has returned. 
Already shipbuilders are feeling the 
effects of higher iron and steel and other 
metal prices on their contracts; so far 
the motor industry has been able to 
offset higher prices by forward and yet 
more efficient production, like many 
others. 

As rearmament is speeded up, the 
holding down of prices will become 
more difficult. Much will depend on 
how skilfully British manufacturers 
are able to buy forward, to improve 
production methods and to substitute 
other materials for those most scarce. 

On the other hand, this upward 
swing of prices is an essential of every 
upward swing of the business cycle. It 
puts money in the pockets of all the 
primary producing countries like 
Australia, Brazil and the Argentine; it 
stimulates buying by the home manu- 
facturer as well as by the foreign 
customer. 


We Must Strike 
This Balance 


HE need of the moment is to strike 

a balance between the rise caused 
by more expensive raw materials and 
wage rises on the one hand, and the 
price that curtails the purchasing 
power of the consumer at home and 
endangers orders from abroad. Every 
major upward swing of the trade cycle 
presents the business executive with 
these problems; they are merely the 
fly in the ointment. 


One secondary effect of rising prices 
shows in the foreign trade figures. The 
heavy rise in raw cotton and other 
materials required for armaments syn- 
chronizing with the rising raw material 
prices has put up the import figures 
substantially. As we export chiefly 
manufactured goods, the rise in the 
money value of exports has been less; 
hence the big increase in the adverse 
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balance. 
This year so far will have accumu- 
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j sible. Output not yet 
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; = Strong industrial demand 
for Durham, Northumber- 
land coals. Other types 
coal also in fair demand. 
Shipbuilding on Tees, 


August alone the figure was 
£26,443,000, compared with {20,078,000 
in August, 1935. The point is: Are 
we living on our capital invested 
abroad? 
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not greatly troubled by this possibility. 
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A few years ago the situation might 
have caused panic; to-day the chief 
concern is with domestic prosperity. 
Should any attempt be made to restrict 
imports the inevitable consequence 
would be to put the brakes on domestic 
prosperity. 

An alternative to this is to seek wider 
export markets. As all home industry 
is being kept busy principally to supply 
home demands, this expansion must be 
slow. But expansion of exports must 
wait upon a revival in Europe and in 
America. America has already revived. 
Gold bloc devaluation should get things 
going on the Continent. 

There is a rosy outlook for the manu- 
facturer who supplies only the home 
market. Sales must go up. What 
dangers exist are chiefly concerned 
with the management’s forethought 
and anticipation. In this respect, rising 
commodity prices present the most 
real danger. 

There is a good deal of discussion now 
on wage levels and on the standard of 
living. Both France and Belgium have 
. raised money wage levels and instituted 
a forty-hour week. In both countries 
costs are up from 5% to 10% in the 
chief industries. Strikes are rife in 
France but not in Belgium. Both 
countries are doing better, as it 
happens, since these drastic changes. 
We may expect these questions to. 
become of burning interest in this 
country in the near future. 

Whatever form such action would 
take it would mean a higher rate of 
consumption of goods per head of 
population. This would be a major 
benefit to the business of this country, 
providing the financing and organi- 
zation of such a scheme were sound. 


Empire Situation 
Is Good 


HE situation in 
Dominions is 
good. 

Rising revenue, despite further tax 
remissions, is the hopeful note to the 
Australian budget. These tax re- 
missions total over £5,000,000 in a full 
year. The Commonwealth revenue for 
the new year jis estimated at 
£82,000,000, compared with £73,000,000 


all of the 
almost uniformly 


of five years ago. For four consecutive . 


years there have been tax remissions. 

The Finance Minister described 
Australia’s economic outlook as the 
best since 1929, With the rising prices 
of wool and wheat, this outlook is 
bound to improve and, therefore, the 
Australian market will improve also 
from a manufacturer’s viewpoint. 

In South Africa similar healthy con- 
ditions exist. Indeed, in all Empire 
countries, including the rich market of 
Canada, conditions are growing better 
as the prices of commodities and raw 
materials improve. 

Empire sentiment here and overseas 
is probably better to-day than at any 
time since the war. The {2,000,000 
Johannesburg Empire Exhibition has 
met with a success which is evident of 
that spirit. 


In addition, the signs of. 


Empire interest in the forthcoming 
Coronation ceremonies and celebrations 
point to the conclusion that this senti- 
ment, coupled with further economic 
recovery in the Empire, will provide 
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British manufacturers with a real 
opportunity to expand their overseas 
trade. Here is the most obvious way. 
to wipe out some of that adverse 
balance. 
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By utilizing a new method that, as 
he shows, abolishes the bulk of this 
drudgery he has been able to alter com- 
pletely the work and outlook of a tre- 
mendous number of office employees in 
the great organization under his control. 

As Mr. Simpson put it to me: “‘Our 
costing clerks are no longer just 
‘clerks’; by relieving them of time- 
wasting hand labour we have elevated 
them to the status of cost ‘actountants’ 
in the widest and best sense of the word. 

“Instead of being unit workers 
anchored to a desk in the office the 
simplicity of the new system has freed 
them. We now encourage them to go 
out into the works, tẹ meet the works 
managers, the foremen, the men them- 
selves and to discuss with them per- 
sonally -the wider aspects of costs, 
manufacturing problems and matters 
which give a comprehensive and per- 
spective view of industrial costing as a 
whole. 


“Under such conditions, these em- 


ployees are no longer bounded by 
particular sets of figures, they see the 
costing side of the organization as a 
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plan. They no longer cultivate an 
office mind which tends for ever to fight 
the production side of the business, 
they see and understand both sides, and 
get a glimpse for the first time of the 
far more pleasant and remunerative 
results of intelligent co-operation. ° 

“What we are doing, therefore,” 
concluded Mr. Simpson, “is to build up 
employees with the broad executive 
type of mind. This is in direct con- 
trast to the result produced by some 
modern systems, which is continuously 
to narrow down jobs to points of ex- 
tremely high specialization until an 
employee so qualified is almost ‘im- 
movable for that particular point. 

“I think it is proof that a work- 
system is a good one if, while abolish- 
ing drudgery and errors and saving 
time, it simultaneously develops the 
human factor instead of contrasting it 
to a mechanical level.”’ 


‘Best Business Opportunities 


Are NOT. Confined to the South’ 


Says M. D. METHVEN, General Manager, North Eastern Trading Estates, Ltd. 
Late Director and General Manager, Tokalon Ltd. 


SHOULD like to counter an argu- 

ment which received editorial 

backing in your August issue, page 
14. In a paragraph headed ‘‘BEST 
BRAINS COMING SOUTH?” opinion, 
is expressed which appears to me to be 
the result of slipshod thinking on the 
part of your informant. Whether his 
premises are,true or otherwise is largely 
open to question, as indeed is suggested 
by the editorial interrogation mark 
which follows the caption. 
‘I doubt if the casual observation of 
one man provides sufficient basis for 
such a general statement. Admittedly, 
he presents ‘ʻa whole list of specific in- 
stances of young executives in engineer- 
ing, chemistry, sales and general 
management who had left business in 
Lancashire, Durham, Scotland, 
even the Midlands’’, but is this list 
truly representative? It is noticeable, 
too, that the North-east of Tyneside, 
Wearside, and Tees-side are omitted. 

Speaking as one who has intimate 
acquaintance with young executives at 
both extremes of the the country, the 
fallacy of your informant’s hypothesis 
lies, to my mind, in the adjectives 
“best”, “ambitios”, ‘‘modern’’, and 
‘‘progressive’’ which he applies to those 
who have emigrated to the easier con- 
ditions of the Metropolis. 

London’s attractions as an entertain- 
ing place of residence are indubitable, 
but that form of magnetism which 
draws youth from other parts of the 
country, is not to be confused with 
aggression or progress, save possibly 
that of the impermanent get-rich-quick 
nature. If your correspondent had been 
- better informed’ he would have known 


and — 


that a recent industrial survey revealed 
that many executives, moving from 
North to South, were as largely in- 
fluenced by the social advantages of 
living in London as by any commercial 
expediency. 

Neither can I agree that boys from 
the big schools and universities in- 
stinctively turn to the South, or, if 
they do, their instinct or that of their 
advisers is certainly at fault. Large 
firms in the North-eastern area, such as 
Vickers, Parsons, London & North 
Eastern Railway, offer as admirable 
opportunities for youth as any in the 
country. Moreover, their system of 
apprenticeship and training is such that 
the progressive mind is fostered for 
speedy advancement. 

Young men, especially those with an 
engineering or scientific bent, make a 
sad mistake if they believe that a 
modern factory lay-out necessarily con- 
tains scope for early promotion within 
its walls. 

The accusation that firms in the 
North are old-fashioned and “‘prefer to 
jog along in the old way” is as absurd 
as it is untenable. Northern indus- 
trialists are men of a keenness, acumen, 
and enterprise, such as is rarely found 
in the more comfortable conditions of 
the South. It is difficulties which 
create character, not the smooth and 
easy path. 

As far as living conditions are con- 
cerned, the North-east provides many 
advantages that are not generally 
known. Glorious open country and 
sea within twenty minutes run by car 
or bus; low rents: houses with gar- 
dens; sport and recreation within a 


few minutes of ‘‘leaving the office’’. 

In respect of the difficulty which 
northern firms have found in acquiring 
suitable modern buildings for expan- 
sion, your informant is out of date by 
just a month, though that‘is no fault 
of his. The new North Eastern Trading 
Estate, initiated under the scheme of 
the Commissioner for Special Areas, has 
remedied all that. 

Not only will your young executive 
brain find all that he requires in the 
way of modern factories, but also he 
will discover a trading estate organiza- 
tion to provide him with facilities which 
it would be impossible to secure by his 
own means. Playing-fields and canteens 
for employees; public cold storage and 
refuse destruction facilities; and a safe- 
guard of his interests in respect of pub- 
lic utilities that he may enjoy the 
advantages usually obtainable only by 
the large-scale producer. 

Neither does he need to spend capital 
on building operations, for factories are 
leased on terms that compare attrac- 
tively with those offering in the South. 

Such advantages as these are seldom 
available to the man setting up business 
in a small factory, with limited capital, 
however modern and progressive may 
be his ideas. 

Perhaps, too, the provisions of 
Special Area Construction Association, 
Ltd. (S.A.R.A.) will turn the wheel in 
the opposite direction, for these are 
specifically designed to help the enter- 
prising young man finance his ambitious. 
venture. It certainly will not surprise 
me in the least if an efflux from South 
to North will be the next evolution in 
the world of industry. 


When every half-hour counts, 


and every half-crown, toa, 
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THE ideal car for the setvice of 
men keen to “do things and go places” 
is the All-British {100 Ford Saloon, amply 
powered, comfortable, quiet, smooth, 
adequately speedy, compact in overall 
dimensions, for ease of traffic-threading 
and parking .:....And the essence of 
neat, businesslike smartness in appearance 


and completeness of equipment. 





You can spend more money than it costs. 
You cannot buy better, more dependable, 


more satisfactory transpott. 


The Local Ford Dealer can deliver the 
£100 FORD Saloon, Taxed and Insured, on 
an Initial Payment of £25. 18-month and 
24-month transactions can be arranged 
with slightly higher initial payments. 
Literature on Request : All Prices at Works : 
Dealers Everywhere. | | 


No Motorist Should be Without The New FORD Book of Maps! Handy in Stze—Easily Read, 1/-. From Any Ford Dealer. 


ED 





FORD CARS, FORDSON VANS & TRUCKS—PROVED BY THE PAST—IMPROVED FOR THE FUTURE! 
FORD MOTOR COMPANY LIMITED, DAGENHAM, ESSEX. LONDON SHOWROOMS: 88 REGENT STREET, W1 
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Free Rep 
advertisers 


on the 


It has been part of the Radio Times service to its 
advertisers to help them widen distribution by 
educating the retailer to the fact that products on 


the Radio Times List* are virtually guaranteed a: 


demand. 
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advertisers well presented reproductions of these ad- 
vertisements containing the name of their product in 
the Radio Times List for their trade. The words ‘We 
are on the Radio Times List’ will be boldly included. 


Travellers can now give their retailer friends 


This has been done by means of advertisements _' „visible and tangible cvidence that the product is 
inserted in the retailers’ own trade papers. These. |~ òn the Radio Times List and is assured of Radio 


advertisements contain the Radio Times List for 


their trade: 


Such is the value attached by advertisers to this 


service that a number have asked 
for reproductions of these adver- 
tisements for the use of their 
travellers. 

The Radio Times has followed up 
this suggestion by offering ail its 





The Radio Times List contains 
the names of products regularly 
advertised in the Radio Times, 
during their own advertising season, 
to the extent of not less than 13 
insertions or the equivalent of 
£1,200 per annum, 


Times demand. 


~ Extensive advertising in the trade press will pre- 
dispose the retailer towards the traveller carrying 


these reproductions. The repro- 
ductions, in quantities up to 100, 
are available free from the Adver- 
tisement Director, B.B.C., Broad- 
casting House, Portland Place, 
London, W.1.Phone: Welbeck 4468 





AN A.B.C. PAPER — — Guaranteed average net sales for 1936 — 2,600,000 per week 
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Sales Up 18°/. in Six Months 





By this Simple ‘News Service’ 


To Travellers 


By HENRY T. CUTBUSH 


In The Field 


Sales Manager of a Foodstuff Distributing House 


system of reports to the sales 

management department at head 
office from the salesmen in the field is 
that the system will defeat its object 
unless it is skilfully handled. 


Or of the dangers of an elaborate 


‘This is One Disadvantage of 
Travellers’ Reports 


I have noticed from personal observa- 
tion that the more the report system is 
insisted upon, the more likely it is to 
build up a watertight statistical depart- 
ment at the head office end and fail, on 
the other hand, to produce any facts 
that will be of practical help to the 
management in properly backing the 
salesmen in the field. 

It is indisputable that in very many 
firms up and down the country a 
tremendous waste of time and energy 
takes place through the mishandling of 
reports. 

It is my opinion that any report 
insisted upon from the travelling sales- 
men should be able to stand up satis- 
factorily to this test: Does it provide 
the management with data that is of 
actual use for (a) expanding the busi- 
ness; (b) more easily controlling and 
helpfully guiding the salesmen?. 

Unless these two conditions can be 
unhesitatingly answered in the positive, 
I say—scrap the report. 


Valuable Information Buried Away 
in the Files 

In many firms the fault is not always 
the types of reports that are insisted 
on, but in the fact that executives do 
not make full use of the data which the 
reports provide. Many an excellent 
system of detailed reports is -entirely 
negatived for the simple reason that 
much of the vital matter, provided is 
not turned to the most effective use, or 
that it is left in the files and not used 
at all. 

When I joined my present concern, 
I found this to be exactly the case. 

We have a fairly large sales force, 
about forty travelling representatives, 
and these people were turning in the 
most copious reports daily. The retiring 


sales manager’s office was packed with 
all sorts of information about the 
thousands of the firm's customers. 

All this data was used chiefly for 
making up graphs and charts showing 
the progress of sales in total, in each 
area, by each product, for each sales- 
man, in price, quality and soon. Quite 
a good scheme, of course. Such a good 
—and laborious—scheme, in fact, that 
it kept a sizeable statistical department 
busy at head office doing nothing but 
a lot of pretty art work of which the 
management was extremely proud. 

This ‘‘art work’’ did, of course, put 
the figure details from the reports into 
a very readable form. The graphs 
showed the sales positions extremely 
well. But other sorts of information— 
very valuable notes about customers, 
their peculiarities, credit standing, 
special needs, etc.—-were not used at 
all. It had accumulated into tremen- 
dous volume and lay dead in the files. 


The Salesmen’s View Gave a 
New Line of Thought 
I decided, therefore, that it would be 


a good thing to find out exactly how 
all this report business was regarded by 





The traveller gets a history of 

every customer he calls on, plus 

advice on how to handle any 

knotty point involved in the 
account 


the salesmen themselves. With this 
object I went out on the’ road for a 
couple of weeks with one of the sales- 
men whom I selected as a bright, 
enthusiastfe young man. 

I learnt a good deal from this young 
felow—call him Smith. This was the 
sort of thing he said to me: ‘‘As a sales- 
man I make up reports each day show- 
ing the calls I have made, the orders I 
have taken, the potes and comments I 
have heard and those I wish to make 
myself, and so on. Now all this takes 
time. Every six weeks, when I have 
completed my territory, I start the 
whole process again. In the meantime 
I have received a lot of charts and cor- 
respondence from head office which I 
am supposed to study. My experience 
is that they are of little help to me in 
actually approaching and dealing with 
my customers. It is true that I get a 
grand bird’s-eye view of what the com- 
pany is doing and how I stand in rela- 
tion to others in my group and how the 
group stands in relation to other groups. 
I also get full information about our 
products, theoretical suggestions about 
selling and things like that. But I do 
not get an intelligent, helpful guide in 
my calling on a customer. 


Sales Force Wanted Help 
Not Statistics 


' “Each time I call I write out a report. 
I have so much to do and to think 


, about that I cannot remember many 


vital little points that occurred in my 
past calls on any particular customer. 
Nevertheless, I have faithfully recorded 
every item of interest about him and it 
is all on file at head office.’’ 

Here, I thought, was the crux of the 
situation. The salesman didn’t want 
statistical information about the sales 
position of the rest of the company, but 
he did want an intelligently made out 
list of hints and tips relating to his 
own customers. As Smith said: “I’ve 
already given head office all the neces- 
sary facts in the form of brief notes; 
why don’t they list these in useable 
card form, adding useful comments and 
suggestions of their own, and return 
them to me?” 

There was a lot of sense in the ques- 
tion, and I set about thinking how it 
could be done. ' 


This Card System Gave the 
News Service 


I decided to develop a file for each 
man in each territory containing a card 
for every single customer. On that card 
would be recorded all vital information 
such as: the type of goods usually 
bought by the customer; the amount of 
goods; the lines he once bought and the 
lines he occasionally buys; the amount 
of credit he is good for; particulars 
about any special discounts; if he has 
paid his last bill or when he last made 
a payment; goods he has never bought 
and which he ought to buy; a brief 
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account of any vital problem or query 
he has raised; and so forth. If this kind 
of information was recorded on a card 
and the card sent to the salesman, he 
would then be informed fully of all he 
needs to know about the man who is 
his next call. 

At head office we naturally knew the 
route each salesman travelled each 
week, so that the files could he arranged 
in weekly journeys. I even foresaw that 
we could check up on these journeys to 
see if the salesmen had planned them in 
the most economical way as to the 
ground covered. If they had not done 
so, we could amicably settle upon a 
rearrangement. ae 

It took a full two months to initiate 
this system of journey cards, getting all 
the latest information set down from 
the reports and the cards arranged into 
the various routes. But while this was 
being accomplished, we called all the 
men into head office for a one-day con- 
ference. The scheme was put before 
them, the point being emphasized that 
it was being done as a sales help. It 
appealed to the men from two angles: 
they appreciated it as the first time that 
real assistance was forthcoming from 
headquarters; and secondly they saw 
that their reports were at last going to 
be of some real use. 

While not interfering with all the 
statistical sales data which the manage- 
ment produced for its own use, I 
reduced the amount sent out to the 
salesmen. It was decided to send out 
into the field only one monthly chart 
showing the positions of all representa- 
tives. This, we considered, would be 
enough to let each man know how 
things were going. 


Each Salesman Gets Journey Cards 
Jor the Week 


Every Monday morning, however, 
each man now gets his journey cards 
for the week. One card giving a little 


” 
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history and some practical advice ori 
each customer to be called on. 

After six months of full functioning, 
I was very anxious to know how the 
scheme was working out in the matter 
of actual results. From the monthly 
sales figures it had been evident that 
there were increases in business, but I 
considered that six months was the 
minimum time over which a general 
average increase should be looked for. 

When the result was worked out a 
definite total increase of twenty-eight 
per cent over the corresponding period 
of the year before was shown. But 
from this had to be deducted about 
twelve per cent which was estimated, 
from the trend figures, to be about the 


"Tus plan was just a matter of 
USING the information sent in on 
the Salesmen’s Reports (instead 
of letting it lie dead in the files) 
and of returning it to them con- 
structively, written up, together 
with answers to their queries and 
advice on difficult points 
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increase that would normally have 
taken place. So we had a clear gain 
of sixteen per cent in actual sales in 
the first six months. 

I mentioned just now that at the 
beginning of the scheme I foresaw the 
possibility of making economies by 
replanning some of the travellers’ 
journeys. This was done and a con- 
siderable saving was made in two ways: 
(1) in some cases actual mileage was 
reduced, thus saving car expenses; (2) 
in many cases the replanned routes took 
in additional calls so that the salesmen 
made more effective use of their time. 


THE BROADER VIEW 
By ROBERT R. UPDEGRAFF 


Mere Trifles 


ICHAEL ANGELO was one day 
explaining to a visitor at his studio 
what he had been doing to a statue 
since a previous visit. “I have re- 
touched this part, polished that, 
softened this feature, brought out that 
muscle, given some expression to the 
lips, and more energy to that limb.’’ 
“But these are trifles,” remarked the 
visitor. 

“It may be so,” said the master 
sculptor, ‘“‘but recollect that trifles 
make perfection, and perfection is no 
trifle.’’ 

This is an old story to most of us. 
But we seem not to realize that the 
same principle holds true, whether our 
task be the production of -goods, selling 
them, or performing some direct or 


indirect service to the public. In every 
business it is very often the ‘‘mere 
trifles’’ that count most in the end. 


Advertising and Selling 


VERYONE knows what selling is, 

and what advertising is, too. But I 
find that many of us do-not see-clearly 
just how the one function complements 
the other in actual practice. Sometimes 
this results in inter-departmental mis- 
understanding, and occasionally in sales 
and advertising appropriations that are 
out of balance. 

Essentially the difference between the 
two is that selling starts the product 
toward the public, whereas advertising 
starts the public toward the product. 
Public and product meet at the point of 
sale—either in some retail shop or at 
the desk of the buyer. There are times 


$ 
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and act for themselves. 
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Next there was a substantial gain in 
goodwill as between the travellers and 
head office. It took away the feeling 
among the men that they were playing 
a lone hand in their territories. It gave 
them a fillip to feel that their personal 
difficulties were being looked after and 
that an actual and live contact now 
existed between them and head office. 

Not less important than this was the 
reflection it had on the travellers’ cus- 
tomers. Their needs and wishes were 
more closely met, and their goodwill 
with the travellers was increased. 


Secured More Advantages Than 
Mere Sales Increase 


At head office it enabled a more 
accurate grading of customers to be 
made. The making out of the journey 
cards brought the details of each indi- 
vidual retailer more prominently to the 
notice of the sales department. Actu- 
ally we found a small percentage of 
accounts which we were able to advise 
our travellers to drop altogether. 

These accounts were shown by the 
reports and our own subsequent investi- 
gations to be unprofitable. It is doubt- 
ful if any other simple means would 
have revealed this small but definite 
drag on profits. It had, of course, been 
going on for years. $ 

Similarly, the system also threw into 
prominence the most live and enter- 
prising accounts, so that we could 
advise the travellers on how best to 
develop these to the fullest possible 
extent. The little notes sent out on the 
appropriate cards was all that was 
necessary to do this. 

Another important advantage from 
the sales management point of view was 
that the scheme tended to make the 
firm’s position more secure in any terri- 
tory in the event of any traveller 
leaving. A new man taking over the 
area could be given, in black and white,. 
valuable details that it would otherwise 
take him months to secure on his own. 


when one function alone can bring the 
public and the product together. 
Usually, however, it is more profitable 
to move the product and the public 
toward each other simultaneously. 


Creating Experienced Executives 


HE head of a large business told me 

the other day that he would rather 
have his own organization develop and 
execute.a mediocre plan than to have a 
superior plan imposed from the ‘top. 
This is no doubt an exaggeration but 
his point is well taken, for the younger 
men in a company must learn to think 
Only by doing 
this will they grow into more respon- 
sible, more experienced executives, 
capable of operating the business when 
their superiors drop out. 

It would be easy to carry this prin- 
ciple too far, but at,the same time there 
is much to be gained from its judicious 
application. 
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Why Not Use 


GRAPHS to Simplify 
Control of Carriage Costs? 


By JAMES L. COURTNEY 


HE graph, properly used, is a 
great aid to the quick interpreta- 
tion of the trend of figures in any 
particular direction. The use of graphs 
in a dispatch department, however, is 
not very widely applied, yet I suggest 















MONTHLY, ANALYSIS OF COST PER TON MILE. 
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Fig. 1., above, shows an 
analysis of cost per ton 
mile of goods carried in 
each section, very ‘useful 
figures when discussing 
carriage rates. 

Fig. 2., below, shows the 
simple extension of these 
figures into a monthly 
graphical scale. The fluctu- 
ations in rates revealed in 
this way enable a closer 
control to be kept. 


Jen: Feb: Mar: apr: Yay, 


that it is here, as much as anywhere 
else in the organization, that the use of 
graphs can prove of value. 

The dispatch manager is responsible 
for costs and he should,- therefore, be 
directly interested in the problem .of 
cost per ton mile for the dis- 
patch of goods to various 
localities. The graphical con- 
trol method shown here has 
been successfully applied in a 
large organization and has re- 
sulted in a definite reduction 
in costs as well as a more 
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Irregular Publishing Date 


Increased - 


This Catalogue’s Appeal 


western part of London has just 

tabulated results on a simple 
experiment, carried out over the past 
year, which has brought about a total 
increase in sales of over 1a per cent. 

For several years the firm has. brought 
out a monthly newspaper delivered free 
to 40,000 customers. The editorial con- 
tents of this paper concern what has 
happened and what will happen in the 
store; the rest is made up of advertise- 
ments for seasonal goods or special 
bargains. The paper has always 
appeared regularly on the first of each 
month. 

A year ago the firm announced that 
in future the newsp&per would appear 
at irregular intervals and only at times 
when they had something of special 


N LARGE department store in the 


By JOHN VERNEY 


interest to say to customers. They felt 
that by doing this they would eliminate 
the ‘‘monthly circular’ feeling, give the 
newspaper’s publication an element of 
surprise and add weight to the avowed 
policy- of publishing only when there. 
was something important to tell. 

In addition, it was decided to print 
occasionally in two colours. This was 


-reserved -for really important occasions. 


As most of the goods advertised in 











XPERIENCE is rightly capital- 
ized when you use. it in the 
formation of your subsequent judg- 
ments. 
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distinct control of methods of dispatch. 

The organization’ concerned dis- 
patches textile and rubber goods to all 
parts of the country and go% of the 
goods dispatched are sent by road 
transport. The country is divided into 
six main sections as follows : 

(Note: The factory is situated in 
Central London.) 


Section A. Radius of a miles from London 


” B. + , 7 ” Birmingham 
a C. os P 199 Py 3 eeds 

w D. i „ 100 » » Ipswich 

as E. a ” 100 2» » Southampton 
a? F, a? +? 100 a a5 Cardiff 


It was found that this analysis cov- 
ered the normgl deliveries of the 
company in the British Isles. In other 
organizations this would, of course, 
have to be adjusted. Records were 
kept of the total amount invoiced for 
the transport of goods to each of these 
sections, together with a note of the 
weight carried. In Figure 1, therefore, 
is shown an analysis of cost per ton 
mile of goods carried to each of these 
sections. From this table can be ascer- 
tained, not only the cost per ton for 
any section, but also the cost per ton 
mile; both these figures proving 
extremely useful in discussing rates and 
bargaining with carriers. 

Figure 2 shows the simple extension 
of the cost figures to a monthly graphi- 
cal scale. It will be found in most cases 
that there is a distinct difference 
between the cost per ton carried in 
different sections and that the costs 
vary considerably from time to time. 
By studying the trends of these various 
costs it will be found that certain 
adjustments can be made which will 
result in economies; the aim of the 
dispatch manager being to maintain 
each cost line at the lowest point 
throughout the year and to prevent any 
undue rise. 


the paper were of the kind that 
attracted immediate buyers, results 
were easy to watch in detail. It was 
found, for instance, that the two-colour 
issues pulled 19.3% extra sales on an 
average for the four times they were 
used. Ordinary one-colour printing of 
the paper produced varied results. It 
was shown, however, that the same 
goods at the same prices sold more 
heavily when advertised in the two- 
colour issues. 

The total sales increase per issue for 
the year amounted to 12.4%. An 
important point is the fact that 13 
issues instead of 12 were made. In 
some months, June, for example, three 
issues were made because of sales, but 
on other occasions two months elapsed 
between issues. The firm is continuing 
this successful policy. 
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HENEVER a dispute arises—or at 
\ Ñ j any other time for that matter——-let 
your employees recognize that you 


know they have ability. To decry their 


skill or their judgment refiects upon your 
selection of them in the first place. 
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HE Automatic Electric Co., Ltd., of 

the Strowger Works, Liverpool, 

have received from the New South 
Wales. Transport Department a £25,000 
contract for the installation of automatic 
trafic signals in Sydney. Twenty im- 
portant road junctions are to be equipped 
as an experiment. 
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MANCHESTER firm has just com- 
A pleted what is believed to be the 
largest reinforced concrete cooling tower of 
its kind in-the world. It is for the Lan- 
cashire Electric Power Co., Ltd., at their 
Kearsley power station. 

A contract for a second tower at Kears- 
ley has been placed with the constructors, 
who are also engaged on similar structures 
in London, Birmingham, Nottingham, 
Gloucester and Market Drayton, but none 
is as large as the tower at Kearsley. The 
constructors are Fred Mitchell & Sons, 
Ltd. 
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ANCASHIRE-MADE glass will play a 

big part in one of the most ambitious 
schemes ever planned by a public 
assistance authority, that of the Lennox 
Castle Institution for mental defectives at 
Lennoxtown, near Glasgow, which is 
being built at a cost of £1,250,000. There 
are 2,015 windows in the building and for 
these Pilkington Brothers, Ltd., of St. 
Helens, Lancashire, are producing 
more than 50,000 sq. ft. of special glass, as 
well as 1,361 sq. ft, of armour-plate glass— 
which bends and will withstand violent 
impacts—for mirrors. 
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ORE mills formerly employed by the 

cotton industry are being adapted by 
new industries. East Lancashire, in par- 
ticular, is attracting attention, and Black- 
burn is becoming a big centre for the 
slipper-making industry. Two firms are 
already busily engaged, and two more are 
to start in the near future. 

A Manchester firm has taken over 
another former cotton mill for the manu- 
facture of raincoats, whilst another is to 
be utilized for silk manufacture. 

A former cotton mill at Gee Cross, Hyde, 
near Manchester, is to house a new 
industry, where W. A. C. Mountain, Ltd., 
of Bredbury, Cheshire, have had to seek 
new premises to cope with the heavy 
demand for rice starch. 

A former cotton spinning mill at Spring- 
head, near Oldham, is to house a new 
industry—that of the manufacture of cork 
board. James Connolly & Sons (Man- 
chester), Ltd., of Trafford Park, have 
taken over a mill and alterations are in 
progress for operations early next year. 
The increasing use of refrigerators has 
given a fillip to the industry, cork board 
being used for insulation. 


NE of the largest factories in Eccles, 

near Manchester, has been bought by 
a paint firm with a view to centralizing 
their activities amd meeting the bigger 
demand for paint and varnishes. The firm 
is England, Hughes & Bell, Ltd. 


+ 


Ta Lytham Shipbuilding Company 
announce five new vessels being laid 
down at their shipyard on the Lancashire 
coast near Blackpool. Work will be pro- 
vided for a year for two hundred men. 


+ 


HE latest returns of the Mersey Docks 

and Harbour Board show a steady 
impravement in trade. For the past three 
years the figures of vessels inwards and 
outwards at Liverpool have been rising. 
Compared with the middle of 1933 the 
increase in the tonnage of vessels using the 


NEW FACTORIES AND 
EXTENSIONS BUILDING— 
NEW PRODUCTS— NEW 


MARKETS —- BIG ORDERS 
AND CONTRACTS IN HAND 





port is approaching 3,000,000, while the 
weight of goods handled has increased cor- 
respondingly. 

This substantial improvement is dis- 
cernible in the large amounts of work now 
in hand at the Merseyside yards of 
Cammell, Laird & Co., Ltd. By the end of 
the year it is likely that the new tonnage 
launched in 1936 will be at least 60 per 
cent greater than that of 1935, while the 
firm will still have on hand eight merchant 
vessels which will not be completed until 
1937- In addition, several big naval 
contracts are in hand. 


ee 
HE well-known paint manufacturers, 

| Dickinson & Son, of Church (Accring- 
ton) have taken Nook Works, Oswald- 
twistle, with about 37 acres of land. 
The firm will start the manufacture of 
lines new to this country—certain fine 


chemicals for pharmaceutical and indus- 
trial purposes. 


¢ 


EDUCED unemployment is recorded 

at five leading South Wales ports. 
There is a shortage of engineers and crafts- 
men. 

A large new paper-making factory being 
built at Cardiff is expected to employ 
about 2,000 persons. 

In spite of loss of the Italian and 
Spanish markets Welsh coal exports are 
rising. There was a jump of 200,000 tons 
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in shipments during one week in August, 
mainly to South America. 

Iron ore imports show continued in- 
crease. Cardiff's import trade for first 
seven months of the year was nearly 
100,000 tons better than last year. 


+ 


COMBINED scheme of moderniza- 

tion and extension of plant now being 
embarked upon at the National Oil 
Refineries, Llandarcy, Glamorgan, is 
estimated to cost {105,000. Extensions 
will probably take a year to complete and 
will ensure increase, especially in the 
manufacture of lubricating oil. 


@ 


TEEL manufacturers in South Wales 

are modernizing plant and production 
methods to regain export trade. 

The Albion works of the Briton Ferry 
Steel Co., Ltd., re-equipped at a cost of 
over £250,000, are now claimed to be one 
of the most modern steel plants in Britain. 

The works will be producing at full 
capacity shortly with a weekly output of 
nearly 5,000 tons of steel bars. Most of | 
the product will be absorbed by the firm’s 
own sheet and tinplate works, which are 
extending export trade. 
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FACTORY for the manufacture of 

esparto board and paper coating is to 
be built on a site adjoining the extension 
which has been built at the Ely Paper 
Mills, Cardiff, for the production of vege- 
table parchment. Construction will be 
put in hand shortly and be completed by 
the end of the year. It will probably be 
the largest coated-board and paper mill 
in the country. 


+ 


ONSIDERABLE extensions of plant 

and buildings at a Cardiff rope factory 
are announced in anticipation of further 
revival in the local shipping trade. New 
plant is to be installed at the Dixons, 
Cardiff, and South Wales Rope Works, and 
a contract for the erection of a large hemp 
store has been placed with a local firm. 
Work is to be put in hand immediately. 


+ 


NEW provender mill is to be estab- 

lished at Newport docks by an impor- 
tant firm in the retail corn trade of Mon- 
mouthshire. Up-to-date machinery is to 
be fitted for handling and grinding maize, 
barley and oats. The premises and plant 
will be ready towards the end of October. 


+ 


HE Birmingham jewellery trade, 
always regarded as a barometer of 
national prosperity, is busier than it has 
been for many years. In particular the 
last few months have shown a very big 
advance. Several firms are extending 
their premisés, and an acute shortage of 
labour is reported. l 
The improvement is being felt in all 
sections of the trade, but the increased 
demand for better-class and more expen- 
sive articles is particularly encouraging. 
More gold watch cases are being made, 
while one firms states that never before 
has it sold so many gold cigarette-cases 
costing between £30 and £40 than at the 
present time. The increased demand for 
gold articles is shown by the fact that the 
weight of gold wares assayed and marked 
at the Birminghant Assay Office during 
the past year shows an increase of nearly 


(Continued on page 52) 
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This steel desk 45” x 34”, has non- 
glare “Artolin’” top (the ideal writing 
surface), a knee-space drawer, a box 
drawer, and a quarto vertical file. ; ' 


x8 19 0 







P 7; “COMMERCIAL” Series 


An ART METAL desk is more than a mere desk, it is _ A roomy steel desk, 6o” x34” non-glare 
a real working partner. The drawers can! be divided up Artolin” top, four box drawers, centre 


: gy ; : : drawer, and vertical file. One of man 
with partitions, fitted with stationery holders, card-indexes ifr models. 


etc.—your desk is always tidy—everything right at your £11 10 0 
finger-tips. Drawers run smoothly always—never sticking, 


never jamming, TYPISTS’ TABLES 


$ , 00 x Large range of low-priced tables from 32/- 
Write for Catalogue No. 609 upwards with enamelled steel tops. Model 


shown costs £3 13 0 or £3 3 0 with open 
back. 
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OFFICES AND FACTORY : LONDON SHOWROOMS: 
201 Buckingham Palace Road, Alexandra House, 
London, S.W.1 31, Kingsway, : 


Telephone : Sloane 5201 (6 lines) ; London, W.C.2 


CH ECKMATE! Miss A. is heard to protest, with justice, that she can’t be in 


two places atonce. When she’s busy on notes for Mr. B., how can she take down dictation from 
Messrs. C. & D..as well? Consequent hold-up of C. & D.—both of them pusy executives 


with letters requiring immediate answers and lots of other work 
they want to turn to. THAT DELAY COULDN'T OCCUR if 
the office were equipped with the Ediphone Voice-Writing System. 
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The new Edison principle of Balanced Voice-Writing is the 
greatest advance madé in the development of the dictating 


~- 





machine—ensuring accuracy and clearness of reproduction. FREE 


DEMONSTRATION 


Every responsible executive is invited 


40: techni, . S a 


Write for full par- 
ticulars to THOMAS 
EDISON LTD 


to ‘*sample” Ediphone Voice-W riting, 
without obligation. You buy nothing 
until the Ediphone proves its advan- 


Edi hone uii 
Information about the latest Edison 


invention, the Telediphone, is now avail- 
able. One of its many valuable uses is 


Mieco rls House, Balanced Voice = Writing to take down a verbatim report of 


Southampton Row, 
London, W.C.1. 





telephone conversations. 


Branches and Dealers in all Principal Cities 





XECUTIVES ‘and other officials are invited to apply for this 
E ‘illustrated handbook. Its~76 pages include valuable informa- ` 


tion on Causes of Fire, Principles of Extinction, Fire Insurance 

Rebates, Fire Prevention, and full particulars of up-to-date Fire 

Extinguishers and Appliances to cope with all classes of fire risks. 
WRITE NOW TO DEPARTMENT "B", 

THE PYRENE COMPANY LIMITED 

GREAT WEST ROAD, BRENTFORD, MIDDLESEX 

AT RE aE SE SON DEST, ee 


CRITTALL WYN DOFAN | 


ensures that crystal clear atmosphere 
in your office or study essential to 
efficient work and clear thinking 


Draughtless, silent and trouble-free 


RICHARD GRITTALL & CO. LTD., BUSH HOUSE, LONDON, W.C.2 


TELEPHONE: TEMPLE BAR 7777 
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WORKS MANAGEMENT & CONTROL 
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=- COVENTRY— Centre of England 


and City with the 
“Cream of Skilled Workers” 


IME, it has been said, proves the 

truth or falseness of all things, 

and this maxim holds good in the 
test of an industrial centre as well as in 
the realms of abstract thought. 

There are new industrial centres that 
have yet to stand time’s test. The city 
of Coventry is not among these, for here 
is a centre whose name has expanded 
with the expanding world. When. Eng- 
land struggled out of obscurity, Coventry 
existed. When England becamea world 
power and the Industrial Revolution led 
to ever-growing wealth, this Midland 
city grew with it. 

A record of over a thousand years of 
industrial existence is no mean boast. 
The whims and fancies of a score of 
generations are lost in such a record. 
To-day, where once men shaped and 
carved and polished with cunning hands 
the vast machines of modern industry 
respond to a like artistic touch. 

To harp on the past may seem out of 
place in an investigation of industrial 
possibilities of an area; but this is not 
the case. Coventry is the first and only 
place at which I have been told that an 
industry was started because of the high 
name of Coventry-made goods. 

“The quality of Coventry goods and 
the standard of workmanship behind 
them are known throughout the world,” 
one manufacturer told me. ‘‘That is 
why I started an entirely new industry 
here. I knew that if people saw that 
my goods were made in Coventry “they 
would know that they were good. 
deed, I can claim that this has been the 
case. In 18 months I have increased 
my output seven times.” 

There speaks ‘the past. Goodwill 
built up by generations of skilled workers 
providing a new industry with a recom- 
mendation for its goods. Results show 
that this manufacturer’s judgment was 
wise. It is an adverfisement in itself 
for a product to be made in this ancient 


city. 


Nor was the business man quoted'the 
only one to put forward this reason for 
locating in the district. Others men- 
tioned it. Some of them were small 
manufacturers, some large. 


‘Skilled Labour’ Was The Biggest 
One Reason 

The high standing of Coventry-made 
goods reflects, of course, on the skill of 
the engineers, mechanics and other 
workers who live there. It is true to 
say that almost a hundred per cent of 
the manufacturers in Coventry located 
there because of the skill of the workers. 

Let us see what a few of these manu- 
facturers have to say about their 
labour. 

MR. W. A. WEAVER, director of 
Coventry Victor Motor Co., Ltd., 
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Riggers at work on new type air liners at 
Armstrong Whitworth Aircraft Ltd. 


said : “The mentality of the people here 
is suitable for high-class engineering 
work. In my opinion there is no doubt 
that they are the finest workers in 
England.” 

Mr. Weaver, who has had many years’ 
experience of Coventry workpeople, 
explained how he had decided to locate 
in Coventry when he started his firm 
because he knew that there was no 
better centre of skilled labour for all 
types of engineering work. He is still 
of that opinion even though his company 
now operates on an international scale 
and has factories on the Continent and 
in America. j 


This College Will Train 
Men For YOU 

One important feature mentioned by 
Mr. Weaver was this: the supply of 
highly skilled engineers, mechanics and 
others is kept up by the thorough 
training schemes put into effect by the 
city. Not the least part of this scheme 
is the new Technical College, a huge 
school which was built last year. Well 
over 3,000 senior students are now 
taking courses there. 

If an incoming manufacturer should 
find that there are not courses at the 
college covering the type of work carried 
out in the factory, he will find the 
authorities pleased to extend studies to 
take in that type of work. It is this 
sort of co-operation which helps to keep 
plentiful the-~ wealth of skilled labour 
available in the city. 

“I think our training here is one of 
the reasons why we have kept up our 
standards of skilled labour even through 
the years of depression,” said Mr. 
Weaver. 

And here, it might be pointed out, 
the city’s population is now approaching 
the 200,000 mark. Less than 4 per cent 
are now unemployed. The new manu- 
facturer, however, need not worry about 
labour supply. The city attracts the 
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best skilled workers from outside. The 
most enterprising and vigorous men and 
boys from the special areas find their 
way down to this Midland centre and 
obtain steady jobs. 

Typical of the enterprising young 
firms now flourishing in the district is 
Coventry Cees Ltd., manufacturers of 
juvenile cycles and wheel toys. Here, 
MR. J. H. GHAPMAN, director of the 
firm, told me how in less than 18 
months his firm had grown from the 
production of 30 cycles a week to 300. 

“As you see,” he said, “we have here 
boys and young men who are as clever 
and intelligent at their work as any you 
will find in the land. * It was because of 
this high degree of skill that we started 
here with an entirely new industry. We 
knew it was an asset in starting a business 
to market goods produced by Coventry 
mechanics.” 


VARIETY Of Skilled Labour 
~ Is the Big Asset 


There is a tendency to think of the 
labour market at Coventry as supplying 
only skilled workers in the engineering 


oe an 


and metal-working industries. This is 
untrue. There is variety in the quality. 


Coventry has well over 300 factories 
within its limits. There are over4oo differ- 
ent trades, most of which call for highly 
skilled and at least semi-skilled labour. 

MR. C. R. DAWTREY, director of 
Airlite Trailer Co., Ltd., gave a good 
instance of this variety of labour. 

“I would say that the presence of 
skilled labour was the most important 
consideration that led to this firm 
locating in Coventry,” he said. “You 
see, there is such a wealth of labour here. 
We employ skilled coach-builders and 
trimmers, cabinet-makers, painters, 
smiths, engineers, etc. All our em- 
ployees are"drawn from the city.” 

Again, as MR. N. J. SMITH, direc- 
tor, Cabinets (Coventry) Ltd., pointed 
out: “Its a mistake to think there is 
only the engineering type of skilled 
labour here. There's labour of every 
description available. That’s one reason 
why we came here.” j 

MR. C. B. METCALFE, director of 
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‘400,000 within a 12-mile radius. Within 
a 50-mile radius is included such valu- 
able centres as Birmingham, Notting- 
ham, Leicester, Derby, Wolverhampton, 
Worcester, Gloucester, Stafford, and so 
on. London is only 94 miles distant, 
Bristol 98, Manchester, 96, Liverpool 
112, Hull r41. 

To all these centres quick rail and 
road services are available. Further, 
the city is linked to the canal system, 
and goods can travel north, south, east 
and west by waterway. Raw materials 
can be brought in this way. 

The advantages of such a central 
location would be great to most indus- 
tries. To a firm such as Airlite Trailers 
Ltd., for example, it is inestimable. As 
Mr. Dawtrey explained : “Our customers 
generally come to our works to take 
away the irtrailers and caravans. If, for 


“ea instance, we were in the north, west, or 





A 4,000-lb. steam drop hammer at 
Thos. Smith’s Stamping Works Ltd. 





Metcalfe Ideal Products Ltd., MR. 
J. A. S. GIBB, director Charles 
Weston & Go., Ltd., and MR. G. 
EASTWOOD, director of British 
Pressed Panels Ltd., all said that 
Coventry labour influenced their firms 
in locating in the city. As one of them 
declared, in Coventry they were able to 
“get the cream of the skilled workers in 
this country.” 


Almost Dead Central to All 
Home Markets 

So much for Coventry labour. Next 
to labour the greatest drawing power of 
this area is its central position. Many 
places claim to be the ‘centre’ of Eng- 
land, To be precise, the actual centre 
of the country is within three miles of 
Coventry, so the city’s claim is sub- 
stantially true. 

A glance at the map will reveal what a 
neutralising effect on distances to the 
markets of England this has. The city 
itself has a “home market” of some 





Highly skilled work : winding components of fractional h.p. motors at the British 
Thomson-Houston Co’s. Coventry factory 


down south, think of the difference it 
would make to the distances most of our 
customers would travel. Besides, when 
we have to deliver a trailer our costs are 
cut down considerably. Time, too, is 
shortened. A central position such as 
this succeeds in averaging out time and 
costs in shipment of goods to all parts 
of the country.” 

Mr. Smith, of Cabinets (Coventry) 
Ltd., looked at the central location from 
a slightly different angle. His firm is 
chiefly concerned with centres of build- 
ing. They supply all kinds of wood 
mantels, office furniture and general 
cabinet work. 

“I have had experience of manufac- 
turing in other parts of the country,” 
Mr. Smith stated. “There is no doubt 
that there is a bigger market for us 
within a 50-mile radius of Coventry than 
in any other part of the country. That 


‘1S One reason why we started here.” 


These are typical instances of reasons 
that influenced most of the firms to 
locate in the city. Even for export 
trade, when it is mixed with home trade, 
the district was praised. For example, 
Mr. Metcalfe said: “I find that there is 
not only a big immediate market here, 
but that it is an excellent base for sales 
all over the country. We do a fair 
amount of export trade, and to my mind 
we are very well situated here.” 


These Are Other Reasons 
That Attract Firms 


It is difficult to assess the value of the 
various reasons why firms choose any 
one spot from which to operate. The 
particular ‘needs of individual firms 
accentuate the value of one reason 
against another. It is possible, how- 
ever, to acquire a list of reasons which 
are shared by the majority of firms. 
The presence of highly skilled labour 
and the central position of the city are, 
for instance, the two outstanding attrac- 
tions of Coventry. At the same time, 
there are a number of secondary reasons. 
The chief of these are : (1) Nearness of all 
kinds of raw materials; (2) Presence of 
kindred or interlocked industries; (3) 
Availability of suitable buildings at 
moderate rentals; (4) Excellence of the 
various services; (5) Availability of 

(Continued on page 39) 
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Big Business or Small .. . 


This System 
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Simplifies Your Book- keeping 


T acea has recently been intro- . 


duced a system of accounting 
which reduces the time, labour 
and expense of all phases of book- 
keeping. It is a system that has the 
advantage of being just as usable and 
economical to the very small firm as to 
the medium or very large concern. It 
is, in fact, already being used by single 
retail shops and by manufacturing con- 
cerns with world-wide connections. 
The essential point about the system 
is that it does not depart from the 
ordinary principles of double-entry 





This illustration shows the recording tablet 

with journal and ledger sheets clamped into 

position and ready for use. The bar on the 

left-hand side ae locks the sheets into 
place 





book-keeping. What is more, any 
existing system can be adapted to it 
without the least difficulty in change- 
over. 


These Items Are Necessary For 
Installing the System 


. Suppose you intend to install this 
system in your business, there are three 
essential items which you must have: 
(a) the only piece of mechanism in the 
system, called a “‘recording table”; (b) 
specially ruled forms for your journal, 
ledger and other sheets; (c) a cabinet for 
holding the arrangement of the ledger 
sheets. . 

Although not an essential, you should 
also have signal tabs for the perfect 
working* of the system. We will deal 
more fully with these tabs later. 

The system depends on the perfect 
alignment and accuracy of the several 
entries which you make at one writing. 
This manifolding is carried out through 
carbons whereby the ledger, journals, 
statements of accounts, etc., are written 
directly from the original sources of 
information. 

If all these writings are to be carried 
out in one operation, exact registration 


~ 


of all columns on all the sheets involved 
is obviously a necessity. It is for this 
purpose that the recording tablet has 
been devised. It is a flat piece of metal 


equipped with bars on the left-hand . 


side that lock into place any sheets 
being used. It is also equipped with 
line indicators so that you can see 
immediately that the sheets put in are 
in dead registration one with another. 
There is nothing complicated about this 
clamping device; sheets can be changed 
rapidly and without any trouble. 


How Accurate erm 
| is Secured 


It is not confined to hand meer 
however. Where typed accounts and 
typed statements are required, the 
system may be performed with a special 
machine that can technically be classi- 
fied asia high-grade typewriter with (a) 
automatic alignment and (b) multiple 
front feed. 

Both these devices make the machine 
suitable for the most complicated 
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These, are four- | 
purpose signal tabs. Bi 
They § give informa- 
tion by colour and p. 
by position. They | 
fit exactly in re- | 
gister any supple- 
mentary forms such ; 
as commission ac- -~ 
counts, statements, 
etc.; and also form 
the basis of a 
visible index system | 
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... and is readily 
adaptable to your 
present methods of 


handling .accounts 


statistical work. They secure a unique, 
speed for ordinary posting routine. 

The Automatic Alignment makes the 
accuracy of the work independent of 
the operator’s skill. There is no feeling 
for the right line, no adjustments after 
a sheet has been fed into a machine. 
The handling is simplicity itself— 
instead of the cross ruling employed for 
hand-posted forms, the lines for the 
entries are indicated by figures. By 
pushing a button a gear is operated 
which rolls the sheets to the typing 
point with infallible accuracy. 





Here you see how 
easily journal, 
ledgem and other 
sheets are arranged 
on the recording 
tablet. Line indi- 
cators show at a 
glance whether or 
not the various 
forms are in dead 
registration. Car- 
bons go in with 
the sheets and do 
not obscure vision 
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In addition to the new POWERS-ONE equip- 
ment the complete range of Powers-Four and 
.Powers-Samas Punched Card Accounting 
Machines will be demonstrated, including the 
new 36 and 65 column equipment with Numer- 
alpha Printing and Summary Card Punch; the 
Powers Interpreter, and other recent develop- 
ments in Card-per-Unit Stock Control methods 


Admission to the Exhibition will be by 
Ticket only. Fill in and post the Request 
Form below or telephone Holborn 8711F. 
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POWERS-SAMAS ACCOUNTING MACHINES LTD. 


POWERS-SAMAS HOUSE, HOLBORN BARS, LONDON, €E.C.1 
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The Multiple Front Feed extends the 
automatic alignment to a large number 
of forms. Five to eight different forms 
may be entered in one operation, but 
independent as far as the horizontal 
lines are concerned. The machine will 
enter, for example: 

(a) Day Book Sheet—in duplicate or 

triplicate; 

(b) Ledger Card, with Monthly 

Statement attached if desired; 

(c) Debit or Credit Note with file 

copy; 

(d) Regional analysis, 

men’s Commission 


e.g., Sales- 
Statements, 


preferably in duplicate; 





(e) Departmental analysis; 

(f} Costing sheet. 

This particular combination may not 
be required in every instance, but the 
example shows that all kinds of work 
can be done by the machine. 

The file cabinets that are used for 
holding the ledger sheets are of a special 
type so that it is as easy to handle the 
sheets as it is to handle a card file. The 
bottoms of the cabinets are grooved or 
slotted. Moveable supporting plates are 
placed in these slots and have the effect 
of keeping the sheets uncreased and, 
when the file is in use, of keeping it 
open at the place where you are 
working. i 

So far as stationery goes, only two 
kinds of standard forms are used: (a) 
the ledger account form and (b) the 
journal type of form. This does not 
mean that you are limited in the work 
you can do. The journal type of form 
includes forms for any type of book of 
original entry, that is to say, sales book, 
bought book, proper journal, etc. 
(Separate forms are provided for the 
cash book.} 


Three Points Of Saving Made 
By The System 


With the equipment mentioned so far 
it is possible for a small business to 
carry out a simple and easy method 
book-keeping that will increase effici- 
ency and save time. e Three specific 
points of saving are: (1) it eliminates 





writing up of books of prime entry; (2) 
it saves posting from such books to the 
ledger; (3) it cuts out the necessity for 
calling over and checking. 

The points mentioned are, of course, 
of utmost importance and show where 
the system departs from tradition. 
Posting, direct to the ledger from 
original documents, and at the same 
time producing a journal, eliminates 
much of the time now taken up by 
book-keepers. 

Let us take an example. The clerk 
who is posting sales to the customers’ 
accounts has for the work (a) the cus- 
tomers’ ledger sheets and (b) the copies 


Left: Ledger and other 
sheets are as easy to handle 
in a file lik@ this as are stiff 
cards in an ordinary file. 
They are but 30 per cent of 
the thickness of normal cards. 
The cabinet shown here, 
measuring Io in. by 14 in, 
holds 2,000 account sheets. 
This means that less cabinets 
are necessary than with the 
ordinary type of card ledger 
system 


Below: Journal sheets can 
be kept in a binding file. A 
special attachment to the 
pillars allows sheets to be 
inserted or withdrawn rapid- 
ly, another time-saving factor 
offered by this system 








of invoices recording the sales. The 
ledger sheets are, of course, kept in a 
file cabinet such as we have mentioned. 

The first action of the clerk is to place 
the sales journal sheet on the recording 
tablet, place in position a carbon and 


It is regretted... 


that through unforeseen circumstances 
we could not be provided, in time 
for publication this month, with 


Part 2 of Mr. H. A. Simpson’s article. 
Part | began on page 26 of last 


month’s issue. We shall, however, 
publish the continuation in November 
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then select the first customer’s ledger 
sheet. This he places over the sales 
journal sheet and carbon. The sheets 
are so aligned that the first empty lines 
cf the sales sheet and of the ledger sheet 
correspond. He then makes the entries 
in the usual way, debiting the cus- 
tomer’s account for goods sold and 
noting the customer’s account number 
on the extreme right-hand side of the 
sales journal. This right-hand margin 
extends beyond the ledger sheet, so that 
besides serving its purpose of recording 
the account number, it also shows how 
far the sales journal sheet has been 
used. i 

The writing is done with a pen or 
with the stylo supplied for the job. 
Thus posted, the sales journal shows at 
the end of the day, when all invoices 
have been posted, a complete carbon 
record in chronological order. Checking 
the accuracy of the sales journal is 
simple. The clerk makes a total of the 
postings and compares it with the total 
arrived at by a separate adding up of 
the invoices. If the two amounts tally, 
then the figures of items posted are 
correct and, therefore, all postings on 
the ledger sheets, and any other that 
may have been used, are also correct. 

Similarly, treatment for posting the 
total of the debits on the sales journal 
sheet to the credit of the sales account 
follows the course and method des- 
cribed. This can be done by the same 
clerk, if he handles all the phases of 
book-keeping, or by the ledger clerk. 
The same sales journal sheet is used, 
but in conjunction with the sales 
account sheet. 


Monthly Statements Written At 
The Same Time 

One important point about the 
system is that monthly statements can 
be written at the same time the cus- 
tomer’s ledger sheets are posted. To 
do this all that is necessary is to attach 
a statement form, which is the same 
size as the ledger sheet, to the ledger 
sheet at the beginning of each month. 
A carbon is placed between the two, 
where it remains fixed by means of two 
signal tabs. As the entries are made 
day by day, so the statement is made 
out. At the end of the month the state- 
ment is complete in detail, showing 
both debit and credit sides of the 
account, and the balance outstanding. 

In a similar manner, travellers’ or 
salesmen’s commission accounts can be 
made out, at the same time the sales 
are posted, by means of an extra form 
placed beneath the journal. 

We have, of course, given a very 
simple example of how the system 
works. Its range extends over all 
accounting work. It is possible to pre- 
pare in a straightforward and simple 
way various journals, bankers’ accounts, 
bills of exchange records, securities 
ledgers, statistics, costing, plant opera- 
ting records, and so on. The system is 
most flexible and by adding to the 
number of forms you can obtain all the 
facts and figures you may require for 
the management of your business. 

from what has been said it can easily 

(Continued on page 44) 
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$ 
How An. 


Internal Automatic Phone System 


Solved a Problem 
and Saved Time for 


KODAK LTD. 





always an asset but, like every- 
thing else, 
efficiency. The speedy, accurate con- 


\ N internal telephone system is 


it has grades of 
duct of all internal routine work 
depends to a tremendous extent on the 
degree of efficiency offered by the 
system of inter-departmental communi- 
cation. To ensure that this system 
always provides the easiest and most 
rapid link-up of the entire organization 
is naturally, therefore, the aim of a 
progressive management. 

Such: was the idea behind the big 
scheme of internal telephone reorganiza- 
tion which has been put into effect at 
the great Kodak factory at Harrow. 

Until recently a manual switchboard 
served the internal telephone service at 
Kodaks. It was installed a long time 
ago and s the factories and offices 
extended so were they linked up by 
additional lines through the switch- 
board. 


Growing Departments and Staff 
Were Suffering Delays 

The recent rapid growth of the or- 
ganization, however, made it clear that 
the limits of the manual system had 
been ‘passed.’ The number of instru- 
ments in use could not meet the needs 
of more and more people in the various 
departments who needed telephones at 
their side or within reach. As it was, 
they had to walk to the nearest depart- 
mental phone or send a messenger. 

There were two methods of solving 
this problem: (a) to reconstruct the 
manual system, or (b) change over to 
automatic control. 

At this point Kodak called into con- 
sultation Telephone Rentals Ltd., who 
drew up plans for the two schemes and 
showed that a Telematic system, 
installed on a rental basis, would pro- 
‘vide the complete solution. 

The Kodak factories cover over 50 
acres of ground. The old manual 
switchboard carried 197 internal lines. 
Three operators were kept busy and 
were overloaded at peak periods. To 
take care of the immediate demands of 
the factories and offices 250 to 300 lines 
were needed. 


This is the old manual 
Switchboard at Kodaks 
that became overloaded 


If this additional demand was to be 
met through a manual switchboard at 
least five operators would be required. 
In addition, all the costs of re-construc- 
tion and, as in the past, all maintenance 
costs would have to be borne by 
Kodaks. These costs ‘were already 
some hundreds of pounds a year. 


New Service is Faster, More 
Elastic, Cheaper 

On the comparison of costs alone 
Telephone Rentals Ltd. were able to 
show a saving and, at the same time, a 
wider, faster and more elastic service. 

The principal points in the automatic 
system were :— 


(1) It cut out all cost to the Kodak 
company beyond that of in- 
stallation fee and the yearly 
rental ; 


(2) All work and worry associated 
with maintaining the system 
was removed; the telephone 
company’s service covers this; 
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(3) It allowed the installation 
extension up to 600 lines so 
there would be no problem of 
insufficient lines for many 
years to come; 


It allowed more calls per line 
per day because the automatic 
system cuts out the pause 
between lifting a receiver and 
waiting for the operator to 
answer, as well as other 
cumulative losses in time. 


(4) 


Now that the system has been 
installed and is working these benefits 
(thoroughly investigated by the Kodak 
management before a decision was 
taken) have been fully confirmed. On 
the 197 lines of the old manual board 
about 8,000 calls were put through in a 
week. Now, with 260 lines working, 
more than 21,000 calls are auto- 
matically put through, a traffic increase 
of 100% per line. 

Another big advantage of the new 
system is that, being entirely auto- 
matic, it operates day and night. Any 
person in any department can make a 
call before or after factory hours. 

A further step in this scheme is the 
introduction of ro “‘locator’’ stations 





The Problem—And the Solution 


At Kodak’s big factory and offices at Harrow the old manual 
system of 197 lines could not cope with sufficient calls to keep 


inter-departmental contact ‘fluid’. 


Recourse had to be made 


to long waits and messengers—Time was wasted; tempers 


often frayed. 


Company owned the manual system; had to bear all costs 


and- do all maintenance work. 


Both factors were increasing. 


Change-over to the Automatic system gave 250 lines plus 100% 
more traffic per line with no delays, and continuous day and 


night service. 


No cost.to the company beyond installation charge plus yearly 


rental. 


All maintenance covered by Telephone Co’s. service. 


Net result: Cash saving, no responsibility, far wider, quicker 
communication between all departments. 


® 
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ine ” IN FACT 


FOR ANY PHASE 

OF WORKS ORGANIZATION 

YOU CANNOT DO BETTER THAN 
INVESTIGATE FULLY THE 


COPE-CHAT 


range of 
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ait sos le TLE Exchange House, Old Change, London, E.C.4 


2. 
“PARA M O U | N T’ 9. THE. FOUNDATION OF EFFICIENT Telephone : CITY 2284 (3 lines) 
PAGITAN ORGANIZATION Branches throughout the provinces 
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Write or ’phone TODAY for fuli 
particulars to :— 





57a, HOLBORN VIADUCT, E.C.I Tel. CEN. 5655 (5 lines) 
And in all the Principal Towns 
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YOU CAN 
ALWAYS 
FACE THE 


FACTS 


“VASA TSENG 


@ TAKE 200 customers in re 
@ WHO hasn't ordered since March ? 
@ YES and all the others ? 
Ə THANK YOU— 
© THAT took you 6 minutes 


VISIBLE-SYSTEMS WOULD HAVE 
TOLD YOU: IN 3 SECONDS 





Write or telephone for full detalls to : $ 


CARTER-PARRATT LTD. 


(P. J. Carter Eve, Managing Director) 


317 Abbey House, Victoria Street, London, S.W.| 


Telephone : Abbey 3675 





9450 
























EVERYTHING 


FOR THE OFFICE 
„days 


Oo” 
at t p price’ 


lowest 


including 
New Steel 


VERTICAL 
FILING CABINETS 


(as illustrated) 


Constructed throughout 
from high-grade white 
furniture steel sheets, 
solid bronze drawer 
pulls and label holders, 
ball-bearing drawer 
suspensions with auto- 
matic rubber stops. 


4-Drawer Quarto.—Overall 513° 4-Drawer Foolscap,—-Overall 514” 


high, 253” deep, 154” wide. Inside high, 252” deep, 184° wide. Inside 
drawers, 10)” high, 12%” Pi drawers, 104° high, 15,47 wide, 
231° deep. Price £4 10 0 232” deep. Price £5 19 0 
Extra for Automatic Locking. Price 15/- 


Gdiriags Paid to any address in Great Britain 


serre 


‘Steel and “Wooden — Office ce "Furniture New 


and Second-hand 
Write for Illustrated Catalogue of New and Second- hand Bargains 


The Miscellaneous Trading Co. Ltd. 


13 NEW OXFORD STREET, W.C.1 Ter: Lo Hor 4894 


ate 








The New TAN-SAD 


Executives Chair 


“ELKHART” 





REGD. 
Pullman de Luxe 
Health — Comfort — Elegance 


Recline without Tipping 


In various finishes and 
upholsteries 


Write for the "TLE RED BOK’ which tells you all abouit it: 





THE TAN-SAD CHAIR CO. 0%) LTD. 


LONDON, 


AVERY HOUSE, CLERKENWELL GREEN... . E.C. 














For Continuous and Effective Advertising 


use 


SYSTEM 
DESK CALENDARS 


—because “System” Desk Calendars, 
with your business announcement, printed 
prominently, but unobtrusively, on each 
Daily Sheet, will keep your goods or 
service before the notice of customers or 
prospective customers every hour of every 
working day throughout the whole year. 
Being of exceptional utility, they are 
assured of preservation and regular use, 
and as they command more frequent 
reference than any other article of desk 
equipment they constitute the best form 
of continuous publicity at a minimum cost. 


a COUPON 


SHAW PUBLISHING CO., LTD. 
6, Carmelite Street, London, E,C.4 


Without incurring any obligation I would like 





+ Se Me bba 








Teo 


Without Obligation 

Fill in and Post the 

Coupon opposite 

and you will receive 

a quotation that 

will be agreeably 
sur prising, 


to have your quotation fOr... cccsee rserevrersseres 


... . System Desk Calendars for 


advertising purposes. 
Name 


BOER RAF ee sapaparirotave SHEET HED AHHH ER OEE 


AAAPESS paasa o oiae 





OFFICE PRACTICE & EQUIPMENT 





through which signal calls can be broad- 
cast to bring any executive to the 
nearest telephone. 

These rọ stations are operated by a 
buzzer and are placed at strategic points 
throughout the plant. Thus, if the 
works manager, say, is needed urgently 
and is not in his office a call is auto- 
matically sent out. If he is anywhere 
on the premises he will hear his call and 
go to the nearest telephone where he 
will dial a certain number and be put 
through automatically to the caller. 

This method of locating executives is 
a great time saver, particularly in the 
case of incoming trunk and continental 
calls. 

Charging plant is fitted and the instal- 
lation run off batteries so that a mains 
failure at the factory will not cause a 
breakdown of communications. 


Time and Money Savers 


This automatic 
switchboard which 
replaced the manual 
board shown on page 
32 enables 100 per 
cent more traffic to 
be handled over each 


line. Needing no 
human operator it 
therefore gives a 


continuous day and 
night service. The 
system also incor- 
porates ro points at 
which signal calls 
can be broadcast to 
executives 
kad 


> 
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For Your Business 





‘*The right equipment and routine in your office is like the right oil in your 


mechanical plant. 


It eliminates friction and maintains easy, speedy working.’’ 
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For this latest electric time clock, by The 
Magneta Time Co., Ltd., is claimed 75% 
speedier operation and one quarter the 
size aS compared with ordinary models. 
New type-ribbon gives clearer printing for 
a longer time. ‘Clock’ has no mechanism 
to suffer through vibration. It is geared 
to type wheels and shows the employee the 
time at which he ‘clocks’ 





Below: An electrically controlled indicator 
that shows you at any moment exactly how 
production at any point in the factory is 
proceeding. The unit in the lower illustra- 
tion is placed at the point you need the 
check, the upper unit stands on your desk 
and tells the complete story, noiselessly, 
automatically and continuously. Made by 
Production Indicators, Ltd. 
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Left : This tubular and sheet steel combined 

typist’s desk and chair is by Rubery, Owen 

& Co., Ltd. The seat tips up. No dust- 

collecting corners in this type of equipment. 
It is also light and easily portable 
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Above: This little gadget fits on to any 
typewriter and enables typists to give a 
‘continuous wind’ to the platen. When 
continuous stationery is being used this 
saves much time and is far easier than 
twisting the platen with finger and thumb. 
In fact it speeds up the movement of any 
sheet in the machine. Gardner & Richardson 


Below : You can save money and yet enjoy 
the advantages of using the highest grade 
typewriter ribbons. If you save your 
Rikarbon spools the Rikarbon Co., Ltd., 
will refill them, giving you top quality 
ribbons at a saving in cost 





AN 
AMAZING 
STOR 
STEEL 
TYPIST 
DESK .. 


FOR EVERY SHOP, 
STORE and OFFICE 





PORAN 
Ca i a 


MODEL 
sp 


49/ 


“ Black “Sior” 
polished Presd- 
wood, Size 40” 
x 27° X19" deep. 
Stove enamelled. 
Dark Olive 











: | The NEW Stor 
i Steel Typistdesk 
‘dis a revelation 
to all office 
managers. Nota 
costly “masterpiece’’, 
1 but a product solidly 
built to stand the wear 
of years, sold at a price 
which brings it within range Green, Dark 
of all buyers. Neat and hy- Oak or Mahog- 
gienic—wherever there is an PY, [3'B.0. 
office typewriter, there is a a 
_ chance to use one of these 
attractive, economical and 
sturdy desks. 








Ny ` $ a $ MODEL ‘N’ ‘Z’ 


PF) Covered Brown or Black 


board, 20” h 


©... your Office Equipment Store or 
Stationer for Stor products. If any 
difficulty send to Manufacturers for com- 
plete literature. 
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CABINETS 


OWEN & RANDALL (Stor Cabinets) LTD. 





Dept. 8, Cordwallis Works - » Maidenhead 





Ring up — 





office from a call-box or from 
home? <A surprising number of 
business men have never done this, or 
if they have, they have not noticed 
how they were treated by their own 
exchange operators. A little experi- 
ment of this kind is never wasted. 
Most telephonists have by now 
learned that to say “Hallo” to a caller 
is, if not a deadly sin, at least a com- 
plete waste of time, but one occasion- 
ally listens to a firm whose switchboard 
operator insists on saying “Hallo” 
instead of stating the full name of the 


Hee you eyer rung up your own 


firm. Another detail which matters a. 


great deal is the tone in which the 
telephonist’s greeting is spoken. A 
curt, peremptory note is, unfortun- 
ately, by far the most common, and js 
quite capable of ruffling the temper of 
a touchy client, especially if allied to 
impatience. 


Says the Big Firms Waste 
Most Time 


One of the most irritating habits 
acquired by operators is that of 
connecting the caller and omitting to 
speak for a couple of minutes. The 
most lordly firms are often the worst 
offenders in this respect; impotent 
people are kept fuming at one end of a 
blank line with the clatter of type- 
writers to assure them that they are 
through to somewhere, but until the 


operator condescends to speak to them,: 


they are left high and dry with steadily 
deteriorating tempers and a rising dis- 
like of the firm. = ` 

Your telephone operators are your 
first connection with the outside world 
—-clients, customers, buyers—and, as 
such must be a favourable connection. 
Every caller is a potential customer, 
and should be given as tactful and wel- 
come treatment at the hands of the 
exchange staff as he would in the show- 
room or the sales office. Even a call 
which the telephonist knows is un- 
important, or even definitely undesir- 
able, should be dealt with civilly and 
swiftly. If the caller has to be diverted 
from talking to the manager, he should 
not be told (as I have heard on several 
occasions), ‘‘Mr. Briggs is engaged and 
can’t be disturbed’’. It hurts nobody 
if a pleasantly worded excuse is sub- 
stituted for the terseness of the above 
message, 


on the line. 


BUSINESS for OCTOBER, 1936 


Your Own Office 


Test for yourself how callers are teceived 


Your switchboard girl 


can, unwittingly, be a heavy liability 
to the firm. On the other hand she can 


do much to advance your goodwill. 
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I have also noticed that some tele- 
phonists have erected an immense 
barrier between callers and executive 
staff. This, I am sure, is a mistake. 
Undoubtedly, heads of departments, 
directors, works managers, need guard- 
ing from the numerous people who 
would waste their time, but there is a 
great deal to be said for allowing execu- 
tives themselves or their secretaries to 
decide whether a caller is to be put 
through. Many operators will not even 
ask if the chief is free if they.are not 
personally satisfied that the message is 
urgent: as a result quite a number of 
clients and ideas have taken themselves 
to where someone is ready to listen to 
them. . 

The keynote of the good telephone 
exchange is courtesy; next on the virtue 
list comes swiftness, finally (but not 
least), tact. Test your own exchange, 
and think over the conclusions at which 
you arrive. If you feel that all three 
qualities are present, that anyone 
telephoning you, from the biggest buyer 
to the smallest errand boy, would be 
certain to receive careful and pleasant 
service, you may be sure that the 
exchange is above reproach. If it is 
above reproach, you have indeed a 
very, very valuable asset. 


+ 
New Document Conveyor 
for Offices 


OR the quick conveyance of docu- 

ments to and from any part of a 
large office building the pneumatic tube 
has for long been considered the out- 
standing system. It is, indeed, 
paramount in its field, but where 
documents have to be passed along 
quickly for consecutive handling it 
would not be practicable to use a 
separate tube carrier each time. 

To meet such conditions a new 
document conveyor is being marketed 
by Lamson Store Service, Ltd. This 
provides a ‘“‘mechanical messenger’ 
system which can feed, at high speed, 
any number of points on any number 
of floors. In effect, it feeds the office 
worker just as the flat belt feeds the 
factory operative in mass production 
work. 
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“You cannot preach punctuality 
unless your clocks practise it” 


Says Mr. Smith-Electric. 


Shift the burden of time keeping on to your electric mains. Install 
Smith Synchronous Electric Clocks and they will give you Greenwich 


. everywhere . . . from the Boards Room to the 


staff’s Time Recorder. No winding; ; no regulating; negligible current 
consumption—and no arguments or misunderstandings caused by gaining 
or losing. Write for brochure illustrating a variety of clocks which are 
as handsome as nage are efficient. 


SMITH’S ENGLISH CLOCKS LTD., Cricklewood Works, LONDON, N.W.2 


SMITH CLE 


-Synch rono 











One Machine does the work of Two 


Continuous Form Billing in addition to regular typing 


Your typewriter actually does the work of two machines 
when used with “Fanfold” Continuons Form Adapter, because 


the many time- and money-sa methods of the Continuous 
Form Billing Machine are added to all the advantages of 
regular typing. 


| 
“Fanfold” Continuous Forms typed over our Attachment effect 
savings in Billing time, and costs, ranging from 17% to 78% 
without affecting the operation of the typewriter = tegular 
correspondence and other purposes. 


"Fanfold” Adapter places no strain whatever conn the 
writer carriage; because of the very simplicity of construc 
and operation there is nothing to get out of order! 
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t FRADE MARK 


‘NORTH CIRCULAR ROAD, LONDON, N.W.2 
TelepHone : GLAdstone ed (3 lines) 











“LIVERPOOL, CAR- 


FOR ANY 


FACTORIES ‘i: 


An exclusive register of excellant sites possess the following 
advantages is available for inspect! on: 





Capable of connection 
with, or adjacent to 


Ralwaye o estern A FACTORIES AND 
f | MACEORY SITES 


Low - priced land in 
low-rated districts. 


* 


Good labour supplies. 
Coal, coke, and raw 
materials within easy 
reach. 

x 


Availability of J 
shipping facilities at 
LONDON, BRISTOL, 


Tgn ; x ss 
ARABY 


urunan 
RERAD 


JR 
4 
k 


DIFF, NEWPORT, 
SWANSEA and PLY- 
MOUTH. 


+ 


Cheap fighting and 
power. 


? 
$ ? 
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Ample water supply. 
x 


Adjacent to large 
centres of population 
and industrial areas. 


* 
Advice freely given as to the BEST LOCATION to suit YOUR particular 
requirements, including prospective transport charges, on application to : 
The Chief Goods Manager :~ 

Development Department 


GREAT WESTERN RAILWAY 


PADDINGTON STATION, W.2 


(Tel. : Paddington 7000, extension re 
Paddington Station, VV.2 JAMES MILNE, General Manager 
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VALOR 


STEEL FILING CABINETS 


reduce risks of loss 
by fire or vermin 





Install “VALOR” 
Steel Filing Cabinets 
To-day 


HOUGH low in cost these 
Cabinets are made of best 
British materials throughout 
and to the usual “VALOR” 
high staff¥ard of workmanship. 


“VALOR” Cabinets are easily 
handled and have none of the 
disadvantages of wooden Cabi- 
nets which are liable to warp or 
crack and do not offer complete 
protection against vermin. 


They can be supplied in quarto 
and foolscap sizes with from 1-5 
drawers, and are attractively 
finished in olive green stoved 
enamel, (Special finishes can 


be arranged for.) > 
Write to-day for List 29/V.85 giving full 
particulars of these Cabinets, also Steel Cup- 


beards, Shelving, Clothes Lockers, etc., to meet 
all office requirements. 


Buy British Goods 


The VALOR CO. Ltd. 


BROMFORD, ERDINGTON 
BIRMINGHAM 


London: 120 Victoria Street, S.W.1 
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Important Points to Know About 
Employers’ Liability and 
Third Party Risks 
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Your Liability When You, As An Assured, Act As 


l. A Principal 
2. A Sub-Contractor 





“By Our INSURANCE CONSULTANT 


under the usual policy of insur- 

ance which covers liability under 
the Employers’ Liability Act of 1880, 
Workmen’s Compensation Acts, Fatal 
Accidents Acts and Common Law is 
fairly well understood. There are, how- 
ever, extraneous. points and circum- 
stances which arise and which require 
special handling when the assured firm 
employs sub-contractors or act them- 
selves as sub-contractors to a principal 
—often assuming liability under con- 
tract before they can begin to carry out 
the particular work entrusted to them. 

Let us consider each separately: 


(a) Liability of Assured 
Acting as Principal 

The ordinary employers’ liability and 
workmen’s compensation policy, whilst 
indemnifying the assured for accidents 
to his own workmen arising out of and 
in the course of their employment, does 
not cover the assured as the principal 
for accidents to the workmen of his 
sub-contractors. 

It is probably common knowledge 
that the workmen of a sub-contractor 
can elect to claim against the sub- 
contractor or the principal contractor 
in respect of an accident, either under 
the Workmen’s Compensation Acts or 
at Common Law, whichever is pre- 
ferred. This being so, it is necessary 
for an assured to have a special endorse- 
ment agreed on his policy, covering the 
workmen of such sub-contractor. 

The usual extension, however, 
granted by insurance companies only 
covers liability under section 6 of the 
Workmen’s Compensation Act, 1925, 
which makes the principal liable for the 
workmen of his sub-contractor as if 
those workmen had been immediately 
employed by him. - It does not, how- 
ever, extend beyond this, and bearing 
in mind the remarks stated above that 


sk scope df protection afforded 


the workmen can ‘claim against the - 


principal contractor at Common Law, 
it is necessary that this contingency 
should be covered. 

Liability at Common Law is gener- 
ally covered under a Third Party 
(Public Liability) Insurance, that is, an 
insurance to, protect the assured for 
claims made against him for personal 
injury to, or damage to the property of, 


a 01 wey | third parties, namely, members of the 


? 


public, by which is excluded the 
assured’s own workpeople or members 
of his family. 

Normally speaking, however, a third 
party policy excludes liability for sub- 
contractors and this should be extended 
to ‘include the assured’s liability at 
Common Law for injuries to his sub- 
contractors’ employees by negligence. 
Further, the third party (public lia- 
bility) policy should also be extended 
to cover the assured’s liability to third 
parties where he hands over certain 
work under a contract to sub-contrac- 
tors, as a claim may be preferred 
against him by a member of the public 
on account of personal injury or 
damage to property caused by the 
negligence of an employee of the sub- 
contractor. 

The above points are very important, 
as, if these risks are not specially 
included in the policy, an assured may 
find himself involved in a heavy claim 


for which he is not protected by his 
insurance. 


(b) Liability of Assured 
Acting as Sub-contractor 


It frequently occurs that an assured 
acting as a sub-contractor (for instance, 
where he has to undertake contracts for 
a public authority) has to furnish the 
principal with a letter of indemnity 
~—usually printed on a special form and 
which has to be signed before the con- 
tract is made effective—relieving the 
principal of all liability for claims under 
the Employers’ Liability Act, Work- 
men’s Compensation Acts, Fatal Acci- 
dents Acts and Common Law, or 
liability to members of the public. 

The effect of this is that the sub- 
contractor has, in Many cases, to 
guarantee to accept liability for all 
claims which may occur to members of 
the public, his own workpeople, also 
those of the principal—even though the 
latter or his employees may be respons- 
ible for the accident. T hrough such an 
agreement, therefore, the insurance 
company who may be covering the risk 
of the sub-contractar has no right of 
action for recovery against the principal 
for negligent acts of his workmen who 
may be responsible for causing’ an 
accident to the gub-contractor’s work- 
men or to members of the public. 

It is usual, however, to include these 


risks as follows: 

(1) To extend the employers’ - lia- 
bility policy of the sub-contrac- 
tor to cover ‘Principals Clause’, 
i.e., Claims under the Employers’ 
Liability Act, Workmen’s Com- 
pensation Acts, Fatal Accidents 
Acts or Common Law by em- 
ployees of the assured (sub-con- 
tractor) against the principal. 
To extend the third party policy 
of the sub-contractors to cover 
legal liability of the principal for 
faults or negligence of the princi- 
pal to members of the public. 

If the assured (as sub-contractor) also 
has sub-contractors, working for him, 
the policy must be extended to cover 
such sub-contractors, otherwise the 
indemnities given by the assured’ to, his 
principals may be invalidated. 

One cannot lay too great a stress on 
these most important features, which 
may perhaps appear to the lay mind 
somewhat involved. 

It is advisable, therefore, that all 
readers to whom these remarks may 
apply and who act in their particular 
business in either of the capacities men- 
tioned, should make quite sure that 
they are fully protected by their 
insurance policies. 

Should any further information or 
advice be required in connection with 
the policies of any reader, I shall be 
glad to supply it. Communications to 
be addressed c/o The Editor. 
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COVENTRY. 
Centre of England 


(Continued from page 28) 


cheap land in small quantities ; (6) Clean 
atmosphere. 

Transport has been included in the 
paragraphs dealing with the central 
location. Naturally, such important 
services must be present both for 
distributing finished goods and for 
delivery of raw materials. 

Nearness to .raw materials is a not 


unimportant attraction to Coventry. It. 


is so situated that most raw materials 
needed by modern industry can be 
drawn from close at hand. Where the 
materials are not home-produced and 
not, therefore, right at Coventry’s back- 
‘door, ports are within easy reach. 
Railway, road or canal does the rest. 

Mr. Weaver, of Coventry Victor Motor 
Co. Ltd., emphatically declared that so 
far as his company was concerned 
“‘facilities at Coventry are such that you 
can get anything you like in the engineer- 
ing line.’’. l 

In quite a different section of indus- 
try, Mr. Dawtrey, of Airlite Trailers 
Ltd., said: “Al our various raw 
materials are drawn from the Midlands. 
Actually, 90% of it comes from an area 
within 20 miles of Coventry.” 

Then there are, of course, the various 
interlocked sections,of the motor, air- 
_ craft and cycle industries, each supplying 

the other with essential materials. And 
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Now! shall be pleased 


to have a machine demonstration (without obligation) 
of those systems against which | have placed a tick 
at my office/at your showroom i 


L Date -n a 1 |< 


TINVOICING DEPARTMENT 
| Adding and Listing. 
Invoice and Day Bookwith automatic totals” } 
I Multiple Copy Sets—‘Rapid’’ and “Fan- § 
| fold’’ machines for automatic feed of f 
o] Carbons and Continuous Forms. . 
' Sp e ` 
CASH DEPARTMENT x 
| Simultaneous typing and adding of :— 
{| Receipts, Cash Book, Pay-in Slip. 
į Cheques and Cash Book. 
® 


| LEDGER DEPARTMENT | 


Sales:Ledger and Statements. 





MUNICIPAL DEPT. 


posted and balanced. 
Registrar’s—Dividend 
Warrants and Lists. 
| Stocks and Shares Ledger. 
Cost — Accounts and Dis- 
sections. 
Statistical 
Sales Analyses (various). 
Wages—Wages Sheets and 
| Summaries. 


m 


NAME OF INDIVIDUAL -o 
NAME OF FIRM 
ADDRESS 


It is interesting to note that owing to the flexibility of Remington Accounting 
Machines,a single machine can be applied to one or more of the above operations. 
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| Bought Ledger. Í 
1 į Hire-Purchase Ledger. 
e i 
‘| OTHER DEPARTMENTS 
Purchasing Accounting Machine Branches:— 
Continuous Order Sets. BELFAST: 19 Rosemary Street l 
, Stores ae Stores Accounts BIRMINGHAM: 42 Great Charies Street 


BRIGHTON: 2 Duke Street 

BRISTOL: 43 Park Street 

CARDIFF: 50 Charles Street 

DUBLIN: 3/4 College Stren” 

EDINBURGH: [7 St. Andrew Square 

GLASGOW: 47 Vest Nile Screet 

LEEDS: Phoenix Chambers, South Parade 

LEICESTER: [5 King Street 

LIVERPOOL: India Buildings, Water Street 

MAIDSTONE: 22 Lower Stone Street 

MANCHESTER: 5! Mosley Street 

NEWCASTLE: 3 St. Nicholas Bulldings 

NORWICH: 36 Surrey Street 

ao ene Midland Chambers, Wheeler 

ate 

READING: 6 Station Road 

SHEFFIELD: Town.Hall Chambers, 87 Fargate 

SOUTHAMPTON: 32 Hanover Buildings, 
Bargate 
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Tear out this page and post-it to-day 


AC COUNTING 


ACCOUNTING AND ADDING MACHINE DIVISION 


MACHINES 


Ltd. 


REMINGTON TYPEWRITER Co. 


100 GRACECHURCH STREET, LONDON, E.C.3. t Phone: MANsion’ House 3333 
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5, 10, I5, 20, 25 Acre 


Sites available 


Wow is planned to give the manufacturer every 


possible facility. These sites have immediate access 
to the railway—King’s Cross in 25 minutes. Electric power 
is exceptionally cheap, atmosphere clean and unpolluted. 
Splendid housing accommodation for executive and staff 
within walking distance. Sectional factories of the most 
modern design ate also available for purchase or on a 


tental basis. 


‘May we know your individual requirements so that we can 


supply detailed patticulars of what we can offer yow ? 


» ox 
€ ie ` MES R 
pe EY 3 ia A eee 
sam TA erp Serer tors v A ta Srt 
$ vay ki iv ie tan, 
> 3 re * 
i Syn gt Rsa fe 4 
HR Ret gay cd Tat Oe 
Pex nit a 
tas 











WELWYN GARDEN CITY LTD., WELWYN, HERTS. PHONE 248 


DEFINITIVE 
~ ACCOUNTING 


THE PROGRESSIVE SYSTEM. In ONE 
OPERATION from Documents to Ledgers. Auto- 
matic monthly Statements. By, hand—by machine. 


CW 


DEFINITIVE 


VISIBLE 


THE UNIQUE VISIBLE RECORD. Converts 
Card Indexes into Visible Records without re- 
writing, without re-furnishing. 

THE System for the machine posted ledger in Trays or 
Binders. Quick selection, quick information. Low cost. 


WD 


WRITE OR PHONE FOR 
DEMONSTRATION 


DEFINITIVE 


ACCOUNTING LTD. 
VICTORIA HOUSE 
SOUTHAMPTON ROW 
W.C.1 
TEL.: HOLBORN 9006 
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such purely “manufacturing for the 
manufacturer” industries as machine 
tool makers and so on flourish in the city. 
Indeed, this wealth of industry is a 
magnet drawing other industries. It 
is a case of “nothing succeeds like 
success’. 

Again, that attractive asset—standing 
buildings for rent—has had some part in 
attracting new industries. Mr. Met- 
calfe, for instance, was one manufac- 
turer who cited the presence of a suit- 
able building as a consideration in his 
choice of location. Mr. Dawtrey also 


‘pointed out that it was essential to find 


“a building that was well suited to our 
purpose’ and that he found exactly 
what he wanted in the city. 

Mr. Weaver, on the other hand, was 
more concerned with the availability of 
cheap land. This he found was plentiful 
in Coventry, despite the fact that it was 
advanced industrially when he came. 


City Development Department 
Helps All Firms 


A vitally important feature of the city 
from the manufacturer’s viewpoint is 
the Development Department. Here is 
no dry, impersonal organization. Under 
the leadership of Mr. James Taylor, the 
City Development Officer, it is a pro- 
gressive body that gives the manufac- 
turer all the facts and figures, advice and 
Service, that he needs. The depart- 
ment’s main work is, of course, to 
smooth the path of industrialists settling 
in Coventry, but it is a source of service 
to all manufacturers in the city. 

It is from business men that the 
soundest tribute to the work of Mr. 
Taylor and his department naturally 
comes. Without exception, the many 
manufacturers interviewed expressed 
opinion that the department was one of 
the best of its kind in the country. 

“I was surprised at how much the 
Development Officer did for me when 
my firm decided to locate here,” one 
manufacturer said. “Indeed, the en- 
thusiasm and work of the department 
is a boon to any industrialist coming 
here.” 

This is a typical tribute to Mr. Tay- 
lor’s work. 


500 Acres of Land For 
New Factories 


It is worth while mentioning here 
that any new manufacturer locating in 
Coventry will find that the city council 
is progressive, ready and eager to co- 
operate with him. Part of their scheme 
further to develop the city has been to 
acquire 500 acres of excellent factory 
land running alongside the main L.M.S. 
railway line and serviced by main roads. 
This land they are selling to manufac- 
turers in small or large quantities. 

In a tour I made of the city there was 
everywhere evidence of new town 
planning and development. Almost 
without exception the main factories 
were building big additions. Further, 
new factories were going up on the 
special 500 acres estate, and in other 
parts more new factories were being 
erected. 


r 


Nor was all this immense building 
activity confined to factories. Housing 
estates are being developed over wide 
areas, and in the heart of the city im- 
provements and big rebuilding schemes 
are being pressed forward. 

It may sound as though Coventry is 
becoming a congested city. This is not 
the case. The planning committee are: 


at work. The city already has 27 parks | 


and open spaces, and will have more. 
Nor are the new housing estates set 
around.the backdoors of the factories. 
There is evidence of careful planning in 
this direction, evidence that the authori- 
ties are eager to maintain the high 
standard of health of the people. The 
death-rate for Coventry is only 9.4 per 
1,000, while the rate for England and 
Wales is 12.9. 


No Doubt About Coventry’s 
Clean Atmosphere! 


And here a word might be added about 
the clean atmosphere of the city. It is 
so pure that the Department of Indus- 
trial and Scientific Research checked 
their instruments for correctness after 
taking tests! The Department called 
attention to the city’s pure atmosphere 
in their report. 

This purity is largely accounted for 
by the extensive use of electricity and 


gas by Coventry’s industries. The 
annual consumption of electricity 


amounts to well over 100,000,000 units, 
and that of gas 2,165,000,000 cubic feet. 
The charges for ‘both these services, 
which are operated by the local authori- 
ties, are among the lowest in the country. 

Should, however, a manufacturer 
wish to use coal, there is a mine within 
the town limits that supplies the -best 
type of steam coal. l 

Other services are available at low 
rates, and the local rates are as low as 
9/6 in the £, less 5% for prompt payment. 
Manufacturers, of course, have the ad- 
vantage of the Derating Act. 


A City For YOUNG Business 
Men 


One of the outstanding features about 
Coventry is the manner in which the 
small, light industries flourish. It has a 
world name as the metropolis of the 
British motor carand cycle world. But 
the city has always been the place of new 
industries. Rayon first saw the light 
of day here, and the huge Courtauld 
factories are vigorous working monu- 
ments to-day to that enterprise. 

More modern still are the number of 
young firms manufacturing specialized 
equipment, gauges, tools, and so on. 
Indeed, it could be called the old city 
of young men. Most of the businesses 
visited in the course of collecting 
material for this article were started by 
young men no more than two or three 
years ago. Already they have pros- 
pered and expanded. Many of them 
are building their own factories. 

This natural reliance on young indus- 
tries has been a keynote to the city’s 
success. When silke weaving -waned 
they changed to watchmaking, and from 


that to cycles, and so on to motor cars, 
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Coventry is undoubtedly the ideal centre for the 
progressive industrialist. Through its natural advan- 


tages and its policy of continual propm the city has 
most prosperous 


developed into one of LBritain’s 
industrial centres. 


Coventry offers to the manufacturer excellent factory 
sites with adequate space for extension, plentiful and 
inexpensive power, a ready means of transport and an 
New manufacturers to 
the ‘city will find their requirements met quickly and 
economically by firms already established In the district. 


adequate supply of- labour. 
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ENQUIRIES REGARDING SITES 
AND FACILITIES TO THE: 


DEVELOPMENT 
OFFICER 


COUNCIL HOUSE 


| COVENTRY 
ENGLAND 








“First Aid” for Typists 


The TYPIST’S 
DESK BOOK 


By Puytiis Drury and H. L. PEARCE 


Even the best typists ‘‘fall down” 
occasionally, but the TYPIST’S 
DESK BOOK provides infallible aid 
in all emergencies. Its contents 
include general hints on typing, a 
complete postal reference, a list of 
common abbreviations, spelling hints, 
and practically all the information 
the typist requires in her daily work, 
A copy should be on every typist’s 


desk. 280 pp. 2/6 net. (By post 2/9.) 
Order from a bookseller 


or direct from PITMAN 


Parker St., Kingsway, London, W.C.2 





FOR 


@ Automatic 
Photo’ Printing 





® Commercial Or, 8 ` 
Ritana St 
Photography Phone 
ae 


© Guaranteed Quality 


R: FOX LTD. 


14/24 BRITANNIA ST., KING’S CROSS, W.C.1 






ARE YOU 
LOOKING FOR 
A BETTER 
FACTORY 


... and a better location 


. we are Factory Specialists. We 
can supply a list of selected Factories 
for any particular trade, situated in 
districts economically and distri- 
butively suitable for that trade; or 
if preferred particulars of available 
building sites and details of cost of 
erecting building to your special 
requirements. 


_ Let us know your requirements, 
you will be under no obligation. 


FULLER HALL 
& FOULSHAM 


212 High Holborn, London,W.C.1 
Holborn 2406 








Telephone : 
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Shannon Office equipment “results 
not only in better work, but also 
in work carried out at greater 
speed. The various articles of 
Shannon equipment are like extra 
pairs of hands that expedite output 
without any increase in your weekly 
overheads. May we introduce you 
to these silent profit-makers ? 





SHANNON LTD., Imperial House, 
15, 17, 19, Kingsway, TA 2. 





“LEMATE er 


SHANNON Office Equip- 


ment for typists is indisbensable 


for one hundred per cent 
thoroughness. Write to-day 
for free illustrated catalogue 
and prices of the office 
equipment which ADDS to 


your profits. 
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aircraft, telephones, radio, until to- -day 
there is such a diversity of industry in 
the area that they can weather easily 
such storms as the recent economic 
depression. In that sense the area will 
always provide a manufacturer with a 
sound home market. 

Thus, deep rooted as it is in a thousand 


‘years of tradition, Coventry is one of the 


most modern of industrial centres, It 
presents a colourful past, a brilliant 
present, and, undoubtedly, a great 
future—an ideal setting for any indus- 


try. 
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How 
‘HUMANIZED’ 
MANAGEMENT ... 
Gets Better Work 


(Continued from page 10) 


degree of discipline necessary for well- 
organized endeavour without restricting 
the individual development.. 

,Strange as it may seem, we had 
chiefly to guard against over-organiza- 
tion, not under-organization, and there 
are just as many faults. that hurt a 
business in the former as in the latter. 

The creation of the job of supervisor 
was the finishing touch to our organiza- 
tion. It brought about a fluidity 
between all sections and departments, 
between the management and the staff, 
and at the same time served to control 
the quality and output of work and 
keep the factory organization, both 
machines and human element, working 
smoothly and efficiently. 

To fill this job of supervisor I chose 
a girl who was operating a machine. 
Through the means which I have 
already discussed, this girl had shown 
herself to possess certain qualities which 
I believed were necessary for the job. 
By testing her on several special jobs 
where she had control of staff, I found 
that my decision was correct. She was 
quiet, tactful, interested in her work, 
intelligent and adaptable. 

There was another point I had in 
mind when I chose a girl. To a great 
extent the job would call for a kind of 
intelligent messenger work between 
myself and all parts of the organization 
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The 
LITTLE WONDER 
ADDRESSALLOT 


reser 





Envelopes, eae 


: ALL MACHINE Company 266 HIGH HOLBORN, W.C.1 . . "332! 





statements, labels—the 
“Little Wonder” Addressallot addresses them 
all; quicker, cheaper, neater, than laborious hand- 
written methods. And it isa complete card index 
in itself. This remarkable little portable is 
indispensable to any medium-sized organization 
—and its low cost includes 125 ready-to-use. 
stencils and an A-Z index. Details by return post. 


ADDRESSING COSTS HALVED .. . 
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COMPANY HAVE 
HAND, FOOT, AND 
ELECTRICALLY 
DRIVEN EQUIPMENT 
for MAJOR ADDRESS- 
ING PROBLEMS . . 

WHILST THE FULL 
RANGE GUARANTEES 
SOLUTION OF ANY 
ADDRESSING PROBLEM 
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and between the works manager and 
those under his control. A girl, I felt, 
would be more suitable for this work 
than a man, who might feel that some 
of the jobs were not in keeping with his 
position. 

Roughly, the supervisor’s job consists 
of: (a) keeping a constant check on the 
quality of work, output, etc.; (b) look- 
ing after the difficulties of the staff in a 
sense limited to their work, such as 
rearranging things when hitches occur; 
(c) getting the charge-hand to put 
things right when a. machine is not 
functioning properly or bringing diffi- 
culties to the attention of the works 
manager; {d) forming a link between 
the various executives throughout the 
factory. 

The supervisor is the girl for every- 
one. She does away with all red tape. 
There are no forms and papers to fill up 
when something out of the normal must 
be done.. She is there to make the 
arrangements or to get the proper 
authorities to make the arrangements. 
She connects the. operator on the 
machine direct with the managing 
_ director, or one section leader with 
another. Through her all parts and 
persons in the factory can contact each 
‘other immediately. 

She is instrumental in saving hours 
of time a day for myself and the works 
manager. If we need to give special 
orders or get certain information, we 
call her and the job is done. For 
instance, if we need to convey some 
special information to a section leader 
there is no need to call him from his 
job, or for us to waste time going to 
him. He may be setting up a job and 
to take him away might mean all sorts 
of delay. The supervisor, however, can 
contact him direct. 

The elasticity of -her work is an 
important feature. There is no part of 
the factory in which she is not the 
authoritative representative of the 
works manager and myself. That does 
not mean that she goes over the heads 
of the section leaders or other factory 
executives. She doesn’t. She either 
conveys the wishes of the management 
or points out a fault. It is up to the 
factory executives to act on her state- 
ments. 

This girl supervisor contacts men and 
women in the factory. Some people 
have wondered whether or not there has 
been hostility on the part of the men 
that a girl should fill this position. Our 
experience has shown there is no need 
to consider the sex of the person, pro- 
vided the character is right. The proper 
approach, from either man or woman 
will do the trick. 


Six Big Advantages from 
The Job 


As I just mentioned, this supervisor 


job is a sort of finishing touch to our 
effort of getting the right spirit into 
the factory organization. It gives a 
resilience to the system that is in keep-‘ 
ing’ with our idea. 

Earlier, we had tried to get along 
without such a position. As a matter 
of fact, it grew out ‘of, a necessity. We 
found that control was too loose, yet 


CASSON 


completes his 
latest and 
greatest work 
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USINESS SUCCESS © 


An amazing new course of inestimable value to business 

men on every rung of the ladder, from the lowest to 

the topmost, written by the most sought-after business 
consultant of the age. 


ERBERT N. CASSON needs no in- 

troduction to any business map. 

He is the most highly paid and success- 

ful Business Efficiency Expert in the 

country. More -than 200 British 

companies have called upon his know- 
ledge and experience. 


AUTHOR OF OVER 100 


BOOKS SAYS “BUSINESS 
SUCCESS” HIS MASTER- 
PIECE 


Over 2,000,000 copies of Herbert N. 
Casson’s books have been sold, and they 
are printed in 21 languages. A complete 
set of his works would cost you twenty- 
five guineas, A two-week course of 


personal tuition would cost you a 
hundred guineas. In order to bring his - 
astounding science of 

business within the 


pocket-power of every 
business man, Mr. Casson 
has brilliantly condensed 
the whole of his unique 
knowledge and ex- 
perience into the course of 
twelve vital lessons which 


caps. 


from the office boy to the 
managing director, will find invaluable 
information in this brilliant course. Suc- 
cess in business is founded on scientific 
methods and on experience. In the 
normal way, both take years of study 
to perfect—years of hard work, concen- 
tration and costly mistakes. Now you 


can utilize the unrivalled knowledge, the . 


years of successful practical experience, 
the proved scientific methods of the 
Master Mind of Business. You can make 





ABRIDGED LIST 
OF CONTENTS 


Overcoming your Handi- 





`J Naine 


Herbert N. Casson your partner—a 
privilege which many business men 
would give thousands of pounds to 
achieve. 


SEND FOR FREE BOOK 
TO-DAY 


Send at once for a new and inspiring 
little book ‘‘How to Achieve Greater 
Success”, “which fully describes Mr. 
Casson’s latest and greatest work. Don’t 
allow this unprecedented opportunity to 
pass you by. Read the abridged list 
of contents, and you will get some 
idea of the tremend@ffs scope and 
value of ‘‘BUSINESS SUCCESS”. 
Make use of the unique business 
fla of the man who has made 
his own fortune and whose services 
are ever in constant 
demand by the big 
business men of’ Furope 
and America. Post the 
coupon now for your free 





Using Your Advantages. 
Scientific 


copy. No cost. No 
obligation. 
Business PSYCHOLOGY 


comprise his eatest Method. 

masterpiece HUST. Twelve Principles of PUBLISHING Co., Ltd., 

NESS SUCCESS”-—now Efficiency. (Dept. B/C), 

published at a price Creative Work, 3, 5 & 12 Queen Street, 

which will amaze you. Salesmanship. Manchester. 
Efficient ne 

Efficient Manufacturing. 

SUCCESSFUL | Efficient Advertising. POST THIS 

BUSINESS NOW Efficient Management. 

WITHIN GRASP Rules of Finance Invest- COUPON NOW 
ment. 

OF ALL i mmm å O a ma 

, Everyone in business, PSYCHOLOGY PUBLISHING Co., LTD. 


(Dept. B/Cx), 3, 5 & 12 Queen St., 
a Manchester. | 
Please send e in the strictest | 
| confidence my FREE copy of 
“How to Achieve Greater Success”’ | 
E and {full details of Herbert N. | 
Casson’s new masterpiece. ] 
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AN ECONOMICAL-AND | 
EFFECTIVE METHOD 
OF PHOTOGRAPHIC 
REPRODUCTION IN W 
YOUR OWN OFFICE =. 
OR WORKS AT SMALL INITIAL COST. 


= Money Saved :.. Time Saved! 
e Exact Reproduction § Assured!! 
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MODERN PRODUCTS (L.C.L.) LTD. : 264 High Road, CHISWICK, W.4 


TELEPHONE: CHISWICK 2355 — 








HOW MUCH MORE BUSINESS 


could you handle without increasing your overhead costs? 
How muclemore additional net profit would it mean to you? 


It is quite possible that you could obtain all, or a substantial part, of 
the extra business you desire. Other firms have done so. We know, 
because we have helped them. 


We could probably help youtoo. Why not ask for c our recommendations ? 


J. W. RUDDOCK & SONS 


DIRECT ADVERTISING CONSULTANTS 


LINCOLN- = | 
And at 3 OLD JEWRY, LONDON, E.C.2 , ~ 


AN ULTRA-MODERN ety BOY. 
ALL-STEEL ‘CABINE T fips 42! 
FOR YOUR OFFICE: PROMOTES 


PRESTIGE. 
The entirely new aerodynamic design 
not only gives smart, modern appear- 








Size 36” x 18” x 12”. Fitted 
with two adjustable shelves, 
and six-lever Jock. CAR- 
RIAGE PAID and PACKING 
FREE, 


tion, adds 25 per cent to the strength 
and rigidity. Be in keeping with latest 
ideas by installing this stream-lined 
personal Cabinet, and use its fire-resist- 
ing properties to protect your papers. 


THE UTILITY STEEL CABINET CO. 


YARBOROUGH RD., LINCOLN 
Phone 477 
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we hesitated to introduce rigid methods 
to give us that close touch with what 
is happening in the factory all day 
long. 

About a year ago I decided to try 
out the supervisor, and the idea has 
been a success from the start. It has 
resulted in six big advantages: (1) 
increased output; (2) improved quality; 
(3) lessening of waste; (4)- saving of 
time; (5) elimination of departmental 
bickerings; (6) sweeping away of ‘‘red 
tape”. 

What I have said is not much more 
than a sketchy outline of our attempt 
to humanize factory organization. We 
have a score of little touches that help. 
Such things as a break for tea at eleven 
o'clock in the morning, as well as in the 
afternoon, contribute their part. Our 
canteen, for example, is not-divided up, 
one part for the executives and one for 
the rest of the staff. We all eat in the 
same room—mayself included. 

The whole aim of our organization is 
to make the employees feel that they 
are more than mere numbers, imper- 
sonal and -unconsidered. We try to, 
make them feel that they are considered 
individually, that their jobs are as 
important to us as our own and that 
we are all working for a common 
purpose—the good of the business. 
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This System 
SIMPLIFIES 
Your Book-keeping 


(Continued from page 31) 


be seen that, for instance, the journal 
sheet used becomes a “‘control sheet’’. 
If you use.a number of journals, so that 
you classify your work, the sheets give 
you the extra control resulting from 
more detailed records, and, at the same 
time, you can obtain a trial balance at 
any time you wish. 

One of the objections which may 
quite logically be raised against this 
system that depends greatly on carbon 
copies is that the carbon records will 
smudge and become obscured. This 
point is taken care of by an ingenious 
invention. To fix the carbon record, 


.you use a blotter that has been 


chemically treated. The action of the 
chemicals makes it impossible to rub 
out the carbon record.’ 

Another point is that perfectly clear 
carbon records are obtained up to four 
copies. This is possible because a special 
type of paper is used. 


The Signal Tab System Has 
Four Main Uses 


Earlier we mentioned the signal tabs 
that go with the system. This tab 
system has four big uses: (z) it can 
give information by its colour; (2) it can 
give information by its position; (3) it 
is so standardized that it becomes a part 
of all forms used? (4) it can be used 
as a visible index. 


Along the tops of all sheets used in 
the system is a series of slits, 31 in all. 
These slits are numbered, odd numbers 
at the top, even numbers at the bottom. 
The even numbers are about one-eighth 
of an inch below the rdw of odd num- 
bers. A similar double row, correspond- 
ing in position and arrangement to the 
one mentioned, is placed an inch or so 
lower. Into these slits are fitted cellu- 
loid tabs. As the even number slits are 
slightly lower than the odd, the tops of 
the tabs are also lower, and thus a 
stepped effect is gained. 

The tabs are so flexible that any sheet 
fitted with them can be put through 
any typewriter without the least 
trouble. A different colour tab can 
be used for each month of the year or 
for giving other kinds of information. 
Indeed, the tabs can be put to all kinds 
of work, including using them for a 
system of visible records. One of their 
uses is to attach statement forms and 
carbon paper to account forms so that 
the monthly or quarterly statement, 
about which we explained earlier, is 
written,simultaneously with the account 
itself. Statement forms are, of course, 
‘perforated. with the double row of slits 
identical with other forms. It is thus 
a simple matter to pass the tabs through 
all forms and so hold them together. 

In this article we have mentioned 
only the most simple operation in order 
to show the principle of manifolding 
upon which the system works. It is 
important to bear in mind that the 
system can cover the whole field of 
book-keeping. All depends on what you 
need for your business. 

One of the major advantages claimed 
for the system is that it cuts down the 
‘time of staff engaged on book-keeping. 
An instance of this is to be found in 
the office of a manufacturer in Salford. 
Previous to installing the system he had 
` two girl clerks engaged full time to keep 
the accounts. Now he has one who is 
kept busy only part of each day, thus 
releasing the full time of one and the 
part time of the other for other work. 

The fact.that the system does not 
depart from the well-known principles 
of double-entry book-keeping is another 
point in its favour. Any member of 
the staff who now keeps the accounts 
of a firm can learn the system in an 
hour or two. i 

+. 


ALMOST every day now 
paragraphs appear in the 
national and local papers 


WHY YOU 
CAN’T GET 


TYPISTS to the effect that firms 
cannot get sufficient 


clerical labour. Typists and women 
secretaries are at a premium they say, 
and attribute the shortage to the con- 
tinued expansion and prosperity of in- 
dustry. Industry is certainly pros- 
perous and is expanding in nearly all 
parts of the country, but I am afraid 
this is not the main cause of the 
shortage of typists and women clerks 
generally. 

The shortage is caused to a great 
extent by the movement of firms to 
. districts lying some*®miles beyond the 
towns. There are enormous advantages 
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DOCUMENT 
CONVEYORS 


. . essential for 
speedy inter- 
departmental 
co-operation 


Double Document Conveyor operating in Samuel Jones & Co., Ltd. 


‘WITH THE APPLICATION OF THESE CONVEYORS TO ANY 
BUSINESS WHOSE ORGANISATION NECESSITATES CONTIN- 


UAL TRANSFERANCE OF 


DOCUMENTS FROM ONE 


CEPART MENT TO THE OTHER, A CONSIDERABLE INCREASE 


IN EFFICIENCY IS EFFECTED. 


THE LAMSON DOCU MENT 


CONVEYOR CARRIES DOCUMENTS OF ANY KIND ANY» 


WHERE—TO ANY LEVEL—IN RECORD TIME. 


SPEEDY — SURE. 


IT IS SAFE — 
Send for fully descriptive leaflet 


OUR EXPERIENCE IS- AT. YOUR 
DISPOSAL“ WITHOUT OBLIGATION 
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in moving to well-planned modern fac- 
tories that are surrounded by fields and 
trees instead of chimneys and crowded 
tenements: A neon-decorated stone 
front that stands out in proud isolation 
is a fine advertisement, and hygienic 
surroundings inspire confidence in the 
product. Abutment on to a magnifi- 
cent trunk road, however, is not of 
much advantage to employees who can- 
not afford cars. 

The great bulk of clerical labour comes 
from the residential parts of London 
itself and the great cities. Whereas 
young women can travel daily 5 to I0 
miles in towards the City they cannot 
travel the same or greater distances 
from their homes outwards. 


NOON. E.C.2 
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Phone NAT. 0202 





Many new businesses are located far 
from a tube or railway station and have 
only a limited bus service. Travel 
facilities to such offices are insignificant 
when compared to those into the cities. 
Young women are not attracted by 
these prospects, especially when so 
many months of wet weather have to 
be considered. 

The problem was not serious when 
only a few factories had ventured into 
the country. Now that the movement 
is general, however, the problem has 
become acute. Frankly, I see no im- 
mediate solution -of it. There is going 
to be a transition period until the move- 
ment probably induces a change of 
living conditions. 
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READY . . . STEADY... GO! 


Zip! Off comes a manifold set of six forms. Perfectly typed, 
clear registration with perfect alignment. Just a twist of the 
knob and the next six are in position fortyping. Primus Con- 
tinuous Stationery is the nearest thing to effecting automatic 
production of invoices, day-book recordings, works orders, 
etc., yet devised. Stationery must be used; Primus will prove 
a time-saver, a money saver and a guarantee of good temper. 


~ PRIMUS 


Continuous Stationery 
Builds Prestige 


CARTER-DAVIES Limited 


QUEEN ELIZABETH ST., LONDON, S.E.I 


Telephone: HOP 0204/5 
PRIMUS ATTACHMENT SUPPLIED TO FIT ANY TYPEWRITER 
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SOARING SALES 


increase the risk of leakage. Get the utmost benefit 
from your autumn trade by checking your cash with 
a British Gledhill Til—it watches every penny 
received and acts as an additional assistant during 
busy periods. Over 100,000 in daily use, giving Pe 
trustworthy service. i 
Send for catalogue, terms, etc. 


G. H. GLEDHILL & SONS LTD. 


50, Trinity Works, HALIFAX 
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BOOKS 


For the 
Business Man 


Office Organization and Manage- 
ment, by the late Lawrence Dicksee, Sir 
Herbert E. Blain and (this 11th Edition) 
Stanley W. Rowland, L.L.B., F.C.A. 
(Pitmans, 7s. 6d.). 

Executives to-day realize that the office, 
with its staff and equipment, is both the 
driving force and the control point of the 
entire business. They understand, there-. 
fore, that for this reason the constitution 
of the office—the planning of staff duties 
and the equipment for carrying out the 
work—-is a matter for the closest study. 

Every single plan of the business, whether 
it is for the design of a new product, the 
launching of a sales campaign, the collection 
of overdue accounts, or what not must be 
arranged, started and carried out by the 
office. Further, the efficacy of any such 
plan {i.c., its result in relation to its cost 
depends absolutely on the efficiency of the 
office as a live, profit-making department 
of the firm. 

Obviously, therefore, it is every business 
man’s aim to equip his office and to plan 
the work of its personnel so that, as a 
working unit, it produces the highest 
possible profit. 

The aythors,, in“this book, go right into 
the detail‘of planning the office along these 
lines. Théy begin by discussing the selection 
and engagement of staff and gradually take 
you through the building up of the com- 
plete modern office—the small as weil as 
the large one. 

A most important chapter is that on the 
Division of Responsibility, from the highest 
executive to the modern equivalent of the 
office boy. This fixing of responsibility is 
one of the most vital factors of modern 
management. A lack of it has, in the old 
days, been directly responsible for more 
expensive mistakes and depressed morale 
than any other single factor. 

Another important point is the explana- 
tion of the new influence of the accountant 
in to-day’s business. He is no longer a 
clerk but a day-by-day profit maker for the 
controlling management. At least he can 
be, if the management will use him rightly, 
as this book shows. 

Altogether this volume is a really com- 
prehensive office manual, embracing the 
wider aims of planning and at the same 
time the specific detail for achieving these 
aims. 

+ 


Modern Office Appliances, by Vincent 
E. Jackson, third edition (Macdonald and 
Evans, 7s. 6d.). 

A more valuable book than this would be 
difficult to select as a complementary to, 
or an extension of, the Office Planning book 
referred to above. 

Broadly, it can be said to continue where 
the other leaves off. Mr. Jackson has made 
a detailed survey of the whole field of office 
machinery and equipment. Where, there- 
fore, Pitman’s book explains the kind of 
work the office should produce in the plan 
of business, Mr. Jackson’s describes, in full 
detail, the ranges of machines and systems 
that will carry out that work. 

So far as we know, there was no collabora- 
tion between the authors or publishers of 
the two books. It is coincidence that the 
latest editions of each should be made 
available almost at thg same time. It is we 
who suggest the high value of the two works 
as taken together. 








Of course, as a ‘detailed survey of the ; ¥™ 
whole field of modern office equipment in | § | 
one volume Mr. Jackson's book is quite | f 
self-contained and constitutes a standard E 
reference and guide as well for the man in very offi Ces 
ae or medium way of business as for z r 
the office manager of the big corporation. 

This book E divided ie dee main | { includ 1ng yours 3 
parts. The first takes in the field classified 
under the head of Book-keeping, Account- e 
ing, Costing and Calculating Machines. will be = lad of f he 
Beyond the better-known appliances that 3 ' 
come within this sphere the author takes 
in also such things as cheque-protection @ @ BD E | 
and signing devices, time recorders, coin- | § | -D E US D AD f rp i AN 
counters, wage-paying machines, etc. 

The second deals with ‘Systems’ and |£ ALL-BRITISH — PORTABLE 
equipment for systems: Loose leaf de- j 
yices, filing and card record systems, tele- 
phones and inter-departmental communica- | f 
tion, office furniture, etc. 

Incidentally, in this section, we should j f 
like to have seen more descriptive matter 
given to the uses of the loud-speaker tele- 

phone for inter-departmental communica- 
ion, how it can also be used for executive 

onferences, etc. Loud-speaker instru- 
nents are, however, well illustrated. 

Part three covers: Typewriting, Sta- 
tionery and Business Correspondence, from 
the dictating machine, through all the 
many forms of reproduction, to paper | § 
stapling, stamp affixing, postal franking, | § 
Che - 

' This is a book of 380 pages, copiously 
illustrated and printed on high-grade paper, 
text as well as illustrations, so that the 
reproduction throughout is very pleasing. 
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Under the illustrations manufacturers’ ee ” ang tee _—— athe PTT ore 
names are given in every case thus much te a r, p ETE ON arene a sg Sis 
enhancing the value of the book as an | §& ales aed ; 
authoritative reference work. i 
+ y 
—SO PRACTICAL — SO HANDY— 
By | —SUCH A TIME & MONEY SAVER— 


STANDARDIZING | COSTS ONLY 20 GNS. 
STATIONERY | w j p 





, The ‘‘Plus’’ Rapid Adding Equally useful to the occa- 
They Cut Costs Machine is designed for use sional and to the constant 
|g in every office, large and user, it requires no special 
VP SHERE are many firms which |} small, for accounts, costings, skill to operate. Supplied 
Oye ook Such: Stal pne e cand analysis. with attaché-type case. i 
as the cost of envelopes, yet ` 


even in a small business a little atten- i 
tion to this item can bring about Ask f or 
substantial savings. : 


A firm in Birmingham recenti e . JAMES'S ST. | 
employed a new office poner O REGENT BELL PUNCH COMPANY LTD. LONDON, SW. ' 
of the first jobs this man did was to ce 
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demonstration — local agent calls 
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‘(Patent No. 344159) 
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REMINGTON 
TYPEWRITER CO. LTD. 
[00 GRACECHURCH STREET, LONDON, E.C.3. 


Please send, free and without obligation, details of Canadian-built Remington New 
Model Noiseless. 
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ME the Canadian trapper 


—the Canadian-built 


REMINGTON 
~ New Model 
NOISELESS 


The world’s perfect typewriter—a British 
Empire product of unchallengeable supremacy 
-=the pride of Canadian industry! Built in the 
great Remington factory at Hamilton, Ontario. 


The Remington New. Model Noiseless brings 
peace and quiet to your office—the blessed 
relief of silence after the nerve-racking clatter 
of the old-fashioned typewriter. It embodies 
23 special features that give effortless speed, 
less ‘‘noise fatigue’’, easier operation, clearer 
carbons and stencils, and better work all 
round. 


Remember—when. you buy this Noiseless 
typewriter you help the Empire and the 
Empire worker! See it at our showrooms or 
any good dealer. Or send the coupon for full 
details, without obligation. 
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INCREASED OUTPUT 


demands increased efficiency. Obtain it and safeguard 


i Ni your interests with the G.B: System, which eliminates 
wasted minutes, reduces unpunctuality and gives you increased 
Time was never more valuable—make it fully productive 
with a Gledhill-Brook Time Recorder. 


Send for catalogue, terms, etc. 


‘GLEDHELE 


TIME RECORDERS LTD. 


38, EMPIRE 
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collect a sample of every type of enve- 
lope the firm used. He found there was 
46 varieties. 

The trouble was that each depart- 
ment manager had ordered his own 
supplies; consequently there had been 
no system or method used, with the 
result of much wasteful expenditure. 
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Many of the envelopes were of the--~ 


same size but of different-coloured 
paper or different quality. By invest- 
gating their uses the new office manager 
was able to reduce them to a standard 
series of four, a move which cut 
printers’ 
cent. 


He has since carried this standardiza- - 


tion to cover all office stationery, forms, 
bills, invoices and so on. He has been 
able to reduce r34 different shapes, 
sizes and qualities of stationery to 48, 
thus cutting costs by over 45 per cent. 

All this firm’s stationery is now made 
in four standard sizes that fold easily 
for the four standard sizes of envelopes. 
They are all, of course, of standard 
quality of paper, a factor that saves 
money in placing orders. The style 
of lay-out and the types used are, also 
standardized, another point that makes 


for economy and for smartness and™ 


uniformity of appearance. 
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How Individual Drive 
Motors Raised Output 


FACTORY at Greenford, Middle- 
Asx is now being completely 
reorganized as the result of an 
experiment carried out by the manage- 
ment on the operation of the plant. 
In the past it has been the practise 
to run all factory machines off a main 
electric supply, through shafting and 
belts. To-day every machine is 
equipped with individual electric drive. 
For some months past the manage- 
ment have been experimenting with this 
method of operating. They started 
experiments in a new extension to the 
main factory and found that produc- 
tion rose by 4.32 per cent, while the 
additional total costs of running 


individual machines rose 
0.5 per cent. 





VENUS PENCILS are 
incomparably smooth 
and long lasting, their 
standard of quality never 
varies, 
MADE IN ENGLAND, 
ENOWN THROUGHOUT THE WORLD 


If you would like to select 
which degree suits you best 
name three (e.g. 2B., B., 

H.B.) and we wili giadiy 
send samples for y@u to try. 


VENUS PENCIL Co. Lil., LONDON, E.S 


bills alone by over 60 per- 


by only 





PENCILS f 


Investigations into the reasons for 
this favourable result disclosed that (1) 
the elimination of much noise and 
clatter that invariably attends the 
running of belting and overhead equip- 
ment enabled the workers to concen- 
trate more on their jobs and (2) that 
the elimination of overhead equipment 
removed a cause of apprehension. 

The management considered that this 
latter point was particularly strong 
because the staff is composed almost 
entirely of girls. In practically every 
case the girls expressed relief at the 
removal of the belting. On the other 
hand, men in the factory had little 
comment to make about overhead 
equipment but stated that the reduc- 
tion of noise was beneficial. 

Actual graphs of production showed 
that 87.9 per cent of the increase took 
place in the final two hours of the day. 
Of the remaining 12.1 per cent of the 
increase, 9.2 per cent took place in final 
85 minutes of the morning shift, and 
- the remaining 2.9 per cent was spread 
throughout the day. 

The main factory of this firm is now 
being equipped for individual drive. 


Service Approach 


used as 


Sales Builder 
By A. HARRISON 


EAR London there is a com- 
N pany, whose name is a household 
word, where the service men 
have so been trained to expand their 
job that they now contribute nearly 30 
per cent of the huge total annual sales. 
Three years ago they were purely 
service men. The firm realized that 
their product, a specialty machine sell- 
ing to the ordinary householder as well 
as to business houses, had to be ser- 
viced, so they trained a special staff of 
mechanics who made regular service 
calls on users throughout the country. 
Their job was to see that the customer 
was satisfied with the operation of the 
machine. 
One day, however, the service depart- 
ment manager and the sales manager 
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Yes . . . quicker than you can read 
the above heading you have the facts 
of your business registered in your 
brain. Shannon Visible Equipment 
conveys an accurate visible picture 
of the state of your business. By the 
ingenious signalling and charting 
incorporated in this system, every 
movement . . . every fact is seen in 
a glance . . . ready for profit-making 
decisions or in time to correct any 
weakness. To-day, nothing is more 
essential than finger-tip control of 
your business, and that is why so 
many progressive firms have adopted 
Shannon Visible Equipment—to be 
able to see in a flash any advantage, 
any favourable opportunity, IN 
TIME. Write for interesting Book- 
Jet describing the Shartaon Visible 
Equipment more fully. 





IMPERIAL HOUSE, 15, 17, 19 KINGSWAY, W.6.2 


BIRMINGHAM BRISTOL LIVERPOOL MANCHESTER 
NEWCASTLE-ON-TYNE 


GLASGOW CAIRO, EGYPT 























” PLEASE MENTION “BUSINESS” 


SSM ERANK PITCHFORD & CO. LTD., “VELOS” HOUSE, WELL ST., LONDON, E.C.I 
WRITE FOR LIST OF “‘YELOS*’ OFFICE TIME-SAVING APPLIANCES 





es, 


Y Be 





Januar 





WE HAVE MANY 
NEW STYLES 
IN INKSTANDS & 





ENGRAVED with your 
name this calendar makes 
an IDEAL GIFT LINE 


No. 1282 CLASSIC 1/ 
Retail ~ 











Cost of Engraving extra 
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PRICE ON APPLICATION 
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Books that can help you 
to suceess 





Success through Suggestion 

Analysed Personality 

Lessons from a Self-Made Continent 
The Master Speaker 

Are You Upward Bound 

Efficient Staff ‘l raining 

How to Make More Money More Easily 
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Overcoming Fear 

Personality 

The Will to Win 

The Successful Retail Salesman 

Wake Up and Sell 

What is this Salesmanship? 

The Spirit of Adventure in Selling 

Salesmanship for Shopkeepers 

The Science of Salesmanship 

Self-Orguanisation for Success “ 

How to Overcome Objections and 
How to Close More Sales 

How to Increase Your Personal Efficiency 

Winning Team of Personality 
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THE FERN BUSINESS INSTITUTE, LTD. 


11 Upper Woburn Place, London, W.C.1 
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were talking over their problems during 
lunch. The service man mentioned. 
casually that one of his bright repair 
men had sold a machine that morning. 
That gave the sales manager an idea: 
here was a second sales force—the 
service men. 

Up to that time the service men had 
been trained thoroughly in just the one 
job—-keeping the machines in order. 
They had been told, of course, to report 
any chance of selling a new machine 
and they did, naturally, sell spare parts 
as part of the servicing job. But there 
had been no effort to train these men 
in salesmanship, as, -up till then, the 
unique possibilities of their position had 
not been realized. i 


Service-Men Given S pecial 
Course in Selling 


Following a conference between the 
sales and service executives a scheme 
was drawn up under which all service 
men would be given a thorough ground- 
ing in the art of selling. But it was not 
the course given to salesmen. The 
technique and approach were different. 
The service men were taught to 
approach fresh sales from the service 
angle. There was no direct attack. It 
amounted to a subtle rear action. 

For example, in discussing the work 
of a machine with a customer the 
service man might find an opportunity 
to admire the amount of use obtained 
from the machine. From that point he 
could give a friendly warning not to 
put too much strain on the mechanism, .- 
and from there, by easy and natural 
stages, remark that a second machine 
would be useful or that a bigger model 
would be worth while. 

This is a typical example of the type 
of attack made on a market already 
“sold”, but in which there was vast 
scope for further development. Nor 
was the service-salesman told to clinch 
his order on the spot. It was not policy 
to push too hard, but to exert mild 
pressure. The men were trained to prise 
gently the fresh order from the old 
customer. It might take two, three or 
even more service calls before the 
definite order materialized. 


Demonstrations « the Best 
Kind of Sales Atd 


The selling of accessory equipment to 
the machine became a still bigger 
feature with the service-salesmen. They 
were in a naturally strong position to 
introduce such equipment. Indeed, a 
favoured method was actually to use 
such equipment in testing a machine. 
When this happened before her eyes, 
the housewife usually found it impos- 
sible to restrain her curiosity and © 
interest and thus the path was cleared 
for selling effort. 

Similarly, when the company. 
achieved record sales with a new 
‘‘baby’’ model, the service-salesmen 
shared the triumph. They took the 
model around with them and used it 
for test purposes. "That is, they found 
an excuse to bring out the model to test 
such things as the electrical current in 
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EN are prone to account for the 

M cecanenty amazing performance of 

~ birds and animals by saying they 

‘ work by “‘instinct’’. 

animal world the conscious power of 

reasoning which they claim to possess 
themselves. 

When a bird builds a nest—often a very 
beautiful and complicated structure—we 
say it works by instinct inherited from 
countless generations of ancestors, who, 
year after year, did exactly the same thing 
in exactly the same way. In other words, 
we cannot really explain why a bird, 
entirely without teaching, makes at its 
first attempt a perfect success of an 
extremely difficult job. We say it is 
‘instinct’? and let it go at that. 

Man, “Lord of Creation”, has to learn 
to do even the simplest things. True, he 
possesses some ‘‘instinctive’’ reflexes; he 
_ will make a violent effort to escape a 
sudden peril: if you flash a lighted torch 
towards his face he will leap back 
“‘instinctively’’. All the ordinary pro- 
cesses of life, however, have to be learned, 
often by long and arduous experience. 

The men who designed and built the 
Queen Mary had to work by reason. They 
had to learn their trade. The bird crafts- 
man is Nature-taught: it does not have 
to learn. It works by something we call 
“instinct”. The human being can be a 
craftsman only by virtue of long personal 
training. l 

You conduct your business by reason. 
New situations are constantly arising and 
you have to think out the answer to each 
problem. The more correctly you reason, 
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By- 
THOMAS 
DIXON 


the fewer mistakes you will make and the 
more greatly will your business prosper. 

When you are asked to consider any 
new method or new departure, you quite 
naturally bring your reasoning power to 
bear upon it to decide whether it is wise 
and profitable for you to take the new 
step. Mere assertion that the new way is 
the better way quite properly leaves you 
unmoved. Unless your reasoning tells you 
that there is a reasonable prospect that 
the new way may be the better way, you 
would be foolish to make a change. Con- 
versely, you would be foolish if you 
hesitated to make the change of which 
your reason approved. 

When I tell you The Dictaphone will be 
a help to you, as a saver of time, labour 
and money in your business, I recognize, 
your right to ask for reasons why. Here 
are some of them. 

Perhaps the greatest of all is the ‘‘ever- 
readiness” of The Dictaphone. You dic- 
tate exactly when you like. You dictate 
just as fast or as slowly as you like. You 
never have to wait an instant when you 
want to dictate ten words or ten thousand. 

That is the great time-saving factor; of 
The Dictaphone. It is the main basis of 
The Dictaphone claim upon the busy man. 

There are, of course, many others. One 
is that you dictate alone. Consequently 
you gain in concentration, dictate better, 
more forcible letters. 

Then ‘there is the question of accuracy. 
The Dictaphone is automatic and infal- 
lible. It cannot make mistakes, and, 
becayse it relieves your typist of the 
liability to error inseparable from hastily 
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‘written shorthand, it ensures far greater 


accuracy. 

All the time yow? secretary spends in 
“taking down’’ your dictation is abso- 
lutely saved when The Dictaphone comes 
into operation. She can do more work, 
do it faster and better with less effort. She 
gets the time to take off your hands some 
of the detail and routine work that bothers 
you. 

In all these ways The Dictaphone is 
saving time, saving money, every minute 
of the working day. It will save you at 
least an hour daily: it will save your 
secretary probably from two to three 
hours, give her time for more responsible 
work. 

Remember that saved time means saved 
money. A Dictaphone is a real ‘economy. 
It will pay for itself in a year or so. 

These are unchallengeable reasons why 
you should at least try The Dictaphone. 
Every one of them can be definitely 
proved on your own desk, in your own 
daily work, without cost or obligation on 
your part. Then when you have tried and 
proved them all, your reason will tell you 
that they are irresistible arguments why 
you should use The Dictaphone. . 

Test The Dictaphone for yourself: it 
will cost you nothing. Make up your 
mind to act at once. Seffd the coupon 
to-day and get a copy of "What’s An 
Office, anyway?”’ 


THE DICTAPHONE CO., LTD. 


{Thomas Dixon =- Managing Director 
Telephone : Holborn 4161-2-3-4 


KINGSWAY HOUSE, 
KINGSWAY, LONDON, W.C.2. 


And at Manchester, Birmingham, Glasgow, 
Liverpool, Leeds, Bristol,; Neweastle-on-Tyne, 
Dublin, Belfast, - 






POST THIS COUPON NOW 


THE DICTAPHONE CO. LTD. (Dept. H.) 
Kingsway House, Kingsway, 
Londen, W.C.2 


Please send free book “What's an Office, any. 
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OVER 260,000 DICTAPHONES. ARE IN DAILY USE 


without moving from their office. desks 
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The Ericsson Master Station on your desk is your instantaneous 


link with your organization. 


. You press a switch, speak 


naturally into the instrument and your man answers—clear as a 
bell--as though on the other side of your desk. 

You can speak to one person—or fifteen—hold a simultaneous 
conference without moving from their offices. 


Get through instantly to any 
* department without dialling, 
calling a switchboard, holding 


an earpiece or speaking into e 

~ mouthpiece. . 
2 Hear replies AL O UD— 
* keeping hands free. 

3 Right - of - way over other 
~* conversations. 





ERICSSON ‘TELEPHONES LTD. 


Here are the advantages :— . 


4 Hold a conference without 
* any executive out of his de- 
partment. ` — ; 


: 5 If necessary loud speaker can 
* be switched off so that only 
you hear replies, 


6, FULL SECRECY 


x 


Can you afford 
to be without 
these unique con- 
veniences and 
advantages? Why 


with us? Ask 
for particulars of 
our moderate 
RENTAL 
MAINTENANCE 
or make an ap- 
poaintment:for 
free demonstra - 
tion AT YOUR 
ADDRESS. 


67-73, KINGSWAY, LONDON,- W.C.2 
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Telephone: 
HOLborn 3271-2-3 ` 










LOUD SPEAKING INTER-COM- 
MUNICATION TELEPHONES ` 





not get in touch"! ordinary quality. ~- 





. ACCURATE FITTING 


Gee & Watson Multigraph.Plates are curved to 

fit the cylinder absolutely.true at all points, `~ 
thus ensuring precision of reproduction on the 
longest run. 


os | FASTER SERVICE 


Gee & Watson sincerely belleve that they 
now offer one of the fastest services for the - 
making of Curved Plates. 


DEPENDABILITY 


Gee & Watson plates are well etched and 
closely routed and the accurately fitted feet will 
not pull off or permit the plate to move. 


QUALITY 


‘Gee & Watson plates are made by men who : 


know their jobs from A to Z, and whose pride 
it Is to produce work of yery much more than 
j< 


— 


GEE & WA’ 


. LIMETED 


$ i- Get ‘in touch with 


i 


1 


FSON 





Multigraph and Roneo original curved plates. 
~Blockmakers in Line and Tone, Photographers, 
Retouchers, Typesetters, Electrotypers and 


} 


pei Stereotypers 


II] Shoe.Lane, Fleet Street, London, E.C.4 
+ Telephone: CENtrad 7337 
‘ } 
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MANAGEMENT : CONTROL : POLICY 


Management Trends g ” By 
How Bedaux System Works Froma Special INVESTIGATION 
Unit Control for Smooth-Running Work . By J. WINTERTON 
Cosmo Components Lid. 

. By N. J. SMITH 
Cabinets (Coveniry) Lid. 
Profitable Ideas for any business ier From E. K. COLE, LTD. 
Effective Controls that alee ap Work From FERRANTI, LTD. 
From Revival to BOOM . i ; November TREND of Trade 
South Wales Comes to Life By C. E. DAY 
Í Factory Site Survey No. 14 


MARKETING : ADVERTISING : SELLING 


The Sales Manager MUST be a Liaison man By ROBERT MARTIN 
Bob Martin Lid. 


1936 


Fresh Poser when we Started a New Line 


How we set Salesmen’s Quotas ... 
Benedict Manufacturing armen 

Ideas that have Increased Sales Bet ie e 

Now You can -Develop your China Markets... 

Marketing Trends $ wi By THE MARKETING EDITOR 

ROAD TRANSPORT- 


What to see at the Scottish Commercial Motor Show 


By R. TWELVETREES ~ 


A.M.I.Mech.E. 
How to Run your ‘‘Spare-Parts’’ Stores to Cut Maintenance Costs 
This New Unit Locates Engine Weaknesses Say oe 


OFFICE PRACTICE & EQUIPMENT 


Slip Post System Saves 133 Million Entries a Year 
By H, A. SIMPSON, F.C.W. A. 
United Steel Cos., Lid. 
This New Stationery Ensures Exact Registration . 
Increases the Effectiveness of Your Letters 


the EDI TORS. 


By L. E. BARNES. 
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NEWS! 


HIS is the first issue of Business 
“ under the new proprietorship of 
Business Publications Ltd. Basic policy 
of the paper, steadily built up for 27 
years, will not be changed. Scope oi both 
Editorial and Advertising Spuere will, 
however, be. extended. 


Three new Editorial features, for 
example, make their appearance this 
month: 


Management Trends (p. 7) will regularly 
give you up-to-the-moment news about 
what managements are thinking, planning 
and doing to meet, problems of the hour. 


Marketing Trends (p. 38) will tell you 


‘regularly about the new tendencies as they 


arise to affect your customers. 

' The, Road T ranlpori Section (p. 22), 
edited by. Road Transport - Pioneer 
Twelvetrees, specially appointed to Busz- 
NESS panel of Consultants, will deal with 
Transport organization, ~ problems and 
costs from your point of view, not from 
that of the vehicle manufacturer. ‘This, 
we would stress, will give you new 
information you will not find elsewhere. 


ANY business men still ask: ‘‘What 

is Bedaux?” ‘‘What will it do for 
me; what would be its effect on a staff?’’ 
We dispel all this mystery. On page 9 
we tell you what Bedaux is and does. 


EASONAL drops in demand are the 

bugbear of manufacturers turning out 
single or limited lines. A first-rate fill-in 
method, to keep machines running at a 
profit, is to introduce secondary lines. 
But what if the ‘‘secondaries’’ grow so 
fast as to threaten to swamp the originals? 
How do you set about developing the 
cream of both markets? See page 13. 


o 

F you could cut out half the figure 
le in your business, wouldn’t it 
speed up work and alloweyour employees 
to use their brains instead of remainmg 
automatons? The United Steel Cos., Ltd., 
cut out 133 million figure entries and are 
saving over £300,000 a year. Big savings 
in a big combine. But.any firm, no matter 


what size, could save proportionately. 
Mr. Simpson explains on p. 30. 





BUSINESS, Published by Business Publications, Ltd., Whitefriars House, Tallis St., E.C.4. Telephone: Central 9893. 
Subscription rates:—15/- a year post free, United: Kingdom and Continent; 20/- a year post free, Overseas. 
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an opportunity for service. 


Do you know ?— 


Position in the.works of any, order. 

Relation: of performance to promise. 

‘How the ‘department or the machines are ‘‘loaded”’. 
Where and when overtime is necessary. 

How “‘Priority’’ orders are faring. 

Plant and Machinery Maintenance (History and Cost). 


®© One brief glance at the Cope-Chat Visible Index for Works Control 
will answer these questions in relation to 124 Orders, fobs, or Machines. 


lf you have a works organisation query we will be glad to have 
We have catered for hundreds during 
May we help you ? 


THE COPELAND-CHATTERSON COMPANY, LTD. 


EXCHANGE. HOUSE, OLD CHANGE, LONDON, E.C.4° 


‘ Telephone: 


CITY 2284 (3 fines) 
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in the design of its well-known Equipment, and 
takes this -opportunity of announcing an entirely 
new range of Autographic Manifolding Registers. 


THE “400 LINE” TRU-PAK 


Incorporating improved operating and mechanical 
features, coupled with a most modern and digni- 
fied appearance, the EGRY TRU-PAK provides’ 
the most up-to-date and speedy method of hand- 
ling multiple sets of forms requiring handwritten 
carbon copies for internal routine purposes. 










Weare exhibiting 
at tho following 
Exhibition : 


`” BREWERS 
Royal Agricultural Hall 


- LONDON, N.I. 





__ Interleaving of carbon paper and handling of forms is entirely eliminated through the use 
of Continuous Stationery. aa 
One writing, and one turn of the operating handle will deliver a set of forms consisting 

- of an original and up to 5 carbon copies. Machines are made in, various sizes to meet the 
usual standard commercial forms. | 
The most important feature of this inexpensive device lies in the security and protection 
of records afforded by the locked compartment into which a complete copy of the issued 
forms is fed for control purposes. If necessary, a dissected analysis of certain pre-selected 
items only may be so retained in place of the copy. 


-EGRY LTD. 


WARPLE WAY. ACTON. LONDON. W.3 Telegrams : EGRYCOMPAK, EALUX, LONDON 
’ , 9 . 


Telephone: Shepherds Bush 3377 (3 Lines) 


When sending for. 
details, ask also for. par- 
ticulars of the SPEED- 
FEED Typewriter 
Attachment. Where 
routine forms are typed 
instead of being hand- 
written this automatic 

- device wiil speed up 
the output of’ suc 
multiple sets. 
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IN HIS DEPARTMENT 


SIR. SHALL | GET 


y N NN O k 


N 











An important and particularly fussy client tele- 
phones Mr. Wright on urgent business . . . but 
Mr. Wright is not available! If he had not been 


forced'to call personally on the Manager of another — 


department for some confidential information, 
Mr. Wright would not have upset the client . . . 
nor, incidentally, would he have dissipated almost 
an hour of his valuable time. Lack of efficient 
inter-departmental communication is a severe 


handicap which affects an organization from - 
managing-directors to office-boys. Such a handi- 

cap is entirely wiped out by the installation of 
the DICTOGRAPH Internal Telephone System. 
Establishing instant contact with every depart- 
ment, either individually or together, the 
DICTOGRAPH gives facilities which save time 
and add to efficiency. It requires no trained . 
operator and cuts out all delay. . .:. 


WHY NOT WRITE TO-DAY FOR FULL PARTICULARS? 


(ABBEY 5572/3/4) 
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DICTOGRAPH 


INTERNAL 
TELEPHONES 
ABBEY HOUSE, WESTMINSTER ond AURELIA ROAD, CROYDON 


Branches throughout Great Britain and representatives overseas. 


(THORNTON HEATH 2427) 
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FOR COMFORT IN WRITING 
FILL YOUR PEN WITH 


3d. 6d. & I J- Bottles 


FOUNTAIN PEN INK 


BE OBTAINED THROUGH. THE ANNOUNCEMENTS 
IN THE ADVERTISEMENT PAGES IN THIS ISSUE 


PAGE 


PAGE 


PAGE 
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(20) Ruddock, J. W. & Sons .. 50 (85) Pitchford, Frank, Ltd. .. 49 53) Ericsson Telephones, Ltd. 2 
ADDRESSING MACHINES 54) Telephone Rentals, Ltd. .. 6 
5) Addressall Machine Co. .. 27 PENOILLS 
iB) Addresiog ograph- Muitigeaph, x _ DUPLICATING & PRINTING (36) Venus Pencil Co. .. -. 50 
a over 4 


ADVERTISING AGENTS 
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(21) Addressograph-Muitigraph, 
Ltd. Cover ¢ 


PRINTERS 
(37) Drydens, Ltd. q w 


TIME RECORDERS 
{65) Gledhill-Brook Time Re- 
corders, Ltd. a . 8i 
(56) Smith’s English Clocks, Ltd. 
Cover 


(7) Gibbons, J. J., Ltd... Cover sit {22} aah 3 Rotaprint Agency, . 38) Fosh & Cross, Ltd. i 
over 44 
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e) Harper, D. & Co., Ltd... Ltd . (39) Addressograph-Multigraph, EWRITERS & ACCESSORIES 
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Egry, Ltd... Hy of Bimiiniehet E SCHOOLS, COLLEGES & COURSES 
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OZONAI 


FAN complete with 


3 yds. Flex, separate 
Switch and Adaptor 


T. 128 Standard and 
Fan Fitting £7 : 


T. 128 D. Double 


12:6 


IN YOUR ESTABLISHMENT 
WILL KEEP YOUR STAFF FIT 
VENTEX AIR FILTER 


cleans the air to the point of sterilization 


OZONAIR PURE-AIR 


PLANT 


All Problems of AIR PURIFICATION 
DEODORIZATION, etc., solved by 


Strength and Fan 
£8:7:6 


T:128 DR with regula- 

tion for 4 strengths- 

of Ozone and Fan 

l £9 :12:6 

Supplied without Fan fess 
£2: 17 


OZONAIR APPARATUS 


OZONAIR LIMITED bert. 3 


OZGNAIR HOUSE, ST. LEONARD STREET, LONDON, SW.! 
Telephone : VICTORIA 0012 





Telegrams : : Ozonair, Sowest, London 
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.. >. We cannot resist writing to you 
to say how efficient the Telematic system 
is. The fact that we are able to inter- 
communicate between different departments 
is saving us no end of time all day long. 
We shall never regret ‘taking your Repre- 
sentative’s advice to 
Telematic; it is. really a splendid system.’’ 
When vital facts or ‘figures are needed, 


change over to 





... it really is a splendid 


SYSİEM .. 


An extract from a letter written by 
a British Upholstery Manufacturer 


When executives wish to converse with 
departmental managers, Telematic enables 


.them to do so—quickly. 


When a man is urgently wanted and he’s 
not in his office, Telematic finds him— 
quickly. 

When instructions must be flashed through- _ 
out an organisation, Telematic conveys | 
them—quickly. 


‘When Head Office wants to discuss a 


matter with a distant branch office or 


Telematic gets them—gquickly. 
. factory, Telematic connects them—quickly. 

Every business day, Telematic is saving 
time and money and increasing efficiency in 
large and small organisations throughout 
the country. Telematic can greatly assist 
you and your executives—for a small 


my 
eed 


te 


quarterly inclusive rental. 





of the Dial 
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Management Trends .. - 


There’s Little Fear 
Of ‘Devaluation Dumps’ 


HAT does devaluation mean to 
W business? We probed this 


matter in Bristol, South Wales, 
Leicester, in the City and on the 
Continent. 

Opinion of the various business men 
with whom we talked in these centres 
was diverse: but most executives- were 
certain that ultimately devaluation will 
boost world trade. 

At Bristol a leading agent in the 
rayon industry expressed fear that the 
late gold bloc countries would flood this 
country with cut-price artificial silks. 
He urged that British business policy, 
particularly in his trade, should organ- 
ize the home market. 

In South Wales several important 
colliery owners told us that they wel- 
comed devaluation, especially as France 
has extended coal quotas. Owners of 
coalfields here are planning to push 
home the new advantages. 

Hosiery and knitwear makers in 
Leicester scouted the Bristol rayon 
agent’s outlook. Two prominent manu- 
facturers said that tariffs and quotas, 
plus rising costs of production on the 
Continent, made dumping impossible. 
They added that their view of manage- 
ment’s devaluation problem was to get 
ready for a big push in export trade, 
as big chances were bound to open up. 

A director of the Bank of England, 
in giving us his view of devaluation 
effects, said that all high financial in- 
terests were satisfied with the situation: 
“The whole affair has been so closely 
controlled that no .adverse effects on 
business in this country, except in 
isolated instances of speculators, can 
take place,’’ he said. ‘‘It leaves busi- 
ness management with no immediate 
changes of conditions to face. In all 
my contacts with business men I have 
heard only satisfaction expressed with 
this first step towards revitalizing world 
trade.” 

O 


French Production Costs 
Make ‘Cheap’ Franc Dear 


RENCH business men, we found, 
were mainly pleased with the agree- 
ment but not too’ Hopeful of immediate 


benefit. And this is the viewpoint, too, 
„i me el oe E 


From 24 informal interviews THE 
EDITORS interpret what executives 
are thinking, planning, and doing to 
drive businesses forward to-day. 


we were informed, of Belgian, Dutch 
and Swiss manufacturers. 

Devaluation will be offset by other 
cost-raising factors, says Paris. Costs 
of production are now touching ro to 
12% above last year’s level. Higher 
wages, shorter hours, heavy taxation, 
crippling costs of labour troubles and 
resultant disorganization—these are in- 
ternal factors hitting French manufac- 
turers: Indeed, costs are expected to 
creep up yet another 10%. 

With internal prices rising, British 
exporters to the Continent will not meet 
much of a snag in the way of increased 
costs in terms of francs or guilders. 
France has suspended quotas on im- 
ports of machinery, textiles, chemicals 


and 103 other items. Also the tariff on 


raw materials has been dropped 20%, 
on semi-finished goods 17%, and on 
finished goods 15%. 

This type of adjustment steadies the 
tendency for prices to rise inside the 
late gold bloc countries. It serves also 
to maintain existing export trade so 
that, as conditions improve, trade can 
expand smoothly. 

Such is French and Dutch business 
Opinion which believes Continental re- 
covery will take place without harm- 
ful effects on any British trade. More 
positive is the belief that, as Con- 
tinental recovery proceeds, the rosier 
will be the outlook for British export 


business. 


«World Expansion of Trade will 
Follow Devaluation’’—says 


SIR ROBERT KINDERSLEY 
Director, The Bank of England. 


I BELIEVE that devaluation is 
fraught with the utmost significance for 
the world. Before it occurred, those of 
us who were watching the international 
horizon despaired of loosening the knot 
of quotas, exchange restrictions and the 
like . . . but the pull of this knot has 
been relieved and this will enable the 
world to untie it, if leaders are patient 
and careful. 


“In my view, the happenings of the 
past two weeks are a prologue to a 
gradual but ultimately immense expan- 


sion of world trade. . With fair dis- 
tribution and sane increase of the 
standard of living, we can look forward 
to a period of world prosperity which 
will surprise the most optimistic. 


ir 


Restrictions which have im- 
déd "foreign trade and prevented 
countries like our own from reaping the 
full benefit of the upswing in trade 
should be unnecessary.” 





The Inside Facts of 
S. Wales’ s Position 


HE Welsh coalfields stand to bene- 

fit more than any others if devalu- 
ation pushes forward world trade re- 
vival. The peculiar situation of Welsh 
coal was explained to us when we were 
shown the draft of a report to be pre- 
sented to Mr. Walter Runciman, chief 
of the Board of Trade. ® 

The gist of the report was this: The 
Trade Pacts concluded with Denmark 
and other north Europe countries re- 
sulted in more coal sales for the North- 
East coalfields. But this meant taking 
that much of the market from the 
German and Poligh mines. These 
mines, in turn, sought fresh markets in 
the Mediterranean countries, the biggest 
of South Wales’s present export mar- 
kets. Hence, South Wales has become 
the Cinderella of the British coal 
family—few and declining markets, 
little consideration in the Pact-making, 
left with only a depressing outlook. 

Cinderella didn’t know her luck until 
the day after the ball, when she found 
the slipper fitted her foot. South Wales 
was in much the same position. De- 
valuation might or might not make 
amends for existing conditions. The 
French action of knocking down the 
tariff by 20%, and extending quotas, 
produced a slipper that fitted South 
Wales's foot. 

Coalfield owners believe that gradual 
increase in export trade to France and 
other countries will come about. As 
trade revival intensifies, coal exports 
will climb. Much of this increase will 
take place under barter agreements: 
pit-props for coal, for example; and 
plans are being made by managements 
accordingly. 


O 


Skilled Labotfr Scarcity 
Worrying Manufacturers 


HE scarcity of skilled labour is 

harassing manufacturers in almost 
every part of the country. In Norwich 
we discussed the matter with a well- 
known firm of engineers who were 
advertising for men in Lancashire, 
Glasgow and even West of England 
areas. 

In Birmingham we found a novelty 
manufacturer offering any girl in his 
employ a bonus of 5s. for every new 
hand she could bring along. 

In Leicester a German firm decided 
on a factory in which to start slipper- 
making in this country. They had to 
abandon the idea and to try for a 
factory in Lancashire, simply” because 
not even a half-dozen men and girls 
could be found in Leicester free to take 
up the positions offered. 


O 


Management’s 
Job No. 1 


ITH this condition of the labour 
market ruling, management must 
concentrate attention on the vitally im- 
portant question of staff. It is not a 
matter of merely offering temporary 


incentives in order to hold employees 
while this phase of “more jobs than 
men’’ is causing unsettlement. It goes 
deeper than that. There is absolutely 
no doubt that one of the really major 
jobs of management has become that of 
scientifically . choosing, training and 
retaining staff. 

No longer is it a matter of ‘‘engaging 
employees’: it is a matter of building 
staff, a vastly different thing. 


O 


Here’s One Lab- 
our Stabilizer 


FES are certainly realizing this 
need. Never before have we had so 
many inquiries from businesses of all 
kinds for details on how to start and 
run Staff Pension Schemes. 

It shows clearly that controlling 
executives are realizing the stabilizing 
influence on employees of a guaranteed 
safeguard of their health and security 
in old age. 

What, a few years ago, was mis- 
takenly thought to be philanthropy 
pure and simple is to-day acknowledged 
as sound business policy. After all, 
business is human, and the happier 
human relationship can be made, the 
better. 


O 


Will Business Have to 
Move Underground ? 


O contemplate the possibility of 

war at some time or other is yet 
another thing for the management 
agenda. At least one firm has already 
made an important move against 
disaster from aerial attack. 

Wishing to add another story to its 
already very imposing factory, a Mid- 
land firm has put the additional floor 
under the ground instead of on top of 
the existing structure. 

This new basement is very deep and 
very strong—bomb proof in fact,. and 
gas proof. Air-conditioned and admir- 
ably lighted, it is to housé mainly the 
office staff and particularly those sec- 
tions that deal with irreplaceable 
records; hire-purchase accounts, the 
company’s books, financial documents, 
agreements, contracts, technical speci- 
fications, and so on. A series of high- 
speed lifts connects all above-ground 
floors with the ‘‘dug-out’’. 


O 


It Pays To Have a a 
‘Peeled Eye’ -Men Pa oa 


ORDON SELFRIDGE, senior, has 
béen’a great traveller. . The:famous 
Times daily message ‘from his- House 
recently cited travel abroad ‘as, ‘the 
finest means. of broadening- the mind 
and of increasing one’s ‘stock”of know- 
ledge and ideas. >” & MES og 
Foreign travel, intelligently. pursued, 
is indeed one of the’ best investments a 
business man ‘can make. Some months 
ago we interviewed. the head, of- ‘ascom- 
bine of well-known’. “engineering firms. 
Our object. was: ‘to. „get matter. for -an 
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article on how the group had reduced 
production costs during the last twelve 
months. 

We were given an amazing revelation 
of how the costs of making intricate and 
important engineering parts had been 
brought down. So vitally important 
was the achievement of these cost-cuts 
that the executive would not permit us 
to publish the story. 

The economics had enabled his group 
to defeat fierce competition, and he was 
not giving his secrets away. 

But how did this concern find out 
how to make such drastic cuts? By 
sending tls executive engineers on a 
tour of the world. 

These men (three of them) visited 
factories of every kind in Germany, 
France, U.S.A., South Africa, etc. 
They kept their eyes open for ideas; 
for ways of handling this and that; for 
short-cuts in methods, machine set-ups 
and so forth. They watched methods 


‘in factories making chocolates, motor- 


cars, paint, steel furniture, electric 
motors, surgical instruments, etc. 

The sum of what they saw other 
experts doing in other lands gave them 
those ideas which enabled them so to 
reduce their costs at home. 


O 


Add The Other Man’s 
Brains To Your Own 


R. SELFRIDGE readily admits 

that you can always learn from 
the other man. It pays, however, to 
see the ‘‘other man’’ in as many, and 
as widely differing circumstances and 
conditions as possible. It is not that 
they do things better abroad than we 
do here: it is the difference in their 
methods and conditions which repays a 
study. 


O 


Why They’re Buying 
Further Ahead 


HEN we were in Shefheld, last 

month, a conversation with a 
steel manufacturer on general business 
conditions turned more specifically to 
buying tendencies. 

A director of the concern remarked 
that steel users were becoming more 
and more inclined to place larger orders 
and to buy further ahead. 

We suggested that this might be 
prompted by the recent international 
finance movement and a year of rising 
prices. But this director did not think 
so. ‘“‘Maybe, in one or two cases,” he 
said, ‘‘but the real reason, I think, is 
the steady increase of budgetary con- 
trol and ‘long-range’ planning, especi- 
ally among comparatively small firms.”’ 

It seems that, whereas the smaller 
firms bought more or less from hand to 
mouth, they are now mapping out pro- 
duction programmes for six, nine, and 
more months ahead. A healthy sign. 
By using better methods of organiza- 
tion users are thus helping the supplier 
by enabling him to plan his output 
further ahead. 
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Bedaux System Gives Us... 
a check on every minute worked 


And Every Worker.... 


scope to earn higher wages 


Bedaux system in a manufacturing 

concern is that it enables the man- 
agement to secure and maintain a close 
control of that vitally important 
element—time. 

In any ‘‘flow’’ production type of 
work, profits stand or fall by the effec- 
tiveness with which time is utilized: 
not time in general, but time as repre- 
sented by every single minute of every 
operative’s period of duty. ` 

“Bedaux”, in short, schedules pre-set 
standards of work-volume for every 
operative for his or her whole time. 
From these standards, therefore, the 
management obviously has a constant 
and close check of the actual work pro- 
duced. In other words, ‘‘Bedaux’’ is a 
system of scientific production control. 


Bedaux is an ‘Incentive’, NOT 
a ‘Driving’ System 

I should like to emphasize here a 
complete reputation of the charge that 
I know has been made against this 
system of control by some labour 
organizations who have not understood 
its proper application or its effect: The 
Bedaux system is not a form of rigid 
control, nor, properly applied, does it 
have the slightest tendency towards 
introducing ‘‘sweated’’ conditions. 

On the contrary, the pre-set stand- 
‘ards of output are arranged in careful 
collaboration with the operatives them- 
selves and with their charge hands. 
There is ample flexibility which allows 
for all human considerations and varia- 
tions in types of work. Furthermore, 
in raising output, it automatically re- 
duces costs and raises the standard of 
wages earned. 


(ex of the great features of the 


A Special Interview 
with the 
PRODUCTION DIRECTOR 


of a famous manufacturing firm 
O 


Previous to opening our factory in 
Britain we had long operated this 
system with marked success in our 
factories in the United States, on the 
Continent, in Argentina and Australia. 

Another popular misconception among 
business men is that the system is appli- 
cable only to large concerns with a 
limited type of output. This is untrue. 
Even in a small business, effective man- 
agement depends on exact knowledge 
and close control of all phases of energy 
employed in the work of the business. 
Bedaux gives this control. Nor is there 
any limit to the variation of output that 
can be so controlled. In our factory, 
for instance, we have well over 2,000 
different “B” values. Indeed, it can 
be truly said that the more varied the 
nature of the output, the greater the 
need of this system. For complete 
knowledge and control of every factor 
in production, down to the exact cost 
of each unit of time-labour in any job, 
must make for profitable operation. 


Output and Earnings Fell when 
Ordinary System Tried 
We have used the Bedaux system in 


our British factory from the start. We 
cannot, therefore, produce startling 


figures to show. gbefore and after’’ 
comparisons. Still, we do know that 
total waste of time-labour is reduced in 
our plant to less than 5 per cent, an 
inverse method of arriving at the 
increased efficiency in management, in 
output, in wage-earning capacity of 
operatives and in profit-earning by the 
company. 

Further, I can point out that when, 
over a short period, we put one depart- 
ment on an ordinary payment system, 
production fell by about 40 per cent. 
Not only did the company suffer, but 
operatives earned substantially less 
money. 

In principle, the Bedaux system is 
built up on time-studies from which the 
“B” values are set. By use of a stop- 
watch and study of method every 
new line we produce is valued in Bs. 
Before making the standard permanent, 
however, we give it a trial so that any 
inharmony with the individual workers 
is avoided. 


No ‘Standards’ Made Permanent 
Without Operatives’ O.K. 


Thus we come to know exactly the 
cost of production of any line in ali its 
analysed detail. This analysis of the 
work divides into major and minor 
operations. Every operation is costed, 
and the total cost of production of any 
line is known to three decimal points 
ofa penny. This is particularly import- 
ant from a managerial viewpoint, as we 
are able to be exact in all costs of manu- 
facturing before deciding on selling 
prices which are, of course, determined 
from this foundation. 

When we finally set the B-hour value 


Bedaux is a System for PRE-DETERMINING Profits 


In this article we deal with the Bedaux system par- 
ticularly from the labour-time angle. This, however, 
is but the beginning of what Bedaux can do. 
is a means of assuring profits. Bedaux engineers can 
tell, after investigating your case, if you are making 
all the profit you could with the labour and materials 
you are employing. Where necessary, Bedaux will 
replan such fundamentals as tool patterns, the design 
and construction of machines, the purchase of raw 
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materials, and so on. Entire re-arrangement of plant 
and processes is often carried out. 
costing, which gives contro] of expenses down to three 
decimal points of a penny is another feature of the 
system, All these and other functions of Bedaux aim 
the pre-determination of profits over any 


A method of 


A further step in the application of the Bedaux 
system will be dealt with in a future article. 
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for the production of an article, the 
operatives are allowed to make any 
criticism they like. Here again is an 
important point of management. We 
re-check our time studies if need be. 
On rare occasions we find it necessary 
to re-set the standard, but actually it 
is not often questioned. In the main, 
operatives find that the B values are 
fair and that in a few days they are able 
to eara premiums. ? 

It is, of course, a vital necessity to 
give liberal “ʻallowed” and ‘“‘rest’’ time. 
The decision of management on this 
point is of utmost importance, Too 
rigid application of the system may 
possibly result in ląþour disaffection; a 
proper allowance for“the human factor 
must be made. How much that allow- 
ance should be depends entirely on the 
type and nature of the work, the condi- 
tions under which it is done, and the 
arrangement and lay-out of the factory. 
But the advantage of the system is that 
it does enable all these adjustments to 
be comfortably made. The system is 
flexible. 
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All records are put in totals on a 
“Bedaux Time Sheet”, where they give a 
classification of all unproductive work into 
“Day Work’’—that is, direct labour—and 


“Indirect Time”. e “Allowed Time” Tie | 
column records how much | lost production sae ae aes 
time was in each case “allowed” under $0 1, 12 18 14 16 10.17 18 10 


But these individual daily totals reports 
ar turned into weekly departmental reports 
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A good example of how we apply the 
system is to be found in our winding 
department. The B values given here 
are in relation to the number of spindles 
operated to produce a quantity of 
wound wool. A factor to be contended 
with is the frequent breaks in yarns 
as well as the varying weights and sizes 
of yarns. Under such conditions we 
need a large number of tests to deter- 
mine the B values. Thus, a B equals 
time taken to wind so many pounds of 
yarn, calculated with the number of 
breaks and the speed of the machine, 
plus allowance for rest and unavoidable 
delay. Under such conditions different 
yarns must have different Bs. But it 
is no trouble to consider all these con- 
tingencies and to set equitable standards 
accordingly. Many executives have a 
complete misconception of 


the technique eof the 
Bedaux system in rela- 
tion to employees. We 


have found no particular 
complications. It is not 
necessary for operatives 





















TO RI 23 PA 24A pI 76 27 8 re 
PUAN BA 2) 5G St 3819 
w) Gl ah 49 40 45 46 47 48 09 
60 kl BR EF BA 55 56 6? be Bo 






ORR Ch ORES 
10 EL IR LS 26 18 1617 te ie 
EO £3 2% E3 ti ze 2627 £8 me 

WE as 2 oo 8a 85 10:97 28 8 





tas 


E 
46 
+ 
r 


150,888 


INDIRECT PAYROLL 
| Standard | 


ieee GS 
103 | 4 | 
109 | 4 | 
ee ae 
| SNE BEF 


On the “Report of Time Allowed” card 
is listed every minute of a 12-hour day. 
Unproductive minutes are punched by the 
supervisor and recorded by each operative, 
but total unproductive time and total time 
lost for each cause are not shown clearly. 
Therefore the cards are turned in to the 
office each day and... 


‘Report of Time Allowed 
Operator's Name 3 nth 
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to understand the details of the system, 
nor is it necessary to train them in any 
special sense. 

Our method is to supply supervisors 
with a chart of B values for their de- 
partment and to tell them the work to 
be done. In the winding department, 
for instance, each operative is told the 
number of pounds of yarn each must 
wind in one day. We do not explain the 
B value, but many of the operatives are 
themselves able to work out what the 
various values are. 

The standard, of course, is based on 
60-B hour. An efficient worker reaches 
and maintains this. Any Bs over 
that are premium Bs, paid for by 
extra money. The new and untrained 


(Continued on page 45) 
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MANAGEMENT - CONTROL - POLICY 
Prana te TR aaaea 


How Unity of Control 
Keeps Work Running Smoothly A 


By JOSEPH E. WINTERTON 
Managing Director, Cosmo Components Ltd. 


F he is to be successful, one of the 

things the head of a medium-size con- 

cern must recognize is that he himself 
cannot do everything in the business 
that needs to be done. Until he recog- 
nizes this he is only an individual, with 
an individual’s power; but after he 
recognizes it he becomes, for the first 
time, an executive with control of 
multiple powers. 

Without exaggeration I can say that 
the most important thing I have ever 
learned about management was to make 
men think. and act with individual zeal 
and initiative, yet co-operating with one 
another. 


You Can Delegate Work but 
Not the Responsibility 

One often hears a lot of airy talk 
about ‘‘delegating responsibility’’. 
There are many duties which the 
business head can delegate—but there 
are many which he cannot. He must 
choose other men who can supervise his 
accountancy, production, selling, trans- 
port, and so on. But in thus delegating 
responsibility he cannot also shift to his 
executives the final responsibility for 
their acts.” ‘Such responsibility must 
still remain his. ` 

In the same way, though he may use 
committees, he cannot delegate to them 
final responsibility for policies. But, 
anyway, committee responsibility is a 
very poor substitute for individual re- 
sponsibility. The committee has yet to 
be organized which will do more than 
take the middle of the road, unless it 
is completely dominated by one man. 

I have heard it said even by well- 
known business heads, when asked 
what they do: "Oh, I don’t do any- 
thing, really: my executives carry 
everything through.’’ In fact, this is 
getting to be quite a conventional 
reply. It may be a diplomatic or a 
modest reply, but it is certainly not a 
true one. Organizations do not func- 
tion by themselves. Every- successful 
company which I know depends ulti- 
mately on the judgment of one man. 


Insulation is a Major. Fault 
in Management 

This man may gather around him 
committees and administrative man- 
agers; mevertheless, if proper decisions 
are arrived at, it is his judgment and 
authority that prevail. 

My conception of the managing head 
—chairman, managing director, call 
him what you like—is that he should 


be the clearing house for 
ideas, and that he should 
be on such terms with 
the men around «bim 
who are actually doing 
the work that any major matter arising 
in a department becomes immediately 
not only an affair of the departmental 
manager but of the head of the firm as 
well, 

I quite agree with giving executives a 
full responsibility, but, as I see it, the 
head of the firm must therefore insulate 
himself from affairs. He must maintain 
a very sensitive, even though light, con- 
tact. After all, the final responsibility 
must be his, so it would be unwise for 
him to avoid the opportunity to check 
half-way any troubles which might 
arise. 


Management has Direct Contact 
With All Departments 


In this business it is my aim to main- 
tain absolute unity of control, and to 
assist in this we avoid as far as possible 
any formality in management. We 
have no standing committees and rarely 





“I do not think any managing 
director will get the . best 
results unless he is first of all 
friend of his executives...’ 


One of the main points 
of this article. 





~ 
~- 


hold general executive meetings. My 
main contact with the business is 
through two working directors, one of 
whom is in charge of production and 
the other of sales and market develop- 
ment, and also through the secretary 
who controls finance, and the office 
manager.who attends to personnel and 
routine. 

- -Each of these men is supreme in his 
field. I have an informal chat with 
each of them every morning, and in all 
their actions they are directly respon- 
sible to me for results.‘ The system is 
interlocking, in that every man is re- 
sponsible for getting the work out. The 
responsibility is not divided: it is 
united. The business of management is 
to manage. The thing to be managed 
is the work. With that thought ruling 
and pressing we have very few diff- 
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culties. When I first assumed charge 
here, departments were inclined to 
separate into water-tight compart- 
ments. I saw at once that a flexible, 
united control was not possible under 
these conditions; action had to be got 
through committees; this not only 
wasted time: it tended also to be 
stiff-necked and dependent on routine. 
I changed this by abandoning all 
formality. 

We now have a “‘straight line” flow 
of responsibility from myself, as the 
head, down through the directors, 
other executives to the workers. This 
plan gives the direct control which I 
sought; it is economical, definite and 
ensures specialization. 


Delegation of Work Calls for 
Keen Discrimination 


I have heard critics of this type of 
control say that the head of the con- 
cern, as the business grows, is Hable to 
be swamped by too much detail of a 
general nature: there is not enough out- 
let for general details because everyone 
is a specialist; but here comes in the 
matter I touched upon at the outset. 
The business head, to become success- 
ful, must realize what he can do and 
what he cannot do. He must know 
what and how to delegate work. If he 
definitely knows how to do this he will 
have no trouble. As the demand arises, 
he can take on one executive of the 
type necessary to deal with the general 
matters, he himself automatically be- 
coming more and more of a ‘“‘policy’’ 
man, gradually delegating the detail, 
but always with the knowledge that 
he, personally, is still responsible for 
final results. 

My executives are responsible for pro- 
ducing daily and monthly records which 
I myself study. It is in connection with 
these records, if results are shown to be 
erratic, : that we hold our executive 
meetings; but these, as I say, are rarely 
necessary. The daily key records, 
which are only in brief, enable me to 
follow progress so closely that varia- 
tions become noticeable before any 
serious discrepancy arises. But I do 
not sit about in the office, waiting for 
these reports. I use as much of my 
time as possible in actually going 
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about the organization, 
is happening. . 

What I consider to be much more im- 
portant than paper records is my con- 
tact with the personnel of the whole 
concern. We all know one another 
very well—we have been: ‘together for 
years. There are to-day men in the 
works who remember me as a boy, 
when I myself started at the bench. 

Frequently, I lunch with the execu- 
tives and with the minor executives, so 
close and friendly are all our relations 
that, instead of concealing errors or 
difficulties, these men talk them over 
freely with me. During informal talks 
many “‘little’’ thing? may be uncovered 
which have a very big bearing on ulti- 
mate profits. Such things may not 
show up in written records at all, or 
at least not in time to prevent their 
cumulative effect from prejudicing the 
business. 

The managing director, as the clear- 
ing house of ideas, is the man to take 
these troubles to, but it is not human 
nature to expect executives readily to 
report failings to someone who is merely 
a superior officer. They must feel that 
the chief is a friend before he is the 
chief. Personally, I do not think any 
managing director will get best results 
unless he is first of all friends with his 
executives. 

And in this I do not take any excep- 
tion to the size of the concern. This 
principle can equally well be carried out 
in the big corporation as in the smal! 
concern with a total staff of twenty 
or so. 


seeing what 


A big advantage of a friendly, co- 
operative spirit throughout the execu- 
tive of a firm is that it enables the 
management, as in our case, to be 
readily flexible and adaptable to meet 
the changes demanded by outside cir- 
cumstances. Alterations in product de- 
sign, prices, selling methods and so on 
can much more quickly be put into 
effect than they can in the water-tight 
compartment type of concern. 


This Free Informality Gets 
Things Done 


As an example of this might be cited 
our recent decision to reduce the prices 
of certain alumigium castings. The 
matter was discussed at lunch one day; 
during the afternoon we had completely 


considered costs, made one or two. 


changes in routine, and by evening had 
given the printer orders for revised price 
slips, while the office was busy multi- 
graphing a special covering letter to 
customers and prospects. It was all 
done in a few hours; nebody’s time was 
monopolized and no routine upset. 
Since it is the duty of the managing 
director to select his executives in the 
first place, he has to make personal 
compatibility a primary requisite. 
That, in my opinion, is one of the 
reasons why an organization of high- 
priced ‘“‘stars’’ so seldom functions in 
the manner hoped for. In such case 
each man, obsessed by his own import- 


+ + 
Our Staff Make 
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ance and bent on justifying his high 
price, insists on stressing his own indi- 
viduality, regardless of all other indivi- 
dualities, and will not admit, much less 
discuss, errors.’ 

In every business the first requisite 
is the personnel of the organization. 
The duty of a manager is to make good 
men out of such material as he can find 
available. The good foreman, sales 
manager, advertising man or statistician 
is not necessarily, as some business men 
contend, at a far corner of the earth, 
but as often as not actually within the 
organization already. I never expect 
my managers to be wizards, but I need 
men who are industrious, seriously 
ambitious and naturally willing to co- 
operate with their colleagues. Under 
proper leadership that kind of men can 
run my business. 

Similarly, in the factory. We find 
good men, make them do better, and 
then leave them to work. We have 
done away with supervisors. Many 
executives think that rigid supervision 
and inspection makes for better work. 
I think the reverse. A man working 
directly under the nose of a supervisor 
is relieved of ‘all responsibility for the 
work, He shifts his attention from doing 
the work to merely satisfying the man 
over him. The supervisor, in turn, 
wants to satisfy the man over him, and 
the work itself becomes secondary. To 
take away any man’s responsibility for 
work is to take away his interest and 
pleasure in it. It makes for shoddy 
work. We make our goods cheaper and 
better without irksome supervision. 


Real Use of Our Office Library Service 


From 


E are convinced that the circu- 

W lation to our employees in the 

factory and in the office of trade 
papers and other publications is well 
worth the work and organization in- 
volved, because it results in an increase 
of specialized and general knowledge. 

So that we shall not defeat the object 
of such circulation, we aim to present 
publications in such a way that they 
are received with interest and read with 
enjoyment, not accepted with an air 
of resignation as something to be looked 
at and returned within a given time. 
To increase the interest of our em- 
ployees we therefore offer, as well as 
what are strictly our trade papers (we 
subscribe both to English and Ameri- 
can packaging and printing journals), 
monthly and quarterly publications 
dealing with art and designing, welfare 
and industrial psychology journals, and 
those concerning office organization and 
management. 

We also provide. books which it is 
considered are well worth reading and 
which it is perhaps doubtful if our em- 
ployees would otherwise obtain—such 
books may be purchased specially for 
circulation, or in many cases they are 


the personal property of one of the 
directors. 

Individual opinions may not be in 
agreement with the authors of these 


THE SECRETARY, Boxfoldia Ltd. 


works, but either for the reason of in- 
terest in the way they are written or in 
the theories they expound they merit 
attention. 

For the information of other busi- 
nesses which may be contemplating in- 
stalling, or adding to, an office library 


į L mention the following titles that we 


mii Fascism; 
i A. A. Milne; 


nother fitment for keeping your 

phone cord from tangling up. 

The reel automatically winds in 

cord when you replace the 
receiver 


the . 





y| Adolf Hitler; 


have put into circulation: “The Seven 
Pillars of Wisdom,” by T. E. Lawrence; 
“The Shape of Things to Come,” by 


"TH. G. Wells; ‘War Memoirs of David 


Lloyd George,” ““My Struggle,” by 
“The Brown Book of 
Hitler Terror,’’ prepared by the World 
Committee for the Victims of German 
“Peace with Honour,” by 
“The Real Abyssinia,’ 
by C. F. Ray; “Testament of Youth,” 


| by Vera Brittain; ‘Psalms of Modern 
i| Life,” by Arthur Wragge; ‘‘Through 


Ş| Fascism to World Power,’’ by Ion S. 
"| Munroe; ‘‘Memoirs of an Infantry 
Officer, ? by Siegfried Sassoon; 


“Frenzied Finance,” by Lawson. 

That such books are appreciated by 
our employees is, we think, shown by 
the very many names of would-be 
readers entered on the lists which 
notify books for circulation. 
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This Fresh Poser Faced Us 
When. We Started a New Line... 


By N. J. SMITH 


Managing Director, Cabinets 
(Coventry) Ltd. 


OST businesses that have trade 
M Brectuations must face the 

problem of getting full produc- 
tion for every month of the year. 
Fifteen months ago we were faced with 
this problem and solved it by producing 
an extra line of goods. 

To-day, however, we have a fresh 
poser: that of coping with the demand 
for the new line! 

Modest though our venture was as 
a secondary enterprise, its success has 
been such that it may well become the 
main instead of the auxiliary produc- 
tion of our plant. 


How We Became Faced with 
The Problem 


When we started manufacturing four 
years ago our business was the produc- 
tion of wood mantels and general 
cabinet work. We rapidly developed 
our business, expanding our plant and 
increasing our staff. Our travellers 
turned in a steady stream of orders and 
the output of the factory flowed with 
gradually increasing volume. 

Although ours is not a strictly 
seasonal trade it is affected by the 
winter months. Building operations 
slacken off between September and 
January so that we could not hope to 
maintain full activity in our plant 
throughout this period. By careful 
planning and spreading-over the orders 
we were able to shorten this quiet 
season, but that did not altogether solve 
the problem. 

The problem was really a double one; 
first, there was the quiet market during 
a well-defined part of the year; yet we 
wanted to keep fully employed the 
extra staff, space and plant which we 
had added by our expansion. 

The second side to the problem arose 
from conditions beyond our control— 
the market. The building boom in our 
immediate part of the country had been 
going on for some time and the demand, 
therefore, for our goods was sound. But 
looking ahead we felt uneasy about 
business in the coming years. There 
were, of course, certain reassuring facts. 
The North, for example, had yet to 
have a building boom which, incident- 
ally, is now starting. But we could 
see—and still do see—that it would 
take some time for this boom to get 
under way and that even then we 
should be up against keen competition. 

Now this may seem to be looking too 
far ahead, but personally I do not think 
so. Management’s job is to make pro- 
vision for the future., We were not, 
however, pressed by our problem. Our 





Wood products for builders’ merchants was the sole manu- 

facture of this firm, but trade fluctuations rendered some of 

the plant idle periodically, so a new line was taken to fill in. 

By intelligently specializing and offering the second product 

to a selected market, however, such good business resulted 
that product No. 2 now threatens to swamp No. i1 


Problem: How to keep the most profitable balance, and develop 
the cream of both markets 


immediate market was good and would 
continue to be good for a long time. 
Nevertheless, we weighed up these facts 
and began preparing for the day when 
the market would naturally shrink. 


Why We Selected This as the 
Secondary Line 


Having faced the problem we had 
now to provide an answer. Obviously 
that answer lay in the choice between 
a steady production of mantels and 
cabinets throughout the year, whereby 
output in quiet months provided against 
peak-month demands, or the production 
of a new line. i 

Against the first suggestion were 
various points: (1) Full production, 
using full plant and staff all would out- 
strip our market; (2) It was uncertain 
that sales could be made of the surplus; 
(3) Market prices of raw materials were 
likely to vary over an extended period 
and might operate against us, especially 
as we were working on a slim margin; 
(4) We felt that at some future time 
the market would contract and that we 
should have again to face the problem. 

Against the second suggestion was: 
(1) The cost of launching a new product; 
(2) Finding a suitable type of product; 
(3) Developing a market for such a 
product. 

Weighing these two choices we con- 
cluded that the second suggestion fell 
in line with our policy and outlook. 
The first suggestion, though it gave no 
more than temporary advantage, did 
contain the seeds of a second line of 
defence, a new market and future 
possibilities. i 

Finding an answer to the adverse 
factors in the second suggestion was 
the next step. We coulde not, for 


example, spend much money to produce 
and launch a new product. We decided, 
therefore, that the product we chose 
must: (a) Be of a kind that could be 
produced in our existing plant; (b) 
That could be made by our existing 
staff and (c) That could be processed 
through our works without disturbing 
existing production. 

Further qualifications of the new 
product were: (xr) It had to have a 
reasonably good markeé so that the 
launching effort was not heavy on our 
organization and finance; (2) It had to 
be a kindred product to our existing 
goods so that marketing could flow 
mainly through existing channels and 
(3) It had to have a market that was 
fairly permanent. 

If you cast up these various reasons 
and conditions you will see how logic- 
ally we arrived at the new product— 
office furniture. It was not a case of 
saying: ‘“‘Let’s make a new line to 
sell.” We built up an idea of the 
nature of the need, what we could do, 
how we could do it, and thus chose our 
product to fit our circumstances. 


We Were Able to Keep 
Selling Cost Low 


The logic of our choice becomes even 
more obvious when it is realized that 
we were marketing a product in a field 
which we knew intimately. Even so, 
our first step was to survey that 


market. Our sales outlets for wood 
mantels and cabinets suited this 
purpose. We largely deal with 


builders’ merchants and many of these 
deal with the office furniture market. 
In addition, of course, we ourselves 
deal with furnishing firms. 

(Continued on page 47) 
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Time and Money 
Ideas For 


Profitable 


Almost Any Business 


you must sow the seeds of their effi- 
ciency in every single section of the 
organization that produces them.” 

This is the policy which E. K. Cole 
Ltd. observed in building their fine radio 
factory at Southend-reSea. 

When an executive of the company took 
me round the organization, reports C. E. 
Day, an,Associate Editor of Business, I 
noticed countless points which showed how 
this policy had been carried out. Many of 
such points, of course, were particular to 
the needs of these individual works. There 
were others, however, that might well be 
applied with advantage to almost any 
manufacturing concern. 
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Waiting Room Planned 
For Comfort and—sSales 


VISITOR first enters a small—and 
A quite bare—room. This is where you 
get rid of your hat, overcoat, wet mackin- 
tosh, umbrella, etc., so that you feel more 
comfortable when you pass through the 
next door into waiting-room proper. 

Here are soft carpets, warmth, easy 
chairs. You can sit in comfort and listen 
to the latest ‘‘Ekco’’ radio sets. 

Few visitors, I was assured, fail to take 
advantage of such an opportunity for 
an undisturbed, ready-made ‘‘demonstra- 
tion’’. Many sales have indirectly been 
made through this channel. 


© 


Glass Gives,Light but 
Shuts out Noise 


HE waiting-rooms open into the 
main offices, four quarters of a long, 
two-storied building, each 140 by 40 feet, 


% I: your products are to be efficient, 
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with ceilings 15 feet. A big proportion of 
the walls being taken up by windows, the 
offices are almost as light and airy as if 
they were in the open air. 

Glass is also Pug to good use in con- 
fining the noise from typewriters and 
adding machines to the department set 
aside for their use. 

These offices have walls of glass, keeping 
in the sound, yet not interfering with the 
natural lighting or reducing the psycho- 
logical effect of spaciousness. It also 
allows the office executive to see over his 


whole department at a glance. 


Partitioning against noise, together with 
‘‘noiseless’’ flooring, are being more and 
more used in offices to-day. The case for 
‘quiet’ as a work-improver has been 
proved beyond any shadow of doubt. 
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Cross-over Door Swing 
Saves Time and Confusion 


HE arrangement of doors leading 
from the main offices into the filing 
and typists’ departments is worth a note. 
There is heavy traffic between the 
typists’ room and the filing room, so they 
have the door out of the typists’ room 
opening with a left swing and the door 
from the filing room opening with a right 
swing. This ensures least disturbance in 
the main office and allows uninterrupted 
movement between the two departments. 
There is no awkwardness in getting from 
one to the other, people do not get into 
each other’s way and the whole work is 
speeded up. 


o 


Stores Department Acts 
As Noise Baffle 


N the factory the machine-room is a 
very noisy section, and .to have it 


d adjoining the offices, research laboratories 
or near the assembly bays themselves 
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Saving Plans from 


would impair working efficiency, so they 
have placed the stores department where 
it isolates the machine-room from the rest 
of the organization, completely blanketing 
noise from the quieter sections. In addi- 
tion, the store is completely fireproof, so 
it acts as an extra safeguard in this way. 


Q 


Frequent Tests That 
Keep Work Flowing 


PEN racks are used in the assembly 

bays. Batches of small parts are 
removed from the conveyor and put into 
these racks for feeding to individual con- 
veyor belts fitted to each bench. Indi- 
vidual belts are essential here so that the 
ratio of supply and demand can be 
accurately timed in relation to the nature 
of operation in progress. 

The continuous flow of work is con- 
trolled by a clerical system which enables 
the exact position of production on each 
receiver to be available at any instant for 
the works manager’s information. 

In one section of the factory they design 
and produce test apparatus for use on the 
assembly benches. Testing is one of the 
most vital processes in the making of a 
radio set, as can be gathered from the fact 
that E. K. Cole employ as many testers 
as assemblers | 

“Thorough testing at every stage of 
manufacture is not so much a check 
against faulty construction as an insur- 
ance against a hold-up in the production 
chain, I was told. “A radio set is a 
complicated piece of equipment, and any 
system where the main bulk of the testing 
is done only when the assembly has been 
completed would be simply asking for 
trouble. 

“We check at every few feet of the 
assembly line with instruments we have 
designed and built ourselves. We test 
each individual component, we test each 
complete sub-assembly and we test each 
finished set. We have instruments that 
can detect a single scratch on a 106-foot 
coil of enamelled wire; others that indicate 
at a glance the slightest variation between 
a production part and a standard part.” 

“Ecko” look upon testing as their 
greatest aid to guaranteed efficiency, both 
of the finished products and of their 
employees. 


© 
Sliding Less Tiring 
Than Lifting 


HEN sets are undergoing their final 

tests in one of the sixty soundproof 
cabins that line the walls of the factory, 
they are rested on a bench at waist-height. 
As each tester passes a set as O.K. he 
moves a sliding panel sideways and pushes 
the set through the soundproof cabinet 
wall, when it is carried of by a conveyor 
band to the packing department. Sliding 
the panel sideways many times a day is 
less fatiguing than lifting it up and down. 
Pushing each tested set on to the moving 
band is also less tiring than lifting it. 


Q 


This Idea Saves 
Arm-stretching 


N certain cases twp operations might be 
necessary to complete a small com- 


ponent. Instead of interrupting the 
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Two Famous Manufacturing . Concerns 


“flow” by working down both sides of 
the benches, with each alternate girl doing 
operation A and passing it to the next girl 
for operation B, each operation is segre- 
gated to one side of the bench. That is, 
the girls sit opposite each other and the 
components are passed to and fro across 
the bench. This would be very wearisome 
to the arms unless some method of cross 


+ 


transport were available, so each girl has 
a slanting shoot alongside her. As she 
finishes her share of the process she drops 
the component into the shoot and it slides 
across to the girl opposite her. When this 
girl has completed the operation she drops 
it into another shoot, down which it slides 
on to a conveyor belt which takes the 
finished component on its journey. 


> 


These Effective Controls 
Lighten and Speed-Up. Work 


~AMOUS for producing electrical 

machinery of high technical standard, 

this great works, employing over 

8,000 people, calls for control of hair- 
trigger accuracy. 


o 


Photography that 
Simplifies Jobs `- 


OSTS depend largely on how opera- 
(C sves do their work: whether they 
waste minutes reaching for tools, lifting 
things, walking, stooping to watch a 
process, and so on. 

Ferranti's solve this problem by ‘‘micro- 
motion analysis’. This means filming 
operations in slow motion with a time 
clock in view in the picture so that the 
film can be projected later to show the 
precise movements of operations and 
exactly how the time is absorbed. 

Hundreds of jobs throughout the works 
have been checked up in this way, and 
not only have an enormous aggregate of 
minutes (therefore costs) been saved, but 
the operatives have been relieved of 
fatigue, since their jobs have been made 
simpler for them. 

A complete camera motion study of a 
job is made as soon as it comes into being. 
To leave it is consideréd dangerous, as the 
individualistic motions adopted by opera- 
tors so soon become set and difficult to 
change. 
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S O S Lights Indi- 
cate Hold-ups 


N this works, as in many others,. it is 
important to keep the flow, of certain 
work constant. Shortage of material or 


tools must not be allowed to create ` 


stoppages. ae 

Each foreman is provided with an 
electrical switch to be used when produc- 
tion is checked by lack of material. Each 
foreman’s name and department is shown 
on panels in three offices—that of the 
director, of the meter works manager and 
of the progress department ‘manager. 
When a foreman snaps on his switch a 
light shows in the panel in each of these 
offices, and it is a signal for the progress 
department to take instant action. 

It is at once obvious where! the material 
is needed. Directly the .material is sup- 
plied, the foreman switches off_the call- 
light. . e 7o i 

The system mostly affeçts the assembly 
conveyer which runs through every other 


from FERRANTI LTO. 


Hollinwood, Lancs. 





department. Shortage of material in any 
one department naturally reacts all along 
the conveyor. -In the case of a hold-up 
on the actual manufacturing side, the con- 
veyor automatically stops production, but 
not movement. 


-© 
Signals That 
Simplify Testing 


HIS is an extension of the signal light 

system just described. Without care- 
ful organization it would be impossible to 
keep the testing running smoothly. This 
work falls into three sections: (1) delivery 
to test bench; (2) testing; (3) removal from 
test. Each day thousands ot meters are 
treated in this way under the control of 
a four-colour light system. 

Each test bench has a red, green, blue 
and white light. When a batch of meters 
has been fully tested the tester switches 
on his light; this calls a checker. If the 
meters are then passed, the green light is 
switched on to show that the meters are 
ready for removal. 

After this the blue light appears, a sign 
that the. testers are ready for a fresh batch 
of meters. 


Hoy: : oo F : 
output, recorder which Shows; the director, in his own office, how 


This is the automatic 


actual work in the factory compares with schedule. 
ot Uo 1 °- time-labour control 


: 


The white light is used only to call the 
repairs and spare parts workers, as when 
the testers notice that a meter cover is 
soiled, has a dial face scratched or some 
other defect is present. 

These signal lights are placed so that 
they are viaible from any point in the 
department. They cut out the need for 
individuals to rely on memory fer any 
part of the work. They split .all opera- 
tions so completely that each step is 
clearly defined and the routine becomes 
automatic. Testers, for example, have no 
responsibility beyond the actual testing of 
the meters and the®switching on of the 
signal lights. What happens to the meters 
after that does not concern them, they are 
therefore free to concentrate og getting 
through the work in hand, and so on 
throughout the system. 

These four methods are only a few of 
the many employed in Ferranti’s great 
works, but they are typical of how simple 
ideas, properly considered and applied, 
can effectively control highly important 
phases of work. 
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Automatic Output Check 
Every 4.8 Minutes 


N ‘one section of the works there is a 

special electrical recording clock which, 
by the “‘invisible ray’’ method, auto- 
matically counts output as the completed 
items pass across the ray by conveyor belt 
on their way to assembly or stores. The 
recording dial of this automatic counter 
stands on the responsible director’s desk. 
Every 4.8 minutes an electrical impulse 
actuates the needle which marks on a 
graph the output to the second. 

In addition to these figures the instru- 
ment also indicates the output scheduled 
for the same time; thus any discrepancy 
between scheduled and actual production 
is at once revealed. 

The director, thereforeehas no more to 
do than glance at the instrument in front 
of him to know exactly how production is 
going at any moment during working 
hours. : 

In the August issue of Business we 
explained how the high degree of works 
control in -the Austin Motor Co.’s shops 
was obtained by a recording. instrument 
that works on a similar basis to this one. 





‘It thus provides an almost perfect 
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To-day The Sales Manager MUST Be 
a ‘Liaison Man 


business will be found not only the 

knowledge and experience which go 
to make efficient executives, but the 
skill of the directorate in blending 
these executives and their staffs into a 
complete and smooth-working unit. 

It is this necessi#y for co-operation 
between departments that I wish to 
emphasize, particularly as it affects the 
work of g sales manager who cannot be 
efficient at his job, nor can his directors 
expect him to be efficient, unless his 
duties are clearly defined, and his 
responsibilities properly stated. 

That a sales manager must co-operate 
closely with the directorate in all sales 
planning is obvious, but I want to stress 
how: vital it is that he should contact 
intimately and sympathetically with 
his colleagues. 

I do not propose to deal here with a 
sales manager and his sales force, 
because on the basis that the goods are 
right, that he has been well chosen, and 
is given scope for initiative without 
fussy interference, the sales manager 
can usually do his share. But if we 
think carefully of a sales manager’s 
work, we see that every move he 
makes, requires at some point, the 
co-operation of at least one other 
department of a business. 

Let us assume then, that a quota of 
sales has been fixed. First of all, little 
sales-planning can be done without the 
co-operation of an advertising depart- 
ment. At Southport, our sales manager 
and advertising? manager work closely 
together. 


ie the organization of any successful 


How Our Sales Manager Contacts 
Other Departments 


By daily discussions and by a system 
of inter-departmental memorandums, 
each is acquainted with as much of the 
other's work as it is important he 
should know. For inStance, before any 
new display material is issued the sales 
manager gives his opinion as to its 
suitability for size, and its probable 
reception by the retailers. Often the 
sales manager and advertising manager 
visit various centres in the country at 
which our salesmen have been got 
together, and the whole display scheme 
is explained to the sales force, who will 
in turn pass on the news to their 
customers. This applies also to the 
production of booklets and leaflets, 
while our advertising department would 
` never think of working on our house 
organ, The Lead, without first finding 
out from the sales manager what special 
subjects he wished to emphasize. 

Turn with me next to a special sales 
drive. Recently we featured a display 
parcel, and although from experience 
we reckon to be able to tell fairly 
accurately what response we shall get, 


says 


ROBERT MARTIN 
Managing Director, Bob Martin Ltd. 
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‘Every move the Sales Manager 
makes requires, at some point, the 
co-operation of at least one other 
executive. These will generally be the 
Advertising Manager, Works Manager, 
Accountant, and Buyer. Liaison be- 
tween all these departments should 

never at any time break down’’ 


this offer exceeded all our expectations, 
and, truth to tell, we.were nearly 
caught out. But this is how we 
synchronized all departments on this 
job. : 

First I approved the scheme in 
principle, having been satisfied that 
from a costing point of view it was 
sound, and the sales angle right. Our 
advertising people produced a practical 
display piece, and a discussion was held 
attended by our sales manager; 
advertising manager, works manager, 
accountant and buyer. The last named 
produced his quotations and delivery 
dates. The sales manager estimated his 
quantities and explained his sales plans. 
The accountant noted the estimated 
sales quantities and its work for his 
invoicing and ledger staffs. The adver- 
tising manager showed his schemes for 
announcing the offer to the trade, and 
the works manager set in motion the 
wheels for turning out the goods. By 
twice-weekly conferences from that 

` 


date, each department was informed 
what the other was doing. Salesmen 
started to take orders and promised 
delivery on a certain date, and so by 
the closest team work, promised 
deliveries were effected, and well over 
ro,000 of these display stands were 
distributed so promptly as to secure a 
simultaneous showing all over the 
country. 

But think what a chaotic position 
would have resulted without this team 
work. Hundreds of buyers would have 
been writing in to know what had 
happened to their display parcels, 
salesmen grumbling at letting their 
customers down, and our sales manager 
and his staff busy apologizing to dis- 
gruntled dealers and trying to coax a 
quicker rate of production from the 
works. 

Instead of that, our sales manager 
was right on top of his salesmen, and 
the whole scheme went with a swing. 


Perfect Understanding Between 
Sales And A/c-Collection 

I could go on giving examples, but 
one more is worth all the attention it 
can get, and that is the necessity of 
close collaboration between the sales 
manager and the accountant. 

The problem of accounts collection 
and credit to the dealer is always 
difficult and liable at any moment to 
cause trouble. On the one hand you 
have a sales force anxious to book 
every possible order they can, while on 
the other is a department whose job it 
is to see that credit limits are not 
exceeded, and that buyers pay their 
accounts at the proper time. 

We have solved the problem by the 
production, after long executive 
discussions (at which the opinions of 
our salesmen were given consideration) 
of an ‘‘Accounts Collection Routine’, 
in which is stated the exact methods 
followed by our accounts department 
in their work. This routine is never 
varied, and copies are in the hands of 
each salesman, as well as the sales 
manager, accountant and myself. No 
longer can a buyer protest to our 
salesmen that he has been ‘“‘un- 
reasonably” treated, for a salesman 
can turn up his copy of the Accounts 
Routine and see exactly what has been 
done and why. 


Obviates Salesmen Wasting Time 
And Losing Customers 

The alternative to this or some 
similar scheme is grumbling buyers; a 
staff of salesmen who spend half their 
time smoothing down ruffled customers 
with resultant loss of orders, and a 
sales manager spending his time 
apologizing. å 

Few things disorganize the smooth 
running of a business more than the 
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“age-old explanations by an executive of 
any’ deficiencies in the working of his 
department—“if I had only known 
that was what was wanted,” or, “I 
never realized it was so urgent.” He 
should know, and in good time, too. 

We try to stimulate team work 
among departments by regular execu- 
tive meetings, at which our depart- 
mental heads are encouraged to get 
things ‘‘off their chests”. Frank 
discussions of policy and the part for 


+ 


which each department is responsible 
have led to a proper understanding by 
executives of the work of their 
colledgues. Departments now team up 
as they should. Time is saved and we 
give an ever-improving service to our 
customers. 

To nobody is this linking up more 
important than to the sales manager, 
for it’s asking the impossible to expect 
constructive thinking and action from 
him so long as he’s worried whether 


+ 
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the works can fulfil delivery dates, or if 
the accounts department are aggravat- 
ing buyers with reminders to pay. But 
all friction can be avoided by planning 
on lines similar to those I have 
indicated. 

So much, you may at this point be 
inclined to say, depends on the sales 
manager himself. Of course it does, 
but choositg a sales manager is a 
different subject, and not within the 
scope of this article. 


How We Set Salesmen’s Quotas 


Quite an Easy Job when Four 
Main Factors are Considered 


proper quotas for every salesman. 
Speaking broadly, four main factors 
have to be considered. They are: 


FIRST—the general business situ- 
ation. The amount of business that 
you can reasonably expect to obtain is 
undoubtedly greatly influenced by the 
general state of trade. There are 
several indices on the general business 
situation which indicate the present 
state of business in relation to a 
theoretical normal. 


SECOND—+the industry situation. 
What is the state of your particular 
industry in relation to the general busi- 
ness of the country? Is your industry 
showing a higher or lower ratio to 
normal business than the general busi- 
ness situation? If yours is a cotton 
business, for instance, your industry 
may be doing no better than 30 per 
cent of a normal business, against a 
general index figure of 74. If you are 
in the motor-car industry, you are prob- 
ably doing in your industry close to 
106 per cent of normal against the 
general of 74. 


THIRD—the territory. What pro- 
portion of your total business should 
the particular territory under considera- 
tion produce? Careful consideration of 
this factor is especially important to 
the salesman. Territories are seldom 
laid out so that the potential of each is 
equal. In fairness to the salesman you 
should know what the territory poten- 
tial is, based on population, income tax 
returns, number of towns of various 
sizes, and number of outlets or dealers 
in your line. 


FOURTH—common sense and ex- 
perience. After gathering together your 
statistical data, mix them liberally 
with common sense in considering the 
ability of the salesman and the past 
record of the territory. 

Having arrived at our equitable 
quotas, how shall we put them to work 
for best results? 

Our company has used quotas most 
successfully for the last ten years and 


IE is not a difficult task to set up 





Says L. E. BARNES 
Sales Manager 
The Benedict Manufacturing. Co. 


administers them through the following 
steps : 

(a) We set quotas each month cover- 
ing the personal sales of the salesman 
only. We do not consider orders via 
the post, although, of course, the men 
get full credit for post orders. We hold 
that if a man takes a substantial volume 
of personal business, mail orders will 
follow in due course. Having six differ- 
ent lines, we set six diflerent quotas for 
each line each month, thus we assure 
proper distribution of time and effort 
on each line. 

(b) Every two weeks we review the 
progress of quota with each salesman, 
personally or by mail. 

(c) At the end of each month we send 
a written report of the per cent of 


quotas sold in each line. We are care- 
ful not to threaten and not to coerce 
the salesmen. It is our object to have 
the principle of quotas provide a defi- 
nite objective, reasonably attainable 
and exerting a firm but not coercive 
pressure on each salesman. We expect 
every man to reach his quota, but we 
crack the whip sparingly. 

(d) We use quotas as a basis for all 
sales’ contests. We cannot see how a 
sales contest can be fair and equitable 
without quotas. Contests based purely 
on volume of £ s. d. sales are bound to 
be unfair to about half the sales force. 
Proper quotas suggest, of themselves, 
sales contests from time to time. 


Do Not Expect Quotas to 
Work Miracles 


Now as to results—and let me say 
here: If you are expecting a startling 
“before using and after using’’ set of 
figures, you are doomed to disappoint- 
ment. There have been too many 
factors in the business picture these last 
few years to be able to say of any sales 
activity in sales management: ‘‘This 
move increased our business 30 per 
cent’, and “That move increased our 
business by 40 per cent’. Quotas are 
simply one of the many tools available 
to the sales manager to enable him to 
get his share, and more, of the business 
in his line. We know it is a very 
valuable tool for these reasons: 

(x) Letters from our salesmen refer 
very frequently to their progress toward 
attainment of quota. They take their 
quotas seriously and are proud when 
they exceed quota and disappointed 
when they fall below quota. 

(2) Salesmen will often wire us. 
happily of their attainment of quota 
before the quota period has expired. 

(3) During the depression the per- 
sonal sales of our salesmen held up in 
a much better ratio than our total 
orders. In other words, the personal 
sales of our men dropped off in a much 
less degree than our orders received in 
the mail—-indicating a more aggressive 
selling job on the part of our men. 
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_ (4) Quotas taught our salesmen the 
value of an immediate order on the 
spot rather than the promise of an 
order at some future time. In short, it 
taught them to “‘ask for the order’’. 


(5) Quotas helped to train our men 
not to be satisfied with the voluntary 
buying of the customer—they had to 
plus the order—build it yp by sug- 
gestions of ideas, plans and items. Our 
salesmen cannot accomplish quota by 
order-taking methods. They must sell. 


(6) One‘of the most valuable factors 
in the use of quotas is the measuring 
rod it gives us in detegmining the ability 
of different salesmen. It shows up, 


IDEAS 
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fairly and clearly (if quotas are pró- 
perly determined) the weak men and 
the strong men and permits the sales 
manager to replace the- weak. and 
advance the strong. Sometimes, to 
your surprise, you will find the differ- 
ence between territories, when analysed 
in the setting of quotas, shows the man 
you thought to be weak to be not so 
weak after all, and the strong man not 
so strong. 


The proper determination and ad- 


_Ministration of quotas is entirely prac- - 


ticable. The statistical data required 
can be readily obtained by a smart 
clerk, provided the methods to be used 
are outlined by the executive in charge 
of the salesmen. The setting of the 


that have Increased Sales 


‘How-it-was-Done’ Album 
Clinches Big Orders 
A. LARGE firm of ‘structural engi- 


the engineer in charge of a job, no 
matter how far “up country’’ it may 
be, must have the work photographed 
at various key stages. These photo- 
graphs must be sent to the London 
head office, where they are attractively 
bound in albums, with full technical 
details included. 

“When negotiating big contracts for 
overseas work,* a director explained, 
‘“‘these photographs are one of our most 
effective ‘sales persuaders’. 

‘We are able to show inquiring firms 
how we handle jobs under all kinds of 
conditions. For instance, if we are told 
that-any proposed work has to ‘be car- 
ried out on land that includes swamp, 
subterranean water, rock, sand, etc., 
rarely it happens that we cannot show 
to. our prospective client, in stage-by- 
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stage pictures, the way in which we 
successfully handled previous jobs in 
exactly similar conditions.” 
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Making the Retailer a User 
Launched New Line 


FIRM selling domestic hardware 

brought out a new line. The firm 
was not wealthy enough to launch the 
new product with a big advertising and 
display programme: it had to proceed 
quietly and in a small way. It there- 
fore instructed its -salesmen to tackle 
their retail customers from a domestic 


angle. 


The plan was that each retailer 
should be given one of the new house- 
hold products, with the request that 


vhe pass ition to his wife for her own 


particular use. 

As the bulk of this firm’s trade was 
with small‘shops in the country dis- 
tricts, this idea was easy to work. It 
did, in ‘fact, prove very satisfactory. 


ge Nos. 
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CUTS OUT CONFUSION 
AND DELAYS 


These small stickers can help 
considerably to steer inquiries 
and correspondence of all 
kinds into the right channels 
in the minimum of time. The 
idea also has the virtue of not 
cutting across the injunction : 
“AH communications must be 
addressed to the Company” 
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monthly quotas is a matter of only a 
relatively short time, and it should 
always be done by the man who has 
the hiring and firing authority over the 
salesmen. Mistakes will be made at 
first. After a while it becomes very 
accurate and semi-automatic. During 
1936 up to the time this is written we 
have had no salesman vary more than 
I5 per cent from quota, and the aggre- 
gate will show a disparity of less than 
2 per cent of quota. 

If par is worth while in golf: if a 
pacer will make a runner move faster: 
if budgets help control, then quotas are 
good—good for at least a ro per cent 
increase in business for any sales 
department. 
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The product was a really useful gadget, 
and, having had it proved in their own 
homes, the retailers rapidly took to it. 
This firm was thus able to make a 
thoroughly good introduction of its new 
line at very little cost. 
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Keeps Up The Moräle of 
Sales Force 


HE sales manager of a large firm 

well known for’ its ‘first-rate “sales 
organization made a remark to us re- 
cently that emphasizes an important 
point. “At our weekly sales confer- 
ences,” he said, ‘‘no salesman is ever 
reproached for being below par in his 
volume of business. At the conferences 
‘optimism’ and constructive talk is 
absolutely the only theme that runs 
through the proceedings. 

“AN matters relating to a falling off 
of business or any other little hitches 
I discuss personally with each salesman 
in the privacy of my own office. 

“Thus no man is ever ‘called down’ 
in’ front of his colleagues. As a prin- 
ciple for keeping up the morale of the 
sales force I have always found that 
this arrangement pays handsomely.” 
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Nut-Cracker Squad Opens 
the ‘Impossible’ A/cs 


VERY manufacturer 

‘“‘prospects’’ whom the salesmen 
can never “‘crack’’, from whom they 
can never get an order in the ordinary 
routine of canvass calls. 

We contacted a firm the other day 
which is trying out the experiment of 
putting full-time salesmen on the job 
of campaigning solely among a list of 
selected non-buyers. 

At present only two of these nut- 
cracker pioneers are at work. They are 
men carefully chosen for their person- 
ality and experience and are paid a 
straight salary, with double commis- 
sion on orders secured. 

So far the scheme is ‘working wel. 
In six months a definitely profitable 
number of non-buyers from ‘the list has 
been opened up as customers. 
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Moving on from Reviva 
To Boom... 


now been in play for a month; 

but no effects are yet visible. Our 
export trade is holding its own; signs 
of serious dumping by France or Bel- 
gium are not yet evident. Clearly the 
effects of devaluation will not be fully 
felt for another six months. 

As a result, British business presents 
an almost incredibly cheerful picture of 
continuous progress. One serious ob- 
stacle to this progress is rising costs; by 
good fortune the Government’s policy 
of cheap money is holding this in check, 
for that policy is still completely suc- 
cessful. To sustain it the Government 
bought £8,000,000 worth of gilt-edged 
from the clearing banks between August 
and September. 


N LL the forces of devaluation have 


Overseas Trade Shows 
Upward Trend 


VEN the trend of our overseas trade 
gives confidence. While exports 
rose by a mere 8% against the 18% 
rise in imports, raw material imports 
ran 28% higher than a yearago. At the 
moment we are importing 25% more 
raw materials than in 192g. Certainly 
the best news Lancashire and Yorkshire 
have had for years. 
Even exports are slowly returning to 
a profitable volume. Already we are 
selling 75% of our 1929 exports. This 





New High Business 
‘Activity Figure 


A new high business activity figure of plus 9% 
provisional) is latest evidence of British prosperity. 

ere is now one minus factor—building—in the 
chart. 

Steel and iron production continue to run to record 
figures, latest returns showing 20% and 283% gains 
respectively. Last month’s coal production was also 
up 2.6% over the corresponding month of 1935. 

Total value of imports—18%—was again well up, 
compared to exports, plus 8%, but the significant 
trend of heavy imports of raw materials, plus 28.5% 
this time, was continued. Further, raw cotton imports 
were up 55.2%. These figures show why British 
production is spiralling upward. 

Employment continues to advance, the latest gain 
registered being 4.2%. Railways are doing well with 
another gain—3.8%. Significant, too, is the increas- 
ing output of electricity which last month showed 
Pn 16.9%, compared to the corresponding month of 

Rayon output is still climbing, the latest figure 
showing a gain of 81.2%. Bank turnover is also up 
--plus 5.4%. Another important figure, retail sales, 
shows an increase of 7.4%, evidence of recovery from 
a bad summer season. 

Recovery of wholesale prices, heralded as essential 
to full industrial recovery, is becoming more evident. 
The latest gain is 7.8%. Commodity prices, too, show 
an all-round advance: wheat plus 83.8%, rubber plus 
28.5%, copper plus 14% being the leaders. Tin still 
hangs back, being 18.8% behind the price this time 
last year. 

How to read the chart: Black bars give the latest 

available figures for the month of September. The 
percentage increase or decrease compares with Septem- 
ber, 19385 The shaded bars represent the previous 
month’s figures~August—and show the increase or 
decrease compared with August, 1935. 
, The Commodity Prices chart is based on the same 
idea. The prices, however, are taken from the final 
week of each month and are, therefore, based on a 
comparative weekly basis. 
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in turn is helping the shipping industry, 
which in its turn stimulates shipbuild- 
ing and provides us with further invis- 
ible exports in the form of charges 
for overseas carrying and for cargo 
insurance. 

Only one overdue brake on business 
kept to its schedule. For the first time 
in several years the amount of build- 
ing plans passed has fallen by 8%; even 
those for factories are down by 10.2% 
on last year. i 

Nor is the spiral of prosperity con- 
fined to these islands. It is spreading 
rapidly across America, revitalizing 
Canada, actually creeping through the 


slightly . modified tariffs, exchange 
barriers, and other obstacles to trad- 
ing on the Continent. 


Production Is Beating 
‘Re-Employment 

VEN before devaluation the very 

gradual improvement was spreading 
over the world. The new leeague of 
Nations figures show that last year the 
volume of world trade rose by 5% to 
90% of its 1925-1926 average. Better 
still, the sum of industrial activity in 
the world was greater than in 1926 and 
but 5% behind the 1929 record. As 
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Business Activity Index 
Steel Production 
Iron Production 
Coal Production 
Imports (total value) 
Raw Material Imports 
Exports (total value) 
Buildings: (total value) @<¢@ 
Factories, etc. fo-2 | 
Employment 
Wholesale Prices: 
Rail Traffics 
Postal Receipts (net) 
Bank Turnover 
Shipping: Entrances 
Clearances 
Rayon Output 
Raw Cotton 
Wool Text. Wages 
Electricity Output 
Retail Sales 


Motor Registrations 


New Capital issues 
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usual, unemployment failed to improve 
to anything like this extent of produc- 
tion. The hard facts seem to be in 
favour of the theory that much of our 
present unemployment is technological. 

Our own motor industry provides a 
startling evidence of the strength of this 
trend. Since 1924 the number of cars 
produced has increased by 175%. Dur- 
ing the same time private car prices 
have fallen to’ 49.8%. Probably the 
total money value of cars produced 
annually has risen about 120% during 
this period. Yet the number of people 
employed has increased by only 36%; 
the average earnings have only advanced 
8%, so that labour*@osts cannot have 
risen more than around. 45% although 
the value of the cars produced must be 
E ý ® 


far more than twice that amount. The 
greater use of the machine is the sole 
explanation for this failure of employ- 
ment to keep pace with production. 


Dividends, Too, Lag 
Behind Machine 


URIOUSLY enough, dividends, 

too, lag behind the machine. To- 
day industrial activity is almost 10% 
ahead of 1929's high level, with output 
probably far ahead of this. .« 

In 1929 the Economist rate of earn- 
ings (estimated on some thousands of 
balance-sheets) stood at just under 10%; 
it has now recovered to but 84%. Even 
allowing for the fact that possibly more 
profits are being ploughed back into 
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business, the higher cost of plant as well 
as keener prices are holding down 
profits. The shareholder as well as the 
worker pays tribute to the machine. 
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HE urgent question for us is how 

far the revival, as it spreads across 
the world, can enable us to regain our 
overseas trade. 

Apart from devaluation in Europe, a 
second powerful factor for world revival 
is at work. The American revival is 
now in full swing. If the steel mills 
are still at only around 76% of capacity, 
it is probably because capacity has been 
estimated too high. Many steel plants 
are booked far ahead and cannot take 
orders for early delivery. Indeed, the 
situation resembles our own. Big 
modernizations of plants are being con- 
sidered in the steel, the textile and 
many Other industries. The motor in- 
dustry continues to beat all its records 
in successive quarters. Leaders of the 
industry prophesy sales 20% to 30% 
greater in 1937 than those of this year. 
The railways are short of trucks, manu- 
facturers are short of supplies, and 
wages are rising as a result of the Trade 
Unions’ growing strength. 


Raw Materials Prices 
Are Going Up 


LL this means that America must 

come into the world’s raw material 
markets with increasing force. At the 
height of the boom she bought 50% of 
the world’s supply of raw materials. 
The American slump was therefore even 
more serious for the raw material-pro- 
ducing countries than even the drying 
up of British orders. 

Now that showers of dollars are 
watering the fields that produce rubber, 
wool, tea, coffee, sugar, every sort of 
luxury tropical fruit, the purchasing 
power of the American colonies, of East 
and West Africa, of many parts of Asia, 
and of Italy, will be rapidly increased. 

If this American revival should coin- 
cide with a real opening of the trade 
channels in Europe, the hopes for our 
overseas trade are brighter than they 
have ever been since 1929. Better still, 
the American revival has gone so far 
that no big set-back need be anticipated 
in the near future. The revival will 
continue for some time on its own ter- 
rific impetus. Fortunately, there are 
no signs of dangerous speculative acti- 
vity as yet. Experts do not anticipate 
that even the Presidential election this 
month will cause more than a very tem- 
porary lull in the onward march of 
American industry and agriculture. 


U.S.A. Election 
Effect 


HE cutcome of the American Presi- 

dential election will be known by. 
the time this’ issue reaches most of our 
readers’ hands. All indications point to 
the re-election of President Roosevelt; 
but, whether he is re-elected or not, the 
outcome of the election will not affect 
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the on-coming tide of prosperity in the 
U.S.A.: the improvement of business 
will go forward just as it has done in 
Britain over the last two years. The 
business community is accustomed to 
Rooseveltian policies, has adapted itself 
to them. It may not wholly agree with 
them but does not fear an adverse affect 
on business in their continuance. 

- The re-election of President Roosevelt 
will probably make the prosperity curve 
in America less steep and consequently 
more steadily gradual than would the 
election of the Republican candidate. 

From this point of view it would seem 
safe to prophesy that the United States 
will become gradually a stronger force 
in international trade and a larger con- 
sumer of imported products. 


New Facts Disclosed On 
Building Plans 


OOKING more closely at the Sep- 
tember figures, the outstanding 
features are the rise in raw cotton 
imports by 55.2% over last year, the 


further jump in rayon output by 31.2% 


and the fall in building plans passed 


by 8.4%. ` en 


As it now appears (from Mr. J. K. 
Winser’s remarkable survey of the situ- 
ation in Marketing Survey of the United 
Kingdom*), the value of new plans 


, to be ` 
y Business 


*Marketing Survey of the United re eg: 
published by the end of this month — 
Publications Limited; pre-publication price 80s. 





Nutshell Survey Of 


Every Trade Area 


London District: In first seven months 1936 over 


$6,000,000 tons of shipping used London’s docks, 5% 
increase over period 1985. Last year 218 new factories 
built, 51 extensions made in area. Clothing accounted 
for 40, food 20, engineering 87, furniture 27. Building 


activity maintained. All light indnstries active. Un- 


employment down to 8.6%. Retail trade recovering 


from bad summer. 


E. & S.E. Districts: Clothing trades Leeds, Notting- 
ham, Leicester, active on autumn/winter manufac- 
turing. Leather business-good. Boot, shoe trade fair. 
Hosiery, lace, knitwear prospects rosy. Fish jand- 
ings at East Coast ports good. Hull seed-crushing, 
timber trade active. 


Midlands: New motor season promises good home 
trade, expanding export market. Coventry, Rugby, 
Wolverhampton, Birmingham factories all busy. All 
light engineering firms in Midlands very busy. Plant 
expansion still progressing. Hardware trade have full 
order books. Jewellery industry active on coronation 
business, All phases iron/steel industry Sheffield and 
elsewhere exceedingly busy. Plants can’t keep pace 
with demands ; 
W. & 5.W. Districts: Newport, ‘Swansea, Cardiff 
iron/steel works active. Shipping fair in South Wales 
ports and Bristol. Timber-trade good. Trouble in 
getting et iron ore may seip. Welsh iron ore 
mines. al shipments moderate. Engineering trades 
throughout area remain active. - 

N.W. Districte: Potteries very busy, Labour short- 
age. Electrical equipment porcelain, tiles, etc., trades 
active. Fair trade being done in cotton and textiles 


industries. Coronation having effect. At Manchester, ' 


piece-goods inquiries good. Throughout Lancashire 
engineering continues to expand healthily. Chemical 
trades increasing, i 
Barrow-and N. Lancashire furnaces busy. 


N.E. Districts: Coals fairly active. Good bookings 
in steams. Shipbuilding on Tyne and Wear growing 
in volume. Outlook brighter for straight commercial 
building, apart from naval work. Freight inquiries 
have been more frequent lately, Throughout N.E. 
area iron/steel production working at pressure. New 
furnaces being blown in. General engineering in- 
dustries also busy. , f 
Northern Ireland: Situationeemains much the same. 
Some premise of more. work in shipyards.. Tailoring, 
linen industries also likely to become more active 
on..coronation orders, - - - ` a 


Liverpool shipping more active.’ 


passed exclude London and relate to 
towns with only little more than one- 


third of the population of the country. 


This slight fall need not therefore be 
taken too seriously. What is serious is 
the partial nature of an index hitherto 
regarded as national. 


‘Prosperity Problems 


Are Now Here 


ROSPERITY is rapidly providing 
its-own crop of problems. That of 
rising prices we have discussed here 
recently. The. scarcity of both labour 
and machinery is being felt acutely by 
the metal manufacturers. They are 
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solving it by dilution, by importing, 
and by the. use of more labour-saving 
machinery. Steel is now unobtainable 
under several months; pig iron is 
rationed all over the country.” Rearma- 
ment work has driven consumption up 
rapidly this autumn. 

The new problems are those of train- 
ing labour, of finding new sources of 
supply, of Securing the most labour- 
saving equipment. Here is the first 
evidence that the revival is rapidly 
developing into a boom outside the coal 
and cotton trades. 

The need is for ingenuity in manage- 
ment, in conducting the most rapid 
expansion within the limits that caution 
prescribes. 
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What to Look For... at the 


Scottish Commercial Motor Show 


ere tA Aaa 





RICHARD TWELVETREES 
A.M.LMechE. ~~ 


Road Transport Editor 
of BUSINESS“ 


HE Scottish Motor Exhibition, to 
| be held at Kelvin Hall, Glasgow, 
from the 13th to 24th of this 
month, is the only display of commer- 
cial vehicles in Britain this year. . 
The Show will, however, be very 
comprehensive® the latest vans, trucks 
and heavy freighters; chassis com- 
ponents; accessories and garage equip- 
ment. It will be worth sgeing. 


In general, the chassis exhibits reveal 
policy 


a definite “‘no radical change’ 
adopted by the leading manufacturers. 
Realizing the inconvenience to business 
fleet owners produced by new designs, 


~ manufacturers have brought: existing. 
types right up to date by apis and . 


more direct means. 


Improvements Without Upsetting 
Business-Man’s Commitments 


HE term ‘‘new’’ as apphed to 
1937 models has, in fact, become 


unpopular with commercial chassis 
builders. Details modified to suit 
operating requirements have been 


improved to ensure better road per- 
formance and lower running costs, the 
basic features remaining unaltered. 
Accordingly, the purchase of replace- 
ment vehicles entails no changes‘in fleet 
organization, maintenance routine or 
additions to normal supplies of spare 
parts. 

Stabilized design is also evident i in the 
makers’ vehicle ranges for graded carry- 
ing capacities, the major chassis units 
being, to a large extent, freely inter- 
changeable; an obvious advantage with 


* No-change 


Chassis 


Will 


Policies 


Stabilise Fleet Costs 


* 50-Cwt. Trucks that Haul 10-Ton 
Loads at a Profit 


* Diesel Engine Economies for Light 


Trucks 


* Bodies that Reduce. Goods-Hand- 


ling Costs 


* Inter-Overhaul Performance Raised 
From 50,000 to 90,000 Miles 


regard to initial costs as’ well as 
aggregate running expenses. 


Now You Can Carry Much Better 
Pay Loads 
ECENT metallurgical research has 
influenced motor-truck production 
by placing new lightweight alloys 
within the reach of commercial chassis 
and body builders. 

One notable result is a correspond- 
ing reduction in chassis unladen weight, 
giving financial benefits in lower taxa- 
tion‘for given pay-loads. 

Among the latest goods vehicles are 
those which, weighing less than 50 cwt., 
will: carry 5-ton’pay-loads satisfactorily 
at a legal maximum speed of 30 m.p.h. 
Besides presenting remarkable cash 
economies, such machines will work to 
very exacting. delivery schedules and 


i © @ @ etc. 


speed up the distribution of manufac- 
tured goods. 

The advance is noteworthy. A year 
or so ago 3 tons was regarded as 
the maximum load for a lightweight 
vehicle. Loads exceeding that figure 
by zo cwt. would only be recognized 
by manufacturers’ guarantees if light, 
low-sided platform bodies were used. 
To-day, lightweight 5-tonners are avail- 
able with substantial bodywork of 
approved: design and fit for general 
haulage work. Furthermore,.the 50- 
cwt. category now includes Diesel- 
engined trucks giving about twice the 
mileage per gallon on fuel, as compared 
with petrol-driven types. 

Industrial administrators employing 
commercial vehicles are now almost in 
accord as to the economies obtainable 
from Diesel-engined types. 


“This New Feature — 
in Business Will ‘be Invaluable” 
“In response to an invitation from the Road Transport Editor of 


Business, I have pleasure in expressing my views on the importance of- 
properly organized road transport methods: 


During the early stages’ of motor vehicle progress the practical require- 


ments of transport users, while studied with much care by manufacturers, 
were not so completely co-ordinated as they are to-day. 

‘To-day, however, motor manufacturers are concentrating, on the produc- 
tion, sale and servicing of types to meet the specific requirements put forward 


by the managements of business firms. 


“It is an encouraging sign of the times that modern business journalism, 
as represented by this publication, should include a Commercial Motor 


Transport Section as a regular feature. 


This will foster the co-operation and 


interchange of ideas between road transport operators and the vast industry 
which is continually striving to make its services still more valuable by 
perfecting all phases of road transportation. 

‘“‘There is ample scope for the dissemination of extremely useful information 
about motor vehicles, their operation and servicing from the direct viewpoint 
of the business executive, and I have no doubt that various aspects of the 
subject will receive adequate attention in succeeding issues.’ 


C. W. REEVE, Chairman and Managing Director 
ASSOCIATED EQUIPMENT Company LTD. 
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Examples are exhibited at Kelvin 
Hall by the Associated Equipment Co., 
Ltd., Albion Motors, Ltd., Crossley 
Motors, Ltd., Dennis Bros., Ltd., 
Leyland Motors, Ltd., and John I. 
Thornycroft & Co., Ltd., all of whom 
produce Diesel engines to their own 
‘designs. Several other makers include 
models equipped with well-known pro- 
prietary Diesel engines in their standard 
ranges. 


Diesel Vehicles Offer New 
Economics 


HE ultimate future of the Diesel 

vehicle will not depend, as was pre- 
dicted at first, upohepossible increases 
in fuel-oil taxation. Definite improve- 
ments are obtained in sheer mechanical 
eficienc?, thermo-dynamic advantages, 
the absence of common carburation and 
ignition troubles, together with greatly 
simplified maintenance. 

Fleet operators tell me that their 
Diesel vehicles now require no more, 
and sometimes less, routine attention 
than the petrol-driven types. Increased 
fuel economy remains as a very attrac- 
tive business proposition. Even if fuel 
costs should eventually become level for 
petrol and Diesel types, the ultimate 
advantages of the latter would still 
prevail. 

Diesel vehicle service for operators 
benefits from the manufacture of new 
power units by the chassis builders, 
since the complete vehicles are now 
serviced entirely by factory and depot 
organizations. Hitherto, many Diesel 
users were compelled to deal with one 
form of chassis service and another 
when expert advice and attention or 
replacement parts for Diesel engines 
were needed by transport managers. 

In connection with Diesel exhibits at 
Kelvin Hall, those interested in latest 
progress should examine the sectioned 
combustion chambers shown on several 
stands to demonstrate air swirl, turbu- 
lence and controlled combustion upon 
which Diesel economy afid efficiency 
depend. i 


r 


The mechanical navvy gets 
through the work, but it 
„metes out rough treatment to the vehicles. 
“Truck designers to-day however, make ample 
allowance for such heavy loading strains 


These Factors Cut Down 
Running Costs 


MPROVED inter-overhaul miuleages 
showing increases from 50,000 to 
90,000 or 100,000, obtainable from the 
latest chassis, suggest that manufac- 


Transport is a 
TOP-MANAGEMENT 
Matter 


‘“‘AsS a reader of BUSINESS I 
welcome your recognition of the 
importance of Transport to the 
modern executive. When we remem- 
ber that Transport may run as 
high as 4.5% of the costs of a retail 
distributing stofe, its importance to 
management can be realized. It 
should have its place along with 
administration, marketing and fin- 
ance in the executive’s plan of 
business. 

“I shall look forward eagerly 
each month for the same sort of 
specific, brass-tack information on 
Motor Transport that this journal 
already gives us on the other aspects 
of business management.’’ 


Prtrcess. 


Transport Manager 
HARRODS LIMITED 





turers are influenced by the vital ‘‘cost 
per mile” factor from the drawing office 
to the road test department. Better 
detail design, more efficient chassis 
auxiliaries and materials of greater 
wear-resisting capacity are responsible 
for the welcomed improvement. 
Renewable cylinder bore liners and 








IT’S HEAVY 
ON THE 
VEHICLES 


BUSINESS for NOVEMBER, 1936 





detachable valve seatings are included 
in most engine specifications, while a 
general increase in bearing areas, 
detailed attention to lubricating oil 
filtering and cooling, more efficient and 
durable braking arrangements command 
attention in the latest models. 

Factory overhaul of operators’ units, 
introduced by Morris-Commercial Cars, 
Ltd., indicates the progressive attitude 
of manufacturers towards modern 
operating requirements. The scheme 
provides for the exchange of wom 
engines, gear-boxes and other chassis 
units with others already, reconditioned 
by the manufacturers and restored to 
the original standards of durability and 
performance. By this means fleet 
operators can obtain the maximum 
efficiency from their vehicles without 
recourse to expensive maintenance 
equipment or the need of highly paid 
skilled mechanics. 

In certain instances, similar facilities 
are offered by makers of heavier 
vehicles. Where that is not yet a com- 
mercial proposition, maintenance costs 
benefit from the exchange of worn 
component parts for those that have 
been restored to good condition at very 


reasonable cost by the original manu- 
facturers. 


Body Designs that Make Vehicles 
SAFER 

REATER load-carrying space, in 

conjunction with more even distri- 
bution of weight over frames and axles, 
is a less conspicuous, but highly 
important, advance in modern truck 
design. Besides permitting more effec- 
tive loading, the new arrangement 
renders the machines easier and safer 
to handle, as well as reducing tyre 
wear. 

Secured by mounting the engine over 
the front axle, the improvement allows 
space for roomy cabs and well-arranged 
controls without sacrifice of load space. 
The physical effort of driving is thereby 
reduced and drivers’ energies are con- 
served for other duties required of 
the men in handling loads, effecting 


deliveries or carrying out special 
instructions. 
Better Transmission Saves Wear 
and Tear 


Roa transmission developments 
are associated chiefly with passen- 
ger-carrying vehicles, as exemplified by 
the hydraulic torque converter and pre- 
selective epicyclic mechanism, used 
mainly in conjunction with fluid drive 
between the engine and gear-box. 

Although to outward appearance the 
conventional selective gear mechanism 
has undergone no radical changes, the 
latest examples provide more conveni- 
ently graded gear ratios. This gives the 
practical advantage of enabling the 
engines to do their work at more effici- 
ent speeds to suit varying route condi- 
tions, with correspondingly improved 
economy. 

Two notable transmission develop- 
ments have come to light recently, one 
being an entirely new multiple-speed 
gear system, embodying pre-selection of 
all ratios and empfoying only four pairs 
of gears. The second is a mechanical 


cy ee 
ater, 


+ is 
=a e B 


ae 
a a 
PAE . 





















< s “ 

tye Y 

sf a oR 
p 


p 


% sa, Fal Zaag Le - rd -e Pe ans PESADI aa tre, + We e © Sate. “ps 
7 Fan Oa tab APENDE, 4% = -Y Toe ee iena ii “er tae, s ots 4 SPER OF. oe 
Tr ghee 8 OR ROSE PEL IR Sp dir eT E Os EE Pa S SIN ES BRS RAA n E LEP 
a we nine re tS Wee 1 maral Seo ig Seen ae Roe Se AP EIS Meee ci PAE a E OR Seed 


eee NS OM we etnies Pe 


NT & RESOURCES OF MORPIS COMMERCIAL CARS LTD. CAN 
Be 5p cea Fe Bho Feduced on chs OFFER SUCH OUTSTANDING VALUE 


4-cyl. price 6-cy¥l. price 4-cyL price t-cyi. price 
30 cwt. N.C. Chassis - £181.10 E189.10 2 tan N.C. S.W.B, Lorry - £224.10 £243.10 
30 cwt. N.C. Lorry - £210.0 £218.0 2 ton F.C. S.W.B Chassis - £211.10 £219.10 
30 cwt., F.C, Chassis 


-~£198.0  £206.0 2 ton F.C, S.W.B. Lorry - £250.10 £258,10 
30 cwt. F.C. Lorry 


- £235.0  £243.0 2 ton N.C, L.W.B. Chassis £202.10 £219.10 
2 ton N.C. S,W.B. Chassis £195.10 £213.10 2 ton N.C. L.W.B. Lorry - £230.10 £250.10 
Also the well-known |5 cwt., | ton and 3 ton models. 

: MORRIS COMMERCIAL CARS LTD., ADDERLEY PARK, BIRMINGHAM, 8 
(Lord Nuffield, Chairman). Sole Exporters: M.I.E. Ltd., Cowley. Oxford, England 
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torque converter, now presented as a 
commercial proposition, dispensing with 
the need of a friction clutch, or its 
equivalent, and producing an infinitely 
variable ratio as determined auto- 
matically by engine speed and road 
conditions. 


Easier Loading and Unloading 


ABOUR-SAVING bodywork is re- 
presented in many forms to suit 
trade and ‘industrial requirements. 


Po. 


Hydraulically-operated side and end 
tipping bodies incorporate special 
arrangements to'relieve chassis suspen- 
sion of undue stressing, .produced 
formerly by weight transference when 
loads were discharged. Lorry bodies 
with movable floors offer marked 
advantages in many forms of haulage, 
whilst reductions in’ the price of tractor- 
trailer combinations. make ‘‘inner. zone’”’ 
transport a more attractive proposition 
than ever. 


+ + 
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‘In the bodywork display much 
prominence is given to vehicles offer- 
ing exceptionally good publicity value 
and facilities for business propaganda. 
Vans conforming with the so-called 
““streamline’’ vogue lend themselves to 
great individuality in the latter direc- 
tion and, in general, it has become 
obvious that the ‘value of attractive 
commercial vehicles has been fully 
recognized. by all manufacturers. 


How to Run Your ‘Spare-Parts’ Stores 


S vehicle manufacturers give 
A petter and better service, the 

business man naturally looks for- 
ward to the time when he can run his 
fleet entirely from the ‘“‘spares’’ store, 
cutting out altogether the expensively 
fitted repair-shop. 


Even at the present stage of service 


development it is possible, by keeping 
carefully selected supplies of inter- 
changeable parts, to maintain fleets in 
good mechanical condition with a 
minimum of engineering work. - 

The ability to buy spares readily from 
local agents: is often a deciding factor 
in vehicle’ selection. Transport users 
will often purchase types of relatively 
limited durability, provided they will 
give reliable service for a year or so by 
fitting inexpensive replacements as and 
when required. 

Whether such be a sound policy or 
not. depends on the class of transport 
‘and the operator’s ideas as'to initial 

costs in relation to ‘ultimate costs. ` 

_ For the present purpose, we will 
. assume the operation of a type of 
‘ vehicle produced by a manufacturer to 
well-stabilized designs and consider the 
underlying factors. of efficient stores 
organization. 


Why Not Spares on ‘Sale 
or Return’ Basis? 


If left to his-own resources, the 
average transport manager may recom- 
mend large supplies of spares as a short 
cut to vehicle maintenance efficiency. 
Such practical safeguards are common 
when unfamiliar makes are taken into 
service, or when, at the suggestion of 
manufacturers’ representatives, spare 
parts on a liberal scale are supplied 
with new vehicles. 

Carefully analysed records of replace- 
ment parts used over a given period 
will indicate possible requirements and, 
where such are available to the manage- 
ment, a start can be made by allocating 
a definite sum of money to the purchase 
of a reasonable minimum stock. 

At this juncture, ‘we may refer to a 
suggestion put forward from time to 
time by large fleet operators, who con- 
tend that vehicle manufacturers should 
be prepared to supply spares and 


replacements on a sale or return basis, 
spread over a couple of years, thus 
avoiding the.locking up of working 
capital in stocks remaining idle in the 
operators’ stores for fairly long. periods. 

It is also suggested that such an 
arrangement would be useful in avoid- 
ing stocks of spares which, unknown to 
the operator, are rendered obsolete by 
minor changes in chassis design.. 

As a business policy, the transport 


to Reduce Maintenance Costs 


stores should not fall under the direct 
control of the transport manager, but 
serve rather as a link between the com- 
mercial and technical services of any 
concern. The chief accountant will 
represent the former and the trans- 
port manager the-latter, so that this 
important phase of transport organiza- 
tion is supervised properly from both 


. angles. 


(Continued on page 52) 


n 
This New. Unit 
Locates Engine Weaknesses 


failures, fuel wastage and other 

N complaints was demonstrated re- 

cently at the London factory of Garner 
Motors, Ltd. 

The apparatus, introduced by the Cities 
Service Oil Co., Ltd., is widely used by 
transport users in U.S.A. and Canada, 
where it is known as the Power Prover. 


i NEW method of diagnosing- engine 





Here is the Power Prover at work, being 
watched by Mr. F. Warner Banks, Manag- 
ing Director of Cities Service Oil Co., Ltd., 
Mr. G. Lambton Wells, Managing Director 
of Garner Motors, Ltd. „ and. the - Road 
Transport Editor of BUSINESS 


tenth eine eh eeeeseandnseeraNteEHNN 


An essential feature of the new appara- 
tus is an exhaust gas analyser which, by 
revealing on a dial the percentage of car- 
bon monoxide in the exhaust tells how 
much petrol’is being wasted’ at various 
engine cea 


Another use for the Power Prover is for 
testing engine compression. Leaks are 
found by admitting air into each cylinder 
through a leakage gauge, which indicates 
the relation between air pressure as 
admitted and that held by the cylinder. 
Points where leakages are possible are then 
detected easily by stethoscope. 


Hydraulic gauges are employed to 
verify top dead centre as a prelude to 
engine timing checks. <A small timing 
lamp used with a special pointer and indi- 
cator quadrant facilitates contact breaker 
and distributor adjustments. The action 
of these parts is studied at all engine 
speeds by “‘slow motion” effect. 


Further apparatus embodied in the 
Power Prover equipment provides for test- 
ing the ignition primary circuit, coil, con- 
denser and high tension wiring; while all 
carburettor adjustments can be checked by 
constant reference to the Power Prover 
dial, which quickly reveals any improve- 
ments as they are effected 


These tests should be of great value to 
operators in providing information that 
will enable them to run their vehicles 
safely, even though the normal inter-over- 
haul mileage figure has been reached. If 
all Power Prover tests should produce 
satisfactory results, it follows that con- 


templated engine overhauls can be 
deferred. 

The Cities Service Oil Co., Ltd., have 
instituted free testing service. Arrange- 


ments can be madg to convey. the Power 
Prover to fleet owners for the purpose of 
testing their vehicles. 
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Ediphone 


Balanced Voice-Writing. 









The new Edison principle of Balanced by which ‘leading organisations are 
Voice-Writing is the greatest ad- cutting out unnecessary routine, and 
vance made in the development of simplifying the work of their execu- 
the dictating machine—ensuring ac- tives and typists. There is no delay 
curacy and clearness of reproduction. in dictation in the Ediphqne-equipped 
The Ediphone Is the modern method office. 








Ediphonesat 
















FREE DEMONSTRATION ara RIAL 
HEMICAL 
tee INDUSTRIES LTD 


Every responsible executive is 
invited to “‘sample'’ Ediphone 
Voice-Writing, without obliga- 
tion. You buy nothing until the 
Ediphone proves its advantages. 


information about the 
latest Edison Invention, 
the Telediphone, is 
now avallable. One of 
its many valuable uses 
is to take down a 
verbatim report of 
telephone conversa- 
tlans. 


Write for full particulars to— 
THOMAS A. EDISON LTD., 


Victoria House, Southampton Row, London, W.C.! 
BRANCHES AND DEALERS IN ALL PRINCIPAL CITIES 





THE 
LITTLE WONDER 
ADDRESSALLOT 


Includes {25 
ready-to-use 
stencils with 
A-Z Index. 


YOUR WORK: OVER 


ae anaes ona eee One Machine does the work of Two 
: ‘| Continuous Form Billing in addition to regular typing 
With the | Your typewriter actually does the work of two machines 


4 4 55 when used with “Fanfold’’ Continuous Form Adapter, because 
R the many time- and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages of 


regular typing. 


“Fanfold’* Continuous Forms typed over our Attachment effect 
AD z ; savings in Billing time, and costs, ranging from 17% to 78% 
without affecting the operation of the typewriter for regular 
= correspondence and other purposes. 
THE Quickly, cheaply and very neatly the er cece tee ne cee Ge ee 
ona fede 7 : writer carnage; because o e very simplicity of construcuon 
AD DRESSALL Addressallot will address envelopes, and operation there is nothing to get out of order. 
COMPANY HAVE | Postcards, statements, labels, etc. ft is 


HAND, FOOT, AND | also a complete card Index in itself, in- f / 
atte 


ELECTRICALLY | dispensable to the medium-size organiz- k 
TRADE MANN 








DRIVEN EQUIPMENT | ation. 
for MAJOR ADDRESS- 


waist The. ruc | THE ADDRESSALL COMPANY 


SOLUTION oF any | 266 HIGH HOLBORN. W.C.I NORTH CIRCULAR ROAD, LONDON, N.W.2 
ADDRESSING PROB WOLEORN SNIA. ° Telephone : GLAdstone 5477 (3 lines) 
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South Wales. is Coming to Life 


-` Big Advantages in Lo- 
cating New Works there 


Land and Services, 
Labour 


Adaptable to 


aA any Type of Manufacture 


Typical of ies new works being erected in S. Wales. When 
this plant of Guest, Keen & Baldwins, Ltd. is completed at 
Cardiff, 2,000 men will join the pay-roll, 


OUTH WALES, industrially speak- 
Ç ie has come to the parting of the 
ways. Either the area decays into 
a derelict and forgotten land, industri- 
ally unimportant, or it is re-developed 
on a wide scale, industrially intensified. 

It is- important to realize that 
Britain cannot afford to allow this 
magnificent district to decay. 

There are many signs that this fact 
has at last been recognized. Re-devel- 
opment is taking place. Plans are being 
formulated and some have been put 
into effect to Widen the industrial life 
of South Wales. 


S. Wales’s Prospects are 
Based on Facts 

These are the first movements of 
coming industrial expansion. Welsh 
leaders have faith in this new develop- 
ment. An industrialist with the vision 
and courage to share that faith and 
establish even a small factory in the 
area would, without doubt, make a 
sound investment. He would immedi- 
ately do a service to a brave and patient 
people; he would in a few years hence 
take’ his share of a prosperity which will 
be as intense as the poverty which has 
wasted the Welsh coal valleys. 


Let it not be thought that this 
suggestion of South Wales as a factory 
location is rooted in humanitarian 
sympathies. It is the unemotional 
judgment of business men qualified to 
speak with authority. It is based on 
experience and knowledge—facts. 

To be quite impartial, I must point 
out that the authorities who expressed 
this belief in the future of South Wales 
did not claim that new industries would 
find all to their liking. There are 
obstacles. For instance, the ‘“‘home 
market” of Wales is not at the moment 
wealthy; labour, though plentiful, 
intelligent and willing needs to be 
trained in skilled factory work. 

There are many illusions about South 
Wales, about such cities as Cardiff, 
Newport, Swansea, Barry, Merthyr, the 
Rhondda, Taff, Ebbw Vale and other 
valleys. Despite coal, iron and steel, 
the town and cities are clean and 
attractive. Even the coal valleys retain 
a beauty that is remembered by a 
visitor. 

But in order to grasp the significance 
of the new development, it is necessary 
to understand the earlier industrial situ- 
ation. Coal, iron and steel are the 
trinity of industrial gods that gave 


By . 
C. E. DAY, 
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South Wales wealth and importance. 
Ironically, they have reduced their 
kingdom to ruin, 

There is no need to elaborate the 
story of declining exports of coal, the 
famous Welsh anthracites and steams 
once so much in world demand. 
Intense development by foreign nations 
of their own coal resources have closed 
for ever a large part of those markets. 
Not only that, these foreign coal fields 
are competitors. Add to this the 
increase in efficiency of fuel-burning 
and the fact that oil has largely taken 
the place of coal, and the decline of the 
major wealth-bringing industry in 
Wales is clear. It has also affected 
transport workers, the docks, the 
chartering of ships and the employment 
of seamen. 


Singleness of Development Has 
Caused the Ills 

Iron and steel also declined. Old 
plants could not compete in the 
dwindling markets of the depression 
years. This closing down threw more 
miners out of work. 

such disasters were beyond the 
control of South Wales. What fault 
was theirs is to be found in over- 
specialization. The north-east coast 
made the same mistake and paid a 
similar penalty. The lean and bitter 
years that have passed have taught 
their lesson. In an area so rich in 
mineral resources, South Wales must 





SWANSEA 


PORT TALBOT 


e 
BARRY DOCKS 
These pictures give an excellent idea of the deep-water* shipping facilities and of the factory building-land available at these ports 


PRODUCTION MANAGEMENT 


remain a vital link in  Britain’s 
industrial life. These basic industries 
will remain of front-rank importance— 
but a host of light ‘“‘secondary’’ 


industries are to be an economic shock | 


absorber. z aA 
These Are Two Revitalizing 
Movements 


There are two main streams of devel- 
opment which are leading to reconstruc- 
tion: (1) Government and local organ- 
ized measures; (2) private development 
by financiers and manufacturers. 

The Government has purchased an 
extensive site at the junctions of the 
coal valleys. This has all natural 
advantages needed by a manufacturer 
——flat land on which to build, plentiful 
water supply, cheap heat and power, 
éasy access to deep water docks, good 
main roads and a first-class rail service 
by the G.W.R. It is favourably 
situated for distribution to the Mid- 
lands, the south and west country. 
Moreover, it is the Government’s inten- 
tion to erect small and large modern 
factories, fully prepared for occupation 
by manufacturers.: Indeed, factories 
will be specially built to the needs of 
any manufacturer. 

The second Government measure is 
direct financial aid to manufacturers 
locating in the district. The Special 
Areas Reconstruction Association, Ltd., 
will advance capital to business men 
who have sound propositions that will 
give employment and trade to South 


Wales... Already there are. dozens of 
firms who are applying for this aid, 
firms that will be part and parcel of the 
new industrial South Wales. 

' The third Government help is the 
establishment of munitions and other 
factories. 


Development Council Out to 
Help Manufacturers 


Local authorities and other respon- 
sible bodies of citizens are also help- 
ing reconstruction. Chief among these 
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organizations is the National Industrial 
Development Council of Wales and 
Monmouthshire, Ltd., of which the 
Earl of Plymouth is President. ° 
This Council is supported by over 40 
local authorities. It operates from 17 
Windsor Place, Cardiff. In its four 
years existence it has done enormous 
good and is to a great extent responsible 
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for the feeling of optimism which has 
sprung up in South Wales. But 
particularly important to the business 
man is the service it gives to manu- 
facturers. Every new manufacturer in 
the area to whom I spoke was emphatic 
in his praise for the help given him by 
the Council, its Chairman, Councillor 
George Williams, and its secretary, Mr. 
D. J. Davies. I may add that this help 
goes beyond the mere smoothing out of 
problems relating to factory sites; 
difficulties indirectly connected with 
the investigation and choice of factories 
are taken up by Mr. Davies and his 
staff. Two recent efforts, for example, 
were the obtaifihg of permits. for 
foreign key workers to be brought into 
the country to teach local labour a 
skilled job and the imporfation of 
special foreign machines that meant 
starting a new industry. 

The Council has also had a hand in 
the many expansions of local manu- 
facturers. 


A Special Power-Heat Supply 
For Manufacturers 


One of the most important of private 
developments now taking place is the 
construction of a trading estate after 
the style of Slough and Welwyn. Here 
sectional and other factories will be 
erected and let to manufacturers. More 
interesting still is the building of a 
power-steam heat station. This station 
will supply all factories on the new 


(Continued on page 40) 











INFORMATION BUREAU 
The Council House 


BIRMINGHAM, l, ENGLAND ! 


THE CITY OF BIRMINGHAM 





at the Hub of 
Industrial lngland 


What areas can offer such possibilities 
to the industrialist as Birmingham? The 
City of.1,200 trades and a million busy 
people is worthy of investigation by 
everyone contemplating the establish- 
ment of a factory in England. 


The facilities for 
Birmingham offers are described in the 
new industrial Book of Birmingham, 
forwarded free on application. 
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Slip Post System Saves Us - 
ir 133,000,000 


Figure Entries A Year 





5: ANALYSIS OF ORDERS RECD. 
Shows Exactly How We Stand 


E set up as a standard for our 
W sales organization the capacity 

of every mill in our combine. 
Every morning the total orders that 
have been received for each product are 
reported and are set against the 
standards and displayed daily, weekly, 


monthly, and year-to- 
date as shown in Fig. 
I. Each branch keeps 
the same information, 
but divided into areas 
as in Fig. 2. Each 
area Office keeps the 
same information, but 
against customers, as shown in Fig. 3. 
This information is sent to the areas on 
slip post cards and is compiled in the 
following manner: 

When an order is received at each 
branch it is typed on to the works order 
form, and as this is typed a unit card is 


On page 
BUSINESS, 


26, 
Mr. 
dealt with savings made 
under headings 1, 2 and 3 
listed in the table on p. 51. 
This month he deals with 
Nos. 5 and 6. 
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Second Article by H. A. SIMPSON, F.C.W.A. 
Comptroller, United Steel Companies, Lid. 


September 
Simpson 


typed at the same 
time, as in Fig. 4. 
These unit cards are 
sorted, and the total 
against each customer 
at the end of the week 
is transferred to a slip 
post card as shown in 
Fig. 5. These slip post cards are then 
sent out to the area offices, and the area 
offices hang up the cards as displayed 
in Fig. 3. 

It is, therefore, shown that, by the 
use of the slip post card, each branch 
and area office have the total orders 
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THIS SYSTEM CONSEQUENTLY SAVES £311,000 YEARLY, CASH 
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UNIT co TROL MET ODS 


Q” IN FA cT 

SS e FOR ANY PHASE 
Ç e =. > 

OF WORKS ORGANIZATION 


The COPE-CHAT range of Unit Record 
Methods can be effectively. applied In any 
works, large or small— 


so simple—juniors can work them 


so effective—large scale prganiza- 


— tions use them 
»: $! 7:@ 


a alee “4 “abies, Sae hae 8 so economical—small to medium 
Ea aa D. i ue e m OS af ea ei Te firms cannot afford to be 
Pre ss ye teem sie woe 9 KEPE a E without them 
=r “Gavin h paes GEL: cen om No dL y a * ay tise) To investigate costs you nothing. Why not 
2 EO ad had” 4 see peer OP a ea a S oe | write for details gladly posted by return ? 


* QUAR, au 
; Tr gk, pe 


The Copeland-Chatterson 


COMPANY LIMITED 
Exchange House,Old Change,London, E.C.4 


Telephone : CITY 2284 (3 lines) 
“PA RAM O U NT”  {OUNOATION OF Erp Branches throughout the provinces 


LOOKING AHEAD 


t 








for prosperity is futile. 
Get it now by preventing 
“unpunctuality and encour- 
aging efficiency with the 
G.B.system. This method 
soon pays for itself by 


a [=] 


i z oH 


turning waste time into 
productive effort. Send 
for details. 





CRITTALL WYN DO FAN 


of 
GLEDHILIŲ BROOK l ensures that crystal clear atmosphere 


° in your office or study essentlai to 

efficient work and clear thinking 

TIME . RECORDERS LTD. Draughtless, silent and trouble-free 
44, Empire Works, HUDDERSFIELD RICHARD CRITTALL & CO. LTD., BUSH HOUSE, LONDON, W.C.2 





i TELEPHONE: TEMPLE BAR 7777 


32 


received for each product and against 
each customer, compared with the 
orders they should have obtained that 
week, and the total orders they should 
have received for the current month, 
and the total orders they should have 
received up to the year-to-date. 


We estimate that we obviate 
setting down 12,000,000 figures 
per annum in this secti6n. 


[As explained in the first instalment of 
this article, the system described by Mr. 
Simpson is the Slip Post method used in 
conjunction with the Paramount Punched 
Card and visible index systems, all pro- 
ducts -of the i aes Chatterson Co., 
Ltd.—Ep.] 


Management has Precise Sales 
Position at 10 a.m. Daily 

In our combine we have fifty differ- 
ent departments and mills, and by this 
system, at 10 a.m. every day, the con- 
trolling head office knows exactly the 
total number of orders received, com- 
pared with the total number of orders 
that should have been received, i.e., the 
capacity of each mill for the following 
twenty-four hours. 

At the same time each branch has the 
same information, but with it analysed 
as to each area showing from which the 
orders that morning have emanated, 
and the system shows them at a glance 
exactly which area has fallen below its 
standard. Each area also simul- 
taneously knows how much they have 
fallen below the standard, and the 
system automatically shows to them 
the customer or group of customers 
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which have fallen down below the 


standard allotted to them. Therefore, 
a direct link has been forged between 
the chief of the sales organization at 
the central office right down the line, 
via the branch sales manager, the area 
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Fig. 7 





sales manager, to the salesman, who is 
in direct touch with the customer. 


Accounting Machines Could Not 
Handle This Job 

In our melting-shops and rolling- 

mills it is essential to tabulate and 

control the production of stocks of 

every quality of steel and every 


~ * ` Or A Ae sinara m Oe “y y co. 
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shape of finished product, and this 
necessitates the keeping of a process 
account at each stage of manufacture. 
Before we used the slip post system we 
had to keep an ordinary standard form 
of stock account, and the receipts and. 
issues were entered by hand and priced 
at every stage of manufacture. 

Those process accounts could not be 
kept by machines as they were so 
linked up with the actual. costs that, 
even if we had machines in use, instead 
of producing our costs within 3 hours 
at the end of the week it probably 
would have taken 3 or 4 days. The 
hand-written account is shown in Fig. 
6. We now make use of the slip post 
analysis officially : 


How These Accounts Become 
Self-Balancing 


These accounts are self-balancing 
because in the ledger a production 
account is opened which is built up 
week by week, and the total of which 
agrees with the year-to-date column of 
the production cost summaries. 

In the manufacture of steel, pig iron 
is used to make ingots, ingots to make 
billets, and billets to make sections, 
and in the manufacture of other 
products ingots are made into blocks, 
blocks are made into slabs, slabs are 
made into axles, tyres, discs, etc., and 
a debit entry and a credit entry is made 
at each stage of manufacture in those 
process accounts. 

A typical entry in the process account 
is as follows: 

(Continued on page 50) 
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VASVESEENSEMS 


@ WHEN did Smiths order last? 
@ WHEN were they last called on? 


he n ao ye 
rials SH” ecatiOW ane long e ! 
owe! dep rer, Te gwes $ S © WHICH lines don’t they order ? 
ner YE A Pena hai ar @ HOW do deliveries stand? 
Visible Syte VISIBLE SYSTEMS TELL 
keep your YOU ALL IN 3 SECONDS 


business at your * 





finger-tips. 
CARTER-PARRATT LTD., 
(P. J]. Carter Eve, Managing Director) 
317 ABBEY HOUSE, VICTORIA STREET, 
LONDON, S.W.I. 
: at sii intial : 
rata ER Nov? ea Yl Telephone: Abbey 3675/6 9685 


p9 
SAR-LOCK (1925) CO0., BAR-LOGK WORKS, NOTTINGHAM. TELEPHONE : 75141/2 

















For Continuous and Effective Advertising 


ee INTRODUCING... 


DESK CALENDARS The New TAN-SAD 


—-because “System” Desk Calendars, Ex e CH tiv l 5 Ch a 7 r 
with your business announcement, printed 7 7 


prominently, but unobtrusively, on each 
Daily Sheet, will keep your goods or 


engepmentt 
service before the notice of customers or A y5 
prospective customers every hour of every 
wa as nate Working day throughout the whole year. FLKHART 
Being of exceptional utility, they are 


assured of preservation and regular use, REGD. 
and as they command more frequent 


reference than any other article of desk Pullman de Luxe 


equipment they constitute the best form 
of continuous publicity at a minimum cost. e 


| COUPON Health — C omfort — Elegance 
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To SHAW PUBLISHING CO., LTD. 


6, Carmelite Street, London, E.C.4 | Recline without Tipping 
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a In various finishes and 
Fill in and Post the to have your quotation fori... ceeccesceseeceecenes upholsteries 
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oe d you willrecetve Wm ce System Desk Calendars for 
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Pee vseesvaves ee eener reer ere pecseee PRMSHEH HHT HED Poeraterere % PePetubore 















34 


This New Stationery Ensures 
Exact Registration 


other statistical forms, it is import- 
ant to. maintain dead accuracy of 
registration in the originaf and all 
copies. 

To achieve this with a mechanical 
accuracy that is positive under all 
conditions, a- new form of stationery, 
known as ‘‘Alacra’’, has been intro- 
duced. ` 

By means. of the sygtem of punched 
holes along the: edges of the forms, 
shown in.the illustration,.this factor of 
positive’ alignment and registration is 
automatically ensured. 

There is no limit to the types of office 
machines in which the new stationery 
and forms can be used. All makes of 
typewriters, accounting, tabulating and 
other machines can employ the system. 
Nor is there any reasonable limit to the 
number of copies of any document 
obtainable. Carbons are interleaved 
with all forms and as many as I5 copies 
can be made, for example, from one 
typing on an electrically operated type- 
writer. 


[e most types of accounting and 


’ 


The Punched Holes Enforce 
Alignment 


The illustration here shows the forms 
in actual use on a typewriter. The con- 
tinuous stationery is arranged behind 
the machine and fed under the platen 
in the normal way. The holes punched 
in the stationery are aligned to a 
thousandth part of an inch. As the 
documents pass’ under the platen they 
are held in exact registration by pins 
which pass through the holes. As the 
platen comes rouħd on the upward turn 
the pins recede automatically. This 


means that the pins can never catch in 


Note exact registration 2 
on original and copy fair. 


the continuous forms for, having per- 
formed the function of keeping the 
forms from creeping and slipping at the 
vital point of the turn, they automatic- 
ally come out of engagement. 

When the system is used by a firm 
all machines—accounting, tabulating, 
typewriting, etc.—are fitted with 
special platens that are equipped with 
these aligning pin-wheels. The 
suppliers make no charge for this 


dy 
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chatige-over or for the platens. More-- 
over, the platens are renewed free of 


_ charge whenever necessary. 


The system operates perfectly in 
high-speed, power-driven machines. 
Whether worked at top pressure or 
slowly, the register of all forms cannot 
be otherwise than dead accurate. 
Constant stoppages to adjust carbons, 
to check on alignment and to get forms 
running straight are eliminated. These 
are all points which help to increase 
output. Indeed, several firms who 
have already introduced the system 
claim to have increased the efficiency 
of office machine work by 15 to 30 per 
cent. 


+ 


Increases. The Effectiveness 


of Your Letters 


A New Type of Letter-Form that Obviates the 
Need for Separate Enclosures 


NE of the most difficult problems 
( )-: the sales manager is to effec- 

tively tie-up his sales letter with 
the literature accompanying it, so that 
the combination achieves complete 
unity of purpose. 

In this he has hitherto invariably 
suffered a disadvantage. His sales 
literature, inevitably separate units, 
often differing in size, have had to be 
pinned, stapled, clipped to the letter, or 
merely placed in the envelope without 
attachment at all. ‘‘Enclosures’’ were 
so easily lost: or if by chance some 
outstanding quality caused them to be 
retained, then it was the letter that 
became lost. 

To-day this problem is solved for the 
sales manager by an ingenious new 
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All types of accounting machines, typewriters, etc., can be fitted with the special platens 
that carry the aligning pin-wheels. The perforations are nfade to a 1,o00th inch accuracy 
È 9 


type of patented letter form, known as 
the “‘Dual-Use’’, which is a combina- 
tion of letter, sales literature and reply 
form. In appearance, the letter form 
is of normal size and can carry the usual 
business heading; but the folder, in- 
tegral with the letter, provides an extra 
Gosq.in. of surface upon which any 
form of printed publicity can be 
displayed: An actual specimen, with 
layout exemplified, is enclosed as an 
inset in this issue. 

- ‘Comparative tests by users reveal 
that such a combination of sales letter 
and literature has greater power than 
the old type sales letter with separate 
enclosures. The recipient, it has been 
proved, is more likely to open it and 
examine the integral folder, if only out 
of curiosity. Whether the sales letter 
inspires immediate response or not, the 
whole material is preserved intact, 
available for reference in its entirety 
when occasion arises. 


This Order Form Cannot Easily 
Become Lost: 


As will be seen from the specimen, 
one section of the folder can be easily 
detached. This has invaluable use as 
an order or enquiry form. It comes 
readily to the attention of the recipient, 
and is more convenient for him to use 
than a loose form which generally falls 
from among the numerous enclosures, 
to be misplaced. 

In addition to fulfilling these two 
special uses, the Dual-Use letter can 
profitably be used for all business 
correspondence, since useful publicity 
and informative matter can be given in 
the folder without, in any way, inter- 
fering with the sheet as a normal letter. 
Thus, it provides the business man' with 
a new means of expanding sales and of 
increasing the effectiven€ss of all his 
correspondence at a substantial saving 
‘in cost. 
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» 75,000 Facts and Figures 
covering the 121 Largest 
Home Markets— 
Statistics by Towns, 
Counties, - etc. 
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' Advertisers and mets maer 
Distributors the Facts J a gaia 
They have Wanted for I g 
Years: , el a es ET 


—THE MARKETING SURVEY OF 
THE UNITED KINGDOM, 1936-1937 


ARKETING is the basis of all 







| That is precisely what The MARKETING 


. 





distributing, advertising and selling. 
Therefore, every business man who is in 
any way concerned with these activities 
should be able to find at will and at once 
those intimate facts and figures which 
will show him where his- best markets lie. 


Authoritative, Complete Marketing 


This authentic, all-embracing work fulfils six major, 


essential functions : 


1 


It gives those intimate 
facts and figures of the 
British Market which 
show manufacturers and 
distributors, marketing, 
advertising and sales 
directors just where 
their best markets lie; 


Enables them to plan 
their sales and adver- 
tising activities and ap- 
propriations with less 
risk and with greater 
precision and certainty 
of profit than has ever 
before been possible; 


Indicates by detailed 
analyses and authentic 
statistics of the 121 larg- 
est Home Markets the 
most promising areas 
for profitable advertising 
and sales drives, and 
how best to allot 


territory to salesmen ; 


Also shows by specific, 
detailed statistics the 
business possibilities in 
each and every county of 
the United Kingdom; 
Enumerates the firms 
specialising in all those 
selling, advertising and 
distributing services, 
media and supplies 
which make possible the 
complete coverage of any 
of the 121 largest Home 
Markets; 

Forms a complete Hand- 
book which reviews all 
the latest developments 
in the methods and tech- 
nique of Marketing, 
Development of New 
Markets, etc., and all the 
factors that influence 
demand. 


There are compact, detailed population analyses for 
each of Britain’s x2r largest markets which reveal the 
sales outlets and opportunities in a manner that not only 
simplifies the preparation of advertising and sales drives, 
but enables the man responsible for them to plan on 
more exact and profitable lines than has generally been 
possible before. 


More Sales at-a Lower Cost Per Sale 

Suppose, for instance, that you want to sell a particular 
product in Grimsby and district. Reference to THE 
MARKETING SURVEY, which analyses populations 


SURVEY enables you to do. Produced 
with the active co-operation and sup- 
port of a leading research organisation 


and some of the most influential 
Trade Organisations of the day, it 
provides : 


Data for Every Area in the U.K. 


by sex, age, classes, earning capacity of families, their 
purchasing power, standard of living, etc., will at once 
show you how many people of: the class likely to buy 
your product live in Grimsby; the insured persons in 
employment, percentage of unemployment; rateable 
yalue ; market day; early closing day ; the number of 
retailers you can approach as stockists; the number of 
telephone subscribers; cars and commercial vehicles ; 
houses wired for electricity,; wireless licences; the 
numbers engaged in various trades and professions— 
the advertising media that give both local and national 
coverage ; poster services, sites and areas ;' factory sites ; 
distribution and transport services, etc. 

And the information and statistics for counties are 
just as authentic and helpful. 


For a Few Shillings You Get Facts 
and Figures Worth Hundreds of Pounds 


If you wanted an independent market survey made of 
only a small area of the country it would cost you far 
more than this complete and authoritative Market Survey 
of the entire United Kingdom. Therefore, THE MARKLET- 
ING SURVEY is an acquisition to any business-—-a really 
sound investment. So, as the printing order for so com- 
prehensive a Work must be based on advance reservations, 
you are urged to make sure of securing your copy immedi- 


ately on publication hy rostins the coupon below TO-DAY. 
De ee ee ee ee oe eg eee 
I 


l 
To Business Publications Ltd., | 
Whitefriars House, Tallis St., London, E.C.4. | 
Please send me post paid immediately on publication l 
a copy of The MARKETING SURVEY OF THE UNITED 
KINGDOM, for which I enclose remittance of 30/- in I 
prepayment, l 
l 

I 

( 
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MORE SALES 


WAITING © 
TO BE COLLECTED 





by trained salesmen 








WILLIAM G. FERN, Ph.D. n 
Buyers say “no” automatically. Trained salesmen expect this and 
understand how to interest the buyer and change his “no” to at least 
interested attention. Eight Fern Courses train thousands of men and 
women every year to collect more sales—will you be one of them? The 
edition of “The Achievement of Business Success” is free for the asking. 
This book tells the story of all the Fern Courses. Here is a full list of 
them: 


NEW SCIENCE OF SALESMANSHIP [for Salesmen and Sales 
Managers | 


THE ART OF SELLING [A basic course of principles] 

“RETAIL SALESMANSHIP [for those in shops and stores | 

MILK SALESMANSHIP [for all those selling milk] 

SUPER SALESMANSHIP [A refresher course for all salesmen] . 
MANAGEMENT AND SELF-MANAGEMENT [for all 


executives | 
THE ART OF MANAGEMENT [for minor executives] 


THE ART OF EFFICIENCY [for those who wish to wring 25 hours 
out of 24] ° 


Each course is completely described in “The Achievement of 
Business Success”. This book will-be sent-free to every earnest inquirer 


for more sales and more pay. Send for your copy this day. It will be 


a great day in your life. Write now. 


your own letterhead. 


Send this coupon or write on 


@ POST TO-DAY PLEASE »v 

The Secretary, Fern Business Institute, Lid., 

11 Upper Woburn Place, London, W.C. 
[If you phone, ask for Euston 2507] 









OF BUSINESS. = 
Kindly send me your book ‘The Sre 
Achievement of Business Success”. I ee 
am anxious to make this year a success T 
$ p Š i Me $ 

a ee 

T 

he ge e] 

aoe 2 4 

. Fra eNe and 

mbes wie 





BUSINESS for NOVEMBER, 1936 


FACTS That 


Make Your Selling 
MORE EFFECTIVE 


HEN all commerce passed 

through the village general 

shop, manufacture was kept in 
step with the consumer’s needs by a 
very simple mechanism. The shop- 
keeper knew his customers personally; 
knew when the vicar’s wife would be 
likely to want lace or conserves; knew, 
the half-dozen people whose hobby 
made them buyers of fishing-rods; knew 
how many people in the village could 
afford a dish of tea or to sweeten their 
porridge with sugar. 


WHY You Must Analyse 
Your Markets 


This intimate contact with the con- 
sumer, lost in a couple of genera- 
tions of mass-production and mass- 
distribution, is being re-established by 
statistics. The laws of average are 
supplying manufacturers with facts 
about the national market which per- 
sonal contact provided the storekeeper 
for his village market. 

The popularity of these collections 
of market data has been helped along 
by the tendency towards establishing 
closer and direct contact with regional 
markets. Growing costs of selling and 
advertising on a national scale have 
forced manufacturers to analyse their 
markets and to re-direct their selling 
effort so as to concentrate expenditure 
where it was likely to yield the best 
return. 

Realizing that certain basic informa- 
tion about the national market is 
fundamental to all selling problems, 
publishers, research firms, advertising 
agencies and a féw newspapers have 
gathered these facts into volumes which 
save the sales manager much inde- 
pendent compilation and research. It 
cannot be denied that each of these 
publications has had a mixed reception. . 
A storm of controversy has burst over 
each book in turn; its accuracy has 
been assailed, its conclusions chal- 
lenged. 

Some of the.criticism has been just. 
There have been errors and ambiguities 
in most of these books. But, if there 
have been errors, it is also true to say 





that most of the criticism has arisen ' 


not from flaws in the books, but from 
the critics’ ignorance of statistical 
method. 


How to Make Proper Use 
of Statistics 


Before offering suggestions for the 
practical use of market analyses, there- 
fore, it may be as well to warn readers 
of a few pitfalls which may lead to 
misuse of the facts contained in them. 

First: read the introduction. Statis- 
tics are meaningless or even misleading 
unless one knows exactly how they 
were compiled, the assugnptions made 
by the compiler,e the size. of the 
“sample” from which they were taken, 
and all the qualifications to their abso- 


lute application. The purpose of the 
compilers-is also important. It may 
well be that the statistical method 
employed gives reliable results for 
certain conclusions, but unreliable ones 
for others. 

Second: remember that every pub- 
lished statistical report is technically 
out of date before it is published. The 
marketing process is continuous; but a 
set of statistics refers to the market as 
it was at one point of time. The user 
of such statistics must decide for him- 
self how far such figures are likely to 
have changed in the interim. - 

Third: if the figures are to be useful 
to you, they must be related to your 
own sales figures. If your sales areas, 
for example, are arbitrarily drawn 
areas, their figures will not be easily 
comparable with basic figures compiled 
on a county basis—the unit usually 
adopted. 

Fourth: since all published statistics 
have to be compiled for the good of the 
greatest number, their application to 
your problems may sometimes require 
a second check. If you find it necessary 
to take an important decision of policy 
on conclusions drawn from a statistical 
work, it would be wise to make an ad hoc 
investigation to confirm your opinion. 


What These Facts DO 
for You 

With these precautions against hasty 
generalizations, ‘the positive uses of 
market analyses can be listed: 

(1) They reveal tendencies. Markets 
are people, and people are always on 
the move, their wants always changing. 
Statistics reveal these changes, some- 
times even help one to measure them 
and forecast future developments. 

(2) Market statistics set up a standard 
by which area selling effort can be 
measured. They enable sales quotas to 
be set on a scientific and equitable basis. 
basis. 

(3) Statistics help to reduce selling 
wastes by enabling the sales manager 
to adapt the factors under his control 
to those which are not. 

(4) Market statistics enable tests to be 
undertaken of a new product, a new 
pack, a new sales idea or a new adver- 
tising copy-angle with the minimum of 
risk. Firms who have proved the 
efficacy of trial campaigns usually have 
favourite areas in which to try out their 
theories. All too often such areas are 
chosen because they are favourable 
markets. Publications of market 
statistics enable the manufacturer to 
select an area which is as nearly as 
possible typical of the national market. 

(5) Finally, market statistics help to 
shape those long-term policies which 
tend to be neglected in the day-to-day 
pressure for immediate business. To 


take an example, no firm whose goods. 


are bought by customers within a cer- 
tain age-group can any longer neglect 
to prepare for the far-reaching changes 
in various age-groups which will be 
brought about by the inevitable decline 
in population. Within a quarter of a 
century the number of children will 
have decreased by nearly 50%; the 
number of agede people will have 
increased by more than 50%. 
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CARMELITE HOUSE, LONDON, E.C.4. 
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Directors of manufacturing concerns, Sales Managers and other 
business Executives will find our “‘Marketing Facts and Figures” : 


SFFEatCaegee ¢ 


booklets of Immense value when planning sales campaigns in the 
The latest editjon contains 120 pages of data and 
illustrations showing the chief factors governing the marketing 


provinces. 


possibilities of our centres of publication, together with useful 
information about the ten 
Northcliffe Evening 





AND FIGURES 
@ |936 EDITION @ 


comprises ten booklets, each 
of which deals with one of our 
centres of publication as shown 
on the accompanying map. 
THE COMPLETE. EDITION WILL BE 


FREE 


ON REQUEST 


to the address below 








Newspapers. 



























JOHN COOPE, ADVERTISEMENT DIRECTOR 


NORTHCLIFFE NEWSPAPERS 
GROUP, LIMITED 


(Telephone CENTRAL 6000) 





AN 
AMAZING 
STOR 
STEEL 


TYPIST 
DESK .. 













Covered with 
Brown or Black 
“Stor” polished 
Presdwood. Size 
4Oin. by 27 in. A 
by 19in. deep. £ 
Stove enamel- : 
led. Dark Olive Green, Dark 
Oak or Mahogany. Super 
Model “Q”, fitted with 4 
shallow drawers, {£3 3s. 


THE NEW 
IMPROVED 
_ DE LUXE 
| MODEL 


Mounted on 
square, tubu- 
# lar stand, fit- 
ted with one 
adjustable 
shelf, Ball 
_Spring _ fast- 
sy ener, 6 Lever 
British “Yale” 
” Loċk, 2 keys, 
' Chromium - 
platedHandle. 
Weight 85 Ib. 
Finished stove 
ameka 
ar ive 
S MODEL ‘A’ ʻ‘147Z'’j Gad Dark 


Oak and Mahogany. Size 80in. high, 18in. wide, 
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l4in. deep. Price 60s. Finished Black with 
Chromium-plated Stand, 70s. e 
THE NEW STOR STEEL DESK 
Ta 
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MODEL ‘N’ ‘2? 
Covered Brown or Black 
“Stor” polished Presdwood. 
Size of Top 654’x80", 3 
drawers 19”12”x5}" 
Six-lever Yale lock-up - cup- 
R board, 20” high. 15” wide, 
254” deep and centre drawer. Finished Dark Olive 
Green, Dark Oak, or Mahogany. Price £9.16.0. 
Black finish and chromium-plated stands, £12.12.0. 


@*: your Office Equipment Store 
or Stationer for Stor products. if 
any difficulty send to Manufacturers for 


complete literature. 
~ OWEN & RANDALL 
JL Pa (Stor Cabinets) LTD. 


(Sales Dept.), 
ALL STEEL- 


deep. 






Cordwallis Works, 
MAIDENHEAD 
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Marketing Trends 


By the MARKETING EDITOR 


Marketing Problems Not 
Distorted By Devaluation , 


ILL our markets be flooded with 

W cheap French textiles, Dutch elec- 

tric bulbs, Belgian coal and Swiss 
silks and machinery? 

The answer is No to all flooding—~with 
some reservations on competition in cer- 
tain markets. 

I probed this question to find two 
things: (a) the biggest exports of the 
countries concerned; (b) how much each 
leading trade has been set back since 1929. 
I found 70 to go% decline in wool and 
cotton yarns and goods exported by 
France, Holland anf Switzerland. French 
exports of machinery, iron/steel, metal 
wares, cars, silk, Dutch exports of coal, 
flower bulbs, electric bulbs declined by a 
similar percentage. Exports of Swiss 
watches were halved. 

These declines were marked by a grow- 
ing number of out-of-works. France now 
has over 400,000 unemployed—more than 
six times as many as the 1931 figure. 
Holland has 35.4% compared with 18.1% 
in 1931, while Switzerland now has 10.9% 
wholly out of work compared with 5.9% 
in £931. 

Continental factories have no surplus 
stocks to loose on the market. Moreover, 
internal labour and other troubles, plus 
disorganization of plant,-are against quick 
return to efficient production. Any expan- 
sae in export trade will, therefore, be 
slow. 


O 


Strong Competition for 
These Specialty Lines 


OST competition from foreign goods 
will take place in overseas markets. 
o 


me trade will be unaffected except in 
specialty lines, but customs and tariffs will 
operate against such imports. 

Many of the most-feared exports are low 
in the lists. Electric lamps, for instance, 
rank fifth in Dutch manufactured exports. 
Even full and immediate recovery of this 
trade would not affect seriously the British 
market. And overseas, Japanese, German, 
United States and Italian as well as British 
exporters would be up against keen prices. 

Competition can be expected from 
France in such lines as silk, precious 
stones, rayon tissues, perfumery and 
soaps, and fashion goods. What was said 
of electric lamps can also be said of these. 
The only real danger is a Paris attempt to 
regain the fashion trade from London— 
and British fashion houses are making 
plans to prevent this. 

All facts show, therefore, that the pros- 
perous home market will not feel setbacks 
in any major trade. A foreign sales drive 
would be smothered by British prosperity, 
which acts as a shock absorber to attacks 
on the market. And as a final encouraging 
thought there is the knowledge that a 
small shock, localized to one trade, is the 
worst to be expected. 


$ O 


There’s Business In 
These Boomlets 


UILDING booms are key indicators 
to markets for furnishings, household 
goods and the whole range of consumable 


+ 


products. Right now there are boomlets 
in building in three districts of England: 
(1) South-east counties; (2) Yorkshire; (3) 
South-west counties. 

Hitherto the greatest building activity 
has centred around London, South of 
England and the Midlands. It is now 
slowing up in these areas, but expanding 
elsewhere. Latest returns of building 
plans passed show these increases—com- 
pared with corresponding month last year 
—in the boomlet areas: South-east, 
183.1%; South-west, 97.5%; Yorkshire, 
22.2%. 

In each case more than two-thirds of 
the plans are for dwelling-houses, a vital 
guide to sales in these markets. 

There are signs, too, that house-building 
is taking an upward swing in Lancashire, 
Cheshire and the northern counties. 
When this move gains momentum there 
will be an expanding market in those 
areas for all types of consumable goods. 


O 


Northern Markets 
Are Opening Up 


ATIONAL income is now running 

about {100,000,000 ahead of this time 
last year. From the Midlands up through 
the north this increase has been well 
spread by the vast increase in the number 
of employed. This is a point to keep in 
mind in relation to the expansion of build- 
ing in northern areas. 

Examination of latest unemployment 
records reveal that the industries which 
show most recovery are in the northern 
half of the country. Here is the percentage 
decrease in unemployment compared with 
a year ago: 


Industry Decrease % 
Linen a sits 15.1 
Shipbuilding, etc. 11.7 
Electrical engineering 10.9 
Cotton es “7.0 
Mining 6.5 


Vital Small In- 
come Increases 


MALL wages and incomes of {250 and 

under now total about /20,000,000 
more than a year ago. It is estimated 
that {15,000,000 of this has gone into 
pockets of workers in the areas set out in 
the above table. Of the £80,000,000 
increase in incomes of more than £250 a 
year, the London area has most benefited, 
but the spread has been liberal all over 
the country. 

The judgment on these factors by 
marketing authorities is this: the northern 
market is opening up for sales of all con- 
sumable goods—house furnishings, house- 
hold goods, clothing, fashion goods, food- 
stuffs of the non-fancy types; the southern 
market provides fresh openings for heavy 
sale of quality foodstuffs, luxury and 
semi-luxury goods of all kinds. 

The key selling points for the north are 
the practical and wholesome appeals plus 
sound quality. Later, semi-luxury goods 
will find a bigger market and better 
quality foodstuffs will sel. 

For the south the My selling points are 
pleasure-giving, smart and fashionable 
appeals plus high quality. 
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VALO] 


STEEL FILING CABINETS 


reduce risks of loss 
by fire or vermin 








Install “VALOR” 
Steel Filing Cabinets 
To-day 


HOUGH low in cost these 
Cabinets are made of best 
British Materials throughout 
and to the usual “VALOR” 
high standard of workmanship. 


“VALOR” Cabinets are easily 
handled and have none of the 
disadvantages of wooden Cabi- 
nets which are liable to warp or 
crack and do not offer complete 
protection against vermin. 


They can be supplied in quarto 
and foolscap sizes with from 1-5 
drawers, and are attractively 
finished in olive green stoved 
enamel, (Special finishes can 
be arranged for:) 


Write to-day for List 20/V.65 giving full 

particulars of these Cabinets, also Steel Cup- 

boards, Shelving, Clothes Lockers, etc., to meet 
. all office requirements. 


Buy British Goods 


The VALOR CO. Ltd. 


BROMFORD, ERDINGTON 
BIRMINGHAM 


120 Victoria Street, S.W.1 


London: 
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Building Exhibition Shows 
Way To Future Sales 


XHIBITIONS give valuable help in 

anticipating market trends. When I 
was at the recent Building Exhibition, I 
was told by several manufacturers that the 
outstanding discovery this year was the 
interest and intelligence displayed by the 
public in all problems of building. 

The man in the street has developed a 
passion for technical understanding of 
construction and design problems. More- 
over, this curiosity is guiding public taste 
in choice of all materials and equipment 
used in a home. Light, heat, convenience 
and labour-saving devices, every point of 
health——these are factors influencing the 
furnishing and setting-up of the home of 
the ordinary man to-day. 

Those who thought, for example, that 
glass bricks would be treated as a trick 
piece have been deceived. The head of 
one firm told me that fis order-books were 
full for months ahead. Glass ornaments, 
tables, shelves, rolling-pins and a dozen 
other articles, were heavily booked. 

Much glassware is coloured and colour 
is the thing the public now favours. 
Manufacturers of coloured tiles and fit- 
tings, coloured kitchen equipment, and 
coloured household goods told me that 
“‘colour’’ was a selling in itself. 

This trend goes for outside as well as 
all inside features of the house. A firm 
which showed a new kind of material for 
plastering outside walls got enough orders 
in three days to keep their entire plant 
working at capacity for six months. This 
new product is in a range of brilliant 
colours—treds, greens, yellows, blues, all 
of the most vivid hues. 

Multi-coloured concrete slabs and tiles 
for paving yards, garden walks, pergolas, 
terraces, steps and other outside places, 
also sold heavily at the Exhibition. 

With brightness and colour goes light- 
ness. The public now understand that 
solidity is not the only form of strength 
or comfort. 

These are real market pointers to manu- 
facturing firms supplying any section of 
the house construction-equipping-furnish- 
ing business. 


O 


Forestalling Coronation Market 
Fleecing By Foreigners 


ORONATION markets are taking 
solid form, are not se speculative. A 
leading knitwear manufacturer showed me 
his advance patterns ‘and samples this 
month. All hues of reds. and blues pre- 
dominate on white background. Cream, 
purple, silver and gold—colours of pomp 
and state—back up the main theme. 
Quality is the production key. The 
knitwear maker told me that. he has 
stepped up quality throughout his hundred 
or so lines. Market tests have shown him 
‘the better the goods, the, bigger the 
sales’’ next year. j 
My talks with manufacturers of lamp- 
shades, dress goods, paints, cosmetics, 
wallpapers, radios, reveal reliance to be 
placed on quality appeal. Even in glass- 
ware, chinaware and similar household 
goods this trend is evident. And for two 
reasons: (a) rising ‘public income plus 
improved taste provides a market toned 
up to quality appeal; (b) that being 
specifically a British celebration, senti- 
ment will help thwart foreign menace of 
cheap goods. P 
Even now truth of point (b) is evident. 
In decorations, medals, flags, bunting, 
painting schemes, etc., H.M. Office of 
Works and scores of local authorities are 
setting example by ‘‘baying British”. 
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STUDINGTON 


_ “Good 
Companion’ 








A generously proportioned 
Overcoat for Sports Wear. 
Thoroughly handsome and” 
practical for mostoccasions. 
Hand-loom Harris Tweeds 
that generate. maximum 
warmth and give protec- 
tion in the worst of weather. 


. 


Ready-to-wear 


5 Gns. to 7 Gns. 


or to measure 


STUDD «MILLINGTON 


_ LIMITED 


51 Conduit Street, Bond Street, W. 
67-69 Chancery Lane, Holborn, W.C. 





12 Factories. 

70,000 Square Feet 
for 

Early Occupation 


There are iœ course of construction at Welwyn 12 
factories of from 4,000 to 25,000 sq. feet. Some 
are nearing completion. These factories, fully ser- 
viced and with excellent access to road and Modern 
Railway -Goods Station, offer ideal manufacturing 
conditions. Labour facilities are present—splendid 
housing accommodation is available and marr 
is remarkably cheap. May we supply you with full 
parfidulars. 


RAIL SERVED, FULLY 
ü SERVICED SITES, 1-25 ACRES 














— FACTORIES — 


INDUSTRIAL DEVELOPMENT DEPARTMENT 


Telephone: 248 WELWYN, HERTS. Telephone: 248 
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YOUR OWN OFFICE |.. : 
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South Wales is 
Coming to Life 
(Continued from page 29) 


estate with electric power and steam for 
central heating and steam processes. 
The rates for this combined service will 
be very low. 

Another instance of the re-awakening 
of South Wales is the extensive expan- 
sion of existing plants. Briton Ferry 
Steel works are being re-equipped at the 
cost of £250,000. John Lysaught, Ltd., 
are building two new cold rolling steel 
milis. Guest, Keen & Nettleford, Ltd., 
have just completed-a new rod mill 
and are building a wire and nail-drawing 
plant. R.T. Metal Productions, Swan- 
sea, a new private company formed by 
Richard Thomas & Co., Ltd., will 
manufacture steel cases for transport- 
ing fish. George Whitehead Switchgear 
Co.,- Ltd., are building a new factory 
for manufacturing switchgear. 

But the jewel of this development is 
the erection of a vast new steel rolling 
mills in Ebbw Vale by Richard Thomas 
& Co., Ltd. Something like £5,000,000 
is the cost of this development. It will 
be completed by or in 1938, but even 
now it makes an inspiring sight. The 
old, derelict Ebbw Vale works are being 
razed. In place of that gaunt reminder 
of disastrous years will arise the biggest 
and most modern steel plant in the 
world—work for iron and steel men, 
coal miners, transport workers, dockers. 
seamen. 


LABOUR 


Welsh Workers Are Not 
Trouble Makers 


Next to the outline of reconstruction 
in Wales, it is important to break down 
the prejudice that Welsh workers are 
intolerant trouble makers. 

“There are collieries here that have 
never had a day’s stoppage since they 
started,’’ Mr. Davies informed me. 

‘There is an abundance of good, 
adaptable labour, especially female 
labour, available,” said a Newport 
hosiery manufacturer. ‘‘There is no 
shortage of skilled labour. We get girls 
on leaving school and train them. We 
have no labour disputes.’’ , 

“I have had a lifetime’s experience 
of Continental labour,” a Barry manu- 
facturer, another newcomer, said, ‘‘but 
I can say that the girls here are more 
efficient in their work after six months’ 
training than any I have ever known. 
And the same is true of the men. I 
have found them ready and eager to 
learn. I have not experienced the 
slightest hint of labour troubles.” 

Now these are practical men speak- 
ing. Nor were they the only manu- 
facturers who told me a similar story. 
Others praised the loyalty, skill and 
intelligence of Welsh workers. 

These men exploded a myth that has 


| grown up with coal strikes. Yet it is 


overlooked that the minets in the Mid- 
lands and the nortl of England strike 
as frequently. 


Many manufacturers are afraid of 
this much-publicized discontent and of 
the Communistic element among the 
miners. But is it such a danger? 
Business men on the spot, men whose 
interests would be at stake in such a 
danger, assured me that (1) the strikes 
and lock-outs in local pits are by no 
means the fault only of the workers and 
(2) that outside the mines labour 
troubles are probably~less than in any 
part of Great Britain.- The tinplate 
industry was quoted as an example. 
The last major labour trouble-occurred 
back in 1899. A Conciliation Board 
- was set up then and has operated 
successfully ever since. Another 
instance is that of the old Dowlais steel 
works at Merthyr Tydfil. Only one 
dispute in 150 years took place and that 
trouble was confined to one department 
and was settled immediately! 


These Good Records are Very 
Significant 

Labour plays such a vital part in the 
success of any business, manufacturing 
or otherwise, that this much-vaunted 
big, bad wolf of Welsh industrial life 
should, in justice to the Welsh workers, 
be exploded. 

It is not intended to protest that dis- 
content among the workless miners does 
not exist. It does. And naturally so. 
It is a pitiful sight to see thousands of 
men standing about idle in the mining 
towns—youths who have never had a 
chance to work, middle-aged men who 
have given up hope of ever working 
again. They cannot be idle in comfort. 
The decent unemployed miner does not 
eat at the end of the week. If he did 
there would be no food for his children |! 

That is why there is discontent. The 
men want to work. If a job is avail- 
able, hundreds rush for it. When I was 
in the valleys a scavenger’s job was 
open. Over 2,000 local men applied for 
that job. 

Despite this tragic state among the 
coal miners—~and it has existed for some 
years—there is comparatively little 
trouble. In Merthyr Tydfil, for 
instance, where 89% of the labour is 
unemployed, I was told by a civic 
official that there has been no trouble 
worth mentioning. As in other 
districts, the men still have hope that 
they will soon be working again. 


Why These Manufacturers Started 
In South Wales 


One. of, the most interesting aspects 
of the location of new manufacturers in 
the area was connected with labour. 
All firms interviewed stated that they 
had to train their workers and yet found 
them so quick and ready to learn that 
business was not penalized. 

An outstanding example of this 
adaptability is to be found at 
Brynmawr where a furniture factory 
bas been built. This company, the 
Brynmawr & Clydach Valley Industries, 
Ltd., is turning out some of the best 
modern fumiture in Britain, mostly 
hand-made. It ifthe work of craftsmen 
yet the factory started off with a few 
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FACTORIES AND 
FACTORY SITES 
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A. exclusive register of excellent 
sites possessing the following advantages is 
available for inspection : | 


Capable of connection with or adjacent to 
the Great Western Railway. 


Low-priced land in low-rated districts. 
Good labour supplies. 


Coal, coke and raw materials within easy 
reach. 


- Availability of shipping facilities, at 
London, Bristol, Liverpool, Cardiff, 
Newport, Swansea, and Plymouth. 

Cheap lighting and power. 
Ample water supply. 


Adjacent to large centres of population 
and industrial areas. 


Advice freely given as to the BEST LOCATION to 
suit YOUR particular requirements, including pros- 
pective transport charges, on application to: 


The Chief Goods Manager 

Development Department 

G.W.R., PADDINGTON STATION, LONDON, W.2 
(Fel: Paddington 7ooo. Extension 2465.) 


~ 


james MILNE 
Paddington Station, W.2 General Manager 
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REEVES.... 


The Artist Colour Manufacturers, have 
prepared for advertisers a special 


range of 


CORONATION 
COLOURS - 


which includes the Colour Council’s 
Coronation Red and Coronation Blue. 
Additionally, they have several har- 
monizing shades which éan be used 
with these two colours for advertising 
Write*for Colour Charts— 
No. 22, Gouache (Poster) Colours, and 


purposes. 


No. 11, Showcard Colours. 
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DEFINITIVE 


ACCOUNTING 


THE PROGRESSIVE SYSTEM. 


As described inf BUSINESS October 

issue, page 29. Automatic monthly 

Statements. By hand—by machine. 
© 


Q 


DEFINITIVE! 


VISIBLE 


THE UNIQUE VISIBLE RECORD. 

Converts Card Indexes into Visible 

Records without re-writing, without 
re-furnishing. 

THE System for the machine posted 


ledger in Trays or Binders. Quick 
selection, quick information. Low cost. 


> 


WRITE OR PHONE FOR 


DEMONSTRATION 


DEFINITIVE 


ACCOUNTING Lip. 
VICTORIA HOUSE 


SOUTHAMPTON ROW 
W.C. 


TEL.: HOLBORN 9006 








A big saving of time 
—that is what the “Robin” Record- 
keeping system means. 

The simple indexing of “Robin” 
Looseleaf Books enables any record 
to be referred to in a few seconds. 
Compact, portable, reasonable in 
first cost, economical in maintenance 
—and British throughout. 

Many firms prefer their record leaves 
ruled and printed to their own 
special requirements, but the merits 
of the “Robin” looseleaf system can 
be tested with a stock ruling as 
below. 

ROBIN BOOK, 5’ x 8’, comprising loose- 
leaf binder bound full maroon buckram,A-Z 


index and 200 leaves (feint, cash 9 6 
or double ledger) i 


Or with looseleaf binder bound 1 2 J- 
maroon pigskin back and corners 


Post free on 7 days’approval, with catalogue. 


J. W. RUDDOCK & SONS 


Looseleaf Book Manufacturers 
LINCOLN 
Also at 3 Old Jewry, LONDON, E.C.2 
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"| key. men to teach the entirely unskilled 


local labour. 

In Cardiff, two brothers, Mr. B. and 
Mr. L. Wills, have also built up a 
successful furniture manufacturing busi- 
ness. Their premises now occupy 
75,000 sq. ft. 

“Factory sites in, this area are 
cheaper than elsewhere,’’ they told me, 
explaining some of the reasons why 
they chose Cardiff. ‘‘The rates come 
out low. Electric current, too, is very 
cheap.” 

Mr. E. Woolfenden, of Turner's 
Asbestos Cement Co., said that his firm 
located in the area in'order to supply. 
the local market. ~ 

‘Our policy is to deliver our goods at 
one price all over the country,” Mr. 
Woolfenden explained. ‘‘We have 
other plants at such places as Trafford 
Park, Erith and so on. These supply 
the market in their districts.” 

Mr. George Whitehead, of Whitehead 


. Switchgear Co., Ltd., stated that his 


company had flourished in the 18 
months it had been operating in Cardiff. 
Most of the local labour employed had 
been trained in the works. 

“We are now trying to recruit our 
staff from the secondary schools here,” 
Mr. Whitehead said. ‘In that way we 
shall build up as we expand.” 

Another new industry just opening in 
South Wales is that of Frixa, Ltd., 
manufacturers of an exclusive quality 
of ladies’ lingerie. This company has 
factories in Austria and Czechoslovakia 
and once imported goods into this 


country. 


Three Sound Reasons For Locating 
a New Factory 


“We are opening a factory in 
Cardiff,” Mr. and Mrs. H. Guttman, 
directors of the firm, said. ‘‘The 
reasons we came here are mainly (1) we 
shall be away from any manufacturers 
of similar types of goods, and shall, 
therefore, be able to train and keep our 
employees, (2) by manufacturing in 
Cardiff we shall free ourselves from 
creating the impression that we are just 
another firm making ladies’ underwear 
and (3) we consider this a good centre 
from which to operate.’’ 

When the factory is in operation it 
will be the only one of its kind in 
Britain. À 

One of the points mentioned by Mr. 
and Mrs. Guttman was the vast amount 
of help and advice given the firm by 
Mr. Davies and the Council. 

These are a few instances of industries 
that ate locating in South Wales. The 
Council has had a growing volume of 
inquiries to deal with lately. That is 
another sign of coming industrial 
expansion in this romantic little land 
of mountains, moors and ‘matchless 
valleys. It is the country of the 
“Almost Forgotten People”. But they 
have been remembered in time and it 
is becoming the land of opportunity for 
the far-seeing industrialist. =~ 


— e 


~~ 


Now you can 


Develop your 
CHINA ‘MARKETS 


And be sure of getting your 
payments in sterling 
and on time 


HINA is a large and rich market 

—for British goods. Till now, 

however, British manufacturers 
have been at a great disadvantage in 
trying to exploit it. 

Business with the Chinese authorities 
and with local private firms is on a 
credit basis, the terms being anything 
from three months to three years—and 
maybe more. In addition, the risks 
have been such as to make even the 
most experienced exporter despondent. 

H.M. Exports Credits Department 
have now, however, made a very con- 
siderable clearance of these snags, and 





Mr. W. M. Kirkpatrick, M.P., business man, 

widely experienced in Oriental trading 

methods, appointed to assist the British 
trader to expand his Chinese markets 


have thus vastly increased the accessi- 
bility of the Chinese market to Britain. 

By appointing Mr. W.M. Kirkpatrick, 
M.P., as representative in China of the 
Exports Credits Department they have 
put in a man well versed in both ends 
of the business. He understands the 
British traders’ aim and, what is more 
vital, he is widely experienced in 
Chinese business conditions and the 
technique of carrying on negotiations 
there. 


Here is a Typical Example of 
the Service 

Mr. Kirkpatrick’s special job will be 
to investigate credit risks in China. He 
will provide the Department—and the 
manufacturer—with detailed inside in- 
formation of the financial and economic 
merits of any proposed order. On this 
information the Department will be 
able to quote premiums for guarantee- 
ing paymentein £'s sterling, on any 
order from a Chiese source, accepted 
and filled by a British manufacturer. 
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A statement like 
this helps to bring 
ACTION: 


O have clearly set out not only the balance, but how old it is, certainly 

brings out to the recipient his tardiness in paging. With the Remington 
Accounting Machine, this statement is posted at the same time as the Ledger 
Account. The Ledger: Account shows the total balance outstanding as well as 
the balance still owing in respect of each month not yet settled. All postings 
are balanced and proved daily. At the end of the month an analysed trial 
balance is built up on the machine, giving a bird’s-eye view of all open accounts 
in the ledger, and bringing to immediate notice those accounts with long out- 
standing items—so that action can be taken by the credit department. 


The above illustration shows only one style of statement. Remington have 
many other installations with various types of statements and ledger accounts 
dealing with this subject. 5 Ea - - 


WRITE FOR SPECIMEN FORMS AND PARTICULARS 


REMINGTON 


ACCOUNTING MACHINES. 






Dept. J458 REMINGTON TYPEWRITER Co. Lro. 
100 GRACECHURCH STREET, LONDON, E.C.3 


ee, ;; 
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YOUR LIGHTER 


EASY AS ‘2 
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WHY NOT SEND FOR THE 
ILLUSTRATED CATALOGUES? 
SHANNON VISIBLE EQUIP- 
MENT IS A SOUND BUSINESS 
INVESTMENT 









.... that’s how easy it is to 
verify one particular point 
among thousands of details 
when SHANNON Visible 
Equipment is installed in 
your office. No time- 
wasting hunt through a 
crowded file . . . no dis- 
organisation of work while 
data is unearthed — with 
SHANNON Equipment 
efficient smoothness is the 
keynote all the time at 


any time. 


IMPERIAL HOUSE, 15, 17, 19 KINGSWAY, W.€.2 


BIRMINGHAM BRISTOL LIVERPOOL MANCHESTER 
NEWCASTLE-ON-TYNE 


GLASGOW 


CAIRO, EGYPT 
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Suppose you have an inquiry from 
a Chinese buyer, 1,500 miles in the 
hinterland: Any ordinary attempt to 
get really reliable information as to 
the standing of the, buyer, would be 
an almost impossible task. Existing 
machinery for obtaining the informa- 
tion is inadequate and special arrange- 
ments to get it would be costly, and 
might take months. l 

The new organization set up by the 
Department will, however, quickly 
clear your path in such a case. Operat- 
ing from Shanghai, Mr. Kirkpatrick 
will have means to investigate exhaus- 
tively the standing of your buyer, and 
he will advise the Department and you. 
The Department will then quote you 
the premium for guaranteeing that you 
will be paid in /’s sterling at the due 
date. 

Further, Mr. Kirkpatrick will help 
along the actual negotiations between 
British and Chinese business men. He 
will also be able to meet and help 
manufacturers and others who go out 
there to investigate markets for their 
goods. 


What You Can Sell to Re- 
awakening China 


This important step has been taken 
by the Department in view of the 
encouraging conditions which now 
exist in China. Industrialization of 
the country in other than the seaboard 
belt is now going ahead rapidly. The 
recent British trade mission, headed by 
Sir Frederick . Leith Ross, found that 
there are rich and expanding markets 
now available for the enterprising busi- 
ness man—markets which a few years - 
ago were not ripe for development. 

Here is a list of goods which can 
find a waiting market in most parts- of 
China: electrical switchgear and general 
electrical goods; all kinds of materials 
and goods for use in drainage; water- 
works, railways and road schemes; 
consumer goods, such as cycles, radios, 
cars, canned foods and a certain amount 
of European clothing, etc. 

German, American, Japanese and 
other manufacturers are already build- 
ing up a big trade with the new China. 
They have done so on a credit basis, 


`| many of them accepting risks which 





FOR CORONATION DECORATIONS 


a fine selection of 


¥& Write for booklet containing 
scenes from our King’s childhood days to date, 


and price list. 


TEXTOPHOTE. 


DISPLAY & ADVERTISING STUDIOS LTD. 
COPENHAGEN STREET, KING’S CROSS, N.I 


Telephone : Terminus 4775 š 


Telegrams & Cables: Textophote, Nordo, London, 


interesting 


of 


Photographic Enlargements 


H.M. KING EDWARD VIII 


Black and White, Sepia, or ig Colour 





‘would be out of the question to British 
business men. Now, however, business 
men in this country can enjoy a big 
advantage over foreign competitors: 
they can get at the China market— 
without the risk. 

If you want to get in touch with the 
Exports Credits Department on this 
matter, address your correspondence to 
The Controller, Exports Credits Guar- 
antee Department, 9 Clement’s Lane, 
London, E.C. - 
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Bedaux 
Gives Us... 


(Continued from page 10) 


operatives are naturally not expected to 
be fully efficient. In most departments 
we start them at 30-B hour and pay 
accordingly. As they improve they go 
up 5 Bs at a time until they reach 60 
Bs. If we-find a newcomer unable to 
make progress we transfer him or her to 
another department. If no improve- 
ment takes place, it is obvious that the 
person will remain an inefficient opera- 
tive, and there is only one remedy. 


Tt will therefore be seen that the 


system works favourably both ways. 
It enables the management to build up 
a first-class staff, and at the same time 
it helps the efficient worker to be more 
efficient and to increase his earning 
power. 


The Fixing of Payment Rates 
is Much Simplified 


One of the knotty problems of the 
ordinary type of management is the 
fixing of wage rates. In Bedaux this is 
very much simplified. Under Bedaux it 
is possible to analyse basic rates very 
carefully by a form of operation rate 
_analysis and provide management with 
the comparative worth of various oper- 
ations. The actual fixing of basic rate 
scales is management’s responsibility, 
and this is frequently done in collabora- 
tion with the operatives and their repre- 
sentatives. Having fixed a basic rate 
for 60 Bs, the problem solves itself. An 
operative working eight hours would be 
required to produce 480 Bs. For the 
480 Bs she would be paid at the basic 
rate plus premium for any Bs produced 
in excess of 480. 

Calculation of production is made on 
daily figures. Sheets giving the details 
of Bs produced by each worker are 
posted up the following day. Any oper- 
ative can see by glancing at the sheets 
if she is producing sufficient Bs. If she 
is under the 60-B standard the figures 
are shown in red. Repetition of this 
kind of showing must be dealt with by 
the management according to its policy. 
We talk over the matter with the oper- 
ative, and if production does not reach 
60 Bs (480 Bs an 8-hour day) we lower 
the standard to 50 B, equalling 9.17d., 
and give the dberative a chance to re- 
cover to the 60-B standard, which must 
be maintained. 


“AMAZING 


of Casson’s 
New Course 


Immediate Rush 


‘to Enrol 
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SUCCESS” 





So great has been the demand for particulars of “BUSINESS 

SUCCESS” that our printers are completely outstripped. The 

many readers of “Business” who are still clamouring for 

details will receive their FREE copies of “How to Achieve 

Greater Success” within a few days. If you have not yet sent 
for your FREE copy, post the coupon immediately ! 


For men and women in every branch 
of commerce and on every rung of the 
ladder—from directors, executives, 
manufacturers, retailers, independent 
traders, salesmen, clerks and students 
—has poured in an overwhelming 
demand for details of Herbert N. 
Casson’s latest and greatest master- 
piece. 

Already many hundreds of eager 
business men have been enrolled for 
his inspiring new course of ‘“BUSI- 
NESS SUCCESS”. The response is 
astounding. 


BRILLIANT EXPOSITION OF 
THE SCIENCE OF BUSINESS 
From every hand comes glowing praise 
for the masterly skill with which 
“Britain’s Business Wizard”? has. 
packed all his unrivalled knowledge 





POST COUPON TO-DAY 


PsycuoLocy PusLisuING Co., Lrp. 
(Dept. B/C2}, 3, 5 & 12 Queen ST., 
MANCHESTER 2. 


Please send my FREE copy of “How 
to Achieve Greater Success? and full 
details of Herbert N. °Casson’s new 
course on ““BUSINESS SUCCESS’. 


Frere ere am tre ares goran on se ann sin butte se se Senn SONNE Sry SANG: Hee set 


Gree Annet Gremio, Gem, sean: NHN GUINEA Senne A TNR SNES Dai tin Si, ete cata eis iin tater CE 


and widespread experience into one 
astounding Course at such a remark- 
ably low price. 


‘Casson’s course expounds the basic 
science of all business and is of vital - 


importance and value to every person 
engaged in any of the many ramifica- 
tions of commerce. {he multifarious 
positions held by newly enrolled 
students of ‘“BUSINESS SUCCESS” 
is evidente of Herbert N. Casson’s 


superb handling of his subject. 


THOUSANDS OF FREE BOOKS 
ALREADY SENT OUT 


To every inquirer for details of 
“BUSINESS SUCCESS” we are 
giving away a remarkable FREE 
book called ‘‘How to Achieve Greater 
Success’’. Every single person who 
has chosen Commerce as a career 
should make a point of reading its 
idea-inspiring message. 

If you have not already written for 
your FREE copy, send the coupon 
immediately. No cost. No obligation. 


PSYCHOLOGY PUBLISHING 
COMPANY LIMITED, 
(Dept. B/C2), 

(3, 5 & 12 QUEEN STREET, 
MANCHESTER 2. 
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$ How We Control Every Minute ` 
Of Time 

There are two points of control of 
time in operating the system: (1) time 
allowed; (2) production time. 

Each of our operatives has a “‘Report 
of Time Allowed’’ Card. This is printed 
to take care of every minute of a 
12-hour day from 7 a.m. to 6.59 p.m. 
Six hours are ranged on each side of 
the sheet. In the centre are panels for 
recording for what reason the time is 
allowed”. This card is punched by 
the supervisor at the minute the oper- 
ative arrives and is punched when she 
leaves. All items, such as ‘‘no work’’, 
‘‘special work’’, and so on, are marked 
on the sheet. 

At the end of each day this sheet is 
turned in to the office, and all records— 
in detail—of time not given to produc- 


Te every nation iis tion is transferred to a “Bedaux Time 
eet’’. : 
Thus, we are able to know precisely 


i & © 
f I how much time went in unproductive 
© WwW Ei © r ERR a a i i e S work or was lostin detail aa a total. 
Similarly, we have perfect control 


over productive time. This is through . 





And in England people are “Yours faith- 


fully ’’’—in letters. Fosh & Cross are yours a ‘‘Works Order Card’’. For each order 
faithfully, in fact. one of these cards is issued. On it are 
y = i listed all processes through which the 

When you want good ‘printing we do order passes to completion. As each 
: ; operator finishes her work on that 
faithfully follow Our instructions, faithfully order, she clips a coupon from it. On 
keep to time, faithfully maintain a high this coupon is marked her number and 
standard and do justify your confidence. the amount of the order. At the end of 

J Yy i the day each operative gathers her 

Your enquiries for. suggestions or roughs coupons together, puts them into an 
and your orders, particularly for booklets, envelope marked with her number, seals 


the envelope and drops it into a sealed 
folders and broadsheets. are invited by box. The pay-roll department collects 
these envelopes and works out from 
the coupons the Bs produced by each 

° operative. 

These two sources of information— 
time allowed and productive time—not 
only give us complete control of the, 

° work effort of our employees, but it 
also enables us to have daily control 
over every item of expense in the 

š factory. i 
This sort of control is essential in 
modern management. No mistake or 


FOSH & CROSS LTD., 80/92 MANSELL ST.,LONDON _ | “lure can pass unnoticed. Tf, for ex- 


ample, such a small thing as delay 


Wholesale Offset Deep, Letterpress and Gravure Printers to Advertising arises from truck boys’ deliveries from 
Agents, Printers and Manufacturers’ bona-fide Printing Departments. department to department, that delay 
shows in both records. Immediate 


Telephones: Royal 1731. Telegrams : Printrade, London. steps can be taken to set matters right. 










Get: the right atmosphere 


with a 


NORFOLK DRAWING 


NORFOLK STUDIO LTD., 102-5 SHOE LANE, E.C.4 
The HOME of IDEAS for ADVERTISERS 


If a machine does not run smoothly: if 
lights fail: if any one of a dozen small 
things happen: they are all set out in 
the daily records. Any problem can 
be tackled immediately instead of drift- 
ing on unnoticed and unchecked. And 
it is just these small hitches in the 
smooth flow of production that need 
constant checking; the big hitches shout 
for attention when they occur. 


System Is An Incentive Because 
Higher Earnings Possible 


As the working of the system depends 
to a large extent on the human factor, 
it is important for management to 
realize its value in this respect. Almost 
every operative can exceed the 60-B 
production if the B value is fair. That 
is one reason why it should be a real 
standard that the operatives can, with 
hard work, exceed and thus earn 
premium Bs. 

Once this state is shown to em- 
ployees, the system becomes a perma- 
nent incentive to tip-top production. 
We have found some operatives are 
capable of maintaining anything from 
80 to roo B production. Indeed, taking 
the average earnings of operatives all 
the year round, including slack seasons, 
we find that they make 20 per cent 
on average in premiums. From a 
managerial viewpoint, we are pleased 
that this is so, for it means a high 
morale and enthusiasm throughout the 
staff. 

Another feature of the system is the 
control of indirect labour, indirect 
materials and other indirect expenses. 
These costs are automatically shown 
on the “time allowed” records. 
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This Fresh Poser 
Faced Us 


(Continued from page 13) 


Our survey was all the more valuable 
because it was largely a personal 
affair. Our travellers investigated their 
customers’ reaction to the proposal and 
reported to us. From head office we 
sent out confidential letters on the 
matter. The answers to these and to 
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IN WORK CAPACITY, WITH 
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RAPID-ADDER! 





THINK WHAT THIS MEANS TO YOU! 


This little lady, now that she 
has a ‘‘Plus’’, can add accurately 
at 24 times her previous best. 
She wasn’t slow before. 

With the practical, handy, 
portable » ‘‘Plus’’, accounts, 
costings and analysis clerks 
can do in 2 hours the work 
which previously took 5 hours, 
without extra strain or fatigue. 


The “Plus? Rapid - Adding 
Machine should, and soon will 
be, in every office, large and 
small, because it is as necessary 
as a typewriter. 

it embodies the latest principles 
which give speed and accuracy, 
is robust and hard-wearing, 
lasts a lifetime, can pay 
for itself in 14 weeks and 
COSTS ONLY 20 GNS. 


39 ST. JAMES'S ST. 
LONDON, S.W.i 


Telephone No.: Central 2488. 


Telephone No. : Central 7822. 
Telephone No.: 26924. 


Telephone No. : Central 6541. 


BRANSONS (Office Equipment) LTD., 5 Halford Street, LEICESTER. Telephone No. : Leicester 22821. 
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ee LET US DEMONSTRATE IT TO, YOU SE 


REGENT BELL PUNCH COMPANY LTD. 


BULMERS, 9! Queen Victoria Street, LONDON, E.C.4. 


JOHN MACLEOD, LTD. 116 Hope Street, GLASGOW, C.2. 
Aiso at 13 South Charlotte Street, EDINBURGH. 2. 


CALCULATING SERVICES, 1 Albert Street, BIRMINGHAM, 4. 
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Cox & Co DP porney, s.w.15 


PATENT NESTING 
CHAIRS FOR SPACE 
ECONOMY 


(Patent No. 344159) 


Please send for catalogue 
(Ref. B.) showing our com- 
plete range of tubular steel 
furniture for all purposes? 
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THE FUNCTION OF STOCK 
IS TO ENSURE MOVEMENT 


The mere balancing of figures will not ensure a business profit. 
The three essential elements of contro] are value, quantity 


and’ TIME. 


The function of STOCK, for instance, whether in a 


production chain or a chain store is to ensure movement. 


Stock which merely fills up bins costs a lot of money to keep ; 
on the other hand, stock not there in sufficient quantities when 


wanted just defeats the primary object, /.e—movement. 
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rm j the traveller’s inquiries showed that 
the trade was favourable to our pro- ` 
posal and in many cases agreed to our 
: suggestion that, if favourable to the 
lines, they should give us showrooms 
space. 
: Good as the response was from aa = 


immediate connection we felt that there 
was a wider and somewhat special- 
ized market available. An excessive 
cost, howevér, of breaking into that 
market was something we wished to 
avoid. We decided to approach a 
Coventry distributor who specialized in 
the marketing of office equipment. We 
were able to give them a closed territory . 
for the city and district. In return 
they bought the goods at an agreed 
price from us and had the freedom to 
market those goods throughout their 
area. 


This Sample Desk was An 
Attractive Bait’ 


In the meantime we were drawing up 
our designs for office furniture. We 
were entering a highly competitive field 
but had formulated a policy by which 
we could overcome the disadvantage of 
being ‘“‘just another office furniture 
concern’’. Our experience in producing 
mantels and cabinets showed us that 
we could produce a specialized type of 


Kardex performs the essential function of revealing at goods at mass production prices. We 


a glance the position of all stock items in relation 


were neither expensive nor cheap but 
to | we produced a very good quality. 
For instance, one of our products was 


demand ; at the same time it provides a very fast medium | a drophead desk for typists. This desk 


for reference and posting. - 


had no metal fittings and was made to 
our own design. Its big feature was 
`| that the typewriter could be brought 


KARDEX SOLVES THE PRACTICAL PROBLEMS OF BUSINESS | 1 Position or slid out of sight in one 


WRITE TO a 






| LEADENHALL ST., LONDON, E:C.3 
TELEPHONE ` ‘MANsion House 392i 


movement. Being all wood, we were 
able to manufacture it in our own plant 
and thus secure the lowest production 
costs. Asa matter of fact the desk was 
marketed at £5 5s. od. 

With this line we produced a range 
of samples of other desks, chairs, filing 
cabinets and so on. These went on 
display in the showrooms of our 
customers and were exhibited by our 
agent. 

Although they were all produets that 


REPRESENTED IN THE PRINCIPAL CITIES THROUGHOUT GREAT - BRITAIN were more or less our standard lines 





they were presented purely as samples 
















save a poor 


An ill-conceived idea, no matter how 
richly embellished, will never make a 
good advertisement. Even the most 
vigorous presentation can only succeed 
in catching the eye. 

The idea behind your advertising must 
be based on more than a mere pretext. It 


HY Mr. I.D.C. representing 
M EITE IDEAS, DRAWINGS, 
; ND COPY BY 
_ 7 CRICHTON” - 








5 CHANCERY LANE LONDON W.C.2. /eGohone HOLBORN 8400 © 


A Good illustration. won't 


© 

idea! 

must have a carefully forged link between 
the purchaser’s needs and the factors in 
your product that tend to influence a sale. 
Crichton can help you find that idea—and to 
support its exploitation with masterful 
illustrations and clear, crisp copy matter. 


Write or phone for ‘'Crichton Admirals Three” now 


N Studios 


of what we could do. Our big point 
“was that we could produce office 
furniture to suit the individual needs 
of any firm, 

Backing up our showroom displays 
was an illustrated catalogue. Cata- 
logues were supplied to our travellers 
and to the trade. Our agents also used 
them, plus their own particular sales 
methods. For ourselves, we continued 
to write letters and send catalogues to 
firms that we knew or believed to be 
interested, as users, in office furniture. 


“‘ Made-to-Measure’’ Furniture the 
Big Sales Point 


Thus we were proceeding on special- 
ized lines. That is the key to our 
success. We knew that there were 
many firms producing standard office 
furniture. We also knew that prices 
went up steeply when such firms 
deviated from those standard lines to 
“specials”. As a result, many busi- 
nesses contented themselves with buy- 
ing any standard office furniture which 
most nearly fitted their requirements. 


We, on the other hand, produced 
furniture designed to meet the 
particular needs of any individual 
business, at prices that were competi- 
tive with ordinary standard lines. 


This sales angle was the main theme 
in the letters we sent out. These 
letters were written to sound prospects. 
We had no regular mailing list. Our 
travellers were instructed to find out 
through their connections when a firm 
in their territory was moving to new 
premises or reorganizing and so on. 
When information came to us through 
these sources we sent out a letter to the 
business concerned. The ‘‘made-to- 
measure’’ appeal was always the main 
theme. 


It can thus be seen that we have 
made no vast drive on this new market. 
Nevertheless, in 15 months this new 
line has grown steadily until now it 
represents more than 25% of our total 
output. 


In the meantime, our main trade has 
continued to increase and we have, in 
the past year, doubled our plant and 
increased our staff’ by 35%. But we 
must make further extensions and thus, 
although our policy has met with full 


WRITE TO-DAY FOR 
THE SHANNON CATALOGUE AND PRICES 






eS m. 


LONG “LIFE FILING FOLDERS 


IMPERIAL HOUSE, 
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Possibly you do, when you 
find disorderly files. Yet 
the fling clerk may be 
working under tħe in- 
surmountable handicap of 


an inferior system ... one 


which demands more time 


than she can spare to main- 
tain order. That handicap 
is entirely eliminated when 
SHANNON Direct Name 
Filing System is in use. 
SHANNON files and fold- 


ers stand for efficiency of 


the highest order. 


—— eet 


I5, 17, 19 KINGSWAY, W.C.2 


BIRMINGHAM BRISTOL LIVERPOOL MANCHESTER 


NEWCASTLE-ON-TYNE 


GLASGOW 


CAIRO, EGYPT 
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REGD., 
DESIGN 
815247 


Maeva sha HEM pi 
on hee rÁ 






` 
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"aake: 


No. 1296 3/6 reran 
No. 1297 6d No. 1293 
With Swivel Extra With Calendar 
Pensocket 3 6 
d P k 
Cer ert. without Base || and Densoeket 3 / 
No. 96 ‘3 each. 


To fi any base wilh 2} inch punchtngs 


EITHER OF THESE LINES CAN BE ENGRAVED WITH YOUR NAME 
FRANK PITCHFORD & Co. Ltd., “YELOS” HOUSE, 
Phone: NAT. 0055 (5 Lines). 


Gift lines 


“VELOS” 1937 
Day-by-Day 
DESK DIARY 





“VELOS” ROLLER 
REFERENCE PAD 


Moulded in Marbelite 
with 60 ft. roll of paper 


Refill Roils 3d. each. 





WELL STREET, LONDON, E.C.|! 
Please mention ‘‘Business”’ è 
= 








REGD. 
DESIGN 
811979 


No. 1290 2 J6 Retail bee — 
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INVALUABLE... to all 


Nn 


buyers of 
PRINTING BLOCKS 

















If you use printing blocks— 
Process Engraving or Stereos— 
in connection with your business gem l J 

please apply for a copy of our A F> `i; ‘ PaLZIEL “FOUNDRY; LIM 


PRICE-LIST AND za A f i a 
Ready - reckoner LA NIE 


This contains much general in- 
formation of interest to the block 
buyeranda very useful ready reck- ae 
oner which tells at a : RN vi R zy 
` glance the correct Sh 
price of any Stereo : 
up to 150 sq, ins. 






FOUNDRY 


UT. 


MANCHESTER 
BIRMINGHAM 


LEICESTER 
LIVERPOOL 


Head Office - 19-31 EARL STREET, FINSBURY, E.C.2. Phone BiShopsgate 6742 





WHAT ARE YOU DOING 
TO GAIN MORE BUSINESS? 


What do you do to hold existing customers, to counteract competition, 
to open new accounts ? 

If you have the least doubt about the success of your efforts read “Your 
Problem too ?” 

It deals with one of the soundest ways of increasing business and shows 
how a host of enterprising firms are obtaining new customers. May 
- we send you a copy ? 


. J. W. RUDDOCK & SONS 


DIRECT ADVERTISING CONSULTANTS i 


LINCOLN 
And at 3 OLD JEWRY, LONDON, E.C.2 








USE THIS COUPON 
~ If you desire information from the Editor or from Advertisers 


To BUSINESS Service Department, Whitefriars House, Tallis Street, E.C.4. 
Please send, without obligation, more information in connection with advertise- 


ment- (or advertisements) in the November, 1936, issue of BUSINESS 
numbered below. * 


wm 9 Ce EF Geet 6 eee 2 es eee 6 oe ee G 


Numbers (see Index, page 5) 
Firm 
Address 
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success, we have raised a further 
problem: How shall we maintain the 
balance between these two volumes of 
trade and yet avoid over expansion? 


We Now Need a More Sensitive 
Control 


Our future plans are, as yet, in a 
formulative stage. Obviously we must 
introduce a system of detailed costing 
and control in our plant which is more 
sensitive than that we have employed 
in the past. 

Our first step towards this control is 
a plan of development of the office 
furniture trade. We are drawing up an 
advertising and marketing scheme that 
can be operated in conjunction with the 
volume of business available in the 
mantel and cabinet business. Thus, 
when we know that this main stream 
of business is falling off over a period 
we can immediately exert sufficient 
pressure on the office furniture market 
to keep the plant in roo% operation. 


> 
Saving 133 Million 
Figures a Year 


(Continued from page 32) 


(1) 4,000 tons of ingots made 


(2) 3,500 ,,. ,, ingots used 
(3) 2,500 ,,  ,, billets made 
(4) 2,000 ,,  ,, billets sold 


(1) *Credit. Melting Shop Pro- 
duction Account, 4,000 
tons ; .. £20,000 
Debit. Melting-Shop Ingot 
Stock Account in various 
qualities, 4,000 tons ... £20,000 


(2) Credit. Melting Shop 
Ingot Stocks, 3,500 tons £15,000 
*Debit. Billet Mill Charge 
Control, 3,500 tons... £15,000 
(3) *Credit. Billet Mill Pro- 
duction Account 2,500 
tons ie, See. gaa Sox 2I7G500 
Debit. Billet Mill Fin- 
ished Billet Stock Account, 
2,500 tons in various 
qualities tee vee tee £17,500 











PENCILS 


VENUS PENCILS are 

incomparably smooth 

and long lasting, their 

standard of quality never 
varies. 

MADE IN ENGLAND, 
KNOWN THROUGHOUT THE WORLD 
if jou would like to select 

ich degree PEA you best, 
sieg (e.g. 2B., B., 
H.B.,) and we Foil ladly 
send samples for you to try. 
VENUS PENCIL Oo. Lid., LONDON, E.g 
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(4) Credit.. Billet Mill Fin- z ie eee a ia a i 
ished Bilet Stock Account, .> SA >. 
2,000 tons... ... ... £14,000 


FIGURE ENTRIES SAVED 
Yearly by This System 
DEPARTMENT 
1. Recording all Raw 


Materials bought 10,000,000 


Sales Analysis by 
Dept., Product 
and Customer ... 11,000,060 


Profit and Loss a/c 
by Dept., Product 
and Customer ... 11,000,000 


Process Ledger a/cs 20,000,000 


Analysis of Order 
Recd. ica ... 12,000,000 


. Progress and Plan- 
ning Records... 25,000,000 


Job Cost a/cs ..» 6,300,000 


Departmental Cost 
ajes sae .. 4,000,000 


Pay Roll ... 
10. Wages ren: +» 10,000,000 


sh amps of Se EVENTUALLY ! WHY NOT NOW? 


erials used ... 21,600,000 
12. Analysis of Raw Your better judgment witl, in time, prevent your doing 
i E without Primus Continuous Stationery. Especially when, 
132,900,000 through not using it, a loss of time amounting, on the average, 
+ to 30 per cent is suffered on such tasks as typing invoices, day 
CASH SAVED YEARLY book recordings, works, orders, etc, 
You must have stationery—let it be PRIMUS—you'll get 
eee increased work with less fatigue and smoother tempers. 
Office Wages ... ... £25,000 


PRESREO oem | PRIMUS 


Better Marshalling and i 5 
Charging Raw Mat- Continuous Stationery i 
erials ... SAA ... £30,000 


Reduction in Waste ... £156,000 Builds Prestige 


= | CARTER-DAVIS Limited 


Debit. Billet Sale Account, 


2,000 tons. ... -= £14,000] QUEEN ELIZABETH ST., LONDON, SE.I 


The accounts (marked *) are balanc- Telephone: HOP 0204/5 


ing accounts to make the process PRIMUS ATTACHMENT SUPPLIED TO FIT ANY TYPEWRITER 
accounts self-balancing in themselves, ee aS — 5 . 
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7m advertising experience 


TT VV TCU OR 






NE stay 
wine 


b ied 
re N 
1 fall 


N GIAN 


jiji 


; Commercial Art—Art which sells the product, is more than the 
wark of the Artist. It requires the Artist-plus. 
Successfyl Advertising Art demands co-operation between the 
Client and a Studio of exceptional talent, backed by the balanced 
Expert of experience. An enquiry costs nothing. 


RALPH & MOTT 


46 GILLINGHAM ST., ECCLESTON SQUARE, S.W.1. VICTORIA 7362 (2 lines) 
FOLDERS, BOOKLETS, POSTERS, SHOWCARDS, ETC. 
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and thus serve as a link with the final 
cost summary totals. l 
The products that are made are 
recorded on unit cards. These are 
summed at the end of the week on pro- 
cess cards as shown in Fig. 7. This 
card is so designed that the top portion 
of the card is hung up in a backing- 
sheet and is used as a debit to the 
process account, and the bottom half of 
this card is hung up and usd as a credit 
to the process account, and our process 


account now appears as illustrated in 
Fig. 8. 


We estimate that we obviate 
Setting down 20,000,000 figures 
per annum(‘in this section. 


OFFICE 
ORGANIZATION 
AND MANAGEMENT 


By Lawrence R. Dicksee and Sir H. E. Blain, 
C.B.E. Eleventh Edition by Stanley W. 
Rowland, LL.B., F.C.A. 


“While conveying an immense amount of 
practical information, 


the book Is never 
dull, and the writing is characterized by 
strong common-sense, TIMES TRADE AND 
ENGINEERING. 


“This volume is a really comprehensive 
office manual embracing che wider aims of 
planning and at the same time the specific ' 
detail for achieving these alms,™ BUSINESS. 


Demy 8vo., cloth gilt, 310pp. 7/6 net (by post 8/-) 


P ITM A PARKER STREET, 


KINGSWAY, W.C.2. 





7 YOUR CUSTOMERS 
Aih, H a combined Index with 
y H pad, blocked with your 

; name, ete. 

280 at 1/9 

Obtain sample now. 
H D. HARPER & Co. Ltd., 
H 258, Holloway Road, 
London, N.7. 
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How to Run Your 
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‘Spare-Parts’ Stores 


(Continued from page 26) 


According to conventional ideas, the 
transport stores department can be 


entrusted to a clerk whose responsi- 


bilities consist mainly of keeping the 
stock at a constant level, issuing parts 
required for vehicle repairs and pro- 
ducing appropriate returns for costing 
purposes. 

H, as it should be, the stores is 
regarded as the centre of the vehicle 
maintenance system, the department, 
be it large or small, calls for technical 
as well as clerical supervision. The 
services of a qualified stores expert will, 
while relieving the transport manager 
of much detail work, enable the fleet 
owners to derive full benefit from 
manufacturers’ service facilities. 


Stock of Spare Parts Should be 
Kept Low 

Owners of fleets engaged on work 
that leaves but little time for mechani- 
cal attentions sometimes regard heavy 
stocks of spares as more or less essential 
in avoiding risks of mechanical break- 
down. In addition to the amounts of 
capital thus expended, the practice is 


THERE’S BUSINESS 
in REMEMBRANCE 


GOODWILL 
GIFTS 


Our 1936 range is the best we 
have ever put out. A few really 
new lines; many distinctive gifts 
for worth-while friends. 


LIST AND OFFERS ON REQUEST 


Simplex Sampling Association Ltd. 
I-_NEWMAN ST., OXFORD ST., 
LONDON, W.I. Phone Museum 5967 


"They shall grow not old, as we that 
are left grow old: 
Age shall not weary them, nor the 
years condemn. 
At the going down of the sun and in 


the morning 


i We will remember them.” 

We can best remember them by offering the hand of friendship to 
their comrades who survived, so many thousands of whom, 
because of sickness or because they are growing old, are today 


in dire need of help. 


-Please help the British Legion to help these men and their 
families by giving as generously as you can for the Poppies 


you will wear on 


POPPY DAY Nov. I! 


DONATIONS will be welcomed, and these should be addressed to the local Poppy 
Day Committee, or to: Captain W., G. Willcox, M.B.E. Organising Secretary, Ear! 
talg’s British Legion Appeal Fund, 29, Cromwell Road, London, S.W. 7. 

LADIES willing to act as Poppy Sellers ara asked to apply to thelr focal Poppy Day 


Committees or to the above address. 





costly in other ways. Valuable space 
will be required for storage, while extra 
labour and clerical work are entailed. 
The ideal stores system is one that 
enables the fleet to be run efficiently on 
small stocks, renewed at appropriate 
intervals from convenient sources of 


supply. 


How The Log Book Helps 
Storekeeping 


An essential feature of any modern 
system of vehicle maintenance or opera- 
tion is the preparation and filing of 
suitable records, preferably in the form 
of folders for each machine. Included 
in the documents they contain will be 
the daily mileage returns, fuel and 
lubricating oil consumption figures, 


.j records of all repairs, together with the 


numbers of all spare parts fitted, as well 
as the cost of labour and materials. 

The information, when summarized 
and submitted to the management, will 
prove useful at times when vehicle 
replacements are under consideration. 
Normally, these records are of the 
utmost value in deciding when any 
vehicle shall be withdrawn from service 
for repair. The data will serve as a 
useful guide as to the probable replace- 
ments required and will enable the 
stores department to obtain suitable 
supplies well in advance of any specified 
date. 


It Pays to Identify Your 
Spares Correctly 


Motor manufacturers are often 
blamed for delay in executing urgent - 
orders for spares from their customers 
which, more often than not, is due to 
imperfect stores organization by fleet 
owners. Realizing the fact that vehicle 
builders must of necessity incorporate 
certain improvements in chassis types, 
care should be taken to keep the files 
of spare parts lists right up to date at 
all times. 

These lists are, in fact, very im- 
portant documents to be preserved in 
the stores department. The makers’ 
part list numbers will serve admirably 
to identify the contents of the stores 
bins. All bins should also bear a card 
showing the maximum and minimum 
stock and figures representing the quan- 
tities in stock at any given time. In 
addition, as a safety check, a small red 
tab may be affixed to any bin whose 
stock is running low, as a reminder that , 
fresh supplies are needed without delay. 


Where to Locate The 
Stores 


Even in the case of small fleet opera- 
tors, the situation of the stores in an 
inconvenient position hinders workshop 
procedure and involves waste of time 
and labour in handling materials. 
Wherever possible, the department 
should be situated centrally in relation 
to the running-shed’and workshop, with 
serving hatches accessible to both. 


Do YOU work bet 


Business Men who 
say brains are more 
nimble in the evening 


by THOMAS DIXON 


HAT lively and informative journal 

the. Daily Sketch has been hearing 

from correspondents who assert that 
their brains become more active and alert 
as the day wears on and that their best 
-work is done in the evening. 


I believe the view may be true—within 
limits. Few men are at their best when 
they first get out of bed in the morning. 
It seems to take a little time to get the 
mental machinery running smoothly at 
speed. When, however, it ddes get into 
its stride, how long will it be before fatigue 
brings the inevitable slowing down? Mod- 
ern investigation seems to suggest that 
employees generally are past the peak of 
activity fairly early in the afternoon. 
From that period onward there is a per- 
ceptible falling off. 


Some people, however, are certainly dif- 
ferent. Here is the view expressed by a 
correspondent of the Daily Sketch, who 
writes from Norfolk and signs himself 
‘‘Michael’”’ : l 


‘‘When working in an office in London 
I stayed behind many a night dictating 
to a Dictaphone letters which I had felt 
unable to cope with during the day. I 
always noticed that these letters were 
more alive and to the point than those 
I had dictated in the mornings.”’ 


That, of course, is extremely interesting, 
but is it conclusive? Is it not fair to 
draw the inference that ‘‘Michael’’ worked 
better at night not because his brain was 
really more active but because he was 
alone, quiet and undisturbed by the ordi- 
nary incidents of the daily work? 


The fact is that under modern business 
conditions, with a never-ending stream of 
almost unavoidable interruptions—the tele- 


phone is a real curse in this sense !—-many’ 


‘business men have almost forgotten the 
enormous improvement in quality of out- 
put secured by working alone and without 
disturbance. Some of the fortunate ones, 
no doubt, are able to “sport their cak” 
and say they will not be disturbed on any 
account. That, however, is the excep- 
tion: few people can afford such luxury. 


““Michael’’, however, does indicate a 
means by which a very large degree of 
privacy can be secured. The Dictaphone 
does enable a man to work alone, free to 
concentrate entirely on the job in hand 
without the presence even of a confidential 


secretary. 


, _it is an epormous advantage to be 

able to do this. hen delicate matters 
have to be weighed and carefully con- 
sidered; a request for “‘repeat’’, or even an 


we 


The model 
illustrated is the 
A.12 De Luxe 
Dictating Dicta- 

phone 


involuntary move- 
ment by one’s sec- 
retary, may inter- 
rupt the train of 
thought with disas- 
trous results. With 
The Dictaphone 
such interruptions 
areimpossible. The 
machine cannot 
mishear or. inter- 
rupt. Thought 
flows smoothly and 
unbroken into 
words and action. 


That is The Dicta- 
phone’s chief merit. ` 


You may be one of the people who work 
better, or think they work better, at 
night. But to work at night, under ordi- 
nary conditions, means that your secretary 
must stay aiter hours. 
won’t be pleased, and, anyhow, she may 
be one of the people who emphatically do 
not work at their best when tired out after 
a busy day. 

The Dictaphone will solve the problem 
for you as it did for ‘‘Michael’’. With The 
Dictaphone on your desk -you can work 
just when you like, for just as long as you 
like. And you can work alone: your 


secretary can go. home at the proper time, - 


and when she returns next day she will 
find the Dictaphone cylinders ready for 
transcription. She won't be left standing 
idle because you are not there to set her 
to work. 


e 

Incidentally, too, you work faster with 
The Dictaphone. There is no speed limit, 
no waiting for your secretary to ‘catch 


‘up’. And your letters, in ‘‘Michael’s’’ 


words, will be ‘‘more alive and to the 
point’, because with The Dictaphone you 
talk naturally. Your own personality gets 
full expression because you talk to your 
correspondent just as if he sat facing you 
at your desk. The dictating machine does 
not give you machine dictation. It does 
enable you to express yourself as you can 
never do when dictating to, a second 
person. | 


And, just because of your freedom to 
control your work and because you are 
never interrupted, The Dictaphone will 
enable you to do more yourself and make 


¢ 





Naturally, she. 





pii 


- 
= 
4 ee p 
vive 2 
*% $ ar per + 
x f 
wae 
we 4 ar Paa RD 
w 
p HETE 
+ fs as 
spou a 
A * 
Pr 


¥ 


Fig 


others do more. It wil, in fact, double 
your capacity to get things done, the true 
object of every executive. 


Test The Dictaphone for yourself—free 
of all charge or obligation. Post the 
coupon to us to-day! We will do the rest. 


THE DICTAPHONE CO., LTD. : 
(Thomas Dixon - Managing Director) 
Telephone : Holborn 4161-2-3-4 


< KINGSWAY HOUSE, 
KINGSWAY, LONDON, W.C.2. 
And at Manchester, Birmingham, Glasgow, 


Liverpool, Leeds, Bristol, Newcastle-on-Tyne, 
Dublin, Belfast. 


POST THIS COUPON NOW 


THE DICTAPHONE CO., LTD. (Dept. H.) 
Kingsway House, Kingsway, 
tendon, W.C.2 


Please send free book "What's an Office, any- 


% ALSO ask for particulars of the new 


DICTAPHONE TELECORD 


lt records telephone conversations and 
conferences ‘ 
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| OUR EGGS IN 
| ONE BASKET 


When Mr. I.D.C. goes to town, he brings 
everything he’s got... for you. 


. Jdeas to give your advertising material a real. 


‘personality’, drawings to keep the eye from 


‘ rogming, and copy that makes the appeal of 


, 
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t 
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your product completely convincing. l 

Whatever the type or nature of your business, 
youll find that Crichton’s threefold service can 
help to bring freshness and vigour to your 
advertising, no matter what form it fakes. 
Remember the prescription — I. D.C. for 
‘Brighter Advertising. 


, 


CRICHTON STUDIOS LTD., 5 CHANCERY LANE, W.C.2. Holborn 8400 , 








Six more buyers 
y 
Let us be frank. Our advertisements were never 
intended to attract direct or immediate response. 
Yet, within a few days of.our recent announce- 
ment on the subject of Multigraph Plates; we 
were able to account for no less than six“ new 


clients for this department. They decided to test 


our claims, and found them to be fully justified. 


; found new and 


Accurate fitting is ensured by Gee and Watson 
Multigraph Plates, because they are curved to fit 


the cylinder absolutely true at all points. Pre- 


- cision of reproduction on the longest run need 


no longer be a matter for mere conjecture. 


better Multigraph 


Dependability, as well as accuracy, is ‘an all- 
important feature of Gee and Watson Plates. No 
matter how urgent the job, every plate is pro- 
duced dead on time, well etched, closely routed, 
and with accurately fitting feet which will not pull 


off or permit the plate to move when printing. 


& Roneo Plates at 


Improvements in plant and organisation have now 
reached a stage where we can claim with all con- 
fidence one of the fastest services for making 
Curved Plates of móre than ordinary quality. 


Why not consult us on your very next’ order? 


Gee & Watson Ltd 


Multigraph and Roneo Original." 
Curved Plates, Blockmakers in Line 
and Tone, Photographers, Retouchers, 
Typesetters, Electrotypers and 
7 Stereotypers. 


Telephone: CENtral 7337 
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HREE hundred millions of extra 


money in Mr. Everyman's” pocket! 
Where is he spending it? What are you 
doing to steer a share of it in your direc- 
tion? Two famous firms outline their 
plans in this matter; read them (page 9), 
you may get some ideas. 


O 


O find youngsters of the calibre to 

form the future driving power of your 
business. You may already have such 
young men, but are you training them to 
become leaders? Ways in which this can 
be done are outlined on page rr. 


O 


T’S not an easy thing to launch a new 

brand of any product on to the national 
market, and every brand has to be handled 
differently. There are lots of basic things, 
though, that have to be followed if you 
want to get away with a successful cam- 
paign. See how the ‘Honeybee’ Honey 
people did and how they overcame the 
special snags that arose in their case. 


Page 17. 
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OW pay those salesmen their car 

expenses and how to get reports that 
show what those expenses really are. 
That’s a thing which cogcerns nine firms 
out of ten, small and large alike. Our 
Transport Editor has gone closely into this 
matter for you and has found the answers 
to just those things you want to know. 
They're on page 26. 


BUSINESS, Published by Business Publications, Ltd., Whitefriars House, Tallis St.,E.C.4. Telephone: Central 9893. 
Subscription rates:—-15/- a year post free, United Kingdom and Continent; 20/- a year post free, Overseas. 














When and where to purchase E, 


. y ” 
" i P x 
> - 
bes mane etn y a ad “ d 
A P om o mime neee = mimiek vie hó 
Ke 
; D -~ i wo w ¥ > + 
. ” = * + * 
í mme n p ae m TAR aR DS P, TH EN SORES 
— boos =e ba 4 et led a [g p > 
2 . ir On $ Se AA waen i 
e = | Col š ve 
af 7 ec cee ~ mate x F 
3 E agapan aa aa sant a i ` + 
ri en he ies oe we rte A 
A’ g Herna, W nal on - Tee. Pi 
n WEL n o z 
* 
a m 
M e 


nmUO WP 


the past 40 years. 





opportunity for service. 


Details regarding depleted, overdue, slow moving or 
obsolete stocks. 

How every job is progressing. 

. Status and credit limits for all your accounts. 

What lines or areas are showing decreased sales. 

How many accounts are overdue and for how long. 

@ You should be able to answer any of these questions at a moment's notice. 


If you can’t there’s a good case for COPECHAT VISIBLE which gives the 
answer for over 120 records ‘‘At a glance.” 


If you have a business problem we will be glad to have an 
We have catered for hundreds during 
May we help you ? 


THE COPELAND-CHATTERSON COMPANY, LTD. 


EXCHANGE „HOUSE, OLD CHANGE, LONDON, E.C.4 
Telephone: CITY 2284 {3 lines) 
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Egry turns to Streamlines 





in the design of its well-known Equipment, and 
takes this opportunity of announcing an entirely 
new range of Autographic Manifolding Registers. 


THE ‘400 LINE” TRU-PAK 


Incorporating improved operating and mechanical 
features, coupled with a most modern and digni- 
fied.appearance, the EGRY TRU-PAK provides 
the most up-to-date and speedy method of hand- 
ling multiple sets: of forms requiring handwritten 
carbon copies for internal routine purposes. 





Interleaving of carbon paper and handling of forms is entirely eliminated through the use 
When sending for of Continuous Stationery. 


sh er se arpa One writing, and one turn of the operating handle will deliver a set’ of forms consisting 
FE ED Typewriter of an original and up to 5 carbon copies. Machines are made in various sizes to meet the 
Attachment. Where usual standard commercial forms. 


etch rt typer The most important feature of this inexpensive device lies in the security and protection 
written this automatic of records afforded by the locked compartment into which a complete copy of the issued 
device will speed u forms is fed for control purposes. If necessary, a dissected analysis of certain pre-selected 


the output of suc items only may be so retained in place of the copy. 


id EGRY LTD. 


Telegrams : EGRYCOMPAK, EALUX, LONDON 








WARPLE WAY, ACTON, LONDON, W.3 Telephone: Shepherds Bush 3377 (3 Lines) 
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You must see the NEW MODELS 

at our Stand No. 7a at the 

Printing, Stationery & Allied 

Trades Exhibition, ©Olympja, ` | _ 

Nov. 23rd to Dec. 5th, 1936. 57a, HOLBORN VIADUCT, E.C.1.- Tel. CEN. 5655 (5 lines) 
And in all the Principal Towns $ 
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OZONAI 


FAN complete with 


3 yds. Flex, separate 
Switch and Adaptor 


T. [28 Standard and 
Fan Fitting £7: 


T. 128 D. Double g 

and Fan 
£8:7:6 

T.128 DR with regula- 

tion for 4 strengths 

of ERT Fan 


Supplied without Fan fess 
£2 :17:6 


Strength 





£9: 
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VENTEX AIR FILTER 


cleans the air to the point of sterilization 
z 


IN YOUR ESTABLISHMENT 
WILL KEEP YOUR STAFF FIT 
OZONAIR PURE-AIR 


PLANT 


All Problems of AIR, PURIFICATION 
DEODORIZATION, etc., solved by 


OZONAIR APPARATUS 


Telegrams : Ozonair, Sowest, London 


~ 


OZONAIR LIMITED pept. 3 


OZONAIR HOUSE, ST. LEONARD STREET, LONDON, S.W.! 


Telephone : VICTORIA 0012 
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elematic keeps you (and all your executives) in the- 
closest possible touch with your entire organisation 
By merely flicking a key, information can be obtained instantly—instructions 
flashed to any department. Telematic saves everybody’s time all day long. 
Is one certain way of introducing increased efficiency. For a small quarterly 


rental, a sytem exactly suited to your requirements can be installed and 7 
‘ maintained. * Send for the Telematic Booklet. 


TELEMATI 


Telephone Rentals Limited i E ow 
FOR EFFICIENT CONTROL WEA $4 










oe eee es es es we ws ws we ee oe se es ee A AA O. AD 
SEND FOR YOUR COPY OF THE ‘TELEMATIC BOOKLET. Please telephone 
for a copy or attach this slip to your [etter heading and post to Telephone 
Rentals, Ltd., Borseferry House, Westminster, S.W.1. Telephone: Victoria 8681. 





Those erecting new premises or modernising flats, offices, factories, etc., should 
consult their Architect regarding the advantages of the Telematic System. 
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of the Dial 


The name “Telematic” and the Trademark “‘The Slave of the Dial” are the Registered property of TELEPHONE RENTALS, LTD.; 
HORSEFERRY HOUSE, WESTMINSTER, 5.W.1. Telephone: Victoria 8681. Controlling subsidiary Companies (Installing and 
_ Service) in London, Glasgow, Newcastle, Leeds, Sheffield, Manchester, Liverpool, Birmingham, Bristol, Cardiff, Beast and Dublin. 
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Management Trends ... 


£ 300,000,000 i 
Bigger Incomes i 


TIDY sum, that. Our probing 
A reveals this prosperity tide now 

running over Britain compared 
with four years ago. Extra money, 
providing a plus market for all kinds 
of goods. 

National income has risen steadily 
since 1932 and now tops its highest 
since 1929; the record year. Tabulated 
quarterly figures: 

December, 1932—-£1,045,000,000 
n 1933—£1,120,000,000 

5 I1934—£1,170,000,000 

a 1935—£1,250,000,000 

At June, 1936—1,343,000,000 

In four years the nation’s income has 
swollen by roughly £300,000,000 quar- 
terly—and is still going swell! 

The figures are taken from Mr. Colin 
Clark’s quarterly national income esti- 
mates, published by Messrs. Pritchard, 
Wood & Partners, Ltd. 

Analysis of this rise shows that 
workers earning under £250 a year are 
now getting something like £75,000,000 
more a quarter than in 1932. Workers 
earning over £5 a week and those 
deriving incomes from other sources 
are getting about {225,000,000 more 
than in 1932. ; 

At the present moment national 
income is running £100,000,000 ahead 
of this time last year. Of this, 
£20,000,000 is going to the small wage, 
£80,000,000 to the big wage class. 


O 


Problems of Production, 
Sales and Costs 


HERE are questions and problems 

arising for management in these 
figures. Comparative with national 
income, in every man’s business an 
upswing in production, wage. costs and 
sales over this four-year period should 
be evident. Are they? 

Our investigation of the problem 
shows that output and sales should 
have risen from 20 to 30% since 1932 
in all manufactures. Foodstuffs, cloth- 
ing, personal goods should have risen 
around the top figure; luxury products, 
more expensive goods around 20%. 

Although production costs have also 
risen, we found the profit margin was 
greater. Improved productive measures, 
better control of every cost, more com- 
plete plannimg of all phases of business 
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Eight Pressing Mattery that 
Top Executives are Considering. 


(By THE 


and lowered distribution costs, account 
largely for the increased margin. On 
average, this increase is 5%. 
Conversations with manufacturers in 
the north, the Midlands, and southern 
England have shown us that national 
income figures are seriously studied 
pointers to business health. Some firms 
expect their basic figures to show in 
chart-plotted form curves roughly ’cor- 
responding to income estimates. 


QO 


Factory and Plant Extensions 
Are Now Tricky Problems 


OST typical of troubles arising 
from this speeding up of business 
is this: Where to call a halt in factory 
and plant additions. Far-sighted man- 
agement is now, we find, determining 
(a) how much longer the prosperity tide 
will flow inwards, and (b) how much of 
the market, existing and to come, can 
be economically exploited by them. 
Mere knowledge of favourable condi- 


EDITORS) 


tions is not enough to avoid disastrous 
decisions on factory and plant exten- 
sions. Plans for the coming five 
years, when peak prosperity—accord- 
ing to economists—will have passed, 
are plotted. These plans take cog- 
nizance of contraction of trade and 
markets as well as expansion in imme- 
diate future. Elasticity is the guiding 
principle. 


O > 


Raw Materials Shortage 
Affecting Plans 


ELIVERIES of raw materials, of 

jigs, gauges, and other tools and 
plant, are lagging far behind demand. 
Up and down the country we hear 
the same complaint: “We can’t get 
deliveries.” - 

Time lag now amounts to anything 
from three to six months. Result: 
disorganization of output plans and 
schedules. Such a basic material as 
pig-iron is practically unobtainable 


Incomes—Spending Power — UP 
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under three months. Said one Wolver- 
hampton manufacturer: “I’ve waited 
four months for the part filling of an 
iron order.” In the Black Country and 
North-east we found that furnaces were 
not being blown in because of shortage. 
In Coventry we were told: ‘Building 
operations on a big new store have been 
held up several times because construc- 
tional steel has not been available.”’ 
The new agreement between the 
’ Cositinental manufacturers ‘and British 
iron and steel masters is helping to ease 
the situation a little. But more needs 
to be done, and there’s possibility of 
opening up the old Welsh iron mines. 
This would add considerably to home 


supplies, particularly since Spanish 
mines are of little assi$tance now. 
O r 
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Skilled Workers: Where to Find 
And How to Keep Them? 


KILLED labour scarcity only aggra- 
vates raw material shortage. It’s 
not merely getting but keeping the 
technically trained worker that counts. 


The ways are many; few are worth’ 


choosing. 

“Last night,” related a Wolverhamp- 
tori executive, ‘‘a trained man came to 
me for a job. He was the first.I’d seen 
for days. I was so scared some other 
firm would discover him that I could 
hardly bear to let him out of my sight. 
I almost went home and slept with 
him!” 

Yes, it’s as bad as that. - 

In Coventry, where 100 families a 
week are moving in to take up factory 
work, the struggle to build up adequate 
staff is similar. 

“We're resigned to taking them 
young and training them,’’ was the 
comment of a manufacturer who 
employs 300 men and wants another 
50 right now. «e 

-At a new factory in Staffordshire we 
were told more tales of dearth of skilled 
men. Welfare was the point gmphasized 
here. 

“Here you see the most comfortable 
cloakroom, washroom and lavatory in 
the West Midlands,’’ the managing 
director declared, throwing open a door 
into the prince of private places. ‘‘Hot 
and cold running water,- central heat- 
ing, air conditioned—all little points to 
ey our men comfortable and satis- 

e B 
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Importing Men Does Not 
Solve Entire Problem 


OVERNMENT trained operatives 
from far-off areas are being drafted 
into factories, but we’re told the men 
get homesick! Further, they’re not 
readily assimilated by the community. 
Movement of entire famélies into an 
area seems a good solution. Coventry 
manufacturers are doing well on it. 
With homes provided, families settle 
down. Otherwise, married men from 
home or unattached workers tend to 
return to home districts. 
Inquiries on methods to tackle this 


disrupting factor shows that firms, 
providing social centres for imported 
workers are keeping their new staff. 
Welfare again. It’s an essential to 
successful management to-day. 
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How Do You 
Pay for Time? 

HAT is the most important factor 

to any manufacturer? The answer 
is: time. You pay for time, your 
operatives’ time, more directly than 
you pay for anything else. The value 
of work which each puts into a given 
minute or hour controls your profit or 
loss. If, therefore, you can have 
complete control of every minute of 
each worker’s production time, you 
obviously become ig the best position 
to control your profits. 

That’s the. thing manufacturers 
to-day are interested in. Last month 
we published the experience of a big 
textile manufacturer with ‘‘Bedaux’’, 
which is a system designed expressly to 
give this planned control of working 
time, and we received more inquiries 
from readers about it than about any 
subject we have published for months. 
That’s highly significant. 
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Planned 
High Prices 


HE specific provision, in the initial 

plans of a new company, that 
selling prices be maintained so that the 
highest possible rates of wages shall 
always be payable to the employees is 
something worth while. 

When this policy was revealed to us 
by the head of a new electrical equip- 
ment company in the Midlands, it 
appealed to us as sound, though novel. 

To emphasize that this generous pro- 
vision was, and is, a fundamental policy 
of the management structure, and was 
as definitely planned as the factory lay- 
out or the raw material supply, let us 
explain further. 

This firm manufactures electrical gear 
of high quality. It was invited to enter 
the “‘ring’’, but refused. By remaining 
outside it could, rivals feared, indulge 
in price cutting, since competition for 
business was fierce. But the rivals’ fear 
was groundless. 

“We maintain that there’s more in 
successful trading than cornering all the 
bysiness and accumulating a lot of 
money for the’ top executives and share- 
holders,” the managing director of this 
concern told us. “‘Judged from a purely 
money standpoint, we could afford to 
cut our prices and thereby get a lot 
more business. But as the nature of 
our work entirely rules out the possi- 
bility of turning over to a mass-produc- 
tion basis, we could not pick up in 
volume of turnover sufficient compénsa- 
ting factors to Balance the cut in prices. 
Consequently the men would have to 
work longer hours for the same wages, 
or we should have to reduce their 
money if they continued the same hours 
as now. 
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“Our original decision was to manu- 
facture goods of the highest quality 
possible and to charge prices that would 
enable us to pay the rates of wages that 
enthusiastic and really skilled craftsmen 
have a right to expect. It gives us 
the keenest pleasure to know that our 
employees are happy, that they can 
afford to live well at home, and that 
they would rather work with us than 
elsewhere.” 

It may seem trite to add the moral 
of “virtue rewarded”, but the fact 
remains that this firm in its working 
life so far kas achieved success, if you 
judge success by order-books well filled 
by the very best types of customers: 
those who buy goods on soundness and 
quality and not purely on price. 
and other things. 

Obviously, however, this is a policy 
more particularly for the type of firm 
specializing exclusively in high-grade, 
made-to-order products. It could not 
to the same extent be applied to the 
firm which must plan for volume and 
work on price. We mention it, though, 
as a clear indication of management's 
trend of thinking to-day. 
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Why Special Areas Report 
Needs Full Adoption 


GNORE the whiskers on a maxim and 

you have the concentrated essence of 
human experience on a subject. 

Bromide “ʻA chain is as strong as its 
weakest link’’ is only too true of 
Britain’s prosperity set against the 
Special Areas conditions. South Wales 
is the particularly thin and rusty link 
in the chain. i 

Our inquiries in Wales—and North- 
east area—lead us to conclude that 
wholehearted adoption of ex-Commis- 
sioner Malcolm Stewart’s much-debated 
report is needed. MHalf-measures will 
not dissolve the real canker of the 
workless. 

Of report proposals, advance of capi- 
tal to new businesses, special induce- 
ments by way of income tax and rates 
remissions, establishment of Govern- 
ment and Government subsidized fac- 
tories of the oil-from-coal type, and 
vigorous marketing schemes for Special 
Areas products, are the pick from view- 
points of business men. These ideas 
mean business expansion. 

Training schemes, transference of 
families to prosperous areas, land settle- 
ment here and in Empire countries, 
work on national road schemes—these 
are good entirely from viewpoints of the 
jobless. 

Talks with manufacturers and other 
industrialists in the stricken areas has 
made it clear to us that all these ideas 
must be used if success is to be attained. 
As it is, a market of a million and a half 
people is poverty paralysed. 

There is one item in the report which 
is useless, the proposal to stop indus- 
trial expansion around London. Such 
control would not help the Special 
Areas and would, hinfer business 
development. 
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Customers Will Start the New Year 
With £250 Millions More To Spend 


“How We are Shaping Next 
Years Marketing Plans — 
To Attract This Bigger | 


Spending Power” 


From Interviews With 
I. A Famous STYLE House in the High Grade 
End of The Women’s Outfitting Trade 
2. A well known Chain TAILORING Concern 
in the Popular Price Section of The Men’s Trade 


tion, a fact that will enormously 

stimulate purchasing in our par- 
ticular field, we expect next year to 
break all records for retail sales as a 
whole. 

The Coronation itself will of course 
be the outstanding function of 1937, but 
the whole year will be a very “‘special 
occasion”, and the many social and 
semi-social events which ordinarily take 
place during the spring and summer will 
be invested with an extra brilliance and 
enthusiasm that will greatly stimulate 
spending, especially in the type of 
clothing and outfitting trade that we 
represent. 

With many plans in formation for 
attracting buying in our own particular 
direction, the only uncertain factor is 
. . . the weather. A genial spring and 
good summer will certainly set the stage 
on which sales records will be broken. 
Frequent rain and a lack of sun would 
deal a very serious blow indeed. 

Among our most important plans for 
attracting to us the bigger volumes of 
spending power that are available are 
our arrangements to launch new models 
for every important function scheduled 
to take place throughout the year. 


More New Models Made for 
Specific Occasions 


Ordinarily, of course, we have always 
produced new designs for the various 
seasons and, to a more limited extent, 
for the more important of the special 
events. For 1937 we shall intensify 
these plans. 

Needless to say, the contracts we are 
now fixing up are exclusively with 
British designers and, to an extent of 
at least 90 per cent, with British manu- 
facturers of materials. 

Our sales, of course, are made 


FE “on, if it were not for the Corona- 





Getting them ready to BUY 


through our retail establishments and 
through the post. We expect people 
next year to spend more so we have 
increased somewhat our appropriation 
for sales promotion and shall intensify 
our activities in all the directions which 
come under this head. 


Window Trims to Synchronize 
with Topical Events 


For instance, in addition to dressing 
the windows of all our retail branches 
according to season, as we usually do, 
we are already planning out, on a 
dummy stage, many other special 
“trims” to link up with special sporting 
and social events, and of course the 
great event of the Coronation. 

Considerable planning is necessary 
to get a set of window trims that can 
be more or less standardized in our 
various branches. 

When we have our dummy displays 
completed to the satisfaction of our dis- 
play managers we shall have the 
photographed in very clear detail. The 
idea is then to send prints to each 
branch, and from these prints each in- 
dividual manager will have his own 
window made up. 

Part of our premises plan has always 
been to have the windows of our branch 
shops of approximately uniform size, 
with the specific intention of simplify- 
ing this matter of display. We can 
have experts to design bay-outs in the 
privacy of our dummy window and 
then issue photographic prints to the 
branches for their instruction. 

Although this plan is of tremendous 
use in getting good displays, we have 


always found it good policy to allow 
our branch managers scope to use their 
own skill and ingenuity. Our instruc- 
tion with the issue of the prints, there- 
fore, has been to use the photograph 
as a basis, with latitude to make such 
minor alterations as the skill and taste 
of the branch manager can suggest. 
As a result, we get a uniformity as far 
as concerns the actua) lines displayed 
throughout our branches, but the slight 
variations introduced by each branch 
manager avoid the monotony of a 
strictly stafidard trim. 

Next year, in order to get the most 
attractive displays possible, we are 
offering prizes to branch managers for 
the best efforts in the most important 
displays. This is one factor by which 
we shall endeavour to attract more buy- 
ing by our customers. 

Naturally, our press advertising will 
link up in every way with our pro- 
gramme of offering special lines for 
special events. But this is more or less 
a routine procedure; the only point of 
difference between our advertising next 
year and that of this or previous years 
is that it will be increased somewhat in 
volume. 


More Power Behind The Direct 
Mail? Shots 


Where weeare making a considerable 
difference is in our direct mail matter. 
Normally, we issue, as a postal shot to 
our customers and prospects, only two 
booklets a year. These, of course, are 
topical for the seasons in which they 
are sent out, but they are practically 
general catalogues. 





s; a third for autumn holidays 





ach of these ‘booklets © . 
specially written from the specific 
angle. In the presentatign of matter 
and general get-up they will be more 
intensive selling efforts than we have 
hitherto used. 

-< Another thing we are doing i is to in- 
troduce several entirely new fabrics of 
the luxury kind. In fact, I might men- 
tion that in every iP of all our cam- 
paigns next year the fActor of ‘ ‘quality”’ 
will be emphasized more than ever. 

The moment spending power in- 
creases, the public, especially women, 
< like to show it in their clothes. Quality, 
< therefore, will be one of the surest 
_ appeals next year. 



























_ Faster ‘Merchandise Information’ 
: To Speed Up Sales 


>o A few of our new materials and new 
_ designs in made-up goods are so revolu- 
_ tionary that we have no means of really 
accurately forecasting how they will go 
= over. We are therefore perfecting our 
system of “merchandising informa- 
- We are arranging to get fuller 
reports back from branch managers and 
from our direct mail department as to 
_. the movements of these specials. _ 
Branch managers _ particularly—as 
> naturally they have actual contact with 
< J gustomers—will be instructed to get all 
the information they can from cus- 
“tomers during sales of the new lines. 
They will tactfully find out just why 
>. the customer likes this or that model or 
¿= = material. Also they will be asked to 
discover customers’ objections to, or 
criticisms of, these lines. 
> All this information they will be 
asked to record as fully as possible for 
prompt dispatch to the merchandise 
formation department, where it will 
be very carefully analysed. 
< From this department, therefore, will 
go out advice to the sales and publicity 
departments about any modification in 
presentation needed. 






























quickly as possible any undue barrier 
that may crop up to hinder the easy 
flow of sales. 

Other details which we shall attend 
-all with the idea of getting a larger 
share of this increased spending power 
-include such things as a complete 
overhaul of the sales floors at our main 
tablishment and branches. Where we 
n.do it effectively we are increasing 
$ pace. for goods on display. 


Very Important: A Lighting 

a System Overhaul 

Aodh point which we consider of 

gřeat importance is that of lighting. 

= o Lighting specialists and the experts of 

` big electrical firms are constantly 

“making such developments in store 
lighting that it is always possible to 
«incorporate some improvement. 








cond for. ‘gunimier holidave x window “and. ae lighting. 


We feel sure > that by the plans I have | 
a ports, and a fourth. for winter, aoe sX me a EN 


w be 


2. Men will Buy More Thr 
This Appeal O f 


EN, I think, will react to the 
M sie of the year 1937 more 


e 
-occasion in living memory. 


In this way we plan to remove as 


addition we are 


- Our 
A s premises ER E is therefore. _ having : 





ole of our- electrical _equipme 
verhauled. We shall put in more show- 
ses- lit mith. invisible’. bulbs, and 


than they have reacted to any 
I do not 
refer only to men in a social position, 
but to ordinary people, small salary 
earners, who form the bulk of our 
customers. 

It is our experience that when 
incomes go up, men, 
young men, react almost as quickly as 
women in the way in which they buy 
new clothes. Some buy for cash, some 


by the instalment plan, but whichever 
method is followed, it is certainly a fact 


that a new suit cr a new overcoat is 
among the first things bought by a 
young man when an increase in spend- 
ing power takes place. 

For some time now our business has 
reflected an increase in spending power, 
not only in the larger quantity of 
clothing bought, but in the demand by 
the average customer for a marked 
improvement in quality. 


Men in this Class Spending 
More per Item 


If I were asked to indicate one out- 
standing factor that has characterized 
our business in the past, say, twelve 
months, I should unhesitatingly point 
to this almost universal demand for 
quality. Young men among our class 
of customers do not incline so much to 
buy more suits when they have more 
money, but to buy better suits. 

Next year, therefore, incomes having 
risen still higher, we are going out more 
than ever to sell—quality. 

All our business, through our retail 
branches, is done on a cash or short- 


term credit basis—up to thirty days. 
We work on high turnover and small- 
poft margins. Our plans for next year- 


include the introduction of new ranges 


of cloths of higher quality even than- 


we have offered before. All our ranges, 
in fact, from the cheapest to the best, 
are being “‘stepped up” in quality. In 


‘““‘quality”’ 
and one and a half guineas higher than 
anything we have offered before. 
These two special ranges will be the 
basis of a new*advertising campaign for 
the early spring and will form the 


beginning of our intensified “quality” — 


appeal for 1937. 


more especially. 


Managers to sell, sell, sell, excee 
quota, and so on. It will be frame 
from the opposite angle. They will t 


are shown the logical reason why cu 


sound. starting point- good - salesme 


_ Thus, with every salesman convin 


offering two new 
ranges at prices one guinea” 


that there will be comparatively 
instances in which it will fail. 


ca bearer an importa 




















: we these increased incomes. 


cutting ‘Bnd making up departmen 
cope with business in these new line 
From the broad point of view one 
the important plans we are developing 
for increasing sales is the slightly 
changed type of matter that will go out 
in our weekly bulletins to all retail 
branches. ; 


















Sending Regular ‘Prosperitğ 
Bulletin to Branches g 


This matter will not be high-pressure 
stuff from head office urging branch: 












































weekly bulletins containing informa 
tion, attractively written up, about th 
general prosperity of the country, = 

This bulletin is handled by a sub- 
department of our sales promotion: 
department. From daily and weekl 
papers of all kinds will þe picked. ou 
news of manufacturing activities; in 
fact, any item which indicates pros- 
perity and spending will be brightly 
written up for issue in the bulletin. — 

If we have branches in any area. 
which is described by the papers as par- 
ticularly active and prosperous, this: 
item will naturally have our apena 
attention, on 

In this way we plan to establish 
firmly in the minds of our managers and 
sales stafis that prosperity is here, that 
spending power is greater and tha 
people are in the mood to buy. “We feel 
that to create such a. “background. of 
confidence is much more effective than: 
direct high-pressure methods in helping. 
staffs to sell. In the former case the 


tomers should buy, and. from..t 


instinctively know the way to proce 
Urged by the latter methods, salesme 
tend to act only as automatons. > 


that callers are in a position to buy, 
will naturally | exploit every occasio 
with the “‘quality’’ appeal. We fe 


Less ‘Snobbish’ Appeal in 1 New 
Advertising Campaign | 
Beginning in the sily pring, w 








By the end of the present year we` many yeas 


shall have completed extensions in out ... a s 
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How We Build Up Those Young 


Talent spotting is one of the purposes 
of daily technical lectures to juniors 
in this firm. Promising material 
is nursed carefully along with an 
executive position as the goal 









“We never leave a key executive position without adequate 
coverage by one or more understudies,” says Mr. Winslow 


HERE'S a world of difference 

| between (a) employing a number 

of people to do work in return for 
wages and (b) building up a staff. 

The first results in a ragged, disinter- 
ested assembly; the second produces a 
family well knit together as an effective 
whole that readily co-operates under 
the executive managementțt’s policy. 

One system is obviously bad business; 
the other, good. - 

Apart from being good business from 
other points of view, policy No. 2 is 
essential to the management that does 
not want to be caught short of capable 
officers in these days of an employees’ 
market. 

Five years ago, just before the slump, 
we replanned our organization strongly 
in line with system No. 2. We fixed 
it as our constant aim thenceforth to 
build a staff. 

Our methods of embarking on this 
policy were not cut and dried before- 
hand; we developed them by degrees. 
Now, however, after more than five 
years of theory, experiment and prac- 
tice, we have got down to a system that 
is, we think, quite efficient. I will 
outline it very briefly. 


Initial Selection is the Most 
Important Step 


Before any business man can really 
build up a staff, he must be prepared 
to take a lot of trouble at the very 
first step—that of selecting applicants, 
because most of his future executive 
material will be drawn from his rank 
and file of workers. If you haven't 
selected your men well, you will not 
find much promotable material among 
them. 

In our firm of about 900 employees 
we draw our executives from two 
sources: (a) a very few from outside; 
(b) the majority from inside the 
organization. 

Five years ago we departed from 
tradition and installed a personnel 
manager, a man of 35, old enough to 
have had ctigal experience, whom 
we selected after carefully examining 


about fifty applicants. This man has 
since been solely responsible for our 
successful staff building. 

I will outline first our method of 
taking in young executives from out- 
side, 

Our personnel manager workg in 
constant close touch with our three 
working directors and all departmental 
managers. He has a complete plan of 
the whole working personnel. His first 
and most vital duty is to see from his 
plan that every important job is amply 
understudied by one, two or even more 
capable runners-up. 

The moment a key position becomes 
uncovered—probably through a promo- 
tion—he at once combs that depart- 
ment, then all other departments, for 
a promising understudy. If he cannot 
find one, then he has carte blanche to 
take in an outsider, 


Why We Like to Have Long 
Contracts 


Examinations of outside candidates 
are never rushed. The personnel man- 
ager takes plenty of time with his inter- 
views. Every man is given a full 
hearing, but after the first interview the 
candidates are whittled to an ‘‘ideal”’ 
four or six. The personnel manager 
then arranges for each man of this short 
list to come up in turn to be examined 
by a small informal committee of a 
director, the departmental head and the 
personnel manager himself. The canyli- 
date finally selected is put on a month’s 
probation. If after that time he is 
approved, he is asked—though not 
pressed—to sign a contract for three 
years. 

This long-term contract policy is 
important; it is one of the successful 
points behind our low labour turnover. 

On final acceptance, the ex-proba- 
tioner is then appointed to the staff and 
to his appropriate job. For the next 
month the personnel manager will see 
him often and in a friendly, cheery way 
make sure that he is ‘‘taking hold” 
properly and is being given all the help 
and instruction he needs. | 


EXECUTIVES 


for To-morrow 


By 
H. C. WINSLOW 
Director: Mayet» Hanbury, Ltd. 


The newcomer thus works*along for 
six months and then goes for another 
special interview with the personnel 
manager and the department chief. If 
everything is satisfactory, the young 
man is then definitely assigned to a 
title: assistant chemist, publicity man- 
ager, stores controller, or whatever it is. 

We believe in fixing titles and re- 
sponsibilities: it raises a man’s prestige 
and lets him know what he’s working 
for. 

After six months, also, a young man, 
if he wishes, can take a spell in any 
other department—always with the 
proviso that officially he is still under- 
studying his original job and that he 
must go back to it at once in case of 
emergency. 


After One Year, Tried Out 
in Control 


After the first year the executive 
trainee, according to the ability he has 
shown, may be called upon at any time 
to take a spell of full control in the top 
position, At such times he will, of 
course, have the backéng of the chief he 
is understudying. 

After, say, two such spells he will 
take charge, without any backing, while 
his chief is on holiday. 

During all this time the personnel 
manager will have kept a full dossier of 
his progress based on the personnel 
manager's own observations and on 
monthly reports passed back by his 
departmental chief. 

After his first spell of full control, the 
young executive is invited to an inter- 
view with the managing director. This 
is quite an informal meeting with the 
head of the firm. Our chief is a man 
of great personality and has a wonder- 
ful knack of making his young men feel 
at ease and full of confidence. These 
interviews serve to put our budding 
executives firmly on their feet for future 
progress. 

A still more important duty of the 
personnel manager is to keep a constant 
eye open efor promotable material 
among the rank and file of the staff, 
and I must say it is from these ranks 
that he finds most of his embryo execu- 
tives for promotion into understudy 
posts. The procedure is the same 
except, of course, that there is no 
month's probation. 
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Solving The User’s Problems . . 


That’s the Policy which has 
Built up This Business 


By Our Special Representative from an Investigation 


Carried out by Courtesy of 
The BRITISH OXYGEN CO., LTD. 


HIS company manufactures and 
| sell? everything which the engin- 
eer and metal worker require for 
welding and cutting. There is no need 
here to go into a detailed list of what 
these things consist; it will be sufficient 
to mention that they come under two 
broad heads: (a) the mechanical equip- 
ment which includes everything from 
the small hand blow-pipe to the large 
automatic cutter; and (b) the various 
gases used with this equipment. There 
is a third side of the business, the 
manufacture of gases and some instru- 
ments for the medical profession. For 
the present purpose, however, this will 
not be considered as, although the 
company does an important business in 
this line, the volume is not by any 
means so large as that of the industrial 
welding and cutting side. 


Welding is a science. The company, 
as pioneers in its development, long ago 
discovered that every process of it 
involved complex technical problems, 
and rightly understood that merely to 
sell equipment for welding was, there- 
fore, very far short of what was 
necessary to beild up a successful 





These net profits tell 
their own story of the 

Company's steadily 
expanding business 


business. They realized at the outset 
that the vital thing to do was to 
advance the technique of the science 
itself, to follow a consistent policy of 
showing the industrialist how it could 
be applied to make his own engineering 
processes more efficient, more speedy 
and® less costly. 

British Oxygen therefore formulated 
the whole of their selling policy on the 
basis of educating the user and the 
prospective user. That this has been 
« successful policy can be gathered from 
a glance at the chart reproduced here 
which shows the substantial rise in 
profits since 1931. 


Educational Selling Comes Under 
These Main Heads 


Again, speaking quite broadly, this 
policy of educational selling comes 
under the following main heads: 

1. Employing sales- 
T men who are trained 
to a high degree of 
technical efficiency in 
the company's own 
school. 

2. Using demonstra- 
tion vans under the 
charge of skilled oper- 
ators who work on 
actual technical prob- 
lems with which engi- 
neering firms become 
faced. 

3. Dispatching spe- 
cial engineers from 
the company’s works 
to assist users with 
any unusually com- 
plex problems that 
cannot be handled by 
the demonstration van 
crew. 


O 


Vital point of the 
Company's policy: fre- 
quent demonstrations to 
engineer-customers and 
prospects, of the latest 
developments in Welding 


£449,828 


7933 


£109,241 





4. The issue of educative literature, 
exhibition of technical films and the 
holding of monthly lectures at the 
company’s works. 

5. Training of young men at the 
works school so that, on attaining 
proficiency, they can be recommended 
for jobs in engineering firms. 

6. Giving specialized training or 
refresher courses tọ firms’ own welding 
engineers. 

The school which the company runs 
in conjunction with its London works, 
at Cricklewood, is thus almost the 
entire basis of this educative sales 
policy. To take the numbered items in 
order : 


1. Trained Salesmen: The First 
Line of Service 


Before a salesman goes out on the 
road he undergoes a very comprehen- 
sive course of training at the school. 
There is not much of pure salesmanship 
in this training, it is a degree of 
technical efficiency that is aimed at. 
When he is finally appointed to a 
territory he is well equipped to meet 
the engineers of his customers and 
prospects. 

The training of the salesman is not, 
of course, so exhaustive as to make him 
a consulting welding engineer. He is 
still a salesman, but sufficiently 
grounded to be able to know thoroughly 
the products he is handling and to 
estimate the potentialities of the weld- 
ing departments with which he comes 
in contact. 

He is, naturally, frequently accosted 
with one or more of the many technical 
problems which constantly beset his 
customers. On those “dccasions he 
knows he is well backed by the 
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company’s second line of service: the 
demonstration van. 

If a customer, therefore, is up against 
some technical difficulty and the sales- 
man cannot handle it on the spot he 
will know when the demonstration van 
and its expert crew will be in the 
district and will therefore make an 
arrangement for it to call on this 
customer. 

Similarly, if the salesman is able to 
interest his customer in a new piece of 
large equipment he will order this to 
be brought round and shown at work 
by the demonstration van. 


2. Demonstration Vans: The 
Second Line of Service 


The demonstration vans and the 
salesmen work in close co-operation, 
but a demonstration van is not perman- 

ently in each salesman’s territory, so 

the latter does not make uncontrolled 
calls on it. 

The vans are scheduled to tour, in 
turn, each salesman’s territory. When 
a van is in an area that particular sales- 
man makes a special point of getting his 
customers and prospects to bring for- 
ward their problems so that the van 
crew can give assistance on them. 

The van itself is literally a mobile 
workshop as well as something of a 
showroom. Its crew are welding engin- 
eers who have been trained by the 
company to a point of such efficiency 
that they are able to cope with practic- 
ally any technical problem likely to 
arise in the course of ordinary work. 

When they reach a customer who 
needs assistance their procedure is to 
begin the job that has caused the 
difficulty and then to explain to the 
firm’s welding engineer and operatives 
how to proceed ptoperly from that 
point. 

After much practical experience the 
company found it necessary to limit 
their travelling experts’ service in this 
way as the former policy of completing 
customers’ ‘‘difficult’’ jobs was proving 
too successful ! 

Running through this well-devised 
technical service to industrial firms is, 
of course, the policy of salesmanship. 
New apparatus and materials are thus 
brought to the attention of customers 
in the most practical and convincing 
way. 


3. How Specially Difficult 
Problems are Dealt with 


Sometimes it happens that a user 
becomes faced with an unusually diffi- 
cult problem, one that calls for investi- 
gation or special research beyond the 
scope even of the demonstration van 
crews. In such cases the company 
sends out from headquarters an engin- 
eer who is a specialist in the particular 
kind of work involved. 

This engineer, if possible, solves the 
problem in the customer's own works, 
but if he finds that the solution requires 
‘the use of apparatus and facilities not 
possessed by the customer then he has 
the job brought back for completion at 
the British Qxygen Co.’s workshops. 

Here, again, the possibility of intro- 
ducing the element of salesmanship is 
obvious. 


Typical of the highly 

scientific research carried 

out by the company to 
solve users’ problems 


O 


4. Literature, Films 
and Lectures 


The issue of educa- 
tive literature is an 
important link in the 
plan. Technical book- 
lets on every phase of 
welding are periodic- 
ally produced by the 
experts on the firm’s 
staff. These booklets 


are not theoretical 
handbooks but the 
recorded experienêes 


and findings from the 
mass of practical and 
research work that 
goes through the com- 
pany’s hands. 

These booklets are 
issued regularly to 
customers and to care- 
fully selected lists of 
prospective customers. 

Great attention is 
given to the supply of 
constructive editorial 
articles to the technical trade Press. 
Every article is designed to be helpful 
to the particular industry represented 
by the paper to which it is sent, and 
every contribution is, of course, pre- 
pared by an acknowledged expert in 
the points dealt with. 

An important item which circulates 
within the company itself is a monthly 
technical bulletin. In here are collated 
and published data relating to the 
problems and solutions found by the 
salesman and the demonstration van 
crews in customers’ works all over the 
country. 

This little publication is a mine of 
information, dealing constructively, as 
it does, with matters covering the whole 
of the diverse sphere of industrial 
welding. 

Films form another powerful factor in 
educating the user. The company has 
a whole-time cinematographer who 
produces full-length films showing how 
various jobs can be successfully handled 
and showing, also, details of new 
processes as they are developed. 

Besides showing their own films, the 
company circulates lists of titles to the 
engineers of large firms and to technical 
educational centres throughout the 
country, inviting these bodies to borrow 
the films for exhibition to their work- 
people and students. 

Every month a technical lecture is 
given in the company’s lecture hall at 
Cricklewood. Welding engineers and 
students from all over the country 
attend these popular, informal events. 

As these notes are Written arrange- 
ments are being made to actommodate 
a large. number of executive engineers 
from the four great railway companies 
who will attend a conference on the 
latest methods of welding and cutting 
as applied to railway work. 
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It is needless to comment on the 
value, as an ultimate sales factor, of 
demonstrations, conferences and educa- 
tive lecturing such as this. 


5. Scheme Provides Customers 
with Trained Operatives 


In addition to fulfilling the purpose 
of a training ground for its own staff 
the company's school performs a highly 
valuable service in training young men 
in welding and alsoe in giving extra 
instruction or refresher courses to the 
welding engineers of firms who are the 
company's customers or prospects. 

This again has a powerful bearing on 
ultimate sales promotion. Manufactur- 
ing firms all over the country have 
come to recognize British Oxygen as 
one of the most reliable sources of 
supply for young operatives for their 
welding departments. Firms therefore 
send to the company when they need 
young welders, By so doing they know 
they can be supplied with young men 
whose training has been the most 
modern possible. And they know, too, 
that if they want young men who have 
a specialized knowledge of some 
particular field of welding, they can be 
supplied equally well. 

This, of course, naturally reacts in 
the company’s favour in so much as 
they have introduced a man trained in 
the use of their own apparatus and 
materials. eThat man will obviously 
retain his preference for the company’s 
products. 

A similar influence gets to work when 
firm's own engineers come to company’s 
school for a ‘‘refresher’’ or advanced 
training into some specialized channel. 

This very brief description, then. 

(Continued on page, 42) 
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Mior freer trade are returning, even There is hope that South Wales will 
“to Europe. This is the significant regain some of the 2,100,000 tons of 
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INDUSTRY’S CLINICAL CHART SHOWS GOOD HEALTH 
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raw steel, an unnecessary upset of the 
trade balance also results. 


Boiling European Pot Causes 
Unrest X 

FYCHE political situation in Europe © 
has worsened during the month. 


sailles Treaty territorial arrangements; o o — 
the new Austrian-Hungarian accordo o o 
with Italy; the emergence of something 

like a triple alliance between Germany, o< 
Italy and Japan for economic purposes; 
the visible stiffening of the British atti. 
tude towards certain European states: ao 
all these influences have not merely. 
temporarily depressed Stock Exchange 
prices, but have tended to decrease con 
fidence in the general business situation. 
We must probably wait for our Govern- 
ment’s recognition of both the Spanish ee 
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THE TREND OF TRADE 





parties as belligerents before the tension 
is eased in the Mediterranean. 
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France Sees Things Our Way | 


HE most satisfactory feature of the 

European situation has been the 
renewed vitality shown in every direc- 
tion by France. The Blum Govern- 
ment is willing to co-operate with us 
to the utmost extent in currency, indus- 
trial and economic, as well as political 
matters. 

At last, too, the French market 
should become more valuable. After a 
poor start, the inevitable effects of de- 
valuation are making themselves felt. 
The stay-in strikes are apparently. over. 
The finances of the local councils have 
been relieved by transferring a portion 
of their charges to the National Budget. 
The farmers are thereby helped. Coal, 
iron and steel outputs are rising rapidly. 
Unemployment is falling, although, 
normally, it rises at this season. The 
railways are carrying more goods; the 
motor industry is booming; cotton pro- 
duction has risen in a quite startling 
way. 


Industry Clocks in the 
40 hour Week 


“HE improvement in employment 
may be partly explained by the 
partial introduction of the 40-hour 
week. Few British business men realize 
that both French and Belgian industry 
are being revolutionized by the intro- 
duction of shorter hours and proportion- 
ately higher wages as in the American 
example. These facts are worth notice. 
Last month the 40-hour week was in- 
troduced in the whole of the French 
coal mines; this month it goes into force 
in the whole group pf metal and engi- 
neering trades; a fortnight hence it be- 
comes operative in the building and 
constructional industries, and on ist 
Jariuary in the textile trades. Early 
next year the 40-hour week will be 
virtually universal in France. 

The Government estimates that al- 
ready, as a result of the 40-hour week 
as now introduced, coupled with de- 
valuation, costs have risen by xxr per 
cent. Here is the danger-point in the 
French situation. But some expert 
observers report that improved methods 
and machinery will enable French in- 
dustry at least to keep the rise in costs 
within reasonable limits. 


Less Work, Same Wage 
Demand Coming 


HE effect of these changes in two 

of the countries co-operating with 
us in securing monetary stability will be 
double-edged; ‘on the one hand they will 
increase our competitive power; on the 
other they will expedite the agitation 
for similar hours among the workers in 
every industry in this country. Already 
there is a distinct threat of a strike in 
_ the great printing industry for a 40-hour 
week at the wages now paid for a 
47-hour week. All the engineering 
unions back similar claims, hitherto 
strongly resisted by the employers. 
The labour difficuljies in the cotton in- 
dustry hinge on wages, but the hours 


question may at any moment be pre- 
cipitated into the discussions. Many 
far-sighted employers are already work- 
ing on the results of a 4o-hour week in 
their own concern or industry. 


Most Home Trades Now 
Scoring Bulls 


T home boom conditions have defi- 

nitely arrived, outside Lancashire, 
the North-east, South Wales and the 
West of Scotland. Employment is at 
a new high record, like business acti- 
vity; shop sales continue to rise; both 
iron and steel have again hit new high 
levels; plans for private building are 
falling very slowly; the rayon industry 
not only beats its monthly record with 
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unfailing regularity, but is getting its 
fair share of foreign business; the motor 
industry has made another spurt. 


Foreigners’ Purses May 
Soon Open To Us 


HE rise in exports, however, fails to 

keep pace with that in imports. We 
shall slowly be faced with a visible 
adverse balance, even allowing for our 
invisible exgorts. This need cause no 
sleepless nights; the raw-material pro- 
ducing countries aré increasing their 
purchasing power every day; devalua- 
tion and currency agreements are open- 
ing up the foreign trade channels. At 
this stage of world revival it is almost 
inevitable that we,should have a tem- 
porary adverse balance: but even the 
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goods we buy abroad enable the pro- 
ducers of the raw materials which went 
into their manufacture to buy from us. 

Most encouraging is the slight im- 
provement in both the cotton and the 
coal industries. In October our exports 
of cotton yarn and manufactures rose 
by £452,713. While Lancashire may 
not be regaining her old markets, she 
is now holding her own in them, even 
against Japan. Simultanesusly, she is 
opening up new „business in many of 
the Empire markets, including British 
West Africa, Australia, New Zealand 
and Canada. 


Vital Push Coming 
In Specigl Areas 


“ae improvement in our two most 
hard-hit industries coincides with a 
welcomeenew vigour of attack on the 
problem of the Special Areas. Mr. 
Malcolm Stewart has been able to con- 
vince most people, probably including 
the Government, that industry must be 
offered special inducements to go to 
South Wales and to the North-east 
coast. As Mr. Stewart stresses his con- 
viction that the manufacturer must be 
left entire freedom of choice of site for 
his factory, there can be no reasonable 
quarrel with his main thesis. The 
indomitable Sir John Jarvis has suc- 
ceeded in inducing two very important 
firms to co-operate in a new tube works 
for Jarrow, despite every possible 
obstacle. What Sir John can achieve 
single-handed for Jarrow, special in- 
ducements can surely achieve in other 
areas. Coupled with .the continual 


Nutshell Survey of 
Every Trade Area 


London District: The metropolis is preparing for a 
record sales season this Christmas. Buying is reported 
to be heavy and prospects of a bumper sales total 
excellent. Employment runs high. Retailers expect 
some trouble to get competent rush-season staff. 
Manufacturers remain busy. River traffic good. City 
active. General outlook bright s: 

E. & S.E, Districts: Corn prices up, crops low. 
Sugar beet crop good. Sheep, pigs selling at fair 
money. Cattle stil cheap. Hay crops largely spoiled. 
On whole, East Anglia slightly better off compared 
with last year. Norwich boot and shoe factories not 
very ae but prospects are fair, particularly South 
Africa, New Zealand and West Indies trade. 
Midlands: Hosiery, knitwear and kindred trades work- 
ing at pressure in Leicester, Nottingham, Coventry 
and such centres. All types engineering at Birming- 
ham, Wolverhampton, Rugby, also hardware, non- 
ferrous metals, jewellery, motor industries, all very 
busy. Iron and steel at Sheffield, Scunthorpe and 
similar places working at capacity with orders for 
months ahead. 

W. & S.W. Districts: Cardiff, Swansea and South 
Wales iron and steel works now running into record 
production. Only galvanized iron section not very 
busy. Grain and timber trade active at Bristol, 
Newport, Gloucester. Leather industry also doing 
well, while furniture factories are working near 
capacity. Coal industry in area more active, with 
much brighter prospects following devaluation of 
franc and new agreement with Italy. 

N.W. Districts: Possible rise in pig-iron prices fore- 
shadowed by shortage in north-west area. Barrow 
in Furness district swamped with orders, Foreign ore 
scarcity partly to blame. Iron shortagé# growing. All 
through Lancs every kind of vial as 4 firm very 
busy. Cotton yarns market cheerful. iece goods 
market slightly improved. Liverpool grain market 
very active. Shipping shows renew®d activity. 

N.E. Districts: Wear, Tees, Tyne shipbuilding gain- 
ing momentum. On Wear alone 22 vessels being con- 
structed and more on order. Coal markets continue 
to improve. Excellent home demand. Middlesbrough 
and other iron masters cannot keep pace with orders. 
Output sold months ahead. In agricultural areas, 
root crops good. General prospects fair, 

Northern Ireland: Distributive trades likely to absorb 
some unemployed in next month, but otherwise the 
outlook has not materially altered. Tailoring trades 
a bit better. 





migration of the younger generation, 
from South Wales in particular, such 
schemes may yet do much to save the 
Special Areas from possible economic 
stagnation. 


U.S. Hot On Scent 
of Recovery 


EWS from the United States is 

uniformly encouraging. Despite 
their alleged feudal instincts, America’s 
industrial leaders have accepted Mr. 
Roosevelt’s victory in a sporting spirit. 
The season of melon-cutting has set in. 
With the further impetus of an excess 
profits tax to encourage the great cor- 
porations to pay exceptional dividends, 
wage rises have become common; 
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money appears to be circulating with 
the utmost freedom. These would seem 
to be the conditions for another huge 
American boom. 

Fortunately, there is every evidence 
that President Roosevelt intends to 
apply all possible brakes. Indeed, his 
aversion to ‘“‘hot money’’ would seem 
to be almost overdone. This caution in 
monetary policy is a welcome reversal 
from the more prodigal ideas of his 
immediate predecessors. As we pointed 
out again and again, a prosperous 
America is the greatest single factor 
making for world prosperity because of 
that country’s enormous potential pur- 
chasing power for raw materials of both 
East and West, and for every type of 
European luxury. 





A BIRD’S EYE VIEW OF ACTIVITY 
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A BRAND is Lining Up 
This Product for Nation Wide Sales 


By G. HAVINDEN, Sales Director 
Honeybee Farmers Ltd., Marlborough, Wilts. 


launched ‘‘Honeybee’’ Honey on 

the market, there was no out- 
standing proprietary brand of pure 
English honey, so our action, in its way, 
was revolutionary. 

The problem was a thorny one from 
its inception. We had all the disad- 
vantages attending the marketing of an 
ordinary manufactured article, plus 
several other obstacles. Perhaps I can 
best explain them by outlining briefly 
the state of the honey business as it 
was, and still is, at all events for the 
present. 

Bee-keeping in this country has been 
always more a hobby than a business. 
There has never been real organization 
behind the production, the maintenance 
of quality and flavour, or the control 
of prices. It has been mainly a local 
trade. The usual practice was for the 
private bee-keeper to go to his local 
grocer and say: ‘‘Look here, I buy all 
my groceries from you, so what about 
your buying my honey?” Grocer and 
customer would then come to an 
arrangement, and perhaps as much as 
several hundredweights of honey would 
be handed over the counter in bulk. 
The grocer would then bottle and label 
it as “locally produced’ honey and 
retail it to his customers at the best 
price he could get. 


We Aimed at Standard Quality, 
Flavour and Price 


It was obvious that if we were to 
be successful in selling honey as a pro- 
prietary article it must be produced in 
sufficient bulk to enable country-wide 
distribution to be made. This was 
assured when the company of Honeybee 
Farmers, Ltd., was formed. At our 
Marlborough farm, Wiltshire, we in- 
stalled electrical machinery which, in 
the extracting season, deals with 3,000 
to 5,000 pounds of honey daily. The 
honey is not at any time touched by 
hand. 

Production on such a scale enabled 
us to formulate our three-point policy : 
(1) Standard Quality; (2) Standard 
Flavour; (3) Standard Price. 

We pride ourselves on the fact that 
all our honey of any one year is of one 
standard quality throughout. We can 
guarantee that every jar taken at ran- 
dom from our store is identical. This 
cannot apply, of course, to honey of 
different years, since in one year the 
main flow may be from hawthorn and 
sainfoin, and in the next from char- 
lock or clover—factors beyond human 
control. 

Reliable sgandards in quality and 
flavour are essenttal to successful mar- 
keting. Our aim was to make it pos- 


(Y kunci six months ago, when we 


sible for the housewife to say: “If I 
buy ‘Honeybee’ Honey I know always 
what I am getting.’ This is precisely 
what she could not say under prevailing 
marketing conditions. Once the grocer 
had sold out his beekeeper-customer’s 
honey he could not replace it. With 
‘Honeybee’ Honey there is, for all 
practical purposes, an unlimited supply 
of a uniform product. Thus it gets the 
confidence of the retail stockist and the 
consumer. 

On the question of price we had to 
face competition from Empire and over- 
seas producers and also from honey 
substitutes, to which reference is made 
later. 

The fact that pure English honey is 
superior in taste and quality to any 
other in the world and is universally 
recognized as such, gave us a great 
advantage over Empire and foreign 
honey, which is produced mostly from 
a single type of flower. In England 
there is no such restriction. A wide 
variety of flowers is found in any one 
neighbourhood, and British bees there- 
fore can gather honey from clover, cow- 
slips, thyme, heather, and a host of 
blooms, with the result that English 
honey is a delightful blend. 
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Untortunately, there are on the mar- 
ket honey substitutes being sold under 
the description ‘‘Prepared Honey". 
This is a misleadirtg description, and 
is responsible for insidious and unfair 
competition. This ‘‘prepared’’ honey, 
in fact, may be merely cane sugar to 
which has been added a small propor- 
tion of honey, and, while overloaded 
with sucrose, is*almost deficient in the 
levulose and dextrose sugars, acids, 
volatile oils, vitamins ang mineral 
salts which make pure honey invalu- 
able as a food and stimulant. Such 
products are actually far different from 
real honey. 

When, therefore, it came to fixing a 
brand name for our product we realized 
that this was a decision of vital import- 
ance. We wanted a name that would 
(1) be easily received by the public; 
(2) give the right impression that the 
company was a first-class organization, 
existing solely to market pure English 
honey. 


Why Fixing the Name Was of 
Particular Importance 


We received dozens of suggestions from 
our staff, travellers and others whom 
we contact commercially. Out of these 
suggestions came ‘Honeybee’—simple, 
maybe, but no other name we could 
think of conveyed the meaning which 


Honey, hitherto the pin-money product of rural amateurs, 


jobbed off on contra basis through 
semblance of standard as to quality, flavour or price . 


without 
» ok: ae 


local shops, 


to be wondered at that honey never really got a public ? 

This story shows how fixed quality and price, an eye-appealing 
pack plus a good reason-why story for dealer and consumer 
combined to open up a new market that’s going to be big. 





This is a corner of the special bee farm, the largest in the Kingdom, that will pro- 


duce honey guaranteed to a standard of quality and price. 
of its kind solely detoted to honey production to be started in Britain 
a 


It is the first big farm 
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we had in mind. The company was 
registered ‘‘Honeybee Farmers, Ltd.” 
—the word “‘Farmers’’ getting over 
precisely the idea behind the company 
—we are, literally, farmers of honey. 

The pack and labels were the next 
problems. Here again we went to a lot 
of trouble before we decided on action. 
We collected samples of all honey packs 
on the market and examined them in 
detail to avoid similarity and to ensure 
an outstanding pack. 

We found that-many jars were of 
fancy design and most of the labels 
coloured gold or yellow—colours that 
did not stand out against the honey 
and which therefore failed to make a 
good display. Invariably the labels 
were also very small.” è 


New Pack Planned for Special 
* Sales Qualities 


The more we examined these packs 
the more convinced we became that a 
complete departure from them was 
necessary. We threw out the notion 
of using a fancy jar. The value was 
doubtful and the cost high. We de- 
cided on a plain jar but one that was, 
nevertheless, convenient in use as a 
container on the family table. A con- 
tainer that is awkward to use, one with 
a narrow neck, for instance, is a very 
powerful sales barrier for a product of 
this kind. 

The label was designed for two pur- 
poses: (a) distinctiveness, and (b) legi- 
bility. For these reasons we chose a 
warm red tint and white, a colour com- 
bination that made an attractive dis- 
play and at the same time threw up the 
lettering in clear contrast. Linked with 
the label was a red and white metal 
cap to the jar, and the pack cellophane- 
wrapped to heighten the point of 
hygienic production and to show off 
the poster effect of the label. 

So, with a good name and a unique 
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pack that would stand out on even a, 
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was actually a sort of ‘‘vested interest” 


crowded shelf in any shop, we were among the shopkeepers. 


ready to go ahead with our marketing. 
In this direction our greatest obstacle 
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Wherever displayed in dealers’ windows or 
in the interior of shops, these glass-fronted 
hives showing live bees actually at work 
prove powerful attention-getters. They 
form a really outstanding type of dealer-aid 
material. They are installed and supervised 
by the firm’s salesmen who are instructed in 
the technique of handling live bees 
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Was,a particularly strong kind of resist- 
ance on the part of retailers. 

I have explained the peculiar circum- 
stances surrounding the sale of English 
honey. When our salesmen attempted 
first to introduce our new brand they 
were met with firm refusal. In effect, 
the retailer said: ‘‘Why should I stock 
your honey at a standard price when 
I can buy it cheaper locally, make a 
larger profit, sell it as my own speciality 
and keep the valuable trade of the local 
bee-keeper?’’ That was surely a tough 
string of arguments for our sales force 
to combat. They were up against what 


“~ 
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One of the battery of filling machines; each machine can fill with honey 1,200 


jars an hour. Note: On the right, the style of the “pack”. 


It is designed not only 


to be attractive on display but also to be a convenient-to-use container for the family 
table ; both these factors are vitally important aids to successful marketing 
o 





Furthermore, we had to face the diff- 
cult fact that we did not—and could 
uot at the beginning—back up distribu- 
tion with a national advertising cam- 
paign. Honey sales are limited. The 
possible profit on our honey trade did 
not allow us to make an expensive direct 
appeal to the public. It became, there- 
fore, a case of waging a hand-to-hand 
battle with the retailer and of con- 
vincing him with the arguments that I 
have mentioned here: that it was worth 
his while from a long-term point of 
view to build up a reputation for sell- 
ing a product guaranteed as to standard 
in quality, flavour and price. 

The only advertising we have done is 
in the trade Press. This was a specific 
“reason why’’ appeal to the dealers. 
Beyond that we rely entirely on our 
sales force to secure the distribution. 


Live Bees Make An Appealing 
Demonstration 


It was, however, obvious that it was 
not sufficient merely to get the honey 
on display. We had to push it before 
the attention of the public. To do this 
we utilized an outstanding display, 
comprising a modern observation bee- 
hive containing a swarm of live bees. 
When a retailer agreed to open up with 
‘Honeybee’ Honey we arranged for a 
representative to stage this beehive dis- 
play for a week or a fortnight, accord- 
ing to the retailer's wishes. 

The bees are visible in the hive 
through a glass front; the public can 
watch them actually at work. Mean- 
while, we sample the honey on a plain 
biscuit and distribute recipe leaflets for 
using honey in cakes, puddings and 
other dishes—particularly one for using 
honey with milk, to make a milk shake. 

Our representatives who installed 
these hive displays naturally needed 
some instruction in handling bees. We 
arranged for an expert from the com- 
pany’s farm to give this instruction. 
Actually, bees are quite easy to handle, 
so we had no difficulty about this. 

During certain times of the year the 
displays can be given only with an 
empty hive. This does not arouse the 
same degree of interest, but it is still 
quite an attraction. 


We Prohibited Dealers From 
Local Branding 


We have now been six months at this 
work. We do not claim that we have 
met with extravagant success, but the 
progress we have made does indicate 
that we have been correct in the 
methods employed. Our belief that a 
standard, guaranteed brand of pure 
English honey would be welcomed by 
the public once they knew the facts 
has been amply proved. Where we 
have made headway with retailers, 
repeat orders are forthcoming, and, 
although we could have sold tons of 
our honey on its merits if we had 
agreed to the retailer using his own 
labels and prices, we have refused such 
business, as it would have jeopardized 
our plans to build up a national market 
for the brand. . 
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Managers 


Always Be The Closest Co-operators 


Says FRANK BEAUMONT, Sales Director, Nuro (Biggleswade), Lid. 


advantages of the not-too- 

big business is the fact that 
management can maintain a 
vigorous stream of active, 
adaptable control throughout 
all departments. 

In no sections of a business 
structure is this live, pulsating 
control needed so much as in 
those of advertising and selling. 

Last month in Business, Mr. 
Robert Martin, head of the well- 
known Bob Martin, Ltd., put 
up a strong case for the sales 
manager being an executive who 
should have continuous contact 
with the working heads of all 
other departments and with the 
board of control as well. 

I agree with that, in principle; 
but I rather think that that 
arrangement, as outlined by Mr. 
Martin, is inclined to throw con- 
siderable routine work on to the 
sales manager himself. 

From my own experience, I 
have found it best to make the sales 
manager and the advertising manager 
the two most closelydinked department 
chiefs, with a background of further 
“Tiaison’’ as described by Mr. Martin. 

Ip our own business, for example, we 
have an arrangement slightly different 
from that which exists at Bob Martin, 
Ltd. Instead of a sales manager carry- 
ing the whole load of the selling side, 
we have a sales director; that is myself. 


J savant one of the great 


Sales Director Free to Contact 
Both Sides 


The sales director represents the 
board; he is actually a man experienced 
in both the advertising and practical 
selling fields, and he handles the policy 
side of the two activities. Then come 
the sales manager and the advertising 
manager, the two working departmental 
heads. 

The two latter individuals work very 
closely together, in fact, neither makes 
a move without the knowledge and 
co-operation of the other. 

The particular advantage of this is 
that the sales director is thus free of 
purely routine work and so can give his 
full time to wide-scale creative plan- 
ning on both the sales and the publicity 
sides. He is in constant touch with his 
_ sales and advertising managers, who, as 
_ the practical working men, can quickly 
put the formulated plans into action or, 
as they freqeently do, act as a check 
on any projected lan that may shoot 
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a bit beyond the mark and be too 
ambitious er perhaps not exactly appro- 
priate to the moment. 

On the other hand, these two depart- 
mental heads themselves carry out 
creative work and submit their plans 
to the sales director. The sales director, 
with his intimate contact with the 
board, can then quickly get the official 
approval of such plans. He can over- 
ride any tendency to delay through the 
“higher ups’’ wanting to -wait on 
laborious conferences and board meet- 
ings. 

Tt appears from last month’s article 

that Mr. Martin himself acts fairly fully 
in the capacity of sales director, and is 
therefore the board representative to 
whom the sales manager, the practical 
man, is directly responsible. But as 
Mr. Martin is also managing director of 
the firm, I was wondering if he can 
afford sufficient time for specializing În 
sales planning. Or does he invest his 
sales manager with the whole responsi- 
bility for this? 
. Of course, whatever arrangement is 
made in this direction, it depends 
entirely on the structure of the firm 
and individual preferences in the matter 
of type of staff and the delegation of 
work. = 

But to get back to the point of the 
need for closest co-operation between 
the sales manager and his colleague, the 
advertising manager: I have found that 
the influence of a specializing sales 
director keeps these two executives 

. 


ms working more closely together 
| than they otherwise would do. 

Whenever the sales director 
discusses Manning, he must 
inevitably call in both sales 
manager and advertisigg man- 
ager. There is hardly a thing 
in the selling field that he could 
properly discuss with either of 
them alone, so the co-operation 
is virtually made automatic. 

When dealing with a pro- 
prietary article this close co- 
operation is much more vital 
than when the product is such 
a thing as, say, coal or raw wool 
and each negotiation is carried 
out on its individual merits. 
With a proprietary article the 
whole policy of prices, dis- 
counts, publicity and selling 
must be absolutely interlocking 
and uniform, and this uni- 
formity can be secured only 
by the closest, friction-free co- 
operation between executives at 
head office. 

With us, therefore, we have no fixed 
conferences between the sales and 
advertising department; we have con- 
tinuous liaison. In addition, however, 
ours being to a great extent a technical 
product, we have to maintain almost as 
close liaison with the technical and pro- 
duction side of the business, and this 
we arrange by frequent conferences 
held at leagt weekly. These serve the 
double purpose of keeping the produc- 
tion side fully versed with the adver- 
tising and sales programmes so that the 
production manager can fulfil any of 
the sales manager’s needs for special 
campaigns, etc., as described by Mr. 
Martin; they also serve to keep the 
advertising and selling sides au fait with 
any technical developments that need 
advertising and selling. 


They Must Not be Cramped by 
Red Tape 


I ought to emphasize here that 
whereas our sales director is virtually 
in charge of both advertising and 
selling, the duties and responsibilities 
of the tWo working managers in the 
advertising and selling departments are 
not cramped or hedged in by red tape. 
These two executives are encouraged to 
use their initiative to the full and, as 
in Mr. Martin’s case, are left to handle 
their own staffs without interference 
from the board. I hold very strongly 
to the point that if a representative of 
the board sets out to confine himself to 








er it entirely. ‘their province. 





the detail; they can give considerable 


T EW T for Manchester: hand- 
Ņ printed silks. p. Lichtenstein has 
ought his process over from Cologne. 
ompany formed: Leoli Ltd., with 
emises in Aytoun Street, Manchester. 














“NEW ewe for the manufacture of 
¿fC furniture has been completed on the 
‘Speke industrial estate at Liverpool. The 
firm is M. & F, Shifrin. 

- This is the sixth new factory erected on 
x the Liverpool Corporation's industrial 
-estate at Speke, and a seventh factory— 
for the manufacture of chemical and 
pharmaceutical machinery—is in course of 
rec tion. 
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A “MILL in Hollinwood, near Oldham, 
Th. which was closed in July, has been 
bought by an Anglo-Austrian syndicate 
“with ‘British | capital, which intends to 
manufacture artificial silk crêpes there. 
> “The new owners will reopen the mill on 
~ Ist January, and at first work will be pro- 
«oce vided for about 150 operatives. The firm 
which has bought the mill is British Depa 

= oo Ltd. 
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-NOACH bodies for three new rail-cars 
\_yordered by the Federated Malay States 
Railways will be built by the English 
Electric Compamy, of Preston. The 
engines, boilers. and equipment will be 
built at the Sentinel Wagon Works, 
Shrewsbury. 
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/ NEW engine, designed and built by 


TA a young Bury engineer, promises 
some. remarkable developments in the 
internal combustion engine. A 24-h.p. 


engine propelled a motor-cycle at a timed 
speed of too miles an hour. The maximum 
need of the engine is 14,000 revolutions a 
ute, which is almost twice that of a 
motor-cycle. Travelling at a speed 
‘80 miles an hour on cheap petrol a 
-cycle covered 150 miles to the 
n. There is almost a complete 
Se: of carbon deposit. 
“inventor is now engaged in building 
eee Cynder aero engine of 1, 600 c.c. 
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S the cen of an agreement between 
the Nelson municipality and the 
io “Rubber Co., Ltd., of London, the 
afacture of miscellaneous rubber pro- 
Sis to be started in the 
The adaptation of the mills and 








immediately. 
; red 








nite source of but what 
who rightly . 
oe 

hat. management. should ignore 


mills in’ 


installation of the plant will þegin 
It is expected that several 
people be. in | employment È 


customers, 
important section of its clientele, would 
-pot respond well to the attraction of a 


co-operative and. helpft 
i “must be avoided 
“fiddling” which may cause 
apparently silly, 
irritation. 


[They're Spending Money Here 


ELSH steel- works are beating a 

seven-years’ production record. In 
the first eight months of the year 1 557,000 
tons were produced, compared with 
1,214,000 tons in 1935. Orders for next 
three months will kgep South Wales in the 
output lead for the whole of Britain. 


© 


N Swansea Valley there are 2,500 more 
at work than a year ago. Mond Nickel 
Works employed goo men last month—an 
increase of 400, Bryngwyn Steelworks, 


Grovesend, has restarted after several 
years’ idleness. 
O 


NEW aircraft engine factory is to be 

operated at Coventry by the Daimler 
Company. It is estimated that the works 
will cost more than £500,000 and that 
when completed it will provide work for 
nearly 1,000 men.» The works will cover 
seven acres and is expected to be in pro- 
duction within seven months. 


Sales-Building IDE AS” 


TIP for those sales managers and 

display men concerned with 
window and counter dressing in retail 
stores: Price display tickets in circular 
or semi-circular shape last five times as 
long as rectangular tickets because they 
do not become dog-eared. The tip 
comes from the chief display man of a 
famous store. 
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XAMINE carefully the display 
material and showcards supplied 
by the manufacturers. Don’t use them 
just because you have them, but only if 
they will work into the scheme. .. .’’ 
Thus writes a well-known display 
consultant in an article instructing 
retailers how to dress their windows 
attractively. 

This remark has great significance for 
the manufacturer. It suggests: “Don’t 
produce your display matter in a 
haphazard way if you want your retail 
customers to se it. Rather plan 
complete and intelligently thought-out 
sets.or units so that the retailer can, 
with less trouble and better effect, use 
the stuff you provide.” 
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WELL-KNOWN multiple firm of 
men’s outfitters found that regular 
who formed the most 


that a ‘modern factory As 


Canadian logs, will begin in the autum 


the week. 


certain date. 


| promon idea, 








that is out of all proportion to ‘the ee 
simple cause of the om 
















the manufacture of ‘bedding. — 

“It is. understood that. other mode 
factories are in ‘prospect _and that the 
Development Company is” negotiating : 
more land for. devel nt on. simila 
lines. . 

















A NEW compaiy, ‘ 

the manufacturing ST ghts oO! 
and heat-resisting - electric cable, 
acquired a site at. Hebburn-on- Tyne 
a new factory is being built. Thirty tr 
were engaged in cutting the ‘foundatior 
and construction is expected to be com 
plete at the end of the i Productio 
will start early in 1937. : 
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NEW 
the 


industry for Britain, that- 0 
manufacture of plywood iror 























at Trafford Park, Manchester. At present. 
all the plywood required by the Britis 
aircraft industry is imported from abroad 
chiefly from Germany. ni 

A factory, occupying four acres, is s bein; d 
built, and it is expected that it will quickt 
produce an output which will more th 
supply the requirements for aircraft manu 
facture in Britain. F. ‘Hills. & Sons ag 
the owners of the TEUD $ 































once-a-year sale (January). z 
psychological reason the “regulars” 
shunned the bargains, special offers anc 
oddments at “‘disposal’’ prices. © 

This was in the London and, big town. 
branches where the men do their ow: 
shopping. In the suburban branches 
where a high proportion of women. d 
their men’s shopping there was not tt 
modesty ; the barge li-seekers turne 
out in force. 

To get the regular. men shoppers int 
the city branches, however, the firm 
decided to abandon the flamboyan 
bargain displays and, instead, to mai 
direct to all their men “regulars 
“concession card” offering a 15% 
count. on all purchases made: q 











The effect was immediate: a s 
increase of regular custom in the 
branches during sale week. 
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E were struck 

of the offer made by a prov 
sore to encourage the sale of a 
line of fire grates. The. manage 
offered to have a hundredwei 
coal delivered to the premises of 
customer who bought a- “grate be 





As a start-off for fie: cold ‘season t 
seemed a very. sensiple variation of 
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MACHINES FOR EVERY KIND OF 
FIGURE WORK 


More than 450 different models and more 
than 2,000 different features including :— 


ACCOUNTING AND BILLING MACHINES 

Oo With abbreviated or full typewritten des- 
cription ... Great variety of models—some 

all-purpose, some specialised . . . Minimum of 

operations, maximum of automatic features. 


NON-LISTING MACHINES 
2) (ADDING CALCULATORS) 
30 different models... For rapid adding, 
subtracting, multiplying and dividing—when a 
printed record is not required . . . See the new 
Electric Duplex model. l 


DESK ADDING MACHINES , 
© Speedy, compact, portable .. . 90 different 
styles... including Duplex models and models 
permitting direct subtraction . . . Hand or 
electrically operated . . . Six, eight, ten columns 
capacities. 


O STATISTICAL MACHINES 
«Analysis and summary work performed with 
utmost speed, accuracy and economy... 
Wide selection of styles and methods. 


: ELECTRIC CARRIAGE TYPEWRITERS 
O Operated entirely from keyboard . . . Less 
fatigue, better work, greater production .. 
Special models for invoicing, cheque and receipt 


writing, etc. 
CASH REGISTERING MACHINES 
O Distinctively modern... Compact, take up little 
space .. . Speed up service .. . Afford maxi- 
mum protection . . . Variety of styles. 


— 
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BURROUGHS ADDING MACHINE LIMITED 
Chesham House, 136 Regent Street, London, W. I. 


| have ticked below the machines on which | would like 
complete information 
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SEND THIS-TODAY, FOR FULL DETAILS 
ON ANY. OR ALL OF THE |ABOVE 
See ł 
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‘Marketing TRENDS | 


Time, Money, Inclination 
All Assisting Sales 


OUNTRY-WIDE, the market for 
consumer goods still expands. More 
employed, better wages, shorter hours— 
more time, money and inclingtion to buy 
goods. 
It's getting ‘‘champion oop north”. 
Latest wage rises mostly affect northern 
parts. Figures: 
Plus £’s 
Weekly 
32,200 Miners and quarryers in 
Leicester, Notts, and, 





Warwick getting goo 
420,800 Engineers, metal-workers 
in Durham, Cumber- 
lend, Lancs, Staffs, 
Yorks... ke yare “22,450 
85,700 Textile workers in Lancs, 
Yorks, Cheshire and 
Derby... suck yes 2,100 
538,700 £25,450 
Other increases total £9,850, affect 
83,000 people, mostly in Midiands and 
northward. ' 


Shortly 500,000 employees in clothing 
trades—-London, Yorks and Lancs chiefly 
—-to receive £8,000 a week extra cash in 
pay packets. 

Rises amongst factory workers now tot 
“up over £1,650,000 a month extra com- 
pared with a year ago. 


O 


Sales'Should Show f g 
- Rising Trend In North = 


ARDON harping on our northern 

cousins, but they are better off this 
year and can buy all kinds of goods from 
you. These figures push home my point: 
Building plans passed last month com- 
pared with a year ago: Northern counties 
+72.6; Lancs and Cheshire+13.2; yet the 
total for the county is minus 12.21 

Most increases are derived from dwel- 
ling-house construction—hence openings 
for furnishings, fittings ande household 
goods. 

Unemployment decrease figures com- 
pared with a year ago: Midlands, 37,352; 
North-east, 37,464; North-west, 65,064; 
Northern, 51,437; total, 191,317. 

That means over 190,000 men and 
women in areas mentioned are earning 
wages to-day who couldn’t have bought 
an extra toothpick last year. Conclusion: 
swelling market for all products which 
ordinary families buy. 
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Seven Months’ 
Coronation Ban 


HIS is the sentence, imposed ‘from 
15th December this year to 31st July 
next, by the Treasury on foreign Corona- 
tion goods. ° 
Ad valorem, 100% duty dampener is on 
such as these: souvenirs, flags, bunting, 
medals, articles bearing representations of 
the King, any of the Royal family, arms 
and devices, real or imitation jewellery, 
silks, powder-boxes and bowls, enamelled 
hollow-ware, toys and any other goods 
that can be classed as Coronation products. 
Chats with six Birmingham and other 
Midland manufacturers, telephone talks 
with four business men in distant parts of 


q Hi 
i 


these islands, confirmed my impression 
that the duty amounts to an embargo. It 
brings chagrin to foreign, cheer to home 
business men, 


O 


Result: Certified : 
Coronation Market 
AKERS of obvious ‘jubilation goods 
~—flags, medals, bunting, mugs, etc. 
-—see a guaranteed market next year. For 


. Many, the market now expands. 


“This means 25% increased sales for 


me,” pointed out a Staffordshire mug; 


maker. ‘‘My foreign Coronation competi- 
tion is largely wiped out.” 

“Earlier this year I lost an order to 
Japanese competitiongright here in York- 
shire,” a manufacturer told me. “I was 
getting worried, but now the factory can 
keep on full production till April.” 

“Its fiddlesticks to foreign fireworks !’’ 
was the explosive alliteration of an official 
in a certain northern factory. 

More sober was the reaction in other 
trades. © General opinion was this: home 
markets are now shock-proofed against 
outsiders; possible duty evasion insignifi- 
cant, especially in view of short notice of 
duty and limited life of the market. 
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New Markets Opening Up 
For Woollen Goods 


OMEN, weather and Governments— 

an ill-assorted trio, full of vagaries 
and changes. A business that depends on 
any one of these learns all about fickle- 
ness. An industry, therefore, that depends 
on all three needs, I should think, a 
‘‘“chameleon’’ management. 

The woollen industry has had lean years 
since women took to other fabrics without 
concern for weather. And disarmament 
didn’t create a steady demand for 
uniforms, blankets and other things that 
every mother knows her soldier son wears. 
There’s a mending market in wool to-day. 


. Women now want wool in their day and 


evening wear, worsted dress goods and 
costume cloths. The Govern- 
ment want wool for thousands 
of new. uniforms and army 
supplies. 
hen I conversationally men- 

tioned this trend to a noted 
dress designer in London he 
agreed enthusiastically. 

“Recruitment and  rearma- 
ment,’ he told me, “will, I 
believe, . stimulate the use of 
cloths in women’s fashions. 
Women will ‘go military’ i” 
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New 
Marketing Service on 
Exhibition for First Time 


Never before has purely packaging 
technical service been exhibited, to 
manufacturers till this stand of 
Metal Box Co., Ltd., at Canners’ 
Exhibition, , Liverpool, recently. 
If you want to pack boot polish, 
seeds, sweets, fish, clothes pegs, 
gold fish bowls, or anything else, 
simply hand over your problem 
and have-it worked out 
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' kind of works and office building. 
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By the MARKETING EDITOR 


Retail Outlets 
Are Changing 


EW, sales-guiding statistics: Through 
what kind of retail channels do your 
ana go on their way to the public? 
hat types of retail shops are doing 
various types of business? 
In Britain there are: 


691,008 Independent shops; 

_ 1,000 Department stores; 
20,000 Co-operative shops; 
2,242 Multiple main branches; 
38,620 Multiple branches. 


Estimated turnover for each, in £ 
millions: 


Independents 1,358 
Department stores 154 
Co-ops a iei 207 
Multiples- ... 77. 257 


Co-ops probably- do 70% of turnover in 
food; Department stores probably 90% of 
turnover in non-food. 

In Marketing Survey of the United 
Kingdom (Business Publications, Ltd.), 
£2, just published, from which the above 
lists are taken, the bulk figures are sub- 
divided into types of retailers. Tells you: 
how many furniture, grocery, footwear, 
chemist, etc., shops there are and how 
much business they do. Complete chapter 
on these and other figures telling you how 
the whole structure of retail distribution 
is changing. 
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Anti-Gas: Air Gon- 
ditioning’s Big Chance ? 


HE need on the part of business men 

to consider anti-gas provisions in’ 
their premises shoyld speed along the 
general idea of air conditioning in every 
One 
Midland firm with newly completed anti- 
gas basement had the air-conditioning 
extended throughout the building. Re- 
marked to us: ‘‘Wished we had fitted air 
conditioning. before; benefit - to staff, 
excellent.’’ 


ta 
13 

Ey 
PE- 

2 yg 
} 
` 


SNES WITSE wary 
à x 


re 


a 
a A 
a 
+ 
‘ ee "a 
P] 
rs Ot aah amereartiaeese Mage tuted aA pm al Satay 






EXPERIENCE of Machine Book-keeping installations has ssid 

that the auxiliary, equipment employed has an influence on the 
success of any mechanised Oe; almost as great as that of the 
machine itself. 


No single type of equipment can be said to meet all needs and so 
the COPE-CHAT range includes ALL types. 


TRAYS & TROLLEYS 


MACHINE POSTED LEDGERS 
and FIRE PROTECTION CABINETS‘ 


The illustration shows the Portable 


“MAYBEE” TRAY FILLED WITH VERTICAL 


| _ VISIBLE PANELS 
.THE IDEAL COMBINATION—For Complete Control; 


Speedy Posting, and mats Handling. . . DETAILS GLADLY BY RETURN POST 


THE COPELAND- CHATTERSON COMPANY LIMITED. 


: EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C4. 
| BRANCHES THROUGHOUT THE PROVINCES 


a -f ` THE EXPERIENCE OF RU FIFTY YEARS 
LE DGERS l © GOES INTO THE MAKING OF EVERY 
COPE- CHAT 
LOOSE LEAF ESRAS 


THE Ope-t Chat RANGE 


INCLUDES 


THONG BINDERS 
POST BINDERS 
SPRING BINDERS 
FOR HAND OR MACHINE POSTING 


° UNSURPASSED FOR 
/ WORKMANSHIP 
DESIGN & QUALITY 


~ fs 
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MANY OF OUR BINDERS ARE STILL IN ACTIVE USE AFTER DETAILS SENT GLADLY BY 
THIRTY YEARS’ HARD SERVICE RETURN POST 


THE COPELAND- CHATTERSON COMPANY, LIMITED. 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4. 
T 2B i BRANCHES THROUGHOUT THE PROVINCES 
ES a I TT a ON NR TE IE EEO, 
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Can Wolverhampton... as Claim That 


a 


By © 
C. E. DAY, 


Business Factory Site Survey 


. No. 15 


“The system of 
waterways, 
cheap bulk trans- 
port, is one of the 
best that serves an 
English town” 


for 
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Little S a te the Others Haven't Got: 2 


HE human factor in industry, 
~ despite some belief that still exists 


to the contrary, is more important 
than it ever was, for although machines 
will do the work of men there must be 
men to make the machines—and to 
operate them. Moreover, the technical 
skill of labour must reach a higher plane 
to-day than that set in the past. 

Perhaps an observation of this kind 
seems, at first glance, out of place in a 
survey of the industrial possibilities of 
Wolverhampton. The truth is that the 
many problems of labour find satisfac- 
tory answer at Wolverhampton and, 
therefore, are of first-rate importance 
in assessing the value of the area in the 
eyes of a manufacturer. 

Traditional excellence in the crafts is 
the inheritance of workmen in this 
district. This excellence serves to 
increase operatives’ skill in the highly 
technical processés common in present 
day factories. 

In the course of many interviews I 
found myself on the last day of my 
stay in Wolverhampton sitting at the 
desk of the head of an engineering firm. 
We talked about the quality of the 
town’s workmen and I asked: “Do you 
honestly believe Wolverhampton men 
are more highly skilled.than those of 
other Midland centres ?” 

The man I was interviewing pencilled 
a rough drawing on a pad lying on his 
desk. He pushed it over to me. 

“What would you call that?” he 
asked. 

“A hammer,” I replied. 


“Wrong,” he said, “it’s a Birmingham . 


chisel and file P”? 

Well, that thrust at Joe Chamberlain’s 
great city is of ancient vintage and is 
probably a great libel bu® it still 
persists and was put forward to me as 
a symbol contrasting the skill of 
Wolverhampton labour witt that found 
elsewhere. 

The long training of the town’s labour 
in work that called for light and delicate 
handling of tools, of precision work, has 
provided a valuable class of skilled men 
not always available elsewhere. It must 
be added on behalf of Birmingham that 
there was ready admission of the tech- 


nical excellence and skill of the city's 
jewellery, silver and gold workers. The 
big point conveyed to me was that the 
workpeople of Wolverhampton, like 
those of Coventry, provided the cream 
of labour for the key engineering 
industries—-makers of jigs, tools, gauges, 
and whole range of precision work. 


Besides Being Skilled, Labour 
Is, Trustworthy 


In the course of collecting material for 
this article I called upon more than a 
dozen firms manufacturing different 
kinds of goods. In each case the quality 
of labour was put forward as one of the 
big reasons why the firms decided to 
locate in Wolverhampton. 

“I have found that not only are the 
people skilful and quick in their work, 
but they are trustworthy ” MR. G. F. 
CHELL, managing-director, the Heat 
Equipment Co., told me. “By ‘trust- 
worthy’ I do not mean to discuss’ any 


.O 


' CRAFTSMEN! 


Woverhampton’s pride in its craftsmen is 

traditional, and it is certainly a fact that the 

town and district does provide that highest 

class of skilled labour essential to the mod- 

ern tool and many other precision trades. 

Many businesses have located hére for this 
reason alone 





factor of moral integrity, I mean the 
men have that initiative in their work 
that prompts them to see jobs com- 
pletely through with a minimum of 
supervision. That’s my experience.” 

MR. A. MATHEW, general manager, 
Fischer Bearings Ltd., said that the 
available supply of skilled and semi- 
skilled labour was one of the major 
attractions at Wolverhampton for his 
company. 

Fischers have not yet started full 
production. They are a branch firm of 
Kugelfischer, Schweinfurt, Germany, 
manufacturers of steel balls and bear- 
ings. When the plant is in full operation 
it will employ over 400 people. 

“The abundance of skilled and partly 
skilled labour was ctrtainly a big reason 
for our move to Wolverhampton,” the 
managing-director of Union Cycles 
Ltd., said. “I can affirm that it was a 
vital reason in our choice of this 
location.” : 

Another aspect of the labour prob- 
lem was touched upon by MR. F. 
HEATON, managing-director of Con- 
tactor Switchgear Ltd. 

“Ours is a highly specialized work,” 
Mr. Heaton explained, “so no matter 
where we located we would have to give 
our staff a certain amount of training. 
In Wolverhampton we find we can 
pursue a policy of getting together a 
young staff and training them.” 

MR. P. G. DUMBELL, managing- 
director, Turners Motors Ltd., said 
that his company had enjoyed a long 
experience of Wolverhampton workmen 
and had found them loyal and highly 
skilled. 


Standing Buildings Are Of First- 
Rate Importance 


There was one factor, I found, which 
rivalled labour in attracting new indus- 
tries to Wolverhampton. That was 
standing buildings. Indeed, it almost 
seems that the ideal twin attraction to 
any centre nowadays is an abundance of 
skilled labour plus the „presence of 
modern, standing buildings. 


(Continued on page 46) 
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Er you aim at national 
coverage, then the sensible 
thing to do is to place at the 
head of your schedule the paper that 
goes furthest in obtaining that coverage. 


Which is that paper? 
Consider these facts: 


The I.S.B.A. survey shows that the Radio Times is 
taken regularly in more homes earning £250 per annum 
and over than any other paper. No other paper 
reaches two-fifths of the best market. 


It also indicates three further points that Radio 
Times circulation is evenly distributed over all areas, 
urban and rural; that Radio Times purchase is 
regular—there is practically no casual buying.; that 
Radio Times readership is home and housewife 
readership. These impressive facts reveal the unique 
coverage and quality of coverage of-the Radio Times. 


But add these further facts and the reasons for heading 
your schedule with the Radio Times become over- 
whelming. The Radio Times is read by nearly | in 
every 4 British homes—its circulation is 2,655,698 
(A.B.C. figure for half-year ending June, 1936). 


The Radio Times has a certainty of nine days’ life. It 
is published on a Friday and its programmes extend up 
to the following Saturday. week. 


It is constantly referred to, during seven of those days 
being picked up for reading and programme reference 
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family. The advertisements, 
therefore, have an unique chance 
of being seen and read. 


The advertisements are read when the mind 
is at leisure and therefore most receptive. 


The Radio Times helps you to widen distribution by 
telling traders in their trade papers of the certainty of 
demand for all products on the. Radio Times List.* 


These, then, are the reasons why the Radio Times has 
come to be recognised as a national campaign in itself. 
That being so, is it not logical to start your schedule 
with this paper, which, with such economy and certainty, 
gives you a greater part of the national coverage you 
desire than any other paper ? 





* The Radio Times List contains the names of products 
regularly advertised in the Radio Times, during their own 
advertising season, to the extent. of not less than 13 
insertions or the equivalent of £1,200 per annum. 


Advertisers on the Radio Times List are offered for 
the use of travellers, well-presented reproductions of 
advertisement® placed by the Radio Times in the trade 
press. These advertisements contain the name of the 
product with the words boldly displayed “*. We are on the 
Radio Times List.” They are available free in quantities 


, Pp to 100 from the Advertisement Director, B.B.C. 


Publications, 35 High Street, Marylebone, London, W.1. 


START your schedule with the = ` 


Guaranteed dBeragg net sales for 1936—2,600,000 per week RA D I O I | M E S 





AN A.B.C. PAPER 


+ 


25 








26 


+ 


BUSINESS for DECEMBER, 1936 
T 


Your Salesmen’s Cars 
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By 
RICHARD TWELVETREES 
A.M.I.Mech.E. 


Road Transport Editor 
of BUSINESS 


= HowTo Organize Profitable Yet 
Flexible Control of the’ Fleet, Large or- Small 


| x= of factors crop up for con- 


sideration when a firm decides to 

equip its sales force with cars, or 
to reorganize its salesmen’s car arrange- 
ments that may, up till now, have been 
a bit haphazard. 

The suggestions which I have put 
down in this article are not idealistic 
theories difficult to apply to practical 
business, they are bed-rock facts based 
on very successful experience. 

Let’s start with the idea of putting 
in a small fleet of salesmen’s cars for 
the first time, at least for the first time 
on a properly organized basis. 

What sort of cars will you provide? 
Well, you’re up against several factors 
here. First you will be wise to consider 
not so much what the cars will cost in 
the first place as what they'll cost to 
operate. 


Then you must weigh up the extent | 


to which the car manufacturer will 
provide you with service, spares, 
replacements, interpretation of guaran- 
tee and so forth. You don’t want a 
valuable salesman hung upefor two 
weeks for a new crank case, and you 
.don’t want a legal action over some 
disputed point of the guarantee. ` 


Standardize Your Models as Far 
as Possible 


I don’t suggest that these things are 
even remotely likely if you deal with 
a reputable firm, but they are factors 
that you will do well to discuss and 
settle at the outset. 

It’s a good thing to standardize on 
one model of car, the advantages are 
obvious. But do not be too hard and 
fast about it. Remember that your 
man in a populous territory, small in 
area and “‘easy’’ as to the nature of 


2. ‘Why yearly car renewal pays. 


3. How to get your salesmen Camide ve 6. 


* 


the land, will get along beautifully with 
a little 8 h.p. car, but your man in a 
hilly area covering a big rural territory 
with a wide-flung village trade will not 
be so effective in this type of vehicle. 
He will cost you more money, too, 
because in order to cover the big 
distances between calls he will have to 
push ‘along his little bus flat out most 
of the time and give it a real gruelling 
on the steep hills. That sort of thing 
makes ‘for expensive upkeep, since 


renewals through wear and tear will. 


start earlier than normally. 
This man, therefore, will need some- 
thing in the 12 to 16 h.p. class, a car 


De, kik ' St ngu. 
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that can take such territory in its 
stride, working well within the capacity 
of its engine most of-the time, with a 
minimum stress on all working parts. 
Then there is something more to this 
point than the purely mechanical side. 
After driving a small car ‘‘all out’’ over 
big mileages your salesman will become 


than the man who covers the ground 
easily in a more powerful car. 

For special territories, then, it pays 
to consider the bigger car. 

Another important point to bear in 
mirfd is this: If one of your salesmen 
has been already working successfully 
with a car of one type don't, for the 
sake of arbitrary standardization, 
compel him to change over to a smaller 
and less imposing vehicle. You may 


Tells You About... 


1. Choice of cars: balancing first cost against upkeep. 


“time’’ 


‘car renewals annually, i.e., 


badly upset his morale and jeopardize 
his standing among -his customers, a 
circumstance that may react against 
your firm. 


Do Not Be Misled Over 
Initial Cost 


The initial’cost of a car may be mis- 
leading. In true perspective it is the 
cost of depreciation that counts. A. 
new’ car may be bought for {100 and 
at the end of its working life its trade-in 
allowance may be only £63. Another 
may cost, say, £120 but have a trade-in 
allowance of foo. At first sight the 


‘former looks attractive but actually the 


more expensive model is the cheaper. 

‘Whether business cars shall be 
renewed annually or not is purely a 
matter of arithmetic. Weigh up these 
facts: Yearly mileage covered, tyre 
and battery renewals, cost of 
mechanical overhauls and any “lost 
occasioned to the salesmen 
through cars being laid up for overhaul 
or repairs. 

In practice, many fleet users favour 
at mileages 
between 20,000 and 30,000, thus obtain- 
ing trouble-free service day in and day 
out and cutting out altogether the need 


.for repairs. 
physically tired much more quickly . 


Get Your Men to be ‘Road- 
Travel Minded’ 


If a two years’ or longer period is 
preferred, the possibility of repair 
delays must be recognized. For large 
fleets, one spare car in fifty will bridge 
over the overhauling periods and leave 
the representatives’ work undisturbed. 

Many a good business man may be a 
failure on the outdoor staff just because 


4. Best basis for paying salesmen their car 


expenses. 
5. Statistics that give best cost control. 


A useful questionnaire report. 
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WITH the addition of the low-priced IN the Powers System. the records are 


POWERS-ONE equipment to the already prepared -by punching holes in cards—the 
wide range of Powers-Samas and Powers- . fastest known method of recording. There- 
Four „Machines, the outstanding advantages after these punched records are classified and 
of the Powers punched card method of printed mechanically, thus eliminating the 
accounting are now available at a competitive ` human error factor. By providing exceptional 
cost for every class of accounting and statis- facilities for analysis as part of the accounting 
tical work, whether the volume be large or procedure Powers promotes efficient manage- 
small. ment control. 


WHY NOT investigate the potentialities of Powers Accounting Machines in 
your business ? At your request and without obligation a comprehensive 
system for your work will be submitted and a demonstration provided at 
the address below or at any of our Branch Offices. Meanwhile send for the 
new revised edition‘of our illustrated booklet ‘‘Accounting for Management 
, Control” which fully describes the Powérs punched card accounting system. 


$ 


POWERS-SAMAS ACCOUNTING MACHINES, LTD 


POWERS-SAMAS HOUSE, HOLBORN BARS, LONDON, E.C.1 





he is not really -road-travel minded. 
Representatives. to be entrusted with 
cars should be tested: by a headquarters 
engineer as to driving capabilities, road 
sense and general knowledge of motors. 
With the knowledge of their repre- 
sentatives’ driving capabilities the head 
office will then know. how to word their 
correspondence about cars and how 
much reliance to place upon the 
representatives’. car report$. Always 
remember that vdriations in car costs 
and performances are, more often than 
not, due to the kind of treatment the 
vehicles receive. in the hands of the 
drivers. ) 


How to Get Returns of 
Running Expenses 

"These should be rendered monthly 
under different headings on a proper 
form, as in Fig. 1. When filled in by 
a representative such a form shows 
precisely what his car has cost to run 
for the period. l 

This method is preferable to paying 
representatives a flat rate. for car- 
running expenses. For instance, 25s. 
per week may be allowed to cover all 
contingencies, except, of course, tax, 
insurance, depreciation, etc. ` Though 
an apparently simple basis, this method 
does not provide for varying conditions 
and, what is more important, often dis- 
courages full exploitation of a man’s 
territory for the simple reason that if 
he exceeds.the mileage which the fixed 
amount covers he is either out of pocket 
personally or is forced to put a supple- 
mentary claim into head office which 
may involve him in a lot of red-tape 
explanations. 

Payment for car travel at so much 
per mile is open to criticism. The only 
reliable method of getting at costs is by 
keeping statistics. If such statistics are 
available, as they should be, it is obvi- 
ously fairer and ebetter to pay repre- 
sentatives’ actual running costs. 


Representotive’s Name 5 
Registered Number of Car 
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Model of Car. 












The flat rate system is undesirable in 
other ways. For instance, a man may 
try to save himself money by using 
inferior petrol or oil and by neglecting 
other little servicing jobs that are 


MOTOR CAR RUNNING REPORT (sonny) 


Gens Me 


Matenga (Banding mt and af went) 
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tugh OF Jn ping (rom dew). 
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Fig. 1 


All the forms shown in this article are 
repraduced by courtesy of Morris Motors 
Ltd., Cowley, Oxford—Ed. 


essential to the first-class working of the 
car. This only throws heavier expense 
on the company later on. 


How Quarterly Statistics Should 
be Compiled 


With regard to headquarters control 
of car fleets, the cost of employing a 
statistics clerk is well repaid by the 
adequate checks on car expense and 
performance. Such a clerk, who should 
have some knowledge of cars, will work 
under the sales director. 


Even where very elaborate systems ` 


SUMMARY OF MOTORCAR RUNNING REPORTS 


For Office Usa Only 


Fig. 2 


QUARTERLY RETURN (i weeks) 


e Costs of Representatives’ Cars 
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of fleet management are used by busi- 
ness houses, it has been found—in the 
case of a fleet of 40 cars—-that the 
system of control costs very little when 
compared with the money involved in 
owning and running the fleet. If we 
estimate the administrative costs at 44 


. per cent of the total expenditure, which 


is quite reasonable, the department is 
thoroughly worth while. i 

From facts recorded on the monthly 
Motor Car Running . Report, the 
Summary of Motor Car Running 
Reports,(Fig. 2) is next prepared. This 
is made out quarterly and each sheet 
refers to one representative's car. 

The next document is a Quarterly 
Return, showing costs of represent- 
atives’ cars and from this a comparison 
may be made periodically of individual 
travellers’ costs. Notice that the 
monthly sheet covers mileage and all 
expenses of actual running. Head- 
quarters charges such as tax, Insurance, 
depreciation and management costs 
can, of course, be collated at head 
office. 


This Questionnaire Stimulates 
Interest 


Only from accurate statistics can the 
cost of running cars be compiled and 
comparisons made, both as between the 
representatives’ individual costs and, 
more important still, the costs of 
running various makes and models of 
cars. Careful study of the completed 
forms as in Fig. 2 will show every 
aspect of the representative’s road 
travel efficiency, as well as giving a 
complete history of car performance 
and operating cost. | 

A good idea to stimulate among 
representatives a real practical interest 
in their cars is to call for a report in 
the form of answers to questionnaires 
such as set out in Fig. 4. Issue this 
questionnaire every six months. 

(Continued on page 43). ° 
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From the statistics entered on these three forms a. comparison can. be made between salesmen’s individual tosts, 
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and between tife costs of various types of cars 
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When every half-hour counts, | 


and every half-crown, too, 
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Tue ideal car for the service of- 


men keen to “do things and go places” 
is the All-British £100 Ford Saloon, amply 
comfortable, 


adequately speedy, compact in overall 


powered, quiet, smooth, 
dimensions, for ease of traffic-threading 
and parking...... And the essence of 
neat, businesslike smartness in appearance 


and completeness of equipment. 


No Motorist Should be Without The New FORD Book cf Maps! Handy in SizemEasily Read, r [-. 








Probes 


You can spend mote money than it costs. 
You cannot buy better, more dependable, 
more satisfactory transport. 

The Local Ford Dealer can deliver. the 


£100 FORD Saloon, Taxed and Insured, on 
an Initial Payment of £25. 18-month and 


24-month transactions can be arranged 


with slightly higher initial payments. 
Literature on Request : All Prices at Works : 
Dealers Everywhere. 


From Any Ford Dealer. 


FORD GARS, FORDSON. VANS & TRU CKS—PROVED BY THE PAST—IMPROVED FOR THE FUTURE! 
FORD MOTOR COMPANY LIMITED, DAGENHAM, ESSEX. -LONDON SHOWROOMS: 88 REGENT. STREET. W.1 
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Pointers from The 
Scottish Commercial Car Show 


New models that give lower running costs 
Special. Bodies for Individual Businesses 
New type four-wheel mechanical horse 
Maintenance. equipment that cuts repair costs 


Bŷ° The TRANSPORT EDITOR 


+ 
N jast month’s issue of Business I 
[inaicated that the Scottish Motor 
Show revealed no startling changes 
in the commercial vehicle section. At 
Kelvin Hall, however, I noticed many 
‘pomts of interest to business fleet 

operators. 


New Vehicles with 
New Features 


MONG the latest models, the new 
4/5-ton Morris-Commercial, making 
its first public appearance, drew much 
attention. The manufacturers, while 
sticking to all well-tried mechanical 
features, have introduced several valu- 
able improvements. 

Presented as a fully equipped drop- 
sided lorry, this new heavy duty 
vehicle is taxed only at £30 and can 
travel legally at 30 m.p.h. Ton-mile 
costs will doubtless be reduted to an 
attractive figure by reason of its low 
fuel consumption. 

A newcomer in the 5-ton class was 
shown by the old-established Vulcan 
concern. This is a compact forward- 
control vehicle Weighing less than 50 
cwts. in service trim, designed with 
operating and maintenance economy as 
its main raison d'être. . 

Further advances in Diesel economy 
have been made by Dennis Bros., Ltd., 
whose new direct injection engine works 
on an advanced principle by the use of 
a new type cylinder head, ‘the rest of the 
engine remaining practically unchanged. 
The same firm exhibited a five-speed 
gear-box for use with their relatively 
slow-running Diesel engine, thus ensur- 
ing still greater fuel economies. 

Transport operators dealing with 
5-ton loads can now select from a 
number of makes within the 50-cwt. 
category, notably Commer, Morris- 
Commercial, Thornycroft and Vulcan. 
The Albion 54-tonner is the biggest 
load-carrier in the lightweight class. 

e 


Prices Further Reduced 


Ik spite of the general tendency 
towards increased raw material costs, 
Commer Cars, Ltd., have made sub- 
stantial reductions in prices. These 
apply to the whole range of forward 
control trucks; the amount in the case 
of the 3-tonner being no less than 
£17 tos. The lower price is accompanied 
by chassis improvements, including a 


new. self-energizing Brake system. The 
r5-cwt. Commer van has its carrying 
capacity increased from 120 to 130 
cubic feet. 


Any Type Truck for. 
Any Type Business 


F the Show produced no mechani- 

cal novelties, it certainly appealed 
strongly to practical transport opera- 
tors. The polished ‘‘show chassis’’ gave 
place to ‘complete vehicles built to 
satisfy widely diversified business 
needs. a 

The Albion laundry van, for example, 
was a fine combination of mechanical 
excellence and practical utility. The 
box van body with swept lines and 
covered rear wheels has an internal 
floor length of nearly 1r4ft. and is 
6ft. 6in. wide. Behind the driver is 
a sliding door, while a roller shutter 
gives access from the rear. 

Another attractive van for delivery 
purposes is the Dodge 30-cwt. model, 
sold complete for £225. 

Equipped with a six-cylinder petrol 


engine and embodying many chassis« 


refinements, the Leyland ‘‘Cub’’ Luton 
type furniture van belongs to another 
class of vehicles, its price being £795, 
for which outlay reliable service can be 
obtained over a very long period. The 
internal dimensions of the body are 
16 ft. 6in. long by 6ft. roin. wide by 
8 ft. 3in. high, giving with the extra 
extension over the cab a total capacity 
of 1,000 cu. ft. 

Almost every other trade has received 
close attention from manufacturers, 
whose latest ranges of models reveal 
a very clear conception of business 
re@uirements. 


4-Wheeled Horse Arrives 


N important development for 

‘nner zone’’ transportation is the 
Karrier Bantamefour-wheeled ‘tractor, 
shown for the first time at Glasgow. 
Following closely upon the design of 
the well-known three-wheeled mechani- 
cal horse, this new model is a useful 
alternative for «those who prefer four- 
wheeled motive units for use in con- 
junction with multiple semi-trailers. 
The machine will haul 5-ton loads and, 
fitted with standard automatic coupling 
gear, can take up duty readily in com- 
pany with existing mechanical horses 
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of the same origin. The new model is 
listed at £299. 


To Modernize your Garage Plant 


ENDING a more general acceptance 

of manufacturers’ unit exchange 
schemes, operators are well advised to 
study the latest examples of garage and 
repair-shop equipment. 

Specialized lubrication appliances 
have certainly advanced rapidly, judg- 
ing from the displays at Kelvin Hall. 

The products of Tecalemit, Ltd., 
deserve special mention, their range of 
lubrication batteries enabling the fleet 
operator to introduce highly efficient 
methods into his garage routine. 

C. C. Wakefield & Co., Ltd., have 
done much to raise fleet maintenance 
standards by producing efficient lubrica- 
tion servicing equipment. 

Among other comprehensive ranges 
of garage equipment the display of 
E. P. Barrus, Ltd., aroused great 
interest. Hydraulic lifts, brake relining 
machines, brake testers, engine condi- 
tion testers shown in their latest forms 
suggest great possibilities of bringing 
fleet servicing arrangements’ up to the 
highest state of efficiency. 

To conclude with a seasonable note, 
a well-designed fog lamp indispensable 
for night trunk services is the Lucas 
BT. 37 model. 


O 
How to Avoid Road 
Risks and Reduce 


Tyre Costs 


URING the winter months trans- 
[D costs may suffer heavily as 

the result of accidents caused by | 
wet and greasy roads. Every road 
delay gives rise to justifiable complaigts 
from customers, but few vehicle users 
realize how much of the trouble starts 
with worn tyre threads. 

Incidentally, we are reminded that 
the Supplementary Note XIII of the 
Highway Code reads: “It is an offence 
not to maintain tyres fitted to a motor 
vehicle in a safe condition.” 

Existing road conditions focus atten- 
tion on means to prevent skidding and 
more particularly on the Tecalemit 
Pneugrippa process. Tyre safety and 
tread longevity are increased by using 
the Pneugrippa machine which cuts 
regularly spaced incisions to a depth 
of 5mm. and 12mm. apart across the 


_ tread of the tyre. 


The effect is to increase the tread 
adhesion on wet or greasy surfaces to a 
remarkable degree, thereby eliminating 
surface attrition and prolonging tread 
life. For owners of fleets numbering 
75 to roo vehicles, it will pay to install 
a Pneugrippa machine which, supplied 
and installed by Tecalemit, Ltd., with- 
out charge, is paid for on a basis of the 
meter reading which registers each cut. 

According to information from 
Tecalemit, Ltd., the extra tyre mile- 
age obtained by fleet owners who use 
the Pneugrippa process ẹ more than 
covers the cost of titis effective tread 
treatment. 
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3-4 ton “Leader” 
S.W.B. Tipper Chassis .. .. £245 
L.W.B. Chassis .. is .. £260 
Spec. L.W.B. Chassis .. £297.10.0 
30 cwt. and 2 ton models, 

‘Chassis prices from £I8I . 10.0 


Also the well-known [5 cwt., | ton and 
3 ton Models 
Write for full particulars 


MORRIS COMMERCIAL CARS, LTD. : ADDERLEY PARK : BIRMING HAM, 8 


r LORD NUFFIELD, Chairman 


Sole Exporters : MORRIS INDUSTRIES EXPORTS LTD., COWLEY, OXFORD, ‘ENGLAND 
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How to Use 


Mechanized Wages Preparation 





By H. W. Ross, F.W.C.A. 


* 


HEN we consider the applica- 

W tion of machines to office work 

in general, the preparation of 

the wages is always one of the foremost 

classes of work that it is claimed can be 
fully mechanized. 

How far, however, is it possible to 
utilize machines for this class of work 
so as to ensure accuracy, control and 
economical working? i 

To a large extent the question must 
be considered in the light of a particular 
business, but as so many of our factories 
remunerate their employees by' day- 
work and piecework methods, it is con- 
sidered that a review of the methods 
adaptable to this system would be of 
general interest. 


Avoiding Clerical Work of Adding 
Up Time Worked 


It is not intended to discuss the 
merits or demerits of the varjous classes 
of time clocks in use, but simply to 
assume that a clock is used and how 
we can eliminate the clerical work of 
adding up the hours worked in the pay 
period. i 

It is further assumed that overtime 
is authorized by the foremen and that 
a special card is issued to the man that 
can be punched by the clock on leaving. 

The type of card shown in Fig. 1 can, 
under these circumstances, be used for 
the recording of ordinary time and to 
show also overtime hours and total 
hours to be paid. It will be noted that 
late time or absence from work is the 
only hand-recording to be done, and the 
total of this deducted from the printed 
full time gives the total of ordinary 
time. The overtime hours are trans-- 
ferred from the special card referred to 
above. At the end of the pay period’ 
the total time absent is made and total’ 
overtime worked and bonus, and this, 
combined with the printed hours in the 
column full time, gives the total hours 
to be paid. 

Now, as absentees and late-comers 
form only a small percentage of the 
total; it will be recognized that the 


clerical work entailed in adding up each 
day’s total is very much reduced. 

Now, where tabulating machines are 
used, each man would have a master 
card punched with his number, name, 
department, section and total hours, 
i.e., 47. Where an employee lost time 
or worked overtime, a separate card 
would be punched for each variation 
from the full hours workable. 

When the cards are tabulated the 
overtime is automatically added to the 
47 and the lost time deducted, the 
net total, i.e., 41, being automatically 
thrown up by the machine without 
punching on the card. 

When the total of overtime or lost 
time is required per department divided 
into the various sectiqns, comprising a 
department, then these special cards 
would be sorted and the tabulator 
would show totals per section and total 
per department, and by this means 
accuracy is ensured that such totals 
balance ‘up with the pay-roll without 
the, necessity of having to pass the 
standard cards through the machine. 

In very. large factories details of time 
lost and overtime worked are required 
over long periods per section and per 
department. In this case it is interest- 
ing to know that 
by the aid of 
another machine 
working in con- 
junction with the 
tabulator, we can 
print the details 
of a month and 
at the same time 
transfer the totals 
per section and 
per department to 
a punched card 
automatically. 

By such means, 
for future statistics of this nature all 
that is necessary is to tabulate these 
total cards, thus very considerably 


reducing the tabulating hours. Natur- ` 


ally, this method can, if required, be 
extended to give yearly totals per 
section and department. 


Ordinary Machines are Best for 
° Wage Calculations 


In considering calculations, mention 
must be made of the special multiplying 
punches that.are available; in which it 
is only necessary to punch the hours 
and rate,.or, in? the case:of piecework, 
qantity and price. Where we have to 
treat with a very large number of calcu- 
lations, such a machine is well worth 
consideration andęmay be found to be 
an economical» proposition. 

For moderately large works, however, 
it is the writer’s opinion, after many 
years’ experience with various classes 
of wage-calculating machinery, that in 
the majority of cases wage calculations 
are more “econgmically performed by 
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the ordinary type of calculating 
machine, due to the fact that such 
machines can be used for other calcula- 
tions and can be kept fully occupied, 
whereas in the other class referred to 
the basis is a punched card. 


How to Get At Piecework 
Calculations 


To record the quantity of work per- 
formed by each operator, the price or 
allowance to be made, each business 
must design a record to suit its indi- 
vidual needs. It should, however, not 
be lost sight of that with the punched 
card system it is possible and prac- 
ticable to utilize the punched card as 
the original record-punching in the 
necessary data after completion. 

This means allows of preparing not 
only the details of each man’s piece- 
work earnings, but enables us to pre- 
pare statements showing the output 
and cost per article or per operation. 
Further, where the machine number is 
given, we can from the same record 
prepare returns that will show up 
machine or shop efficiencies. In this 
connection, however, it is most im- 
portant to guard against that most 
common error in industry of to-day, 


Week No....... 


Absent Over- 
or late time 


varesise 


Total 


Bonus 


Full 
time 


FIG. I 

i.e., compiling historical records that 
will not prevent wastages. One often 
hears arguments used that such records 
tend to control future costs, but in 
actual practice this is not always the 
case, as the results of future operations 
are in their turn only brought to light 
after the event. These records, on the 
other hand, have their uses, such as for 
future estimating and comparisons with 
“standard”? costs. 


How to Deal with Special 
Allowances 


These include amounts paid for 
travelling, ‘‘dirty money” or allowances 
made for specially dirty operations, etc. 
All of these should be controlled and 
authorized’ by a responsible official and 
advised to the wages office on a special 
form, and balanced up with the wage 
bill. 

The above demonstrates how each 
man’s earnings are recorded to show: 

Daywork or time-werking; 
Piecework or bonus allowances. 
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Time-Savers that will Increase Efficiency of Your Staff 
and Bind Your Customers More Closely to You 


Use a System Desk. Calendar or Pocket 
Secretary yourself—place one on the desk 
of every important member of your staff. 
You will quickly realize why these devices 
are more frequently used than any other 
form of desk equipment—why they are 
the greatest time- and worry- savers ever 


fey iced. 


SYSTEM DESK CALENDAR 
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following manths 
eta! seif-tocking roads for 
Pad of gatea momo aneets 
the 
year. 
Qurrent day's memo sheet 


Metal stand—uce- 
ful year after year 


Size 54 x 34 
in. on hand- 


some Cop- 
pered Metal 
Stands or 
Bakelite 
Stands in the 
following dur- 
able colours: 


Black, 
Red, Brown, 
Green, 
Mahogany, 
Oak, or 
Marbled. 


Size 4 x 3 
in. on Cop- 
pered Metal 
Stands only. 


Decide and ACT NOW 





If you want supplies for your own or your staff’s 
use up to twenty-four devices, you should place 
your order with your stationer or fill in and post 
the Order Form below with ‘your remittance 


TO-DAY direct to the publishers. 


But if you 


want bigger quantities, or wish to have your name 
and address or announcement overprinted, send 
the Enquiry Coupon for a Special Quotation. 


SHAW PUBLISHING COMPANY Ltd. 


Calendar. Department D]36 


6, Carmelite Street, London, E.C.4 


ENQUIRY COUPON 





To SHAW PUBLISHING CO., LTD. 
6 Carmelite Street, London, B.G. 4 
Without incurring any obligation I would like 
to have your quotation ÑO... e.. ..cccccccscsee serere 
—— System Desk Calendars 
——System Pocket Secretaries 
Interchangeable Desk and Pocket 
Secretaries. 
or please quote for 
for advertising purposes. 
Namene eich ass. x Kiria adie: ar Rays aiones : 
Address ..... Ce ee 


D738... .. 


For continuous and effective advertising, 
and for creating and cementing goodwill, 
these efficiency devices are unequalled. Your 
business announcement, prihted prominently 
but unobtrusively on each Daily Sheet, keeps 
your goods or service before the notice of 
your customers or prospective customers 
every hour of the day throughout the year. 


SYSTEM POCKET SEGRETARY 


Size 54X33 
-SUT Uinding Cover—Leathorgrainad ii 
e a Full instruotlons Inside front cover mn., in Black, 
f Sac e Day and Date in bold type Brown, Blue 
EA t > 

“4 # ingenious band that automatically 

{r phe: R P: npens Book to to-day's dats L ea t h er or 
ors fi N 








Half.hourly resord of angagamenta 


Brown Leath- 
erette Covers. 
Size 4 x 3 
in., in Black, 
Blue, Brown, 
Red and Cro- 
codile Leather 
or Brown 
Leatherette 
Covers. 
The Pocket 
Secretary al- 
ways opens at 
to-day’s date. 


New business Idea for aach day 
Calendar of current 3 months 
aia of all proseding days 


Patent locking dovics that 
binds Sheets firmly 


eo Day's Momo, Sheot 
— Sheets for following days, 


open for Instant reference 


\ Year's Calendar on Back 
a Cover 
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INTERCHANGEABLE DESK 
AND POCKET SECRETARY 


This combines in one interchange- 
able device the Desk Calendar and 
Pocket Secretary. You can carry 
the Daily Sheets in the Loose-leaf 
Binder in your waistcoat pocket, 
or slip it into the metal stand fox 
use on your desk. 

In two sizes: size" 
54 X 3¢in. and 4X3 
in., in colours as speci- 
fied above for System 
Pocket Secretaries. 





ORDER FORM 
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Before, however, we commence to 
compile our wages, we must consider 
the question of stoppages, such as 
insurances, clubs, sales, etc. 

Some of these, such as insurances, 
are standard and can be shown on a 
punched card which cap be utilized for 
years; other stoppages, such as sales, 
are specials and must be catered for 
specially. : . 

Apart from the use of purched cards, 
standard stoppages can be shown on the 
address or wage plate of each employee 
and is useful where tabulating machin- 
ery is not in use. All such deductions 
must naturally be properly controlled 
and balanced with the final wage bill. 


o 
Two Main Classes of Mechanized 
Wage Payments 


Having obtained all the details of 
both earnings and deductions, let us 
consider the question of wage compila- 
tion by mechanical means. Generally, 
we find this falls into two main types: 

(1) Transcribing on a loose sheet or 
card the full details of each man’s 
earnings and deductions from the 
original records previously described, 





Modern Desks. 
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This new desk, by Shannon Ltd., has suspended pedestals and is in the 
attractive striped wood, Zebrano, with chromium pulls. 
You know how difficult it is to 
draw out an ordinary reference slide easily and quickly; in this desk 
In can thus be brought into use 


feature is the novel reference slide. 


it is incorporated in the top drawer, 





and then using calculating and adding: 
machines to arrive finally at the net 
amount to pay. 

From such a special wage sheet is 
prepared by a further machine which 
automatically gives sub-totals per de- 
partment and grand total and at the 
same time prepares the pay-ticket for. 
the employee. In other cases two 
machines have to be used owing to the 
printing of names. 

(2) Using punched cards as the 
original records, calculating direct ‘on 
these cards the amount earned and 
afterwards punching this information 
in the respective columns. 

Using standard cards for some deduc- 
tions and special cards for other deduc- 
tions. 

Using standard cards for names and, 
after sorting under men’s number, 
printing names, total of earnings and 
deductions, the machine throwing out 
automatically the net amount to pay. 

By the use of such machines we can 
also prepare pay-tickets showing, if 
required, the full details and also record 
the numbers of each note or coin 
denomination required to effect the pay. 

‘Naturally, full details can be pre- 


Another 


by simply opening the drawer, but it will readily slide out of the way 
so as not to interfere with the use of the drawer 
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pared from the same cards in respect 
of each section or department showing 
total earned on time rates, on piece- 
works and every class of allowance, and 
in respect of standard deductions we 
can punch the figure 1 for a standard ~ 
deduction of, say, sixpence, which the 
machine senses and makes the necessary 
deduction. 


Type No. 1 is really nothing more or 
less than preparing wages on the old- 
fashioned wage-book methods, using 
machines for calculatioris and additions. 
Such a method cannot be claimed to be 
the mechanization of the pay-roll, and 
inasmuch as names, total earnings, total 
deductions and amount to pay have to 
be recapitulated by other machines, the 
method can easily cost more than if one 
continued with the wage-book. 

A further point to remember, and a 
very important one, is that whatever 
information is required after having 
compiled the wage bill, it is necessary 
to prepare a separate analysis, which 
is not the case in the punched card 
system. 

{Space prevents our publishing the full text of this 


article. Jt will, however, be completed in next 
roonth’s issue-—Ep.] 





Used By To-day’s Executives 
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Above: Here is a very special desk which 
we reproduce from the French business 
magazine L'Organisation. First, it has a 
very large working top, for the man who 
handles big documents such as plans, charts, 
blue-prints, etc. B, incorporated in the top 
is a movable “writing pad” surface that can 
be released only by a secret lock in the 
drawer below. It conceals an asbestos lined 
metal chamber for the storage of vital papers 
that need to be kept handy. A, is a fitted 
filing drawer; C, a small drawer partitioned 
for the usual pencils, clips, pins, etc. ; D, is 
an extension flap for stenographer; E, slid- 
ing bracket for phone ; F, partitioned drawer 
for any special stationery the particular 
executive needs 


O 


Left: This desk was specially made by 

Dictograph Telephones Ltd., for a director 

of one of the best known firms in Britain. 

Note shape of the working surface and 

inward slant of the daawegs. Arrow indi- 
cates the loud-speaker phone 
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i i * 
Smith Synchronous Electric Clocks keep*true _ 
~ Greenwich time, being kept accurate and automatically controlled by A.C. Mains. 
Modern executives recognise the value of this service and plug in Smith 
Synchronous Electric Clocks which maintain exact Greenwich time through- 
DELHI. Moulded casein Walnut out any organisation. These clocks neither gain nor lose, require no. winding 


Mahogany finish, 127 dial, . : i 
143” ace Price 65/-. Without or regulating, and cost less than 1/- a year. each for cwwent. Informative 


Chrome Bezel 57/6. brochures are free on request. 









Issued by: SMITH’S ENGLISH CLOCKS, LIMITED, CRICKLEWOOD WORKS, LONDON, N.W.2 
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CLEAR AIR IS THE ORDINARY OFFICE 


: CHAI aaa! 7” 
VITALTOA a, IS THE “SEAT 
OF TROUBLE” 


Many serious ills are caused by 
the old style of office chair. 
Ingprrect posture affects the lungs 
and heart, and impairs the proper 
functioning of the internal organs. 












The Tan-Sad system of seating, 

used extensively by; Britain's 

. | leading industries, is designed 

‘ to obviate harmful pressure on 

. | the spine, lungs and heart, by 

distributing the weight of the 

body evenly, and assisting the 

correct oxygenation of the 
blood. ` 


For Health—Comf@rt—Elegance 
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Keeps the air clear, free from smoke or stuffiness, : , 
without draughts. : Write for the “UTILE RED BOOK” which tells you all about it 
e 





Easy to instali and inexpensive to run. 
Write for particulars to :* ` 


RICHARD CRITTALL |THE TAN-SAD CHAIR CO. (1331) LTD. 





TV YOs J319VALINS 


AND COMPANY LIMITE D |-AVERY HOUSE, CLERKENWELL GREEN + + « « LONDON, E.C./ 
re Bush House, London, W.C.2. Telephone: Temple Bar 7777 
SHOPS OFFICES - HOTELS OR ANY BUSINESS ESTABLISHMENT n 
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BUSINESS EQUIPMENT REVIEW | 





Finger- 





has hitherto been largely used by 

either large firms or by concerns 
that have to handle an intense stream 
of work. The production of the new 
Powers-One equipment, however, makes 
it possible for a small sales organization 
or even an ordinary retailer to get daily 
analyses of all selling facts and figures 
and detailed accounts of every kind of 
stock movement. Furthermore, 
new machines are a valuable addition 
to users of the dig Powers machines 
and cards. 

Thus, punched card machines, with 
all their advantages of accurgcy, speed, 
labour and time saving, are brought 
within the reach of the average business 
man. 

The equipment 
machines: (x1) punch; 
sorter; (4) tabulator. 

Before briefly describing these mach- 
ines I will outline the working of the 
system. Most executives are familiar 
with punched card systems, whereby all 
kinds of information are recorded by 
holes, of pre-determined significance, 
punched in cards. The Powers-One 
equipment works on the same prin- 
ciple, the difference being in ‘the size 
of the cards and the extent of their 
use. 

The new card measures only 2} by 
2 inches, but each contains 21 columns 
of information. 

It should be pointed out kere that the 
Powers engineers designed the new 
equipment mainly for use by multiple 
and other retail stores and similar busi- 
nesses. The chief function of Powers- 
One is, then, to provide rapid analysis 
of all factors in sales, the production of 
dispatch notes, commission statements, 


M iss hitne accounting in all detail 


consists of four 
(2) verifier; (3) 


the’ 


In the Powers-One tabulator, 
which you see here, the cards 

are fed to the machine in : 
batches and, with a touch of 

the lever (on which the girl 
has her right hand) the 
tabulator is in action. In 
this case it is printing a sales 
analysis sheet. 


a © 


and so on. It can also be 
used for stock control. 


How to Get Daily 
Analysis of Sales 


Let’s suppose you are oper- 
ating a business with 12 sales 
departments. Obvibusly, effective con- 
trol of sales in those departments can 
be obtained only through detailed 
analysis. This is where Powers-One 


equipment does a remarkably slick job. 


The major analyses you will need are 
these: sales for each department; sales 
for each branch; sales for each assistant; 
sales to each customer; sales of classes 
of goods; cash or credit sales. 

Each of these detailed analyses can 
be given daily, weekly, monthly, quar- 
terly and yearly by the new system., 
This is done by punching the informa-" 
tion on the cards straight from the sales 
dockets. If you are working on daily 
figures, then the punching can be car- 
ried out immediately after the sale. 
The salesman hands the carbon copy 
of his sales docket to the staff operating 
the system, and the information is 
culled from the docket there and then 
and punched on the cards. If you wish 
you can delay the punching until the 
end of the day, but for daily figures the 
method described provides an 
even flow of work. Tabulat- 
ing and analysing can then 
be swiftly carried out directly 
the day’s business ends. 

This is only a simple ex- 
ample of how the system 
works. It can be adapted to 


provide other @nalyses and F ~ 
totals according to your ; 
needs. 


Fast, Accurate Stock 
Control Is Possible 
A method of card-by-unit 
stock control is possible with 


the new equipment. I men- 
tion this merely to show how 





Tip Control of ANY Pini 
Business With this Set of 


New Machines 


By C. E. DAY 


adaptable the system is. Stock is cal- 
culated in units. If, for example, your 
lowest unit is a case of six tins of pears, 

a dozen rods of steel, or whatever goods 
you deal in, then each card represents 
a unit of six or twelve. It may possibly 
be a unit of the lowest quantity of 
goods—one. If that is so, then the card 

represents one unit of one. 

Before these cards are put on file 
they are punched with the details of 
information. When a requisition for 
stock comes from a department or an 
order is filled, cards representing that 
stock are withdrawn from the file. 
Thus, the file always shows-—visibly— 
the precise amount of goods still in 
stock. 

Withdrawn cards serve to produce 
the dispatch or credit note. They are 
put in the tabulator, which then prints 
the note with all necessary detail, culled 
from the cards. 


The Punch is the First 
Machine Used 


In any use of the system the punch 
is the first machine employed. There 
are two types: hand and automatic 
key punch. The latter is naturally 
faster in operation and has refinements 
which make it a most economical 
machine, 

The accuracy of the punching is 
tested by the verifier. Cards are fed 
into this machine, and reading is done 
from original documents. If the second 
punching differs from the first in any 
way, the verifier refuses to` function. 
Thus you have immediate check on any 
mistake. 

Cards are next passed to the sorter. 

(Continued on page 42) 
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This is the exact size of the punche@card used 


in the Powers-One 8utfit. 
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Manufactured by 


BAR-LOCK (1925) COMPANY 
BARLOCK WORKS, NOTTINGHAM , 
Telephone 75/41/2 @ it 


pok 


FOR ANY 


FACTORIES vi: 


An exclusive registereof excellent sites possessing the following 
advantages is available for inspection: — 


cele rene — 
= FACTORIES AND 
FACTORY SITES 








the Great Western 
Rallway. 


+ 


Low -priced land in 
iow-rated districts, 


* 


Good labour supplies. ne as 
Coal, coke, and raw gi 233 et 
materials within easy E a ass 
reach. fo E ai 4 gsi 

* mi si psa ane 

3 p5 = ees Be. 

Availabllity of 4 gig i ars 
chipping facilities at , is iad se EELE 
LIVERPOOL, CAR- Kaa gn an War “ 
DIFF, NEWPORT, 18 a wg oS 
SWANSEA and PLY- 
MOUTH. 

* 
Cheap fighting and 
power. 

* 
Ample water | supply. 

* 


Adjacent to large 
centres of population 
and industrial areas. 


* 


Advice freely given as to the BEST LOCATION to sult YOUR particular . 
requirements, including prospective transport charges, on application to : 


The Chief Goods Manager := 
Development Department 


GREAT WESTERN RAILWAY 


PADDINGTON STATION; W.2 


- (Tel. : Paddington 7000, extension Aea, , 
Paddington Statidn, VY. ; ES MILNE, General Manager 
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LOUD SPEAKING INTER-COM- 
MUNICATION TELEPHONES 


YOU flick a key, a second, a third .... immediately 
you are if simultaneous touch with three depart- 
ments. All can speak to you, hear your replies, each 
other’s conversation and yours ... coming over crisp 
and clear. You hold an office conference without any- 
body moving an inch from their. desks. Isn’t that 
efficiency with comfort, convenience with economy of 
time and effort ? ie 
' HERE ARE THE OUTSTANDING ADVANTAGES: 
4. Hear replies ALOUD— 
* keeping hand. free for 
desk work. 


1 Youcan get any depart ment 
° without dialling, calling 

switchboard, holding earpiece 

or speaking into mouthptece. 


: If necessary, loud speaker 
2 ° ai af a ots 5 * cambe switched off so that 


department. self only need hear replies. 
. Right of way over other 
3 . jos ee Me ah e 6 e FULL SECRECY. 


CAN YOU AFFORD TO BE WITHOUT THESE 
UNIQUE CONVENIENCES AND ADVANTAGES? 


MASTER STATION 





Why not get in touch with us? Ask for full particulars 
of our moderate RENTAL NAINTENANCE or make an 
appointment for a free demonstration at YOUR ADDRESS 


a ERICSSON TELEPHONES LTD. 


67/73 Kingsway - =- London, W.C.2 
_ Telephone : Holborn 3271-2-3 
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Better LIGHTING . ... by Using Fewer 





Left: This illustration gives a good idea of EFFECTIVE lighting ; ET this result. was 

obtained with only two 4o-watt bulbs in each cornice and a single 40-watt behind the 

artificial window at the end. Right: This is the restaurant referred to in the article, lit 
by a PLANNED system that reduced the wattage from 1090 to 2,400 


HE deep-rooted idea is that to get 
more effective artificial lighting in 
office, showroom or works you 
must: 
(1) Replace your light bulbs by 
others of higher power; or 
(2) Increase the number of bulbs; or 
(3) Combine both these increases. 
Having made your change, you may 
have increased the actual light falling 
on the work surface, but, what is more 
than probable, you have also intro- 
duced other factors, harmful to per- 


sonnel, that entirely negative this 
advantage. 
Furthermore, you have certainly 


introduced a cause for much higher 
current consumption expenses. 

Under a new system of planned light- 
ing now being marketed by a London 
firm, this old fallacy about raising the 
power of light at the source to get a 
more effective light for the eye to work 
by is completely exploded. 


Fallacy Exploded: This’ System 
Reverses Old Ideas 


This new system, in fact, operates in 
the reverse direction, and produces far 
better results. That may sound para- 
doxical, but facts bear it out. 

There is nothing complicated or 
secret about this new method, nor is 
it expensive—as I will show in a few 
moments. 

The principle behind it is simply the 
scientific employment of the full effici- 
` ency of normal light bulbs instead of 
the small fraction of it utilized in 
ordinary systems. 

This firm takes the even distribution 
of daylight as the ideal. In the ordinary 
office or factory, well lit by nerth day- 
light, you do not get eccentric patches 
of high intensity light alternating with 
awkward shadows. You get®a soft light, 
brilliant enough to enable the finest 
work to be done in comfort, and so 
evenly distributed that in no part of 
the room is the mechanism of the eye 
overworked to counteract glafe or 
strained to make up for light-deficiency 
in deep shadows. 


This, then, is the ideal to be 
approached as nearly as possible by 
artificial means. The essential basis of 
the new system, therefore, is one of 
light-distribution. It has little or 
nothing to do with candle-power. 

For example, when called in to make 
a lighting installation, the first thing 
these engineers look at is the colour of 
the walls, ceiling, forniture, equipment 
and floor of, say, an office. The plan 
of the engineers is to get as much help 
as possible by reflection from every sur- 
face of the room. In effect, this reflec- 
tion factor is all free light to you. The 
current you pay for is being made to do 
more work. 

Just how the light points are calcu- 
lated and set, or how dispersive glass 
is made use of, need not be gone into 
here. J have outlined the principle of 
the system, I will now cite one or two 
facts that, I think you will agree, fully 
justify the firm's claim of “better light 
at less cost’’. 

A London restaurant was lit by 260 
bulbs consuming 7,800 watts. Criticism 
had been received that the lighting was 
both ‘“‘glaring’’ and ineffective. The 
management, too, had long been wor- 
ried by the heavy costs of current. 

When the engineers of this new firm 
were called in, they at once changed 
the positions of the light sources and 
reduced the number of bulbs from 260 
to 16, consuming only 2,400 watts. 


e 

In a store, already recog- 
nized as the best lighted in 
Glasgow, this system :— 


of bulbs 


Reduced flumber 
used by 75% 


Cut current, 


by 331% 1° 


Tiereaied Light Effect- 
tveness 950%. i 


consumption 
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z Bulbs and Less Current 


A New System that 


Saves You Money 


. By H. W. P. COOPER 


On the face of it, such a drastic 
reduction would seem ridiculous, but 
this is the sort of thing that has to be 
judged by results. And the result 
here was not only a current reduction of 
two-thirds, but a 50 per cent improve- 
ment in the effective lighting. 


These Results Beat All The 
Sceptics 


Another example was even more out- 
standing; it was, in fact, a sort of test 
case. A certain Glasgow firm claimed 
to have in their showrooms the most 
modern and efficient lighting system in 
the city. They were told, however, 
that the new system could improve on 
it b 

es Reducing by 75 per cent. the 
number of bulbs used. 

(2) Reducing current consumption 
334 per cent. 

(3) Increasing the effective light by 
600 per cent. 

The management was highly sceptical, 
but accepted the challenge on condition 
that the experiment should cost them 
nothing if it failed to reach the claims 
made for it. 

The system was put in and claims 
one and two, substantial though they 
were, were justified. But numbér three 
went right beyond; effective light was 
improved by 950 PER CENT. 

From these examples it is also clear 
that the improvement in lighting is 
obtained by -scientific planning, and 
not by the old mistaken method of 
increasing the candle-power and/or 
number of light sources. 

In addition to these direct cash 
savings in bulbs and current, other 
economies are also introduced by this 
system. For example: 

(1) Better use can be made of space 
in office or factory, since every 
square foot is better lighted. 7 

(2) Lower maintenance and replace- 
ment costs, since less equipment 
is involved. 

(3) Better work from employees 
because eyestrain and consequent 
fatigue are eliminated. 

One important point that these light- 
ing engineers stress is that there is no 
standard of lighting that can be set 
dewn as suitable for various types of 
work. As I have shown, every office, 
shop or factory has its own particular 
conditions to which the system of light- 
ing must be applied if theṣf advantages 
and economies are to be enjoyed. 
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One Machine does the work of Two 


Continuous Form Billing in addition to regular typing 
2 


Your typewriter actually does the work of two machines 
when used with “‘Fanfold’’ Continuous Form Adapter, because 
f the many time- and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages of 


regular typing. 
“Fanfold” Continuous Forms typed over our Attachment effect Send now for 
savings in Billing time, and costs, ranging from 17% to 78% ê folder “Why” 


showing how 
Visible Systems 
keep your busi- 
ness at your 
finger tips. 


CARTER-PARRATT LTD. 


(P. J. CARTER EVE, 
Managing Director) 


317 ABBEY HOUSE 
VICTORIA STREET 


LONDON, S.W.1. 
Telephone: Abbey 3675/6 


A MINIMU 


OF TIME, COST 
AND , LABOUR 
< 


without affecting the operation of the typewriter for regular 
correspondence and other purposes. ' 


“Fanfold’ Adapter places no strain whatever upon the type- 
writer carriage; because of the very simplicity of construction 
and operation there is nothing to get out of order. 


anto/ 


Ltd. 


TRADE MAK 


NORTH CIRCULAR ROAD, LONDON, N.W. , 
Telephone : GLAdstone 5477 (3 lines) : 
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Do you want a Profitable 
Business of Your Own? 


Do you want to make money in your spare time? We 
show yọu exactly how to start and ruñ a full-time or a 
spare-time business, with little capital, from your own 
address. No office or shop, no training or experience is 
necessary. Everything is made so clear and easy for you 
that you can begin at once to earn an increasingly good 
income. 


ad 


You receive practical, com- 
plete details of no less than 201 
profit-earning businesses, any 
one or more of which you can 
run with certainty of success 
and profit, no matter what your 
age or where you live. Not 
only do you start the kind of 
business which most appeals 


to you, but you know from the 
very beginning you will make 
good—that your prospects are 
excellent and your future as- 
sured. There are no risks, no 
waiting. Results are sure. 
Expert guidance is given every 
step of the way. 


Send for FREE Booklet 


The fascinating book which gives full details of these 

20x proved profitable Businesses costs you nothing - 

and commits you to nothing. So why not send a p.c. 

to-day for your FREE copy, or fill in and post the 

coupon below to: Business Service Institute (Dept. 
118W), 6 Carmelite Street, London, E.C.4. 


poe POST THIS COUPON NOWs === 64 
] BUSINESS SERVICE INSTITUTE, 6 Carmelitg Street, London, E.C.4. 1 
| Please send me, without obligation, your FREE Booklet describing “How ? 
to Start and Run a Business of Your Own’’, 
| Name.. ) 
} DP OSS De, oaan eei “SER a a Wace eles, .. Sac ss 
l gsw sen ease TEET : 
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iS LITTLE WONDER 
7 ae 


7 Includes 125 yw ADDRESSALLOT @ 


rea dy-to-use 
stencils with 
A-Z Index 


“LITTLE WONDER’ 
-ADDRESSALLOT! 


e 
Quickly, cheaply and very neatly the 
Addressallot will address envelopes, 
postcards, statements, labels, etc. It is 
also a complete card index in itself, in- 
dispensable to the medium-size organiz- 
ation. 


THE ADDRESSALL MACHINE Co. 
266 HIGH HOLBORN, W.C.I 


HOLBORN 3571-2. 








THE 
ADDRESSALL 
COMPANY HAVE 
HAND, FOOT, AND 
ELECTRICALLY 
DRIVEN® EQUIPMENT 
for MAJOR ADDRESS- 
ING PROBLEMS... . 
WHILST THE FULL 
RANGE GUARANTEES 
SOLUTION OF ANY 
ADDRESSING PROBLEM 

a 











40 


VALOR 


STEEL FILING CABINETS 


reduce risks of loss 
by fire or vermin 





Install “VALOR” 
Steel Filing Cabimets 
To-day 





~EOUGH low in cost these 
Cabinets are made of best 
British Materials throughout 
and to the usual “VALOR” 
high standard of workmanship. 


“VALOR” Cabinets are easily 
handled and*have none of the 
disadvantages of wooden Cabi- 


nets which are liable toewarp or | 


crack and do not offer complete 
protection against vermin. 


They can be supplied in quarto 
and foolscap sizes with from 1-5 
drawers, and are attractively 
finished in olive green stoved 
enamel. (Special finishes can 
be arranged for.) 


Write to-day for List 20/V.55 giving full 

particulars of these Cabinets, also Steel Cup- 

boards, Shelving, Clothes Lockers, etc., to meet 
all office requirements, 


We are also manufacturers of Fire 
Extinguishers for the complete protec- 
tion of Offices and Works. 


Buy British Googs 


The VALOR CO. Ltd. 


BROMEFORD, ERDINGTON 
BIRMINGHAM 
London: 120 Victoria Street, S.W.1 
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How An 
Insurance Broker Can Help 


You in Your Business 
By Our INSURANCE CONSULTANT 


as a result of these Insurance 
articles it is clear that many pro- 
vincial readers are not fully alive to the 
following six points: 
(1) Types of cover 
(2) Insurance Markets 
(3) Types of Insurance Brokers 
(4) Functions of the Insurance Broker 
(5) Annual Audit of Insurance Policies 
(6) Claims Servicé 
I will deal with these points in order: 


Types of cover 


These should be comprehensive, up to 
date and with liberal conditions. They 
should carry one premium on one fixed 
renewal date in the year, so that time 
may be saved by dealing with the 
matter of insurance once each year, 
thus avoiding the accident of any re- 
newal being overlooked. 


ae letters that I have received 


Instrance Markets 


There are three markets for insurance 
other than life insurance, i.e., tariff 


companies, non-tariff companies and ' 


Lloyd’s. Most familiar are the tariff 
companies: those which have agreed to 
underwrite certain risks at a specified 
“tariff” or fixed charge. Non-tariff 
companies do not underwrite at a fixed 
charge but rate each risk on its merits. 
Lloyd’s work similarly. 

Lloyd’s underwriters are not ap- 
proachable directly by the insurance 
public but only through an authorized 
Lloyd’s broker, who is ‘‘admitted to the 
Room’’ where the business of Lloyd’? 
is transacted only after furnishing the 
Committee of Lloyd’s with securities 
or guarantees. No other broker can 
approach Lloyd’s Underwriters except 
through the authorized Lloyd’s broker. 
The advantage, therefore, which a 
Lloyd’s broker has, and which he can 
place at the disposal of the public, is 
that every market is open to him for 
the placing of insurance. 


Types of Insurance Brokers 


An individual or a firm may act for 
one or more insurance companies, and 
his or their experience of insurance may 
be strictly limited, yet there is no law 
to prevent them styling themselves in- 
surance brokers. It is unlikely that 
they would be qualified to advise as to 
market rates, though they might be 
competent to deal with alterations in 
extent of cover. 

There are, however, many large 
organizations? of insurance brokers of 
established reputation having wide con- 
nections among industrial firms in this 
country and abroad ready to give 
advice at all times and to transact 
business. Insurance brokers of this 
standing are usually Lloyd’s brokers 
and are members of Lloyd’s Brokers’ 


Association. Like members of the 
Stock Exchange, Lloyd’s brokers are 
not permitted to advertise. 

Some firms of insurance brokers, how- 
ever, are not so directly connected with 
Lloyd’s. In some cases their executives 
are members of the Corporation of Insur- 
ance Brokers, a body whose chief function 
is educational. Such firms wishing to 
place clients’ business at Lloyd’s must go 
through a Lloyd’s Broker. 


Functions of the Insurance Broker 


The functions of the insurance broker 
are to advise his client on insurance 
matters generally and to place such risks 
as his client may decide to cover with the 
underwriter offering the most favourable 
terms, not only as regards premium but in 
the fullest scope of policy conditions with 
a service of prompt and generous settle- 
ment of claims. 

Most business men know that almost 
any risk can be insured, but not so many 
how and where to place the risk. This 
is where the insurance broker can be of 
great help. The prospective insurer is 
usually busy with his own affairs and has 
no time to peruse balance sheets and 
insurance prospectuses. ‘This is the work 
of an insurance broker whose first interest 
is security for his client. 

The insurance broker offers his client 
assistance in the making of any applica- 
tion for insurance;—this is essential. The 
printed proposal form constitutes in the 
eyes of the law the*basis of the insurance 
contract and must be correctly completed. 
Often, where a dispute has arisen, the 
courts have avoided policies because in- 
correct information has by .mischa‘hce 
been given in the proposal form. 

Some policies contain unfamiliar lan- 
guage and technical clauses and conditions 
which mystify the layman. Thus it often 
happens that policies are put away without 
being read, and the only time they are 
referred to is when a loss has occurred; 
then it sometimes happens that the word- 


‘ing of the policy is found not to include 


that which it was intended to cover, or it 
may be that alteration in the risk has 
taken place which has caused the policy 
to become obsolete. Your insurance 
broker’s advice may be invaluable in fore- 
stalling such an expensive awakening. 


Annual Audit of Insurance Policies 


Any prudent firm having an annual 
audit of the books should realize it is just 
as important to have an ‘‘audit’’ of its 
insurance policies. This service should be 
given gratuitously by your insurance 
broker at his periodical visits to you, 
which are made for the purpose of keeping 
in touch and to see if any alteration in 
risks has taken place or is contemplated. 


Claims Service 


e The insurance broker should be the first 
to be called upon for assistance wher a 
client suffers loss. He should help to 
present the claim in a concise form and 
to obtain prompt and satigfactory settle- 
ment. The broker wall not consider his 
duty ended with the payment of the 


tinuous professional service to render, and 
not the least important is the reimburse- 
ment to the client of any losses. 

Thus it will be clear why large firms 
having many insurances deem it necessary 


to employ a competent insurance broker. © 
It is equally important that the small firm On Wet it au 
should similarly take advantage of the e 


broker’s service. 
To the individual whose insurances are 
limited to home protection, personal: be- 


@ 
longings, including motor-cars, and last 
but not least his personal life assurance, ii s Y 
the broker's services are advisable. In 


regard to life assurance there are over 70 

societies and companies transacting this 

class of business, each offering attractive 

contracts, but with varying conditions. 

Lloyd’s underwriters are restricted to ; 
temporary life assurance. How can the ‘ 
average layman be expected to select the T 
company best suited to his own particular 

requirements? Does he know where he 

may obtain the best value, the most 

liberal conditions regarding reduced or 

increased protection, in the event of a 

‘change of circumstances, for annuities, 


call a 
` children’s educational assurances, endow- op 
ment, or whole period life policies? 
It would be satisfactory to every reader e an 
‘+o know that all his insurances are in 


the hands of a specialist, that he is 
economically insured according to his 
circumstances and the nature of his |’ 
business, that he is enjoying the most 
liberal and comprehensive conditions, and i 
that these interests are all protected by 
his insurance broker. : 
If you are not already served in this f- 
way, I shall be glad to give you advice. : : 
Address your correspondence c/o The g 


Editor. We know — we understand how you feel. You 


premium. He has a definite and con- | 











O 
want to find out about it first. So when we say 
BEER that the Remington Accounting Machine is absolutely - 
For Christmas ` essential to any business, large or small, we do not 


expect you to take our word for it. | 
YOU WANT AN UNBIASSED OPINION 


Here it is—a reprint of an article which appeared 
in “BUSINESS” and which was based on a discussion 
between the Editor of “BUSINESS” and the Managing 
Director of a concern of average size using a Reming- 
ton Accounting Machine for all the accounting work 
of the office. The discussion is obviously unbiassed i 


and it is crammed full of interesting and practical 
information. f 





Cartons in the shape of an old English | Write or ’phone for a copy of this reprint (without obligation) to 


inn under the sign The 3 Cans o’ Beer, A ; mre r ‘ 
and appropriately loaded with three Accounting Machine Division, Remington Typewriter Co. Ltd., 100 


cans of beer and an opener, is the latest | Gracechurch Street, London, E.C.3. (Phone: Mansion House 3333). 
development of the Metal Box Cqm- ii 

pany, Ltd., for the brewing trade this e 

season. They are intended for counter 

displays in hotels, restaurants, off- 

licences, e®%. As novel presents they 


are expected to*make a record. EE _t 
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CREATE GOODWILL IN 1937 


the “keystone”? of your system. 





by dealing efficiently with every 
transaction. Minimiseerrorsand Send for catalogue and details of 
avoid disputes by making a, easy payment plan. BRITISH 
.GLEDHILL CASH. REGISTER MADE THROUGHOUT. ` 


G. H. GLEDHILL & SONS LTD: 
50, Trinity Works, HALIFAX 
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-  Finger-Tip ` 
' Control 
(Continued from page 36) 


This classifies cards as you wish at a 
rate of 400 a minute. If, for instance, 
you want all cards sorted for one 
department or one assistant or one 
branch, the sorter does the job. 

Finally, there’s the tabulator that 
prints required tabulations from: the 
pre-arranged punched cards. Printing 
and adding is produced by one bank or 
unit of 25 numerical sectors. The whole 
unit is provided with accumulators for 
taking and printing both sub and grand 
totals. Sub totals are obtained auto- 
matically by change of designation in 
any or all the 21 columns of information 
on the cards. Designating may be done 
on any sector at the will of the oper- 
ator. Sectors, I may add, can be 
arranged to take sterling or decimal 
currency. The speed of tabulation is 
125 cards a minute. 

The cash price of the Powers-One 
equipment is low, but those who pre- 
fer it can have hire-purchase terms. 
Any firm, however, that does not wish 
to buy the machines outright may rent 
them at economical rates. ; 


O ` 


Solving he User’s 
Problems 


(Continued from page 13) 


indicates broadly how the various 
factors of this ‘‘educative’’ policy form 
the basis of successful selling. 

Such a policy cannot, of course, be 
carried out without considerable cost. 
But the entire burden of this is not 
borne by the Company. 


Special Service and Training” 
Charged at Cost . 


Work carried out at customers’ 
premises, as described, by the salesman 
and the demonstration vans is not 
charged for. This is an entirely free 
service. So is the issue of literature, 
the loan of films and the lectures. 

For the training of outside learners, 
however, a nominal charge of about {2 
a week is made, but this covers the 
student for the use of all apparatus and 
the consumption of all materials, gases, 
etc. 

A similar charge is also made against 
firm’s employees who come in for 
special courses. 

In the case of heavy, specialized work 
for customers that comes in as described 
under heading No. 3, charges are made 
at cost for the various materials used. 
This is definitely work for which the 
company aims to make no profit. 

In conclusion, therefore, it can be 
said that the sales policy of this firm 
is to advance the standard of welding 
science and to spread its use by 
demonstration and example, and to 
create the ACTUAL sales by closely 
developing the logical outcome of the 
six broad factors outliwed at the 
beginning of this artille, * 
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‘Quality’ Appeal 


(Continued from page 10) 





up to that quality which I am afraid is 
resent’ in all of us to some extent and 
which, for the want of a better word, 
= wẹ̀ use that very unpleasant term— 
snobbery. 

| We have hitherto used the type of 
advertisement which portrays young 
men, dressed for 3 guineas, looking 
like film stars, with the copy playing 
up appearance as the main factor. 

For next year we shall continue, of 
course, to emphasize the important 
factor of appearance, but we shall tone 
it down somewhat and bring out more 
strongly the factor of quality. Our 
appeals will thus be more dignified, 
just a subtle change, because dignity 
= increases as spending power increases. 


RETAILERS 


Do you know the many subtle sources 
of loss that haunt and frustrate your 
efforts? Do you know how to avoid 
them? There's vital information for 
you in “BUSINESS SUCCESS”, 

e 


SALESMEN 


very business man m a salesman— 
, broker, dentist, wholesaler, re- 
tailer, doctor, teacher, etc.—they all 
sell goods or services Salesmanship 
is a science, Learn its formule in 
“BUSINESS SUCCESS”. 


MANUFACTURERS 


Shall Use Postal Sampling for 
First Time 


Normally we do not use direct mail 
selling methods, but to emphasize as 
strongly as possible the introduction of 
our two new ranges of top-quality 
cloths, we are planning to depart from 
this rule and to connect up the begin- 
ning of our spring advertising campaign 
in the Press with a special direct mail 


of Herbert N Casson. One big firm $ J 


Hundreds of thousands of men and women now in every 
branch of business, from office boys even to directors, 


folder containing actual samples of the DIRECTORS AND are plodding along a monotonous rut. They know their 
new cloths. EXECUTIVES own job, are ambitious and eager to succeed, but cannot 
Each branch will indent our head | 1s the organization or punes Yas make headway. They are held back by themselves ! 
office for sufficient of these folders to | maximum yield? Can it be expanded Inferiority, Indecision and Timidity frustrate their efforts 
= post direct to its customers and s irr, Fe Bad mennee aea S and ability, while self-confident colleagues soar from 
| have been glad 00 gui success to success. 
____ Prospects. $ for Herbert N. Cassom's personal 
We ourselves consider that in such a | tuition. Post the coupon NOW! LEARN THE SECRETS OF BUSINESS ‘SUCCESS 


case as this direct sampling, backed by Business is a science. Fundamental principles of success 


f mational advertising, is the best way to a and A cae underlie vey, congaivaoi ese of Penge niko 
put over the new line effectively. J your job. You cong Meg ora GN, TRADEIACTHENS SATS PORED Ts rh ; 
==Peopl nt ted i loths and | f. Train, study your job; study your knowledge of these principles cast¢ out a ear anc 
f Rop Pete ee ae C10 SR fnna aminen; study “BUSINESS Timidity, and brings immediate recognition and promo- 
like to handle them, but we cannot get, Se tion. You can now learn the secrets of successful business 

' everybody into our shops within the | Herbert N by-private study in yous own home. It is taught in an 


amazing new course written by that master business 


€ A S S © N ? S eae Si N. Casson, and called ‘“BUSINESS 


‘BUSINESS SUCCESS 


Send at once for an inspiring FREE book 
which explains and describes Casson’s 
astounding methods. Read it through, 
study it, learn the secrets of "BUSINESS 
SUCCESS" and become an influence, a 
power and a dynamic success in your own 
business, no matter what it is. 

Psychology Publishing Co., 
Ltd. (Dept. B/C3), 3, 5 & 
12 Queen St., Manchester 2. 


| time it takes to put over a sampling 
shot. 
We are still undecided about the idea 
- of offering some special discount appeal 
for orders involving the new cloths 
placed within a certain time limit after 
the opening of the campaign. We shall 
= not be able to fix our idea about this 
until after these notes appear in print. 
In conclusion, I should like to say 
that we firmly believe our methods will 
result in expanded business next year. 
We have planned nothing spectacular, 
but what we have done is, I think, 
sound. 
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Co., Lro. (Dept. B/C3), 
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Salesmen’s Cars 3. 5 & 12 QUEEN STREET —— } | 
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MANCHESTER 2. 
Me (Continued from page 28) Please send me at once a copy of ‘How 
i to Achieve Greater Success . 
ager ian not claim that all these sugges- NETT RES AEA O S E T a a 
~ tions for gr fleet management cover cei, et. | 
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A visible sales ledger, whether for ordinary or hire purchase accounts, is an | |>- Hepere gs mast wen orea 
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2 glance. ty ‘ | Fig. 5 




























ee | Brakes : 
We have specialised" in this development both for pen posted and machine PE E. application. 
posted accounts ; it is just another instance of solving 


Transmission ee 
17. When clutch is fully engaged can you 


! | 7 H edal at least ? {To; 
THE PRACTICAL PROBLEMS OF BUSINESS eee T a a ? 
18. Wheels—-general condition. 


© MENTION HAND OR MACHINE POSTED ACCOUNTS S i one er wheel stud out 


20. Tyres—conditione of treads. 
Write Ref. BOI7 to :— | 2x. Is tyre wear even. 


22. Spare tyre—condition, e 
| 23. What tyre pressure is maintained? 
Front Axle 
24. Are your front wheels in alignment 
(should toe-in 1/16in.) 
25. Is steering free. 
26. Have you examined ERRES joint 


recently ? 
I, LEADENHALL ST. LONDON, E.C.3 


f Springs 
TELEPHONE | MANsion House 3921 27. Is springing satisfactory? v 
28. Are spring “U? bolts tight? — 
Shock Absorbers $ 
29. Is fluid level kept ae 
30. Are shock absorbers tight on fram 
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2 Would you like 
IFTY NEW CUSTOMERS? 


At | present we are helping a considerable number of well-known 

irms to enhance their reputation and gain new customers. — WP 
f methods we use gre proved. Suitably @dapted they will VENTS: es aan 
le almost any firm to increase its sales at a reasonable cost and incomparably smooth _ 

A sonable time. l and long lasting, their- 

e standard of quality never 
is an enterprising concern offering good quality, value and fes “varies. 

we shall be pleased to give you details, * , ADi ; 


W. RUDDOCK & SONS 


. DIRECT ADVERTISING CONS ULTANTS TS. 


2 LINCOLN = 
Abo at 3 | OLD IEW aE LONDON? Ecg 
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. water-tight > 


ries topped u; 
1 i at ‘the recom- 


teed. 
‘condition of distributor, and 
eaker points clean and properly 
ie 12in. gap nn 


s ‘‘Jackall’’ system (where fitted) 
5 mee ; ing satisfactorily : ? 


u of] door hinges, locks and 
es regularly? 
ne satisfied with the general 


ar sallan petrol, 
aTa as previous model? 


} her Bae A 


O 


Can HELP You 


Jse this Free Service offered 


a by 
BUSINESS CONSULTANTS 


rORE problems than ever crop 


p in everyday business. The® 


reason is that each branch of 
ty is fast developing into an exact 
nce. The more this development 
bës on—as inevitably it must—the 
i ore there arise problems and factors 
fhich require really expert examination 
d handling. 
Jo executive can be an expert in 
wanch of this scientific business. 
indeed, can have at his immediate 
individual specialists to cover each 
hase. 
-For this reason Business assembled 
panel of Consultants, men of high 
ability and wide experience 
his particular field. 
s experts are ready to give the 
of Business the full benefit of 
specialized knowledge. There is 
no. obligation; so send along 
blem if it falls anywhere within 


tary Control, C osting, Planning of. 


Departmental © Managem 
py-out and Progress Pinning. 


E AREall 
asking 


ou rselves this 


question. To 
help you is 


the main pur- 


poŝe of the 
Fern Business Institute. 


15,000 people all over the world can’t be wrong, 
They have tried the Fern Plan, and the majority 
found it did what we expected it would. 


The full story is contained in the book, “The 


Achievement of Success,” a 48-page book which 


tells the Story of the Fern Courses on Salesman- 
ship (five of them), Management (two), and Personal 
Efficiency. 


It costs nothing to get this book, yet it can be the 
turning point of your whole career. 


2 
This Institute is actively engaged in studying 
the causes of success in business, and its activities 
are world wide. For a very small fraction of the 


original cost this information can be yours, providing © de 


you will work hard to assimilate it. 


on your own letterhead. 


| want to succeed in 1937. Please send 
book, ‘‘The Achi te sea of Business Success, 
i can see if this is the plan | am looking for. 


NAME 
ADDRESS 


Post to Secretary, FERN BUSINESS IN 
11 UPPER WOBURN PLAGE, LONDON 


Ce ee a a e a E e R 





WRITE FOR THIS FREE BOOK 


It is bound to impress you. Post this form, or. write 















Th reared H. 


SERVICED 


ORY 


wae 
it u 


© Telephone; 248 





BRITISH. INDUSTRIES HOUSE 
ONDON | 


z ab: Also ue 4 ota 1 Jevy, I LONDON, E call 


Oc c upation 


course o construction. at Welwyn r2 
factories ofefrom 4,000 to 25,000 sq. feet. Some 
: These factories, fully ser- 
viced and with excellent access to road and Modern © 
Railway ‚Goods Station (25 minutes King’s Cross), 
offer. ideal manufacturing conditions. 
facilities are present—splendid housing accommo- 
dation is. available and electricity is rem rarkably 
cheap, . May we supply you with full particulars. 


RAIL SERVED, FULLY 
SITES, 


age nearing completion. 





DO 











Labour 


1-25 ACRES 





RIES — 


 INDUST RIAL DEVELOPMENT DEPARTMENT 
WELWYN, 


HERTS. 


YOU RECORD 
PRODUCTION COSTS © 
SELLING COSTS 
CONTRACTS 
STOCK ISSUES 
- QUOTATIONS 
“ DELIVERIES 
PURCHASES ? 


“If so, the “ROBIN” Looseleaf Book System [oo ane ee ae 
Every record is | ~~ ioe 

readily accessible; efficient indexing is |. 
delightfully simple; the books = are | 
compact and the whole system economical | 


would be heipful to you. 


in labour and expenditure. 


“Robin” leaves can be ruled to your special | 
requirements—-but first test the “Robin” 


system with a stock ruling as below. 


ROBIN BOOK, 5’ x 8’, comprising loose- | € 
| leaf binder bound full maroon buckram,A-4 | facte 
-index and 200 leaves (feint, cash 9 6 eo- 


or double ledges) 
Or with looseleaf tsinder bound 1 2 k 


= | maroon pigskin*back and corners | 


“Looseleaf Book. Manufacturers 
LINCOLN 


Stafi 


| OFFICE. EQUIPME 


| new office or whether y 
| improve - your existing routine ð) 


¥ es 
| ROAD “TRANSPORT : 


| tion ona. very: important. subject. H 


your road. transport problem, -subi 
| to us. It may be the selection of vel 
| about which you are in doubt. The kee. 
| ing of records or the planning of story 
We can help you to run this departmc 
pin the most emirim ae economical we 


Telephone : 2485 





$ “In our case, he fact that we wer 
| able to find this present building was € 





Heaton of Contactor Switchgear Lig 


o hoar o Fae ground i 


| vale ed found suited them ac 


: us a considerable es 











Petision 3 


outlay. 


W hether yow’ want 
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ment. at. one: eee point, wo can 








The article on. Page 26 gives 4 


to pay salesmen for their car. expenses 
a A we are: asked many times 
year, by firms of all sizes... But, whater 








Wolverhampton 





front rank importance to us,” Mg 


said. ‘‘We searched in several ateay 
| Birmingham, Walsall and similar plad 
~and found nothing that was Smia 
for us,’ 
Mr. Heaton’s company: wanted 






number- ai 7 
a “it needed. very: little 
tion on our needs.” | 









postion | “to. ‘Fischer pen 
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Mr, Dumbell, of Y 
sme ants . ther 
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The two factors, skilled labour and k3 
_ standing buildings, were without doubt | © Pi ) 
-= the most powerful magnets in drawing 

the businesses I have mentioned to r 

`=- Wolverhampton. There were, of course, 


= a host of secondary reasons. 


koe Ta ‘conmon wes at | Lt didn t just happen 


ws 


" ~3lidlands centres, Wolverhampton pro- 


re 


i 





- : 


_ 39There is, of course, an excellent road 


W; 
7 


i 


PP 


+ 
4 


te 


= “wns in England. The rates levied per 


$= 


ngland and Wales. The distance to 
~ 1 extremes of the country is lessened 


Ka 


Sterage of 15s. 6d. for 42 of the leading 


a eine 
5 n 
Rasy 


iy. 


_ -ead of population compare very favour- 
ly with all other industrial centres. 


H 3s: 5d.; Coventry, £3 16s. 9d.; 





Jides a saving in mileage to all parts of ; 
that Lancashire became these foremost industrial centre 
its central position. of England right from the start of the industrial era. 


3; Just as it needed the proper background and combina- 


3gfown's Central Position Helps 


tion of forces to set the wheels of industry i j 
Gi Road Transport stry in motion, 


so to-day we find Lancashire possessing all the elements 


ak-up to every part of Britain. One necessary for the advancement .@f modern industrial 


‘ead of a firm told me that he brought enterprise. 
4) all raw materials by road as well as = 
aking ‘a gu of finished goods by a e And it is a significant pointer to Lancashire’s present 
I Mitte ‘ane of the advantages of this position that the bank clearings for Lancashire’s two 
pb eager ne Jane epi all the cities—Liverpool and Manchester—are more than one- 
arKets oO e nite ungaom are P aot! . : . r 
ithin easy reach of us and there is and-a-half times the combined totals of Birmingham, 
avery transport may seniade $ Bradford, Bristol, Hull, Leeds, Leicester, Neweastle, 
.Mr. Mathew, Mr. Dumbell and Mr. 
iA ell all pointed out the obvious Nottingham and Sheffield. 
5ivantages of (a) being within easy a í pre N | 
52ıch of all sources of supply and (b) the Close investigation of Lancashire’s advantages and 
hy es to all miportant aipe piarknts: facilities shows that the Area is ideally situated for 
. AA. ODL EN. è . . . d - es 
operate through Wolverhampton, hence economical production. Every industrialist should study 
= is aways pyaiable a fast paseonger Lancashire as a location for his particular enterprise. - 
goods service tor all manufacturers. z 


th railways provide a first-class 

lection service, and deliveries to most 

the important cities and towns of the 

untry are made in a few hours. 

The canal service is one of the best 
[vailable in any English town. = 
‘here are three—the Midland and i ( : 

‘oast Canal, the*Birmingham Canal L A N A S H I R E 


favigations and the Staffordshire and 


Full information and expert advice will be given on confidential 
inquiry to: 


J. BENNETT STOREY, General Manager 


Vorcestershire Canal. Through these 

re To coe INDUSTRIAL DEVELOPMENT COUNCIL 
ect to ports such as Bristol and Ship Canal House, King Street,e Manchester, 2 
achester and others. 

Wow rates are another advantage in Preliminary information obtainable through :— 


-&olyverhampton For the year 1935-36 THE TRAVEL AND INDUSTRIAL DEVELOPMENT ASSOCIATION OF GREAT BRITAIN 
s P ‘ AND IRELAND, 6, Arlington Street, London, S.W.!, British Empi , Roc 
ji e rate was IIs. 6d. compared with an Center, New York, and 28 Avenue des Champs Tysen, Paris. + ee woe 








__ere are some figures : Wolverhampton, 













PATENT NESTING 
CHAIRS FOR SPACE 
ECONOMY 


(Patent No. 344159) 


o 
Please send for catalogue 
(Ref. B.) showing gur com- 
plete range of tubular gteel 
furniture for all purposes. 






OWER RICHMOND RD. 
PUTNEY, S.W.15 
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_ CONTINUOUS SMOOTH OPERATION 
_ by PRIMUS STATIONERY 


makes for more legible invoices, works orders,-day-book 
recordings or any typing of a duplicate and extended 
nature. Moreover, an incredible amount of time is 
saved—at least 30 per cent. 





Stationery must be used for these tasks. Let it be” 


PRIMUS. 


The Primus attachment fits any make of typewriter or 
) billing machine, and is supplied by the makers of the 
PRIMUS Continuous Stationery. 


RTER-DAVIS Limited 


QUEEN ELIZABETH ST., LONDON, S.E.| 


Telephone: HOP 0204/5 


















A New British Made Model for those who 
prefer the natural Knife Action of Cutting 


‘‘ DOMINION” 8-BLADE 
PENC9L SHARPENER 
AUTOMATIC SELF-FEEDING 


CRESI  Resait | 3/6 


Complete with 

Heavy Metal Base - -~ 
of Office r Onces :— Aii 
ITCHFORD & Co. Ltd. 
all St., London, on 


£ _— 
AF 2 





| 


16/6 











hd 
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Kew ikatees For Electricity 
-~ and Gas Supplies 


Charges for electricity and gas ar 
among the lowest available in th. 


country. Manufacturers can obta! 
electricity at the following rates: 1 { 
1,000 units per quarter, 1.25d. a “uni?! 
the next 1,000 units a quarter, 1.od., 
unit; the next 1,000 units a quarte 
O. 75d. a unit, and all above 3, 000 unit- 
a quarter, 1d. a unit. 

Gas charges range from 2s. sd 


1,000 cu. ft. for consumption of a a r 


100,000 cu. ft. a month, down t“ 
1s, 10d. per 1,000 cu. ft. for 1,250,00 
cu. ft. and over a month. In additior 
special rates are arranged under contrai 
for very large users. 

Water supplies are available at rate 
ranging from 1s. to 11d. per 1,000 gals 
according to the amount of water taker 
over a three months period. 

Furthermore, manufacturers will fina 
that the municipal authorities are help 
ful and considerate. Appreciation © 
the interest and help forthcoming wa 
given me by several of the business met 
I talked with. One of them summed uj 
the situation this way: ‘““When I cam 
here the City Development Office 
MR. ARNOLD HECKLE, took lots - 
trouble to give me help in getting ip 
building and in clearing up many of t ! 
problems which naturally arise whe 
you take over new premises. Such 
service makes one feel that the welcom 
to the town is genuine.’ 

In the past ten yéars a number of ne 
industries have located in the town ar 
added to the variety of 150 industr 
already established there. These pa 
firms have all expressed satisfac} 
with their choice of location. Thty h 
given work to many thousands of peok, 
thus making the town a wealthier “‘hor 
market” for the manufacturer of goo» 
that sell to the general public. 

It must be added that the town 
Industrial Development Association wi 
provide special reports, free of charge 
for the benefit of firms that contemp!- 
locating at Wolverhampton. 


that’s a good point f os VELO“ $ 


> ALL-BRITISH MACHIN, 


‘““TWIN-CUTTER ” 
“ BRITISH CROWN ” 
For Standard Pencils 


“ BRITISH EMPIRE” 
For Various Sizes 


“NEW SOVEREIGN” 
SELF-FEED Model 


“CABINET” in a 
BAKELITE Casing 


6/6 
10/6 
15/-5 
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Now You Can Have: 


a TRAINED 
Export Staff 


XPORT trading is a complicated 
business. Apart from the need 
for a knowledge of actual condi- 
ons ruling in the’ markets of foreign 
yuntries there are those constantly 
anging obstacles: embargoes, quotas, 
riffs, monetary restrictions, upheavals 
political trends, and so forth. 

It is not to be wondered at that firms 
ose thousands of pounds annually 
hrough not being able to specialize in 
his complex science of export trading. 
t is not to be wondered at that many 
irms who could, with profit, launch out 
nto the export business deliberately 
void this branch of trade for the sole 
ason that they cannot get together a 
staff well enough versed in export 
methods to make the venture worth 
while. 

It is with great pleasure, therefore, 
that we announce to readers of BUSI- 
ness the new Institute of Export that 
has been formed to overcome these 
difficulties. 

This new body has no aim in the 
direction of banishing quotas, tariffs 
and the other pitfalls to overseas trad- 
ng but what it does offer to the busi- 
ess man is a means of securing staff 
eally trained to handle export business 
, specialists. 


This Is How The Institute 


<port business and now want to start 
`» the Institute can help you in two 





150°% INCREASE 


IN WORK CAPACITY, WITH 


‘Dp TAN 
LUS orras 





ze er Pe 
ee ee SRV 


RAPID-AADDER! 


- a 


E A 
G'a) 


THINK WHAT THIS MEANS TO YOU! 


This little lady, now that she 
has a ‘‘Plus’’, can add accurately 
at 24 times her previous best. 
She wasn’t slow before. 


which previously took 5 hours, 
without extra strain or fatigue. 


The ‘‘Plus’’ Rapid - Adding 
Machine should, and soon will 
be, in every office, large and 
small, because it is as necessary 
as a typewriter. 


Can Help You With A ca handy, It embodies the latest principles 

If you want to develop your existing porta s us s SCCOUNTS, which give speed and accuracy, 
verseas trade on more profitable lines, costings and analysis clerks is robust and hard-wearing, 
əş if you have hitherto avoided the can do in 2 hours the work lasts a lifetime, can pay 


for itself in 14 weeks and 
COSTS ONLY 20 GNS. 
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ys. 

(1) By training your staff and execu- 
.ves to do export work; (2) By ‘“‘pro- 
iding’ a trained staff—that is, putting 
you in touch with its members who 
have passed their Institute examina- 
tions and have certified qualifications 
for doing export work. 

Let us suppose, for instance, that you 
‘shed to build up a staff capable of 
ning an export department. You 










LET US DEMONSTRATE IT TO YOU 


Tekenr BELL PUNCH COMPANY LTD. ‘oioon, swi 


LONDON, S.W.! 
1532 


BULMERS, 9! Queen Victoria Street, LONDON, E.C.4. 


JOHN MACLEOD, LTD., Ilé Hope Street, GLASGOW, C.2. 
Also at 13 South Charlotte Street, EDINBURGH, 2, Telephone No.: 26024, 


CALCULATING SERVICES, | Albert Street, BIRMINGHAM, 4. Telephone No. : Central 6541. 
BRANSONS (Office Equipment) LTD., 5 Halford Street, LEICESTER. Telephone No. $ Leicester 22521. 


GILBERT WOOD (Arithmetical Machines) Ltd., 4 Albert Square, 
MANCHESTER. Telephone No.: Blackfriars 5536. 


IN OUR BUSINESS 


of creating and producing all things “printable” 
several classes of business men employ us. 


» (1) 

(2) Those who want theis own ideas exactly interpreted 
and properly executed. 

(3) Those who are in the main satisfied with their 

present arrangements bt who know the value of 


2 ae a fresh mind and an outside view-point. 


It pays to employ professional assistance of proved 
capacity. An enquiry costs you nothing. 


f NORFOLK STUDIO LTD. 102-5, SHOE LANE, FLEET ST., E.C.4. CENtral 3173 (5 lines) 





Telephone No.: Central 2458. 
Telephone No. ; Central 7023. 





Those who want new and original ideas. 
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26.000.000 


Customers 








HOW! WHEN! 
to sell to them. 


SEND NOW FOR THE 
NEW EDITION OF 


“There is a 
Market’ 


This brochure is packed from cover to cover 
with data of the utmost importance to firms 
operating in the West Africa market fof 
26,000,000 customers. Produced by West 
Africa Publicity, Ltd., the only Advertising 

ents with branches actually on the coast, 
“There is a Market’ contains an exhaustive 
examination of marketing and advertising 
conditions; an exposition of advertising 
methods ; a complete list of media; trade 
Statistics and details of the services offered 
by West Africa Publicity, Ltd. Executives 
are invited to apply for a copy of: the 
brochure, for which no charge is made. 


WHERE ! 


[here is a. Market ; 


WEST 
AFRICA PUBLICITY Ltd 


Dept.G.|.Watergate. Blackfriars. E.C.4. 
Telephone Central 7474 


would need a manager and some assis- 
tants, dependirig on the size of the 
proposed department. 

Normally such a staff would be 
selected on the “hit and miss’’ method. 
The young man who ‘‘knows a language 
and would like to try his hand at the 
export side” would be given a chance. 
But to-day there is no need to rely on 
these haphazard methods. A man who 
is a full member of the Institute, and 
has received his diploma, is a man com- 
pletely qualified to handle export work. 
He's equipped in theory and practice 
for the work. Similarly, the younger 
members of your export staff can be 
recruited from the student 
[Institute members. 

On the other hand, if you have 
already an export staff, then its mem- 
bers will benefit themselves—and you— 
by joining the Institwte. This includes 
your export manager and other high 
executives. 

The juniors on your staff would 
become (a) students or (b) student 
members and would he expected to 
study the course laid down by the 
Institute. As they pass examinations 
they go up in type of membership and 
next become associate members. When 
they have reached associate member- 
ship they have to pass one more exam- 
inatign to get the Institute’s diploma 
and to become full or ‘‘corporate’’ 
members. 


classes of 


. 
Monthly Meetings That Help 
Solve Problems 

The value of this training to 
youngsters in any export department is 
obvious. But the Institute serves the 
export executives just as well. Æl] full 
members, for example, are expected to 
attend monthly meetings at which 
every kind of export problem is 
discussed. 

In this way men who are actively 


engaged in export work pool their 
knowledge and experience and help 
solve each other’s problems. Further, 


at these monthly meetings experts on 
various phases of export work are 
invited to give talks. For example, 
recently a lawyer, a recognized 
authority on his subject, explained in 


os ee ee 

SS 

TO MEN OF EXCEPTIONAL ABILITY 
ONLY 

Ag really first-class outside salesman or 

sales executive, age 28-38, who must have 


the 
3 years, 1s required for training to 


been earning at least {500 p.a. for 
past 
fill a permanent apd extremely progres- 
sive position with leading life Insurance 
Company. Applications from past or pre 
sent employees of competing Companies 
will not be consideredg Exceptional oppor- 
tunity for right mmn. Initial remuneration 
by arrangement. Pension.—Write in con- 
fidence, giving age and full particulars, to 
Box 352, c/o Busness, Whitefriars House, 


Tallis Street, E.C.4. ‘ 


' BUSINESS for DECEMBER, 1936 
pans Cn at At Re" cm ett Neath 





HERE’S ADDITIONAL 
SECURITY — 























THE NE 
UTILIT 
SUPER 
UNIT 


45 /; 


Size 36” x 18” x 12”, with inside locking com 
partment, and one adjustable shelf. The loc 
on the inside door is different from that o 
the outside. 


HERE’S ADDITIONAL 
SMARTNESS — 





THE NE 
UTILITY 
“ACE r 


42/- 


Size 36° x 18" x 12", with two adjustable 
shelves. An entirely new construction 
method gives not only greatly improved 
appearance (by reason of the rounded corner 
and solid base) but also a 25% increase in 
strength. 


HERE’S ADDITIONAL 
SPACE — 


THE UTILITY 
No. C6 
CUPBOARD 


Size 72” x 18” x 18° 


60/- 


Strongly built to give 12 cubic feet of stor 
space. Fitted with 3 fixed shelves, a 
6-lever lock. Fully reinforced door. 














Send for details of the full range of UTILI 
EQUIPMENT, free and without obligation. 


TRADE MARK 





Tue Urivity STEEL CABINET G 


PRODUCERS OF HIGH-GRADE 
STEEL OFFICE EQUIPMENT 


YARBOROUGH ROAD,ŁINCO 
Phone 477 i 


fa ; aye 












letail *the law of CtLF. contracts. 
Such tricky points as how the law works 
n relation to shipments, to insurance, 
to payment and what remedies were 
pen to buyer and seller were discussed. 
Yther experts at other meetings dis- 
issed the international telephone and 
s service to exporters, modern methods 
of packaging for all types of overseas 
trade, banking in relation to foreign 
‘business and so on. In short, if your 
export staff join the Institute they are 
hown the full possibilities of export 
ade and are urged to use this know- 
Lige in furthering your business. 
There is no overlapping of the work 
the Institute with that of any other 
export organization. The Department 
of Overseas Trade, for example, pro- 
vides inside information on foreign | P _ 
markets and conditions; the Institute i 
trains its members—as individuals—to i 
e tua aat ca of cach iaket | S satisfied With my present record system Mtil one of my 
tion. But in addition to information | business associates introduced me to hs—SHANNON VISIBLE 
available from other sources, the Insti- ; 
aie a akne up ah Banii 60 RECORDS. Then | saw what a real concrete asset th is system is, and 
manufacturers. One committee, for || realised at once the reason for his success in business enterprises. 
example, is now investigating methods ; : ; ; ; 
i aning ededa ie sd a it moar aay By the ingentous charting and signalling of this system he demon- 
If you wanted to market a new line | strated to me how he saw in a flash any weakness, any favourable 
overseas, this report would tell your i : : : 
sort aiiniger and stait just how to | opportunity with which he could deal instantly. He pointed out 
go about the job. how any movement, any vital fact, was seen AT A GLANCE, 


The Institute has already over 400 i : i i 
sba oot bad oink or a coBrn In fact it could be said that he had his business absolutely under 


. 
that aoka £3 36. subscription from | “‘sight control’’. Needless to say when | had changed | felt at 
individuals. owever, there is no tai 
Dobe Mat many firms will pay the |000. the profit-making value of the Shannon Visible Records. 


subscription for the young members of 


fm as well as the individua [EVERY MOVEMENT, —EVERY FACT 


` At the moment the Institute is work- 


ing from its headquarters, 11 Aldwych, 
London, W.C.2, but it is shortly open- S FE N | N A F L A H # 
ing branches at Manchester and Liver- » 





pool. More branclfes in other centres 
will be opened later. 


i å They’re 
Spending Money 









hannon 










p Here et — 
r (Continued from page 20). OQ $ 
3 IGHTEEN firms on the Trafford Park Na 
3 Estates, Manchester, have excunded to IMPERIAL HOUSE, 15-17-19 KINGSWAY, W.C.1. GI PÑ 
meet increasing trade. l BIRMINGHAM, BRISTOL, LIVERPOOL, MANCHESTER, 
` A, firm of soap manufacturers (Thomas ! NEWCASTLE-ON-TYNE, GLASGOW, CAIRO EGYPT. 





; ? s may 
There is ods which it s advertising i are the drawing 
@ sell tne Artist has mark 
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are 

rt, but klets, etc. ; 

Mott Donea id Ba ng Knowledge 
are 


fdn, eh, py mend a R ALP 


46 GILLINGHAM ST. 
Viekona 7362/2 hues) 
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BLOCHMAKERS 


OF UNUSUAL 
SKILL / 


o %: 


PHOTOGRAPHERS 


NES 
d 7 . . g Ee. 
Your trial of Nickeloid service 

at the next opportunity will 


assuredly persuade you of the 
_ advantage of employing these 
ce | facilities consistently. @, Write 
E ` for Nickeloid literature on your 


P + 
P 
‘ "i 
å . 


business letterheading. 


PRINTER ST., LONDON, E.C.4. Central 9791 Six lines 





-P485 





38, 








ICKELOID R. FOX LTD. 


Ensure it 


| 





.... that’s the formula leading to 
sales wherever a RENART display is 
shown. For better, sales-compelling 
silk screen displays get into touch with 


RENART STUDIO 


9 CHERINGTON RD., HANWELL, W.7 
Telephone : EALING 3362 


















FOR 


@ Automatic 
Photo Printing 


| @ Commercial o 
Photography 
@ Guaranteed Quality 





Serena IE 


Phone 
Terminus 


6381 
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WHEELS ARE WHIRRING! 


Trade is stirring and never was 
time so valuable! 
being fully productive by adopt- 
ing the “G.B.” system. This 
* encourages {punctuality 


efficiency by its fairness and 
impartiality. It also prevents 
slackness at starting and 
stopping times eating into your 


and profits. Why not investigate now ? 


GLEDHIL BROOK 


TIME RECORDERS LTD. 
EMPIRE WORKS, 


HUDDERSFIELD 











USE THIS .cOUPON 


If you desire information from the Editor or from Advertisers 


> 

To BUSINESS Service Department, Whitefriars House, Tallis Street, E.C.4. 

Please send, without onapanpa, more information in connection with advertise- 
ment (or advertisements) in the December, 1936, issue of BUSINESS 
numbered below. 
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Hedley & Co.) have acquired an'additional 
five acres òf- land adjoining their factory, 
and ‘buildings ‘are being erected which will. 
enable the firm to double its productive 


capacity. a, 4 

_, Other firms- that are extending their. 
premises include , Metropolitan-Vick 
Electri¢al Co., Ltd.; -Harris, Ltd., 
manufacturers of agricultural machinery; 
Freedlands, Ltd., makers of furniture; the 
Southern Oil Co., makers of edible oils and 
fats; Turner's Asbestos Cement Co., a 
branch of Turner and Newall, Ltd.; James 
‘Laing, Son and Co. (Manchester), Ltd., 
makers of gum, dextrines, starches and 
oils; and Robert Wilson & Sons (Barr- 
head), Ltd., who have a lard refinery i 
Trafford Park, 

Courtaulds, Ltd., have bought addi- 
tional land alongside their present premises 
to accommodate further plant for the 
manufacture of chemicals; and more land 
has also been bought by E. Taylor & Co., 
manufacturers of portable buildings. 


O 


ANY works expansions are in pro- 
gress, or have just been completed, 

by important Liverpool firms. The larger 

of these are mentioned below. i 

Employment for 300 additional people 
has been provided at a Liverpool hosiery 
factory by a large extension, completed 
last month, bringing the total number of 
employees to over 2,000. The firm is 
Howard, Ford & Co. 

A firm manufacturing motor clothing, 
tents and camping equipment has cóm- 
menced the erection of a spacious addi- 
tional factory adjoining their present 
works. When completed, work will be 
found for 250 extra hands. The extension 
has been rendered necessary by the large 
increase during the past few years in the 
firm's foreign trade. The Liverpool Motor 
Coat Co. 

A firm of glass bottle manufacturers has 
completed the addition of a big new wing 
to their existing factory. When the instal- 
lation of machinery is finished, work will 
be found for roo mdłe workpeople. The 
Garston Bottle Co. 

In addition, many smaller schemes of 
extension are in hand. 


O 


. 
FIRM of paint, varnish and chemical 
manufacturers is to start production 
in North-East Lancashire of a range of 
new products. These are fine chemicals for 
industrial, pharmaceutical and medicinal 


iad 


purposes, which, it is stated, have not 
hitherto been manufactured in this 
country. 


The firm have acquired some works at 
Oswaldtwistle with about 37 acres of land 
adjoining. 








Give your a” BELL” 


customers 


fa 













Pat. No. 412623 
(Keys fit snugly within 
leather sheath.) Write 
for sample or price let 
D. HARPER & CO. LTD. 
258 Holloway Rd. London, N.7 









